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clerks   178 

Cook.  Roy  G.,  portrait  and  men- 
tion of 404 

Cook,  Thomas  P..  tablet  in  mem- 
ory of 93 

Corks  and  bottles,  w^here  should 

they  be  charged? 131 

Corn    remedy   without    cannabis 

Indica 264 

Correcting  a  prescription  diffi- 
culty    439 

Corrosive  sublimate  poisoning,  a 

new  antidote  for 480 

Cosden,  A.  H.,  portrait  and  men- 
tion of 7 

Cost  of  doing  'business  investi- 
gated by  System  Magazine...  181 

Cotton,  blue  dye  for 308 

Coupon,  likelihood  of  legislation 

concerning 223 

Coupons,  legislation  concerning 

trading  stamps  and 268 

Court   plaster,   liquid 176 

Cousins,     W.    H.,     portrait    and 

mention  of. 8 

Cowles,  Don  P.,  snapshot  of. . . .  497 

Craig,  Hugh:  "Change  the  Wom- 
en's Section  of  the  A.  Ph.  A.".  840 

Cream,  a  vanishing 264 
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Creosote,  effect  of  on  erelatln...  263 

pill  mass,  a 263 

Creaol,  compound  solution  of,  a 

method  of  preparingr 339 

masking^  odor  of 808 

Criddle,  Arthur:  Chapped-hand 
preparation — third  prise  form- 
ula     238 

Crlpps,  Ernest  C:  "A  ReTOlutlon 

in  Engrlish  Drug:  Stores" 413 

Crumpler  Pharmacy,  store  of . . .  232 
Cuban  family,  a,  snapshot  of . . .  67 
Cucumber  and  lanolin  cream...  483 
CuUey  Drug:  Co.:  Chapped-hand 

preparation 240 

prize-wlnningr  advertisement  273 
three      prescription     adver- 
tisements    346 

Culley,   Mrs.   John,  portrait  and 

mention  of 494 

Cultivate  the  physician 16 

Cunningham,  Andrew  R.,  men- 
tion of 63 

"Cure,"  use  of  word 92 

Curry,   F.    C:     "Method   of   Dis- 
pensing: Essential  Oils"...   432 
••My  Best  Paying:  Side-line"  158 
Cushing:,   Daniel:   "New  Use  for 

Cut-outs" 250 

Cut-flower     business,     how     to 

build  up  a 166 

Cutlery,  featuring:   526 

Cut-outs,  a  new  use  for 260 

Cut-rates,  placing  the  blame  for  299 
Cuts  in  price,  should  a  druggist 
meet  those  made  by  competi- 
tion?     104 

Cutter  for  camphor 296 

D 

Dailey,     Beveridge    &    Graham, 

store  of 284 

Davenport.    Robt.    B.:     "A   Pill- 
mass  Roller"   207 

"Faults    of    Some    Bosses    I 

Have  Worked  For" 164 

"Let    the    Attitude    of    the 

Physician  Decide"   59 

portrait  of 164 

Davis,  Luther,  son  of 383 

Day,  William  B.:  "A.  Ph.  A.  Re- 
form"     128 

portrait  and  mention  of..  186,  869 

snapshot  of 316 

Day,    Walter    B.:    "Prescription 

Prices  Discussed" f . . .   298 

Dean,  Mrs.  Ethel:  "After  Eight 

Years — Yes" 114 

Dedman's  Drug  Store,  J.  A.  Still. 

manager,  picture  of 319 

Defense  of  a  time-honored  cus- 
tom    122 

Delaney,  E.  E.,  store  of  during 

a  flood 182 

Delivery    service,    what    is    the 

most  satisfactory? 880 

Department  records  in  the  drug 

store 857 

Derivatives,    of    what    do    they 

consist?   47 

Detroit  Drug  dub,  mention  of.     92 
view*  ox  the  city  and  Vicin- 
ity    102,  103,  274 

••Detroit   Plan"    of    co-operative 

marketing 866 

Diarrhea  mixture 850 

remedy  without  opiates....  264 
Diehl,    Prof.   C.   Lewis,    portrait 

and  mention  of 876 

Digestive  powder,  a 218 

Disinfectant      business,      going 

after  the 71 

Dispensary  privileges,  abuse  of 

by  public 46 

Dispensing,  conveniences  In....   846 

hints 260 

Displaying     mirrors     and     hair 

ibrushes 126 

Distilled    water    for    medicinal 

use 41 

Division  of  powders,  a  question 

of 527 

••Doctor  Root" 807 

Doctors  and  commercial  medical 

societies 268 

Dodds,  F.  C,  snapshot  of 816 

Dohme,  A.  R.  L.,  Baltimore,  Md., 

portrait  of 186 

residence  of 144 

••Dollar  Ideas"... 84,  76,  126,  1C8, 

206,  250,  296,  481 
Dollar  watches,   a  1>est  paying 

side-line 245 

Dope-flend'fl  game,  a 252 

Dope- fiends,  so-called  cures  for.  894 


Dorland,  Ralph  B.,  portrait  of..   146 
Doster,  J.  T.,  Birmingham,  Ala.. 

snapshot  of 57 

••Double  Deal  in  a  New  Game,  A"     72 
Drake,  C.  L.:  ''Window  Displays 

and  Basic  Principles" 419 

Dreiss,  A.,  snapshot  of 407 

Dressing  for  white  canvas  shoes  396 
Droege.  Dr.  R.  C,  portrait  and 

mention  of 451 

Drug  addicts,  so-called  cures  for  394 
and     Chemical     Club     erect 

tablet 93 

chains  in  U.  S 471 

conditions  in  Alaska  (illus- 
trated)    607 

Journals,  how  to  read  them.     83 
store  advertising  at  a  coun- 
ty fair 505 

store,    equipping    a    modern 

(illustrated)   283 

Druggist  makes  his  own  fixtures 

and  show-cases 620 

Druggists,  ideas  of  237  on  soda 

fountains 242 

in   politics ...  2,  8,  52,  68,  54. 
97,  227,  369,  860,  405,  448, 

460.   451 
On  advisory  committee.  New 
York  health  commission..   223 

percentages  of 423 

visit  laboratories  of  Parke, 
Davis  &  Co.   (illustrated).   317 
Druggist's  life,  the  true  story  of 

(illustrated) 416.  463 

.Druggists'  National  Home  found 

Impracticable 355 

proposition  to  put  it  up  to 

N.  A.  R.  D 135 

Drugs,    conservation   of,   in   the 

store  480 

Drury's  Pharmacy,  store  of....   232 

Dry  cleaner  396 

shampoos 483 

yeast 176 

Dunlop,      D.:      "What      Articles 
Should  We  Display  in  and  on 

the  Show-caser 280 

*Durr,     John     W.,     Montgomery, 

Ala.,   snapshots  of 66,     57 

Dustless  sweeping  compound...   483 

Dutch  auction,  a 39 

Dwinell,  H.  J.,  mention  and  store 

of 315 

Dyes,  blue  for  cotton 308 

B 

Eberle,  B.  G.:  ''A.  Ph.  A.  Reform"  265 
portrait  and  mention  of . . . .   371 
Eckstein,    Sol    A.,    portrait    and 

mention  of 96 

Eclipse  Drug  Co.,  M.  R.  R.  Jones, 

manager,  store  of 9 

Economy  Drug  Stores,  full-page 

newspaper  ad 479 

Effervescing  solution  of  magne- 
sium tartrate 439 

Egg  drinks 267 

preservative  advertisement. .  890 

pushing   890 

Eggs,  breaking  with  one  hand..   257 
Elixir  of  aspirin,  regarding. ...   181 
calisaya,  an  easy  way  to 

make 124 

gentian  glycerinated, 

improving 481 

glycerophosphates  with- 
out sugar 264 

iron,  quinine  and  strych- 
nine,     an       improved 

formula  for 389 

pepsin  compound 131 

Ellis,  S.  S.:  "Quickly-made  Lan- 
tern Slides" 622 

snapshot  of ; 499 

Eisner,   Dr.   Henry  L. :   "  'Gainst 

Heavy  Odds"   881 

Emergency  can  opener 76 

war  tax  bill,  provisions  of.   441 

Emulsion  of  paraldehyde 861 

Emulsions,  freshly-made 392 

methods  of  making 895 

Enclosure  slips  for  general  ad- 
vertising     844 

"Encouraging     a     New     Doctor 

Caused  My  Failure" 190 

Endress,  John  C:  •'Making  Com- 
pound Solution  of  Cresol"....   839 
Engelhard,  Geo.  P.,  mention  of  .2,     48 
portrait  and  mention  of ... .  498 
England,  Joseph  W.r  "A.  Ph.  A. 

Reform'*^ Ill 

portrait  of. 184 

England,     proposed     legislatloa 
regarding  patent  medicines  in  448 


English    drug  stores,   a   revolu- 
tion in 413 

"Panel     Chemists"     affected 

by  war 443 

Enthusiasm,  the  king  salesman.   524 
Epplen,  W.  G.:   "Idea  In  Barrel 

Bungs" 296 

"Liquid   Petrolatum  In  Cap- 
sule Filling" 296 

Equipment   for  the  prescription 

department,  suitable 517 

Equipping  a  drug  store  (illus- 
trated)       282 

Essence    of    pepsin,    legislation 

regarding 267 

Essential  oils,  method  for  dis- 
pensing     432 

Euqulnine  in  liquid  form,  dis- 
pensing        76 

European  war,  effects  of 353,  397 

Europe,  druggists  touring 311 

Evans.  "Arabalene,"  San  Fran- 
cisco, as  a  hunter 145 

Evans,  George  J.:  Chapped-hand 

preparation 239 

on  exchanging  rubber  goods     62 
"Some     Drug     Store     Expe- 
riences"    474 

"The  Bichloride  Agitation"..    170 
Everflowing  bottle  in  a  window 

display   330 

Expense  account,  should  interest 
on  the  investment  be  included 

In  the? 94 

Experiences,  some  drug  store. . .    474 
Eye  ointments,  hints  for  making  132 

F 

Fablano,  Elmer  E  ,  portrait  and 
mention  of .  .* 359 

Face    powder,    a    prize    window 

display    193 

In  cake  form 528 

Fadgen,  M.  Joseph:  Chapped- 
hand  preparation 239 

Failures  In  drug  business,  three 
stories  of 225 

Fairness  In  dealing  with  jobbers  314 

Fakes,  vicious 92 

Falkenhalner,  Al.:  "How  We 
Built  Up  a  Cut-flower  Busi- 
ness"     164 

False  Impressions,  correcting. . .     50 

Farrington.  Frank:  "A  Cate- 
chism for  Druggists" 70 

Faser,  H.  M.,  portrait  and  men- 
tion of 374 

Fat  reducers,  a  ban  on 356 

"Faults  of  Some  'Bosses'  I  Have 
Worked  For"   154 

Fenner,  Jasper  A.:  "Bear-hunt- 
ing In  Japan" 251 

Ferric  chloride,  hydrochloric 
acid  in  solution  of 260 

Filling  capsules  by  hand  (illus- 
trated)        204 

Flnneran,  James  F.,  portrait  of.   185 

Fireworks  window   display 268 

First  aid,  protecting  druggists 
who  render 268 

Fisher,  Branton:  "Starting  a 
Magazine  Counter"    107 

Fisher,  Harry  E.:  'Bewildering 
Window  Display" 330 

Flsk.  Fred  M.,  portrait  and  men- 
tion of 360 

Fixing  prices  in  prescription 
work,  method  of 195 

Fixtures  and  show-cases  made 
by  a  druggist 620 

Fletcher,  W.  G.,  portrait  and 
mention  of 405 

Fly-killers,  liquid    308 

Foley,  M.  C:  "What  Articles 
Should  We  Display  in  and  on 
the  Show-case ?" 281 

Foods,  baby   482 

Formula  and  recipe  books 395 

Fort  Towson  Drug  Co.,  C.  Ful- 
len,  manager,    store  of 406 

Fortune-Ward  Drug  Co.,  men- 
tion and  store  of 295 

Fourth  of  July  in  London 369 

Fox,  Nicholas:  "Red  Labels  for 
Veterinary  Medicine"    250 

Frames.  J.   Fuller,  portrait  of..    147 

Francis,  Thomas:  "Removing 
Methylene  Blue  Stains" 296 

Freeman,  L.  C,  package  candy 
In   window  of 214 

French.  Mrs.  H.  B.,  Philadelphia, 
portrait  of 142 

Frick,    Daisy  A.:    "How  I   Keep 

Myself  in  Good  Health"..   151 
launch  of 231 
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Frick,  Daisy  A.:  'Should  a  Drug- 
gist  Carry  Lisbbility  In- 
surance ?"    467 

snapshot  of 278 

summer  cottage  of 230 

"What   Articles    Should    We 
Display     in    and     on     the 

Show-case?"     278 

Frick,  Robert  J.,  portrait  of. . .   185 
Frisch,    Theodore.    St.    Charles, 

Minn.,  snapshot  of 146 

Fruit    farm    as    a    best    paying 

side-line 829 

Fuhrmann.  Charles  J.,  wife  and 

daughter  of 229 

Full-page     newspaper     ad.      of 

Economy  Drug  Stores 479 

Fun   in   fishing 208 

O 

•••Gainst  Heavy  Odds!" 831 

Gauze  holder,  a  handy 168 

Gelatin,  effect  of  creosote  on...   263 

Gentian       compound       tincture, 

acetic 392 

improving  glycerinated  elix- 
ir of 481 

Georgia  State  Board  of  Phar- 
macy, group  picture  of 49ji 

German     Apothecaries'     Society 

touring  Europe 81] 

synonyms,  ibook  of 439 

Gerould,  Lew:  "Protecting  Ice- 
tbags" 76 

Getchell  Asher  A.,  portrait  and 
mention  of 460 

Gibb,  Miss  Ida:  "At  the  Old 
Home" 17 

Giesburg.    J.    W.,    four    genera- 
tions of  his  family  (photo)  229 
snow   picture   view   of  resi- 
dence of 182 

summer  cottage  of 230 

Gilmore,  F.  B.:  Chapped-hand 
preparations 610 

Ginger  ale  syrup 176 

Jamaica,   sale   prohibited  in 
Kansas 366 

Glasgow  Drug  Co.,  W.  W.  Mabee, 
manager,  store  of 406 

Glass  Drug  Co.,  store  of.... 421,  617 

Glass,  to   clean  stains   from....   896 

Glenn,  R.  R.:  "Do  Not  Pay  Com- 
missions"     438 

Glycerinated  elixir  of  gentian, 
improving 481 

Glycerophosphates,  elixir  of 
without  sugar 264 

Godding,  Mrs.  J.  G.,  portrait  and 
mention  of 876 

Godding  &  Co.,  J.  G.,  toilet  soap 
advertisements   478 

Gold,   medicinal   uses  for 440 

Gonorrhea   remedies,    discussion 

of 297 

let  them  alone.. 4,  122 

Goodman,  F.  M.:  "An  American 
System  of  Weights  and  Meas- 
ures"     200 

Goodnight,  E.  E.:  "A  Dope- 
fiend's  Game" 252 

Good,  Mrs.  J.  M.,  death  of 136 

Graham,  S.   C,  snapshot  of 146 

Grand  Rapids  Druggists  photo- 
graphed at  Parke,  Davis  & 
Co.'s  laboratories   317 

Grape  Juice,  prize-winning  ad- 
vertisement     273 

Great  Britain,  war  and  the  drug 
business  in 458 

Green,  Charles  V.,  portrait  of 
daughter  of 148 

Green,  Ralph  W.,  daughters  of. .   229 

Gregg.  T.  D.,  snapshot  of 816 

Gregory,  Francis  Fargo,  son  of 
Dr.  Gregory,  dean  of  Buffalo 
College  of  Pharmacy,  portrait 
of 383 

Gregory.  Prof.  Willis  G.,  portrait 
and  mention  of 140 

Griffin,  Glen  D.:  "Using  Maga- 
zine Subscriptions  to  Boom 
Sales"   108 

Groover,  Mr.  and  Mrs.  Frank  C, 
snapshot  of 66 

Groover-Steward  Drug  Co.,  Job- 
bing house  of 220 

Grosh,  Daniel  M.:  "Recent  Ad- 
vances in  Pi\armaceutical  Ma- 
chinery"   (illustrated)     426 

Gross  profit  of  fifty-two  per 
cent! 80 

Guaranty  legend,  concerning  ab- 
olition of 266 


Guaranty  legend,  misconception 

concerninfT    807 

statement    on    labels,    con- 
cerning     807 

Guenther,  Harold  D.,  store  of. .   318 
Guilford,    H.    B.,    portrait    and 

mention  of 186,  864 

Gunnell,  C.  B.,  photo  of 187 

Guns    and    fishing    tackle    as    a 

side-line 208 

Guthrie,  C.  L.,  portrait  and  men- 
tion of 406 

H 

Hackett,  C.  L.,  portrait  of 147 

Haight,    A.    C:     "Removing  Old 

Labels" 84 

Haines  sugar-test  solution 44 

Hair  straightener 628 

tonic,  concerning  a 87 

Hale,  Leon,  portrait  and  men- 
tion of 272 

"Half-truth  is  the  Most  Vicious 

Kind  of  Lie" 490 

Hall's  Antidote  tested 626 

Hall,      Chas.      E.:      "Salol      and 

Wasps" 838 

Hamilton,  R.  C,  photographed  in 

his  car 888 

Hamler,  E.  C:  Prize  window  dis- 
play— face  powder 198 

Hanks,     C.      S.:      Chapped-hand 

preparation • 240 

Harben,  Sam  P.:  "Best  Means  of 
Attracting    Children     to     the 

Store" 286 

Harper,  C.  P.,  portrait  of 219 

Harrison  bill,  concerning  the... 

177,  268,  400 

falls  to  pass 444 

passage  in  senate...  866 

Harrison,  Ed.,   snapshot  of 407 

Hart,  Joseph:  "Should  the  Pre- 
scription Clerk  or  the.  Sales- 
man Receive  the  Highest  Sal- 
ary?"     600 

Hart,  O.  Frank,  portrait  of 147 

"Has  the  Metric  System  Proved 

a   Failure?"   four   papers 464 

Hastings  Drug  Store,  H.  C.  Cox. 

manager,  store  of -277 

Hatchett.  W.  A.,  portrait  of . . . .   292 
"Magrazines  My  Best  Paying 

Side-line" 292 

"The  Question  of  Narcotics"     60 
Havana,  Cuba,  views  of  country 

surrounding 66 

Hays,   Francis  B.,  snapshot  and 

mention  of 271 

Health  Board  of  New  York,  its 
ruling  said  to  confiict  with 

State  law 487 

boards,  pharmacists  upon. . .       2 

comments  on  good 187 

How  I  Keep  Myself  in  Good 

(three  papers) 148 

Heaves,  treatment  for 482 

Hein,  Gust  A.,  portrait  and  men- 
tion of 63 

Helping  drug  clerks 178 

Hemphill,     J.     P.,    portrait    and 

mention  of 859 

Henry,  Samuel  C,  new  president 

N.  A.  R.  D.,  portrait  of..   863 
portrait  and   mention  of . . .   451 
Hermanville    Drug    Co.,     D.    C. 

Pitts,  manager,  store  of 406 

Heroin,  increased  use  of 3 

Highbargin,  portrait  and  men- 
tion of 406 

Higinbotham,  Harlow  N.,  por- 
trait of 286 

"What  Are  the  Chances  for 

Success?"    286 

Hilton,  S.  L.,  Washington,  D.  C, 

portrait  of 99 

Hoffman,    Herbert    H.,    portrait 

and  mention  of 405 

Holder  for  gauze,  a  handy 168 

test-tube 431 

Holiday  selling  campaign,  the..   466 
trade,  effects  of  war  on....   442 

window  trims   36 

Holly-wrapped  boxes 525 

Holmes,  F.,  store  of 318 

Holzhauer,  Charles  W.,  on  the 
need  of  commercial  train- 
ing for  pharmacists 269 

portrait  of 146 

Honey   and  almond  cream 351 

castor  oil,  mixture  of.  220 
Hot  water  bottle  advertisement.  525 
Hover.  Mrs.  W.  A.  and  daughter, 

portrait  of 142 

Hover.  W.  A.,  snapshot  of 56 


Howe,    Gilbert    F.    T.:     "At   the 

Fountain,"  poem 292 

"A   Victim   of   the    Season," 

poem 427 

"Synthetic      Salesman,       a" 

poem 825 

Howell,  Prof.  E.  V.,  on  a  hunting 

trip,  snapshot  of 407 

How    We   Run   Our   Circulating 

Library 29 

Hughart's  Pharmacy,  store  of..   238 
Huhn,    Chas.    H.,    portrait    and 

mention  of  867 

Humphrey,      Arthur      W.:      "A 

Brushless  Paste  Pot" 431 

Humphrey,    Dr.    J.    D.,    portrait 

and  mention  of 360 

Humphrey,  Miss  Nelda,  portrait 

and  mention  of 272 

Hunter,  James  A.,  store  of 618 

Hurd,  Charles  W.,  and  M.  Zim- 
merman: "Drug  Chains  in  the 

Hutchison,  G.  A.  C.  portrait  of.   147 
Hydrochloric  acid  in  solution  of 
ferric  chloride 260 

I 

Ice-bags,  protecting 76 

Ice     cream,     are     you     getting 

enough  money  for  bulk? 267 

Ichthyol  in  capsules,   a  method 

for  putting 172 

waste,  checking 76 

"If  I  Had  My  Life  to  Live  Over, 
Would  I  be  a  Druggist?"  (two 

articles) 820 

"If  I  Married  Again.  Would  I 
Marry  a  Druggist?"  (three  ar- 
ticles)   •...• '■   112 

Illinois    State  *  Board'  of  *  Phar- 
macy,  snapshot  of 

members 316 

Pharmaceutical  Asso- 
ciation,       meeting 

place  of 316 

Illiterate  orders.. 88,  81,  124,  126, 

171,  210,  262,  299,  889,  389.  433 
Inaccuracies   in  scales,  weights 

and  measures,  startling 884 

Indexing  a  drug  stock,  best  way 

of 428 

India,  six  views  iby  E.  G.  Swift.   228 

soliciting  business  in 348 

Ink,  a  formula  for  blue- black..     88 
price  of  raw  materials  ad- 
vancing    489 

quick-drying,   non-erasable.   219 

red,  formula  for 220 

Insurance,    concerning   national 

health 46 

should  a  druggist  carry  lia- 
bility?     467 

Inventory-taking  help  76 

Irish   moss  mucilage,   a   method 

of  clarifying   88 

Iron,  quinine  and  strychnine 
elixir,   improved  formula  for.   839 

Irwin,  W.  W.,  snapshot  of 407 

Iverson,  Harry,  portrait  and 
mention  of 406 

J 

Jacksofi,  H.  C,   portrait  of 146 

Jamaica  ginger,  sale  of  prohib- 
ited in  Kansas 366 

Japan,  bear-hunting  in  (illus- 
trated)       261 

Japanese  store  statement  dis- 
cussed     189 

Jobbers,  being  fair  with 314 

Job,  how  to  get  a 477 

Jones,    D.    F.,    home   of.   Water- 

town,  S.  D ....•..■....•....•..  49" 
Jongejan,  C.  H..  snapshot  of....  317 
Joy,   E.   W..   photographed   on  a 

vacation  trip   382 

Mr.  and  Mrs.  E.  W.,  in  their 

automobile 281 

Jug  rack,  a 126 

K 

Kansas,  sale  of  Jamaica  ginger 

prohibited  in 866 

Keeping  trade  at  home 78 

Kemple.  I.  E.,  picture  of 233 

Kennedy,     E.    J.,     portrait    and 

mention  of 8 

Kennedy,    John    A.:    "Collecting 

Accounts"    169 

Kent,  C.  F.,  and  family  in  their 

car 188 

Keyser  Pharmacy,  Grusendorf  & 

Scott,   store   of 498 
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Kramer,  Mrs.  Andrew:  "Wait- 
ing:.      Listeningr,       Waitingr!" 

Kreisel,  John  H. :  "Bosses  I  Have 
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Liquid  anodyne  balm 220 

court  plaster 176 

petrolatum  in  capsule  filling  296 

petroz 894 

soap,  a  good 174 
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Marrying  a  druggist  (three  arti- 
cles)       112 

Marshall.  Ernest  C,  mention  of.     93 
portrait  and  mention  of. . . .   495 
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McComb  Drug  Co.,  store  of 453 
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Miller,  Dr.  Adolph  W.,  Philadel- 
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Mrazek,  L.  L.,  snapshot  of 316 

Myer,  O.  L.,  store  of. 519 

N 

Nail  polish  and  nail  enamel....  262 
Narcotic     ordinances     in     New 

York  866 

prescriptions,       illegal       to 

'phone 179 

Narcotics,   sales   restriction   bill 

in  New  York 400 
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store  of .-  186 
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tion of 365 

portrait  of   99 
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Nolte,    H.     Ruhl,     portrait    and 

mention  of   405 
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Non-sticky  lotion 218 
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tion of   405 
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Onejcent  sale,  a 215 
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for 346 
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Parke.  Albert  H.:  "Best  Method 
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"Cultivate  the  Physician". . .     15 
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tion of 404 
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Pepsin  compound,  elixir  of 131 
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garding       267 
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of  216  druggists 423 
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ing     262 
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stool    432 
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the    (illustrated)    420 
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display 128 
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tag"  408 
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filling 296 

to  pour 206 
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In   426 
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the  new  British 448 
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refilling    387 
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doctor 58 
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fixing,  fight  to  make  legal..  184 
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three 273 

formulas,       chapped       hand 
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Profit  of  100  per  cent,  is  it  pos- 
sible to  make? 349 

table  for  reckoning: 391 

Profits  and  earningrs. .  .117,  139, 

298.  469,  492 
blank    form   for 
making:  state- 
ments    313 

Proprietaries,  stamps   on? S99 

Proprietary  Association  of  Am- 
erica favors  price  regulation.   222 

Provost,  F.  T.,  snapshot  of 316 

Pruss.  William,  portrait  and 
mention  of   450 

Q 

Queeny,  John  F.,  St.  Louis,  Mo., 

home  of 144 

"Questions  and  Answers". ...  12. 
58,    104,   164.   194,   234,   278, 

326.   377.   408,   451.  500 
Quickly-made  lantern  slides   . . .   522 
Quinine    and   aspirin    incompat- 
ible       627 

masking:  taste  of 131 

R 

Radium   and   cancer 224 

Ransier,  H  E.:  Chapped-hand  lo- 
tion advertisement 259 

Recipe  and  formula  books 395 

Records,  keeping:  department,  in 

drugr  stores 357 

Reducers,   a  ban  on 356 

Reed,  C.  C,  portrait  of 147 

Reese.  J.  C.,  show-card  scrap- 
book,   a    388 

Refilling:    prescriptions    without 

consulting:  the  doctor.. 68.     61 

the  prescription,  on 170,  387 

"Reform,  A.  Ph.  A.".. 67,  81,  123, 
138,  211,  254,  300,  340. 

341.  371,  401 
Rehfuss.  Jacob  H.,  portrait  and 

mention  of   364 

portrait  of. 146 

Reif,  Herman  P.:  "Should  the 
Prescription  Clerk  or  the 
Salesman  Receive  the  Hig:he8t 

Salary?" 504 

Reigrel,  Lewis  L.:  "Dollar  Watch- 
es— ^My  Best  Paying:  Side-line-  245 
Rets,  Georg:e  G.:  Drugr  Conditions 

in  Alaska  (Illustrated) 607 

Reming:ton,  A.  L.:   "Best  Means 
of  Attracting:  Children   to 

the  Store" 236 

prise-winnings  advertisement  273 

Rent,  what  should  it  cost? 270 

Rereg:istratIon     fee.     efforts     to 

abolish   134 

Research  Laboratory,  Parke,  Da- 
vis 4k  Co  ,  view  of 817 

Retail«ra  should  advanee  prices.  364 
Revolution     in     Engrlish     drug: 
stores    418 


Reyer.  Emil:  "Estimating:  Liquid 

in   a  Barrel" 299 

Richardson,  Sarah,  portrait  and 

mention  of   404 

Richards,      William      J.:      "Best 

Methods  of  Advertising:  a 

Drug-     Store      Having      a 

Neig:hiborhood  Business"..     12 

"Has     the     Metric     System 

Proved  a  Failures 456 

portrait  of   12 

Rich,  D.  W.:  "Inner  Chamber  for 

Atomizers"    260 

Riker-Hegeman  developments.. .  266 
Rimmer,  Eugene  F.:  "Best  Means 
of  Handling  the  Constant- 
ly Growing  Business  in 
Biological  Products"  ....  411 
"Going  After  the  Disinfect- 
ant Business"    71 

Ritchey,  W.  P.,  portrait  of 184 

Roadside    signs    as    advertising 

mediums 388 

Robinson.  Dr.  William  J.,  com- 
munication from 122 

Robinson.  Frank  P.:  Chapped- 
hand  preparation 239 

Robinson,  T.  A.,  portrait  of 147 

Rogers.  N.  M.,  portrait  of  daugh- 
ter of  143 

Romanelli  Drug  Store,  picture  of  461 

Rose  &  Co..  H.  A.,  store  of 85 

Rosengarten.  George  D.,  Phila- 
delphia, home  of 144 

Rouge,  powdered   264 

Rubber  bands  for  wrapping....   129 

boots,  varnish  for 220 

dissolving  old    438 

goods,  methods  of  handling 
women  customers  who  in- 
sist on  exchange  of 62 

nipples,  displaying 431 

Ruddiman,  B.  A. :  "Papers  Want- 
ed for  Scientific  Section  of  A, 

Ph.  A." 209 

Rudes.  Clifford  H..  portrait  of. . .   156 

"Special  Sales  Pay" 166 

Rusby,  H.  H.,  portrait  arid  men- 
tion of   „5| 

Russet  and  tan  shoe  polish 350 

Ryan,  Frank  G.,  portrait  of 184 

S 

Sailer.  W.  A.,  photo  of 187 

Salary,  a  question  of 176 

"Salary,  Should  the  Prescription 
Clerk  or  the  Salesman  Re- 
ceive the  Highest?"    500 

Salesman    and    the    prescription 

clerk,   the    491 

"Salesmanship   De   Luxe" 32 

Sales  system,   a  competitive 128 

Salol    and   wasps,    similarity    of 

odors  of 838 

incompatibilities 42 

Salt  solution,  dispensing  pre- 
scription of   41 

Salvarsan,    dissenting    opinions 

on 268 

Samuel.     W.     Scott:     "Pearson's 

Pills  and  Piracy" 622 

Sander.  Dr.   Enno.  mention  of..   403 
Sanitary    Code    of    New     York, 

concerning 444 

powder 527 

Sarset,  C.  F.,  store  of 406 

Sayre.  H.  L..  in  his  auto 183.  231 

Sayre,  L.  E. :  A.  Ph.  A.  reform . . . 

124,  301 
Scales,    weights    and    measures, 

startling  inaccuracies   in 884 

Scarlet-red     ointments,     smooth 

and  efficient 392 

Schafer,  H.  E.,  picture  of 233 

Schackelford  &  See  ton.  store  of.   498 
Schiller,  Norman  L:  "To  Be  Sent 

Direct"    523 

Schlotterbeck,   J.   C.   returns   to 

University  of  Miphigan 311 

Scholes  &  Co..  J.  H.,  chapped- 
hand  preparation 511 

Schlumberger.  views  of  his  al- 
falfa fields   182 

Schmidt,  J.  H..  portrait  of 146 

Schmidt,  "Velveta,"  photo  of 187 

Schneider,    Dr.    Albert,    portrait 

and  mention  of 373 

Schneider.     L.     C:     "Renewing: 

Shelf Hbottle  Labels"   431 

Scholarships  for  women  estab- 
lished by  W.  O.  N.  A.  R.  D. . . .    446 

Schlotz  Drug  Co.,  store  of 233 

Schrelner,  Jr.,  Albert,  portrait 
and  mention  of 495 


Schroeder,   John   F.,  photograph 

by    187 

Schroeder.  Mrs.  John  F.:    "Most 

Emphatically.  No"   113 

Schroers.  Ed.  G.,  portrait  of....   147 
Schulze.    Louis:     "A    Telephone 

Window   Displasr"    416 

Scott,  J.  C.  Bethel,  Ohio,  portrait 

of  son  of 143 

Scott,  Jr.,  S.  M.,  snapshot  of . . .  407 
Scoville,   Wilbur  L.:   -'A.   Ph.   A. 

Reform"' 81.  211 

"Capsules  of  Science" 

42,  132.  217,  261,  306,  347, 

393,  440.  484.  526 
Scrap-book  for  window  displays  296 
Scratches  on  polished  floors,  to 

prevent 213 

Scruggs,  R.  H..  snapshot  of 209 

"The  Fun  in  Fishing" 208 

Seasonable    window    trims,    two 

(illustrated)     115 

Secretaries  of  Boards  in  U.  S. . . 

131.  528 
Security      Drug      Co'..      Eugene 

Kurtz,  store  of 283 

Seed  catalogue  advertisement. . .   305 
Seeds,  promoting  sale  of  garden  305 

Sehl,  Edward,  portrait  of 146 

Selby,  Fred  L.,  in  his  auto 407 

Self- medication    in    New    York, 

legislation  pertaining  to 444 

Selling  tooth-brushes 34 

Semmones,   William   S..   portrait 

and  mention   of 506 

Shampoos,  dry 483 

Shane,  Frank,  portrait  of 160 

"Selling  Wall-paper"    160 

Sharpe,    H.    A.:    "A    Permanent 

Prescription  Label  Number" . .   431 
Sheet   music    as   a   best   paying 

side-line    64 

Shelf-bottles,     renewing     labels 

for  431 

Sherman.  Charles  R.,  mention  of  227 
Sherwood,  H.  J.  Co..   prize-win- 
ning advertisement 273 

Shoe   blacking,    liquid 175 

dressing,  water-proof 175 

Shoes,    white    canvas,    dressing 

for    395 

Shortridge.  G.  T.,  chapped-hand 

preparations 510 

"Should  a  Druggist  Carry  Lia- 
bility Insurance?"   467 

"Should  the  Salesman  in  Front 
or  Prescription  Clerk  in  the 
Rear  Receive  the  Highest  Sal- 
ary?"        600 

Show  card,  a  talcum  powder...   258 

paint 351 

scrap-book 888 

cards  three  specimens  of . . .   215 
cases  devoted  to  special  pur- 
poses, small 39 

made  by  a  druggist 620 

what  should  we  display  in 

and  on? t 278 

colors   440 

Shotwell.     M.     R.:     "Tapping    a 

Barrel"  206 

Shreveport  Drug  Co.,  Wm.  Q. 
Hudson,     mgr.,     store     of     (6 

views)    .  # 276,  319 

Side-lines»  best  paying.  .158,  203, 

246,  292,  329,  881 
••Side-lines.  Shall  We  Push  Cer- 
tain Ones  to  the  Limitr* 877 

Sifter,  a  serviceable 250 

Sign,  an  unusual 213 

Signs,  painting  cloth 308 

Silvering  mirror  backs 263 

Silver  plating  of  metals 130 

Simmons,  George  H..  mention  of 

400,  489 

Simmons,  G.  W.,  portrait  of 146 

Singer,  J.  C,  snapshot  of 316 

Sinking  fund,  desirability  of.  for 

drug  stores 270 

Sisson,  Ray  S.:    "Building  up  a 

Subscription  Agency"  ....   106 

portrait  of   106 

Sklllman.  Harry,  photo  of 187 

Skins,  preparations  for  rough- 
ened     (^ 610 

Slitkin,  David  R.,  photographed 

with   his  son 229 

Smith.  Claud  A.:  "Pushing  Cer- 
tain Bide-lines  to  the  Limit"..   377 
Smith,  Mrs.  Claud  A.:  "The  No- 
blest Calling  of  Them  All*'...  112 
Smith  &  Ratliff  Drug  Store.  H. 

C.  Cox.  mgr.,  store  of 277 

Snow  tunnel,  picture  of 182 
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Soap   advertised   in   an    unusual 

way  391 

a  grood  liquid 174 

in  "Milk  of  Roses" 850 

.window,  a  unique 173 

Soda,  building:  business  in 302 

foams,  how  they  are  made.   303 
fountain  advertisements   . . .   212 
ideas  of  237  drugrgrists  on 

the 242 

fountains,   an   Engrlishman's 

ideas  of  American 218 

formulas  for 212.  804,  342 

how  to  make  it  popular....  304 
stool    used   as   a   percolator 

stand    432 

"Soda  Fountain,  The".. 212,  265. 

802,  841 
Sodium  salts  supplanting:  potas- 
sium  salts    898 

Soft  capsules,  to  fill 207 

soap,  a  ligrht 360 

Sole  leather,  bleaching: 176 

Solidified  alcohol   850 

Solution   of  mag:nesium   citrate, 

reg:arding: 44 

Solvents,  proper  use  of 486 

"Sorehead**  in  chickens.. 808,  351, 

395,  476 

Sore-throat  mixture   628 

Southern  Drug:  Co.,  Jobbing:  house 

of 220 

druff  store  In  its  own  sky- 
scraper   473 

Special  holiday  window  trims..     36 

sales,  do  they  pay? 156 

Specialties,  pushing:  a  couple  of.     40 
Specific    grravity,    probl'em    con- 

cerningr     209 

Spence,  T.  H.,  summer  cottag:e  of 

(2  views)    230 

Spero,  A.  P.:    "Improving  Elixir 
Iron,  Quinine  and  Strychnine"  889 

Spotts  &  Post,  store  of 498 

Spratt,    John    C.    portrait    and 

mention  of  96 

Square    Drug   Co.    and    Its    two 

stores   606 

Squires,  Ralph  W.,  portrait  and 

mention  of  460 

Stackelman,  Wm.  E.:  "A  Handy 

Gauze  Holder" 168 

Stains  on  g:lass.  to  remove.....   896 
removing  methylene  fblue. . .   296 
Stall,  Oeo.  A.:  A  ibraln  tickler  In- 
volved         16 

Stamp    act,    manufacturers    as- 
sume burden  of 485 

Stamps    on    proprietaries? 899 

war- tax,     date    when    they 

must  be  affixed 486 

Standish.     F.:     "Arranging     the 

Perfume  Department"   . . .   420 
"Equipping  a  Modern  Drug 

Store" 282 

"Getting    the    Most    Out    of 

Cigars  and  Tobacco" 882 

"Suitable  Equipment  for  the 

Prescription    Department"  517 
"The   Candy  Department  in 
the  Modern  Drug   Store".  460 
Startling    Inaccuracy    in    scales, 

weights  and  measures 884 

State  association  meetings,  pic- 
tures  taken  at 316 

Statement,    blanlc    form    of,    for 

submitting  business 318 

Statements  of  stores  analyzed.. 

117,  139,   293,   313.   469,  492 
Stationery  case,  order  In  the...   207 

points   in   handling  of 428 

Statler's   codes    437 

Steckelmann,     William     E.:     "A 

One-cent  Cigar  Sale" 344 

"Package   Candles    My   Best 

Paying  Side-line"    381 

*'Scrap-book      for      Window 

Displays"     296 

Steffles.    R.    S.,    on    prescription 

pricing 253 

Stein,  A.,  picture  of 233 

Sternlg.  N.,  chapped-hand  prep- 
aration     511 

Stevens,  Grant  W.,  portrait  and 

mention  of 866 

St.  Louis  College  of  Pharmacy, 
class  of  1914,  group  pic- 
ture of 862 

fiftieth  jubilee   401,  488 

Stock.   Indexing   a   drug 428 

tonic,  a   174 

Stofer,    R.    C,    Norwich,    N.    T., 
portrait  of   99 


Store  managers,  scarcity  of 809 

paper,   a    88 

reviewed   82 

statements  analyzed 117, 

189,  298,  318,  469.  492 

STORES,  PICTURBS  OP: 

Amos.  Moses,  Atlanta,  Ga.   496 

Anderson,    C.    E.,    Movllle. 
Iowa   498 

Anderson's  Pharmacy, 
Houston,  Texas 406 

Austin,  Ed.,  Midland.  Mich .   819 

Bettes,     C.     C,     Jackson- 
ville, Fla 361 

Bienville    Pharmacy,    Mo- 

•     bile,  Ala 818 

Bixby  &  Potter,  Republic, 
Kansas   819 

Bodemann,   Wilhelm,  Chi- 
cago, 111 282 

Burke.  H.  F.,  Clarksburg, 
W.  Va 9 

Clark's  Drug  Store,  Grand 
Rapids.  Mich 462 

Cochran's  Pharmacy,  Liv- 
ingston, Texas 318 

Coleman,  Dr.  F.  F.,  Asbury 
Park,  N.  J 319 

Colleton   Pharmacy,  Grand 
Rapids,  Mich 384 

Grumpier  Pharmacy,  Rich- 
mond,   Texas 282 

Dalley,  Beveridge  &  Gra- 
ham, Helena,  Mont 284 

Dedman's  Drug  Store,  Ar- 
kansas City,  Ark 819 

Delaney,   E.  E.,  Angleton, 
Texas    182 

Drury^s    Pharmacy,    Rox- 
<bury.  Mass 282- 

Dwinell,    H.    J.,   Maynard, 
Mass 816 

Eclipse  Drug  Co.,  Jackson, 
Miss 9 

Fort    Towson    Drug    Co.. 
Fort  Towson,  Okla 406 

Fortune-Ward   Co..   Mem- 
phis, Tenn 295 

Glasgow   Drug  Co.,    Glas- 
gow, Mont 406 

Glass  Drug  Co.,  Petoskey, 
Mich 421,  617 

Groover-Steward  Drug  Co., 
Jacksonville.   Fla 220 

Guenther,  Harold  D.,  Read- 
ing. Pa 818 

Hastings  Drug  Store,  Chi- 
co,  Cal 277 

Hermanville      Drug      Co., 
Hermanvllle,  Miss 406 

Holmes,    F.,    BracketviUe, 
Tex 818 

Hughart's  Pharmacy,  Nam- 
pa,   Idaho    233 

Hunter.   James   A.,  Brook- 
lyn,   N.   Y 518 

Keyser  Pharmacy,  Keyser, 
W.  Va 498 

Klesling,   A.  E.,   Houston, 
Texas    277 

Klnsel's  Pharmacy,  W.  C. 
Klnsel,   Seattle.   Wash..   232 

Krueger,  E.  A.,  Marinette, 
Wis 283 

La  Mesa  Drug  Store,  Chas. 
H.  Noyes.  La  Mesa,  Cal.   277 

Linden   Drug  Co.,  Linden, 
Texas    233 

Livingston  Drug  Co.,  Liv- 
ingston. Tex 498 

Logan.   William   B.,    Shel- 
ibyvlUe,   Ky 453 

Marks    Drug   Store,    Park 
Falls,  Wis 123 

Marshall,       Hugh.       Mon- 
mouth. Ill 9 

Marshall-Snyder  Drug  Co., 
Minneapolis,      Minn.       2  • 
views 453 

Martin,      A.      J.,      Boston, 
Mass 232 

McComb    Drug    Company, 
McComb,  Okla 453 

Modern     Pharmacy,     The, 
Lafayette,  Ind 498 

Mundls    Drug    Store,    lola, 
Kansas 232 

Murray    &    Sparks    Drug 
Co.,  Macon,  Ga..  6  views  452 

Myer,      O.     L.,     Brooklyn, 
N.  T 519 

Nelson,  C.  E..  Coopersville, 
Mich 277 


STORES,  PICTURBS  OP-^Continued. 

Newcomer,   M.   F.,   &  Son, 

Toledo.   Ohio    186 

Oetzel    A   Torrance.    Dan- 
ville. Ill 406 

Perkins,    H.     P.,    Cheppel 

Hill,  Tex 9 

Romanelli  Drug  Store.  Des 

Moines,  Iowa 461 

Rose  &  Co.,  H.  A.,  Sydney, 

Australia 85 

Sarset.     C.      F..     Bouden. 

Iowa 406 

Shackelford       &       Seeton, 

Wynnewood.  Okla 498 

Scholtz  Drug  Co..  Denver. 
Qqj ^ 238 

Security  Drug  Co.',*  St. 
Louis,  Mo 288 

Shreveport  Drug  Co.,  Wil- 
liam G.  Hudson,  mgr.. 
Shreveport.  La.  (6 
views)   276.  319 

Smith  &  Ratllff.  Oskaloosa, 
Kansas 277 

Southern  Drug  Co.,  Jack- 
sonville. Fla 220 

Spotts  &  Post.  LaMars. 
Iowa   498 

Square  Drug  Co..  Knox- 
ville.   Tenn 606 

Taylor,  M.  M..  Tampa, 
Florida 277 

Union  Drug  Store,  Union. 
Miss 9 

University  Drug  Store. 
Austin.  Texas 9 

Van  Antwerp  Drug  Cor- 
poration. Mobile.  Ala... 

478.  474 

Veach-Chose  Drug  Co., 
Helena,  Mont 882 

Victoria-Apotheke,  Zur- 
ich, Switzerland 65 

Warsaw  Drug  Co.,  War- 
saw, N.  C 458 

Weber  Drug  Store.  Indian- 
apolis. Ind 282 

Weibel,  Alfred  T.,  Chi- 
cago, ni 283 

Wells,  estate  of  H.  C.  Elk- 
ton.  Md 818 

Wltherspoon,  Chas.  E., 
Galveston,  Texas   819 

Whitney,  Harry  M., 
Presque  Isle,  Me 460 

Whltten  Drug  Store,  Mur- 
freesboro.  Ark 818 

Wold,  K.  O.,  Austin,  Minn.   458 

Storm-glass,  the  liquid  in  a. . . .  176 
Story  of  a  druggist's  life,  a  true 

(illustrated)     416 

Strawberries  at  the  fountain . . . 

255,  302 
Strehl,  F.  P.:  "Unreasonable  Pa- 

Strehl,  Louis  J.:  "Best  Location 

for  the  Cigar  Counter" . . .   327 
"What  is  the  Most  Satisfac- 
tory Delivery  Service?". . .   380 
Strlckler,    Margaret    E.:    "Don't 

Refill  Without  Authorltsr"....     61 
"Strong  Drink  the  Cause  of  My 

Downfall"   188 

Strong,  S.  E.,  portrait  of 184 

Strong,  W.  B..  portrait  of 186 

Stuart  Drug  Co..  a  trade  pulling 

letter 435 

Students,     commercial     training 

for 269 

Success,    what   are   the   chances 

for?   286 

Suitable  equipment  for  the  pre- 
scription department 517 

Sulphur,     to     make     a     smooth 

pomade  with 263 

Sunday-closing    Issue     in     New 

York   46 

Sweeping  compounds. ..  .88,   264,  483 

Swift,  E.  G.,  and  family 228 

private   car    of 228 

touring  India 228 

Syllabus,    PharmacCeutical,    com- 
ment upon    337 

publication    of    second   edi- 
tion        92 

ready  for  distribution 186 

withstands   an   attack 402 

"Synthetic  Salesman,  A,"  poem.   825 
Systematizing  a  stock  of  drugs.   432 
System     Magazine     Investigates 
cost  of  doing  business 181 
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T 

Tablet  makingr  machines,  photo- 

£rraphs  of   . . .  ^ 426 

Tagrue.    John    R.,    portrait    and 

mention  of   449 

Talcum  powder  show  card 258 

Tan  and  russet  shoe  polish 860 

Tattoo  marks,  removingr 394,  482 

Taylor,  Henry  L.:  "The  Pharma- 
ceutical Syllabus"   837 

Taylor,    J.    Earl:    "A    Magazine 

Window  Display"    88 

"Featuring:  Magrazines  in  the 

Window"   108 

"Givlngr   Your   Trade   Some- 
thing New" 879 

"Magrazine  Window  Display"  285 
"Three  Considerations"   ....     68 

Taylor,  M.  M.,  store  of 277 

Taylor,    W.    A.:    "ReflUingr    the 

Prescription?    No!" 170 

Tax  bill,  emergrency  war,  pro- 
visions of   441 

Taxes  occasioned  by  war 899 

Tea  room  in  a  drugr  store 348 

Telephone  salesmanship   129 

service    advertised    by   win- 
dow display 415 

as  a  means  of  securing:  bus- 
iness       891 

Tennessee     Arm     and     Its     two 

stores,  a 506 

Test-tube  holder   481 

Theisingr,    B.    H.,    portrait    and 

mention  of 878 

Therlot,  F.  P.:  Chapped-hand 
preparation — second  prize  for- 
mula    288 

Thermometer  display  rack,  a...  84 
Thiersch's  antiseptic  solution...  488 
Thiesen.    T.    W.,    annual    "Kids' 

Day"  468 

Thomas,  Francis:  "A  Non-explo- 
sive Cleaningr  Fluid" 126 

Thomas,  Geo  N:  "Dispensing:  Eu- 

quinine  in  Liquid  Form" 76 

Thomas,  Theodore  M.,  in  his  au- 
tomobile     188 

Thompson,  N..A.:  "A  Serviceable 

Sifter"    250 

Thorn,      Harry,       chapped-hand 

preparation 611 

Thornton,    Henry,    portrait    and 

mention  of 7 

Three  considerations   63 

Throat,  mixture  for  sore 628 

Tincture     gr  e  n  1 1  a  n     compoud, 

acetic    392 

Tobacco  and  clg:ars,  g:etting:  the 

most  out  of  (illustrated).  832 
dealers,   law   reg:ardins   tax 

on    486 

Toilet  powder   627 

soaps  and  "America  First". .  478 
"Too  Bifc  a  Side-line  Caused  My 

Failure"   191 

Tooth  brush,  the  unsanitary....   430 

brushes  by  the  bushel 269 

paste,  non-drying: 438 

pastes,  chalk  in 851 

Toowoomba,  Australia,  views  of  19 
Toren,  Theodore  O.,  prescription 

pricing: 388 

Torrence,     J.    D.,    view    of    his 
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United  States  Pharmacopoeia. 
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poem 114 
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ric System  Proved  a  Failure r*  456 
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price  conditions   442 
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ions of 441 
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burden  of   486 

taxes     399 
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Warsaw  Drug:  Co.,  store  of 458 
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Weaver,  Mrs.  C.  A,  portrait  and 

mention  of   449 

Weber  Drug  Company,  store  of.   282 
Webster,  W.  P.  &  Co.:  "To  Pour 
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West  Virginia   druggists  on  an 

outing,   snapshot   of 407 

its  new  liquor  law 515 

strong  liquor  act  in 401 

"What  is  Best  Method  of  Fixing 
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THE  SCRAP  BOOK. 

Use  the  "Star  Quizzer"  and  pass  any  State  exam- 
ination.   It  corerj  the  qq«stioni  ind  aaiwert  of  State 
pharmacy  examinations.    The  revised  edition,  confonn- 
ing  to  the  new  U.  S.  P..  will  be  sent  port-paid  for  $125. 
Address  Stevens  &  Mallory.  Ada,  Ohio.— Adv. 

"Take-it-back  Day."— To  the  town  of  Carmen,  Ok- 
lahoma, belongs  the  high  honor— an  honor  which  we 
trust  will  more  and  more  come  to  be  recogniied  as  snch 
—of  appointing  an  annual  "Takc-Jt-back  Day."     Upon 
this  day  all  borrowers  and  purloiners,  both  young  and 
oM,  both  great  and  small,  are  to  examine  carefully  of 
their    goods    and    chattels,    selecting    therefrom    with 
scrupolout  accuracy  everythii^  of  which  they  arc  not 
rightfully  seiied  and  returning  it  to  its  rightful  owner. 
Amen, 

Can  it  be  possible  that,  as  we  journey  onward  to- 
ward the  light,  this  splendid  example  will  fire  the  rest 
of  us  with  the  zeal  to  go  and  do  likewise? 

Among  The  "Worid*.  Best" 

Eveiy  Retail  Druggist  should 
boost  Home-Made  Products. 
Among  these 

ha*  for  more  than  20  year*  been  known 

pnauMng  Standard   of   ^cellence,  aa 
an  "konert;  reliable  phaimaceuticaL'' 

e^DucountonorderaofSl  O 

bit  larger,  thus  making  its  example  more  valuable.     It 
contains  less  than  five  thousand  inhabitants,  and  there- 
fore could  present  at  such  a  ceremony  nothing  like  the 
difl&culties  to  be  found  in  a  great  financial  center  like 
!Jew  York.    If  our  railroad  fiscalizers  and  trust  kings 
undertook  to  return  to  the  widows  and  orphans  from  all 

"That;  Onb  ONE  AMpUogM>," 

THE  DENVER  CHEMICAL  MFC  CO. 
NEW  YORK.  U.  S.  A. 

parts  of  the  world  the  savings  they  have  fiscalled  away 
from  them,  it  would  be  a  tremendous  job,  albeit  none 
the  less  worth  trying  on  that  account. 

Let  "Take-it-baek  Day"  be  a  national  institution,  and 
et  us  observe  it  in  letter  and  in  spirit- £.  0.  J.  in  Lift. 

The  attention  of  buyers  is  directed  to  Chas.  Pfizer 
&  Co's  Citric  Acid.   Crystals,  Powdered  and  Granu- 
aled,  all  strictly  U,  S.  P. 

heir  Powdered  article  has  gained  an  enviable  reputa- 
ioa   for  uniformity   of  drj-ness  and   whiteness,   which 

characteristics   are  very   important   where  a   Powdered 

Citric  Acid  is  desired.— ,4 dv. 

"What  did  you  think  of  the  automobile  race,  Pat?" 
"I  didn't  see  it" 

"You  didn't  see  it?    Why,  I  saw  you  at  the  track." 
"Yis,  I  was  at  the  thrack,  but  I  had  to  wink  just  at 
he  wrong  toime,  and  whin  I  got  through,  the  race  was 
over."— y«<fgc. 

Papa,  what  is  an  escutcheon? 

"Why?" 

"This  story  says  there  was  a  blot  on  his  escutcheon." 

"Oh,  yesl     An  escutcheon  is  a   light-colored  vest 
\t   had    probably  been   carrying  a    fountain    pen."— 
Houston  Post. 

We  can                      T\\_ 
recommend             ■11'^ 

»»           will 

proper            Ifj     ^^ 

A     Soap 

Creams 

L              Toothpaste 

1^         Toothpowder 

Talcumpowder 

Cod  hcreueJ  NeiKiiUr 
SoDtaf  Power  Wattati  Ewraioulr 

IK  MKSSin  t  MSSUCIIEII  CHEMCn.  M. 

100  WWaai  SI.  Naw  Vwa  CHv 

K  or  Fbumjlct. 
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HOSTETTER'S  STOMACH  BIHERS 

IS  ADVERTISED  EVERYWHERE  AND  ALL  THE  TIME. 

YOUR  CUSTOMERS  KNOW  IT  IS 

THE  BEST  TONIC  AND  STOMACH  REMEDY 

THEY  WILL  BUY  IT  IF  YOU  GIVE  THEM  AN  OPPORTUNITY. 


•  ♦  • 


Order  a  tfcHxl  supply  from  your  Jobber  to-day  and  then  write 
us  tor  attractive  store  displays*  novelty  cards  and  beautifully 
Illustrated  booklets. 

THE  HOSTETTER  COMPANY. 


59  and  60  Water  Street, 


PITTSBURGH,  PA, 


Are  you  satisfied  with  the  amount  of  money  in  your 
weekly  pay  envelope?  Would  you  not  be  worth  more 
money  to  your  employer  and  to  yourself  if  you  became 
a  registered  pharmacist? 

For  the  instruction  of  drug  clerks  wishing  to  in- 
crease their  knowledge  the  Interstate  School  of  Cor- 
respondence, 633-641  South  Wabash  Avenue,  Chicago, 
had  Oscar  Oldberg  prepare  a  series  of  lessons  in  the 
elements  of  pharmacy. 

These  lessons,  giving  adequate  instructions  in  all 
branches,  can  easily  be  mastered  in  your  spare  time. 
You  are  not  compelled  to  give  up  your  work  in  order 
to  gain  sufficient  knowledge  to  enable  you  to  pass  any 
State  board  and  incidentally  to  increase  your  earning 
capacity. 

A  circular  giving  full  information  about  this  course 
of  home  study  will  be  mailed  upon  application. 


Some  men  are  so  wise  that  it  seems  as  though  they 
must  have  been  bom  at  a  much  earlier  age  than  the 
rest  of  us. 


A  PRonx  of  75  per  cent  is  offered  to  druggists  by 
Dept,  S.  of  Lamont,  Corliss  &  Co.,  131  Hudson  Street, 
New  York  City,  which  concern  is  the  selling  agent  for 
Pond's  Extract  Company's  Vanishing  Cream. 

Full  particulars  of  a  deal  netting  this  liberal  profit 
will  be  sent  to  any  one  interested. 


First  Old  Lady:  "My  dear,  what  do  you  think  of 
this  war?    Isn't  it  terrible?" 

Second  Old  Lady:  "Awful!  But  it  can't  last  long: 
the  Powers  will  surely  intervene." — Punch. 


Hairpins  are  used  by  women  for  a  variety  of  pur- 
poses. 

But  when  a  woman  customer  is  obliged  to  use  one 
for  the  purpose  of  removing  particles  of  broken  cork 
from  a  prescription  bottle,  she  is  naturally  none  too 
favorably  inclined  towards  the  druggist  who  furnished 
the  cheap,  crumbly  stopper. 

Obviate  the  chances  of  forcing  your  customers  to 
the  hairpin  practice  by  having  Circle  A  corks  in  all 
your  prescription  bottles. 

Twenty  cents  in  stamps  and  a  mention  of  the 
Bulletin  of  Pharmacy  brings  a  sample  package  of 
100  Circle  A  corks,  assorted  sizes.  Send  for  them  to- 
day to  the  Armstrong  Cork  Co.,  113  Twenty-third 
Street,  Pittsbuiigh,  Pa. 


Fresh  water  is  not  good  for  barnacles,  and  this  fact 
being  recognized,  vessels  passing  through  the  Panama 
Canal  will  be  permitted  to  be  in  fresh  water  long 
enough  to  permit  all  the  barnacles  upon  them  to  be  re- 
moved. 

An  admirable  courtesy.  Why  not  try  it  on  ships  of 
state? — Life, 


When  writing  to  advertisers  please  mention  Bulletin  op  Pharmacy. 
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THE  MONTH'S  HISTORY 


THE  DRUG  MER. 
OER. 


Things  seem  to  be  a  little 
quiet  in  the  drug  world  this 
month — so  far,  at  least,  as 
developments  are  concerned  of  particular  im- 
portance. Of  course  the  recent  purchase  of  the 
Riker-Hegeman  group  of  drug  stores  by  the 
man  in  control  of  the  United  Cigar  Stores  Co. 
continues  to  elicit  comment,  but  this  is  now 
more  or  less  of  a  closed  incident.  We  may 
say,  however,  that  elsewhere  in  this  issue  of 
the  Bulletin  we  are  giving  space  to  an  inter- 
esting personal  interview  with  George  J.  Whe- 
lan,  the  presiding  genius  of  the  recent  amalga- 
mation, and  in  our  department  of  "The  Hall 
of  Fame"  we  are  printing  portraits  of,  and 
saying  something  about,  other  men  who  are 
involved  in  this  situation. 


THE  BICHLORIDE 
AGITATION. 


Turning  elsewhere  for  re- 
cent occurrences  of  signifi- 
cance, we  find  that  the  sub- 
ject of  the  hour  is  perhaps  the  agitation  to 
obtain  laws  restricting  or  prohibiting  the  sale 
of  tablets  of  bichloride  of  mercury.  Pretty 
nearly  every  city  council,  municipal  board  of 
health,  and  State  legislature,  not  to  mention 
the  Congress  of  the  United  States,  is  consider- 
ing this  question,  and  we  can  scarcely  resist 
the  feeling  that  a  mountain  is  being  made  out 
of  a  molehill.  What  is  there  back  of  the  whole 
thing  anyway  except  newspaper  sensation? 

A  banker  down  in  Georgia  died  a  slow  death 
as  a  result  of  accidental  poisoning  by  a  tablet 
of  mercuric  chloride.  This  was  a  new  topic 
for  newspaper  comment,  and  it  was  well  adapt- 
ed to  dramatic  treatment.  Ever  since  then  the 
papers  of  the  nation  have  been  flooded  with 
editorials  and  news  stories.  Something  like 
14:  or  15  deaths  have  since  resulted,  but,  as 
nearly  as  we  can  determine,  nearly  all  of  the 
victims  have  died  as  the  result  of  suicidal  in- 
tent. They  took  mercuric  chloride  instead  of 
carbolic  acid  because  the  newspapers  had  edu- 
cated them  to  the  use  of  this  new  means  of 
shuffling  off  the  mortal  coil. 


UNIFORMITY  DE- 
SIRABLE. 


What  is  therefore  needed, 
after  all,  is  not  so  much  a 
control  of  the  sale  of  mer- 
curic chloride  as  a  muzzle  for  the  newspapers. 
Nevertheless  there  is  something  in  the  argu- 
ment that  the  public  ought  to  be  protected 
against  the  accidental  use  of  this  toxic  chem- 
ical. But  the  legislation  ought  to  be  uniform 
throughout  the  country.  As  things  look  now, 
we  shall  have  within  a  few  months  a  perfect 
crazy-quilt  of  legislative  enactments.  What  is 
the  poor  manufacturer  or  jobber  going  to  do 
who  must  have  his  products  made  in  uniform 
style,  not  knowing  where  they  are  going  to  be 
shipped  and  sold? 

The  proposition  to  turn  this  thing  over  to 
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the  National  Drug  Trade  Conference,  with  a 
request  to  frame  up  a  suitable  bill  for  both 
Federal  and  State  use,  strikes  us  as  being  ex- 
cellent. In  the  meantime  several  city  councils 
have  already  adopted  local  ordinances  various- 
ly providing  for  such  devices  as  a  special  color 
for  the  tablets  themselves,  individual  wrapping 
for  each  tablet,  a  glass  container  for  each 
package,  the  word  "poison"  on  the  label,  etc., 
etc.  Some  one  declared  in  a  meeting  down  in 
New  York  the  other  day  that  physicians  hand 
out  bichloride  tablets  in  envelopes  without  any 
label  at  all.  How  are  you  going  to  get  at  this 
phase  of  the  problem? 


AH  of  which  suggests,  while 

PHARMACISTS  ON  ^t.-  t.-      i.        r 

HEALTH  BOARDS,  ^c  are  on  this  subject  of 

public  health,  that  the  drug- 
gists of  New  York  City  are  endeavoring  to 
secure  the  appointment  of  a  pharmacist  to  a 
responsible  position  on  the  staff  of  the  Com- 
missioner of  Health  of  the  city.  Dr.  W.  C. 
Alpers  has  been  suggested  for  this  place — ^and 
the  suggestion  is  certainly  an  admirable  one. 
Physicians  usually  if  not  always  figure  largely 
on  boards  of  health,  and  pharmacists  have  al- 
most an  equal  right  to  be  considered.  Certain 
it  is  that  a  pharmacist  on  every  such  board 
could  protect  the  interests  of  the  drug  trade, 
heading  off  a  lot  of  fool  actions  of  one  kind 
and  another.  A  pharmacist  in  the  Health  De- 
partment of  New  York  City,  for  instance, 
would  be  very  useful  in  the  present  demand 
for  rulings  and  regulations  on  this  bichloride 
matter.  Incidentally  we  observe  that  Dr.  H. 
W.  Wiley,  of  pure  food  fame,  is  likely  to  be 
made  Health  Commissioner  of  the  city  of  New 
York  by  Mayor-elect  Mitchell.  If  Dr.  Alpers 
has  been  in  the  past  what  is  known  as  a  "Wiley 
man"  his  chances  for  appointment  are  good. 


THE  N.  A.  R.  D. 
PROGRAMME. 


The  Executive  Committee  of 
the  N.  A.  R.  D.  met  in  Chi- 
cago last  month,  but  little 
was  done  except  to  confirm  the  existing  poli- 
cies of  the  organization.  Apparently  only  one 
new  note  was  struck.  It  was  decided  to  de- 
velop certain  "service  features" — ^notably  a 
purchasing  bureau  where  members  may  secure 
at  low  prices  things  needed  for  themselves  and 
not  for  resale.  A  special  committee  was  ap- 
pointed to  put  these  plans  into  shape  and  pre- 
sent them  to  the  full  committee  later  on  for 


decision.  Propaganda  work,  the  organization 
department,  "Monthly  Therapeutic  Topics," 
legislative  activities  and  the  like  were  all  sup- 
ported. Philadelphia  was  selected  for  the  next 
meeting,  but  we  observe  that,  as  has  happened 
so  often  before,  the  same  date  was  chosen  as 
that  previously  taken  by  the  American  Phar- 
maceutical Association,  namely,  August  24. 
This  is  certainly  imfortunate,  and  ought  to  be 

corrected. 

♦     ♦     ♦ 

In  the  meantime  it  is  an- 
^™e"n5Sis.™*  nounced    that    Charles    M, 

Carr  has  retired  from  the 
editorship  of  the  Journal  of  the  N.  A.  R.  D., 
and  has  been  succeeded  by  Hugh  Craig.  Mr. 
Craig  has  for  some  years  been  one  of  the  as- 
sistant editors  of  the  Druggists  Circular.  He 
has  more  or  less  regularly  attended  the  meet- 
ings of  the  N.  A.  R.  D.  and  the  A.  Ph.  A.  to 
report  those  gatherings  for  his  paper,  and  he 
has  shown  himself  to  be  a  man  of  force  and 
character.  He  has  convictions  of  his  own,  and 
he  will  be  found  a  useful  servant  to  the  N.  A. 
R.  D.  if  the  Executive  Committee  doesn't  dis- 
turb him  too  much.  If  we  mistake  not,  Craig 
is  a  man  who  isn't  likely  to  budge  unless  he  is 
convinced  that  he  ought  to.  How  he  will  get 
along  with  six  or  seven  bosses  remains  to  be 
seen.  Anyhow  you  can  look  for  something 
doing  in  the  Journal  of  the  N.  A.  R.  D. 
Meanwhile  we  observe  that  a  "Founder's 
Number"  of  the  Journal  was  to  have  been  pub- 
lished on  December  25  in  which.  Editor  Carr's 
swan  song  was  scheduled  for  appearance.  Mr. 
Carr's  new  journalistic  enterprise  was  men- 
tioned in  these  columns  last  month. 


ENGELHARD  FOR 
CONGRESS. 


George  P.  Engelhard  is  an  "^ 
orator  whose  talents  are 
largely  wasted  in  pharmacy. 
On  more  than  one  occasion  he  has  held  phar- 
maceutical audiences  spellbound  by  his  colorful 
invectives  against  the  crime  of  medical  dis- 
pensing, but  after  all  he  deserves  a  larger  audi- 
ence. We  are  pleased  to  see  that  he  is  now  a 
candidate  for  the  Progressive  nomination  for 
Congress  in  his  district.  Some  years  ago  Mr. 
Engelhard  narrowly  escaped  being  sent  to  Con- 
gress, and  more  recently  he  had  a  still  nar- 
rower escape  from  the  mayoralty  of  Evanston. 
This  time  we  hope  his  constituents  will  push 
him  across  the  line  and  send  him  down  to 
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Washington.  Now  that  we  have  a  pharma- 
ceutical editor  as  president-elect  of  the  Amer- 
ican Pharmaceutical  Association,  and  another 
as  a  member  of  the  City  Council  in  Ruther- 
ford, N.  J.,  we  need  a  pharmaceutical  pub- 
lisher in  Congress. 


A  BIO  MBEHNO! 


Already  arrangements  are 
being  made,  as  fast  as  pos- 
sible, for  the  meeting  of  the 
American  Pharmaceutical  Association  in  this 
city  next  August.  The  week  beginning  Mon- 
day, August  24,  is  the  time,  and  the  Hotel 
Pontchartrain  is  the  place.  The  Michigan 
State  Pharmaceutical  Association,  seizing  upon 
the  opportimity,  has  decided  to  hold  its  annual 
convention  in  Detroit  during  the  same  week. 
President  J.  H.  Webster,  of  the  Detroit  Retail 
Druggists*  Association,  has  appointed  a  long 
list  of  committees  to  look  after  all  the  details, 
and  it  is  evident  that  we  shall  have  a  pharma- 
ceutical week  here  next  year  that  will  make 
history.  Detroit  is  an  ideal  convention  town 
an)rway,  and  everybody  who  hasn't  been  here 
is  always  looking  for  an  excuse  to  come.  The 
man  who  has  been  here  doesn't  wait  for  an 
excuse — ^he  comes  anyway. 


In  a  previous  paragraph  we 
™^  DEswEs!'™^  have   referred   to    the    fact 

that  Philadelphia  has  been 
selected  as  the  next  meeting  place  for  the  N. 
A.  R.  D.  This  represents  one  of  two  victories 
hungered  for  by  our  Philadelphia  friends.  The 
other  is  a  desire  that  the  proposed  A.  Ph.  A. 
building  shall  be  located  in  their  city.  The 
Philadelphians  argue  that  their  town  is  really 
the  birthplace  of  American  pharmacy;  that  it 
is  at  the  present  time  very  nearly  the  center 
of  things,  if  not  actually,  indeed,  on  the  very 
spot ;  and  that  for  these  and  other  reasons,  too 
numerous  to  itemize,  Philadelphia  should  be 
selected.  A  committee  has  been  appointed  and 
is  going  after  the  thing  hard.  'Rah  for  Phila- 
delphia ! 

^p         ^p         ^p 


HEROIN 
DANOEBS. 


An  investigation  recently 
conducted  by  the  United 
States  Department  of  Ag- 
riculture discloses  the  fact  that  there  has 
been  a  sudden  and  very  significant  in- 
crease in  the  use  of  heroin  by  drug 
fiends.     These  imfortunate   individuals,  find- 


ing it  difficult  to  obtain  morphine  and 
cocaine  under  the  anti-narcotic  laws,  have 
turned  to  heroin  for  relief.  In  one  sense  this 
is  jumping  from  the  frying-pan  into  the  fire, 
inasmuch  as  heroin  occasionally  kills  the  vic- 
tim outright,  and  when  it  doesn't  do  that  it 
develops  a  habit  that  is  far  harder  to  overcome 
than  the  morphine  or  the  cocaine  habit.  As 
indicating  the  wide  sale  of  the  substance,  it  is 
stated  by  the  government  authorities  that  one 
druggist  in  Pennsylvania,  whose  store  is 
located  in  an  undesirable  section  of  his  city, 
has  been   buying  heroin   tablets   in    lots   of 

25,000 ! 

♦     ♦     ♦ 

In  the  November  issue  of 
ACouECTioN.  the  Bulletin,  in  this  de- 
partment of  the  paper,  while 
discussing  the  recent  cut-rate  tobacco  war  in 
New  England,  we  asserted  among  other  things 
that  "The  American  Tobacco  Co.  was  com- 
monly supposed  to  be  behind  the  United  Cigar 
Stores  concern."  We  are  informed  by  the 
American  Tobacco  Co.,  however,  that  as  the 
result  of  the  Supreme  Court  decision  in  the 
tobacco  case,  it  sold  out  all  its  holdings  .in  the 
United  Cigar  Stores  Co.  and  since  then  has 
had  no  interest  in  the  latter  concern  whatso- 
ever.' i|t     ♦     * 

John  Uri  Lloyd  has  made 
LLOYD'S  REAOENT.  arrangements  with  Eli  Lilly 

&  Company  to  market  his 
alkaloidal  precipitant  known  as  Lloyd's  Rea- 
gent— a  form  of  hydrous  aluminum  silicate.  It 
is  the  mutual  desire  of  both  parties  that  op- 
portunities shall  be  extended  to  chemists  en- 
gaged in  research  work.  Lloyd's  Reagent 
will  be  furnished  in  such  circumstances  at  a 
special  price,  and  scientific  data  will  be  freely 
offered  by  both  Professor  Lloyd  himself  and 
by  Eli  Lilly  &  Company. 


WATCH 
THE  PAPERS! 


At  a  recent  special  meeting 
of  the  Wisconsin  Pharma- 
ceutical Association  it  was 
decided  to  appoint  a  "committee  on  public  rela- 
tions" comprising  eight  members.  The  duty  of 
the  committee  will  be  to  watch  the  public  press, 
to  correct  any  misstatements  or  criticisms  re- 
garding druggists,  and  generally  to  set  the 
pharmacist  right  before  the  public.  Something 
like  this  is  being  done  also  by  a  committee  of 
the  Kansas  Pharmaceutical  Association. 
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EDITORIAL 


PRESCRIPTIONLESS   DRUG   STORES. 

President  W.  A.  Hover,  of  the  Denver 
branch  of  the  A.  Ph.  A.,  advanced  a  novel  idea 
in  a  recent  address  to  the  branch.  He  said 
that  in  most  drug  stores  the  amount  invested 
in  prescription  stock  was  disproportionate  to 
the  amount  of  prescription  business  transacted, 
and  advocated  that  city  stores  group  them- 
selves into  clusters  of  from  six  to  ten  and  all 
throw  out  their  prescription  departments  ex- 
cept one,  this  to  compound  prescriptions  for 
the  entire  group  on  a  profit-sharing  basis.  Such 
an  arrangement,  he  argued,  would  mean 
greater  efficiency,  better  service,  and  increased 
profits,  bringing  such  conditions  about  by  rea- 
son of  reduced  expenses  and  increased  confi- 
dence on  the  part  of  physicians. 

This  plan,  doubtless,  comprehends  a  well- 
perfected  messenger  service.  Possibly  were  we 
to  turn  up  the  light  a  little  higher  we  might 
vision,  a  pneumatic  tube  service  which  would 
eliminate  the  messenger  boy  entirely  and  save 
endless  quarter-hours  of  time. 

We  would  have,  then,  a  half-dozen  stores, 
say,  entirely  nude  of  prescription  stock  and 
equipment.  Everything  else  the  same,  presum- 
ably. When  a  prescription  came  in,  the  pro- 
prietor or  a  clerk  would  despatch  it  to  the  cen- 
tral compounding  store,  where  it  would  be 
taken  care  of  and  sent  back  ready  for  delivery. 
The  finished  product  would  bear,  no  doubt,  the 
label  of  the  pharmacy  from  which  delivery  was 
made,  and  the  man  who  delivered  the  package 
would  collect  the  price,  the  latter  being  made 
to  conform  to  a  schedule  hung  in  a  dark  cor- 
ner. All  money  received  from  prescriptions 
would  be  kept  in  a  separate  account,  and  at  the 
end  of  a  month,  possibly,  a  clearing  would  be 
made,  each  prescription-departmentless  store 
checking  up  with  the  central  store  and  being 
permitted  to  retain  its  legitimate  percentage 
according  to  the  original  articles  of  agree- 
ment. 

We  cannot  be  persuaded  to  take  President 
Hover  seriously— quite.  He,  no  doubt — ^as 
many  of  us  often  do — let  loose  a  sudden  im- 
pulse without  taking  proper  time  to  consider. 

It  may  be  possible  that  certain  druggists  in 
isolated  cases  may  have  prescription  stocks  dis- 


proportionate to  the  amount  of  compounding 
done,  but  that  is  no  reason  why  pharmacists 
should  cease  to  be  pharmacists.  Throw  out 
the  prescription  department  ?  Why  not,  at  the 
same  time,  throw  out  all  medicines  except  pat- 
ents ?  Why — ^the  next  step — ^bother  with  regis- 
tration? Throw  that  out,  too,  and  run  a  no- 
tion store! 

Neither  are  we  quite  prepared  to  admit  that 
under  the  present  system  prescriptions  are  in- 
efficiently handled,  or  that  the  confidence  of 
the  medical  profession  needs  restoring.  We 
will  admit  a  saving,  however.  A  number  of 
registered  clerks  might  find  themselves  out  of 
employment  and  their  places  filled  by  bright 
young  men  from  the  groceries,  the  hardware 
stores,  the  tobacco  shops.  Merely  a  passing  ac- 
quaintance with  drugs  is  all  that  would  be  re- 
quired of  clerks  in  five  stores  out  of  the  pro- 
posed group  of  six. 

The  idea  is  wholly  impractical.  In  the  lan- 
guage of  Mr.  Dooley  "it  might  do,  but  it 
won't."  Six  druggists  might  band  themselves 
together  as  a  sort  of  harmonious  Swiss  Family 
Robinson,  but  they  won't.  It  isn't  human  na- 
ture. We  haven't  advanced  far  enough  yet. 
Even  blood  brothers  often  find  it  impossible  to 
remain  in  partnership. 

Our  entire  business  structure  is  based  on 
competition,  and  the  very  essence  of  competi- 
tion is  rivalry.  Rivalry  foreordains  a  varying 
degree  of  antagonism. 

No,  we're  not  ready  yet.  There  may  come  a 
time  some  time,  but  it  isn't  now ;  and  when  that 
time  does  come  there  will  be  little  need  of  re- 
ducing either  stock  or  expenses  in  our  drug 
stores,  for  we  will  be  so  near  the  millennium 
that  nothing  will  matter  but  the  hurried  pre- 
paring for  transposition.  Stated  somewhat 
more  roughly,  when  six  sellers  of  goods  can 
blow'their  business  bagpipes  at  the  same  pitch, 
and  keep  on  blowing  in  spite  of  injury  to  corns 
in  the  stamping  out  of  the  notes,  we  shall  find 
that  the  human  race  is  not  more  than  forty 
linear  rods  removed  from  Heaven's  harp  fac- 
tory. 


LET  GONORRHEA  "REMEDIES"  ALONE! 

One  of  our  contemporaries  recently  printed 
a  contribution  on  "The  Manufacture  of  *Own 
Preparations'  by  the  Retail  Druggist."  The 
writer  of  this  article  urged  druggists  to  make 
and  market  a  series  of  six  products,  for  which 
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formulas  were  given.  One  of  the  six  prepara- 
tions was  a  gonorrhea  remedy.  Among  other 
things,  a  suggested  label  for  this  remedy  was 
conspicuously  printed.  The  product  was  to  be 
called  the  "X  L  Famous  Gonorrhea  Treat- 
ment." "A  rapid  and  complete  remedy"  was 
to  be  claimed  for  the  stuff,  and  it  was  further- 
more to  be  declared  that  "prompt  results  are 
experienced  when  directions  are  followed 
closely." 

Now  this  was  most  unfortunate.  We  are 
surprised  that  any  pharmaceutical  journal 
should  give  space  to  a  suggestion  of  this  kind, 
but  we  are  willing  to  believe  that  the  editor  was 
caught  napping.  The  gonorrhea  product  was 
simply  one  of  six  remedies  of  various  kinds, 
and  he  probably  didn't  give  it  particular  atten- 
tion, and  perhaps  he  turned  the  article  over  to 
the  stenographer  to  "edit"  and  put  into  shape 
for  the  printer.  Anyhow  it  ought  by  this  time 
to  be  generally  understood  as  an  accepted  prin- 
ciple that  no  druggist  should  ever  make  and  sell 
a  remedy  for  gonorrhea. 

Why?  Because  every  case  of  venereal 
disease  should  be  treated  not  only  by  a  phy- 
sician, but  by  a  competent  physician,  and  per- 
haps by  a  recognized  specialist  at  that.  Gonor- 
rhea, once  thought  only  "equal  to  a  hard  cold," 
is  now  everywhere  among  intelligent  physicians 
recognized  to  be  a  most  difficult  disease  to  treat 
and  cure,  and  there  are  many  authorities  who 
even  believe  it  positively  incurable — ^who  de- 
clare that  it  is  apparently  cured  only  to  break 
out  years  afterward  and  infect  one's  innocent 
wife  and  children,  resulting  in  blindness,  deaf- 
ness, sterility,  pelvic  disturbances,  tuberculosis, 
brain  diseases,  or  any  one  or  more  of  a  number 
of  sad  and  distressing  sequelae. 

The  pharmacist  is  committing  a  crime  against 
humanity  who  trifles  with  such  a  disease  by  the 
sale  of  his  own  or  a  proprietary  remedy.  It  is 
utterly  preposterous  for  him  to  think  that  he 
can  get  up  a  preparation  which  will  prove  "a 
rapid  and  complete  remedy."  It  is  nothing 
less  than  a  rank  deception  upon  suffering  hu- 
manity for  him  to  say  that  "prompt  results  will 
be  experienced  when  directions  are  followed 
closely"  in  the  administration  of  such  a  nos- 
trum. It  is  the  plain  duty  of  the  druggist  to 
make  the  patient  see  the  compelling  necessity  of 
proper  medical  treatment  and  advice.  Gonor- 
rhea causes  42  per  cent  of  sterility  in  infected 
wives;  it  causes  20  per  cent  of  infantile  blind- 


ness ;  it  causes  certain  kinds  of  deafness  and  ear 
diseases  that  run  through  whole  families ;  it  fur- 
nishes the  reason  for  75  per  cent  of  the  opera- 
tions that  have  to  be  performed  upon  the  pelvic 
organs  of  women;  it  results  in  an  alarming 
number  of  cases  of  tuberculosis,  brain  disease, 
heart  disease,  degeneration  of  the  spinal  cord, 
joint  rheumatism,  bladder  and  kidney  disease, 
bone  disease,  incurable  gleet,  and  a  harvest  of 
conditions  too  awful  to  catalogue  in  their  en- 
tirety. 

Does  any  druggist  want  to  tamper  with  a 
disease  like  this? 


THE  NEEDLE  HOAX. 

Neurotic  Sal,  boarding  a  Tenth  Avenue  car, 
sits  down  on  a  pin,  and  straightway  there  are 
several  new  notes  added  to  the  chromatic  scale. 

Just  as  the  morning's  sun  peeps  up  over  the 
edge  of  things,  Luckless  Sue  is  found  draped 
over  an  alley  ash-heap. 

There  can  be  but  one  possible  explanation 
of  these  occurrences — ^the  needleman! 

And  the  wonder  is  that  a  great  many  seem- 
ingly intelligent  newspaper  readers  swallow  the 
hoax — hook,  red  flannel,  sinker,  and  all.  And 
the  wonder  increases  when  we  ask  ourselves, 
Why  will  American  newspapers  print  slich 
slush  ? 

The  story's  beginning  is  relatively  insignifi- 
cant. At  a  little  meeting  held  in  New  Jersey 
a  woman  told  about  a  girl  who  in  turn  had 
told  her  a  harrowing  tale  of  downfall  due  to 
a  needle  puncture.  The  idea  seemed  to  have 
dramatic  possibilities,  and  a  certain  playwright 
seized  it  with  avidity  and  wove  it  into  the 
fabric  of  a  play  of  somewhat  torrid  propensi- 
ties called  "The  Lure."  As  "The  Lure"  was 
first  staged,  the  needle  was  there,  big  as  life, 
though  it  is  stated  that  it  later  jarred  the  deli- 
cate artistic  sensibilities  of  the  management  to 
the  extent  that  it  was  ordered  removed. 

One  day,  at  a  Newark  theater,  a  woman 
seated  fourteen  cushions  back  from  the  bald- 
headed  row  cut  loose  with  a  war-whoop  that 
would  have  driven  a  Comanche  Indian  into 
the  root-cellar.  She  had  been  needled,  she 
said,  and  she  singled  out  a  swarthy  South 
American  who  sat  back  of  her  for  the  villain. 
The  man  was  run  in — ^and  later  let  out.  Noth- 
ing, not  even  a  wild  fleeting  inclination,  could 
be  proved  against  him. 
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The  rest  has  been  a  matter  of  wide  news- 
paper publicity  and  comment.  For  a  time  it 
was  scarcely  possible  to  pick  up  a  paper  with- 
out encountering  one  or  more  needle  atrocities. 

One  versed  even  a  little  bit  in  drugs  knows 
the  utter  foolishness  of  it  all.  It  is  doubtful 
if  anything  so  nonsensical  has  been  accorded 
column  space  since  John  Gutenberg  carved  the 
alphabet  on  little  blocks  of  wood.  Hypodermic 
injections  are  not  made  with  grandmother's 
darning  needles.  Neither  are  they  accom- 
plished by  one  quick  jab.  The  syringe  point 
must  be  carefully  introduced  and  the  fluid 
pressed  in  slowly.  It  is  absolutely  impossible 
to  bring  about  drug-induced  stupefaction  by 
first  dipping  a  needle  into  dope  and  then  jam- 
ming it  into  the  body.  There  is  no  such  an 
animal  as  the  "needleman." 

But  there  are  accusers — ^no  one  can  deny 
that;  and  their  number  seems  to  be  increasing 
daily.  These  fall,  of  their  own  weight,  into 
two  classes  of  newspaper  readers:  those  who 
are  honest  but  hysterical,  and  those  who,  on 
being  aroused  in  the  morning,  had  rather  mur- 
mur "needleman"  than  plead  guilty  to  a  plain 
drunk. 


WHISKY:  STRAIGHT  OR  BLENDED? 

A  rather  interesting  discussion  on  the  sub- 
ject of  whisky  developed  at  the  last  meeting  of 
the  Pennsylvania  Pharmaceutical  Association. 
Professor  Remington  was  responsible  for  all 
the  trouble,  and  started  it  by  asking  the  mem- 
bers whether  they  thought  whisky  ought  to  be 
mentioned  in  the  next  revision  of  the  U.  S. 
P.  Some  practical  difficulty  would  be  exper- 
ienced in  establishing  tests,  inasmuch  as  there 
has  not  yet  been  a  definite  answer  made  to  the 
moot  question,  "What  is  whisky?" 

It  will  be  recalled  that,  soon  after  the  food 
and  drugs  act  went  into  effect,  and  this  subject 
had  been  shunted  back  and  forth  for  two  or 
three  years,  President  Roosevelt  issued  a  rul- 
ing which  practically  held  that  there  was  no 
whisky  but  straight  whisky,  and  that  anything 
else  must  be  called  a  compound  or  an  imita- 
tion. This  didn't  settle  things,  however,  and 
three  or  four  years  later  the  matter  was  put  up 
to  President  Taft,  who  reversed  his  predeces- 
sor and  who  declared   that  blended   whiskies 


had  from  time  immemorial  been  called  whisky, 
and  that  it  was  an  injustice  to  the  manufac- 
turer to  say  that  they  must  now  be  branded  as 
imitation  whiskies  or  even  as  compoimd  whis- 
kies. 

In  recalling  this  complex  situation,  Pro- 
fessor Remington  expressed  the  following* 
opinion:  "I  do  not  believe  that  Woodrow 
Wilson  would  ever  have  been  elected  president 
if  Roosevelt  and  Taft  had  agreed  on  whisky, 
and  if  they  had  enjoyed  a  highball  together. 
Such  is  the  marvelous  effect  of  a  small  quantity 
of  alcohol  taken  at  a  psychological  moment!" 
Recalling  some  of  the  amusing  features  of  the 
long-drawn-out  controversy,  Professor  Rem- 
ington reminded  his  hearers  of  the  newspaper 
paragrapher  who  said :  "Where  is  Taft  ?  He 
is  worrying  over  the  greatest  question  ever  put 
up  to  him:  What  is  whisky?"  The  Professor 
intimated  that  if  this  dispute  was  a  difficult  one 
for  the  government  to  settle,  it  was  still  more 
difficult  for  the  Revision  Committee  of  the  U. 
S.  P. 

Nevertheless  he  asked  for  a  straw  vote  to 
show  the  sentiment  as  to  whether  or  not 
whisky  should  be  retained  in  the  Pharmaco- 
poeia. The  vote  was  taken  and  proved  to  be  a 
decided  affirmative.  The  members  f dt  that  in- 
asmuch as  whisky  was  a  product  of  distinct 
medicinal  value,  and  was  often  used  in  the 
treatment  of  the  sick,  it  should  have  a  place  in 
the  U.  S.  P.  and  should  be  safeguarded  with 
suitable  standards.  Just  what  these  standards 
should  be  remains  to  be  seen.  Will  the  revisers 
insist  upon  a  straight  whisky,  or  will  a 
blended  whisky  be  permissible  ? 


SEND  US  YOUR  CALENDAR! 

This  is  the  season  of  calendars.  Many 
thousands  of  dollars'  worth  are  given  away  an- 
nually. The  custom  is  by  no  means  confined 
to  the  drug  trade,  but  somehow  we  harbor  the 
patriotic  conviction  that  the  most  artistic  ones 
are  put  out  by  druggists. 

Send  us  your  1914  selection.  We  may  not 
be  able  to  reproduce  all  we  get,  but  we  would 
like  to  make  up  a  page,  or  possibly  a  double 
page,  of  reproductions  of  1914  calendars  se- 
cured from  our  subscribers. 

Let  them  come,  from  all  parts  of  the  coun- 
try! 
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THE  HALL  OF  FAME 


MEN  INTERESTED  IN  THE  BIG  DRUG 
MERGER. 

The  recent  purchase  by  the  leading  spirits  of 
the  United  Cigar  Stores  Company  of  a  con- 
trolling interest  in  the  Riker-Hegeman  Drug 
Company  has  aroused  deep  interest  all  over  the 
country.  There  are  at  present  95  stores  in  the 
Riker-Hegeman  group,  and  many  people  be- 
lieve that  George  J.  Whelan,  the  directing  head 
of  the  new  amalgamation,  will  considerably  in- 
crease the  number. 

In  this  connection  we  are  reproducing  the 
portraits  of  A.  H.  Cosden  and  Louis  K.  Lig- 
gett Mr.  Cosden  will  be  remembered  as  the 
general  manager  of  the  Riker-Hegeman  Com- 
pany. It  was  his  creative  ability  that  built  up 
the  William  B.  Riker  &  Sons  Company.     He 


East  and  Middle  West  numbering  fifty  or  sixty 
by  this  time — perhaps  more.  There  was  some 
talk  of  the  Liggett  chain  of  stores  being  ab- 
sorbed in  the  recent  amalgamation,  and  it  will 
be  remembered  that  the  same  sort  of  talk  de- 


Loun  K.  LnuBn. 


veloped  three  or  four  years  ago  when  the 
Hegeman  Corporation  was  taken  over  by  the 
Riker  people.  It  is  apparent  that  Mr.  Liggett 
prefers  to  retain  his  independence.  He  is  a 
man  of  great  ability  and  great  ambition,  and 
he  wants  to  keep  his  name  to  the  front. 


MR.  THORNTON'S  NEW  ENTERPRISE. 

A  month  or  two  ago  we  referred  in  the 
Bulletin  to  the  fact  that  Mr.  Henry  Thorn- 


joined  fortunes  with  this  concern  when  it  only 
liad  three  or  four  stores.  After  he  had  made 
a  big  thing  of  it  he  succeeded  in  effecting  an 
amalgamation  with  the  Hegeman  Corpora- 
tion. The  property  built  up  by  him,  and  the 
apparently  brilliant  success  of  his  efforts,  have 
been  such  as  to  cause  general  surprise  that  he 
would  be  willing  to  retire  from  the  field  even 
though  he  obtained  a  first-class  price  from  the 
Whelan  interests.  It  is  rumored,  however,  that 
Mr.  Cosden  may  remain  as  Mr.  Whelan's 
right-hand  man. 

Mr.  Liggett,  in  the  meantime,  is  of  course 
the  leading  spirit  in  the  United  Drug  Company. 
Incidentally,  during  the  last  few  years,  he  has 
built  up  a  chain  of  drug  stores  throughout  the 


ton,  for  many  years  manager  of  the  Boston 
branch  of  Parke,  Davis  &  Co.,  prior  to  his 
resignation  a  year  or  so  ago,  had  been  made 
president  and  general  manager  of  tlie  Uricsol 
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Chemical  Co.  We  are  repeating  the  informa- 
titm  now  for  the  purpose  of  stating  it  in  con- 
nectitm  with  the  portrait  of  this  popular  gen- 
tleman. The  headquarters  of  the  Uricsol  Com- 
pany are  at  46  Comhill  Street,  Boston.  Mass., 
and  we  doubt  not  from  our  knowledge  of  Mr. 
Thornton  that  the  latch-string  is  always  out. 


Texas  except  the  Ckrisitan  Herald.  This  may- 
or may  not  be  intended  for  the  literal  truth,  but 
it  will  serve  the  purpose.  There  can  be  no 
doubt  about  Mr.  Cousins's  popularity,  nor  that 
his  fame  b  by  no  means  confined  to  his  native 
State.  He  is  known,  surely,  wherever  drug 
journals  are  read.  His  activities  frequently 
appear  in  the  pharmaceutical  press,  and  as  a 


There  is  no  doubt  at  all  about  it — the  train- 
ing of  a  pharmaceutical  editor  equips  him  for 
any  sort  of  service.  Elsewhere  in  this  issue 
of  the  Bulletin  we  are  paying  our  compli- 
ments to  the  new  president  of  the  .\merican 
Pharmaceutical  Association  —  an  editor.  In 
this  place  we  are  taking  our  hat  off  to  another 


E.  J-  K«!«i"«i"f- 

editor.  E.  J.  Kennedy,  who  presides  over  the 
editorial  destinies  of  the  Pharmaceutical  Era, 
has  just  been  reelected  to  membership  on  the 
Common  Council  of  Rutherford.  X.  J.  The 
contest  was  a  close  and  exciting  one.  but  yVr. 
Kennedy,  we  are  glad  to  say.  came  out  vic- 
torious. Rutherford  has  a  population  of  about 
9000  souls,  and  it  possesses  no  saloons  or  fac- 
tories. It  is  exchisively  a  city  of  homes— we 
had  almost  said  a  city  of  commuters.  Good 
government  under  such  circumstances  is  a 
prime  desideratum— and  who  could  better  as- 
sure good  government  than  a  pharmaceutical 

editor?  

A   PHARMACEUTICAL   HUMORIST. 
A  certain  relative  has  stated  that  the  benevo- 
lent   features    of    Walter    H.    Cousins    have 
beamed  forth   In.in  fvery  periodical  taken  in 


slinger  of  slang  he  has  the  Honorable  George 
.\de  sitting  in  the  background. 

Mr.  Cousins  was  bom  in  Texas  in  1878,  and 
spent  his  boyhood  on  an  old-time  cattle  ranch 
— where  it  was  "twelve  miles  from  the  front 
door  to  the  gate."  He  went  into  a  drug  store 
at  the  age  of  21,  and  during  the  inter\-ening 
years  his  allegiance  has  held  true,  despite  a 
number  of  temptations  to  enter  the  field  of 
journalism.  He  is  married  and  has  two  chil- 
dren, a  girl  of  eight  and  a  boy  of  four.  He  is 
proprietor  of  what  he  terms  a  "fussy  pill  plant" 
at  Wichita  Falls,  Texas,  and  was  recently  ap- 
IKjinted  a  member  of  the  State  Board  of  Phar- 
macy. 


E  BOTANV  Of  Michigan 


Oliver  A.  Farwell,  Curator  of  the  Botanical  Herbar- 
ium of  Parke,  Davis  &  Company,  of  this  city,  has  sent 
lis  a  copy  of  a  pamphlet  entitled  "Contributiotis  to  the 
Botany  of  Michigan— No.  9."  This  particular  section 
;?  (ievoled  to  the  flora  of  Parkedale  Farm,  with  special 
reference  to  Slony  Creek  Valley,  and  the  paper  is  re- 
tirinled    from     the    fifteenth     report    of    the     Michigan 
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Tha  thoroochl;  modem  Dtunnaor  ot  H.  ¥.  Burke,  du-kabnrg.  "^^  ^  *■  vUtnn  of  Hnch  Hsimhall's  beaatltnl  new  atOK  at 

"Weit  yir(iiit&.    The  store  le  equipped  •rlth  itbII  caeea  and  a  HoDmoath.  nilnoii.    The  flxtores  are  qaaiter-aawed  oak,  and 

beantUnl  wida  foiinlAin.     Note   the   dear   case   In  the  fore-  ^''^  preecrlptlon  oa»  Is  eqnipiied  with  the  lataet  Improrod  cabl- 

■ronnd.  neta  for  tableCe.  dUIl  etc. 


The  Union  Dnic  Btoie,  Union.  Mlailulppl.  0.  0.  DaTli,  pro-  This  picture  elioiri  an  Interior  Tlew  of  the  elecaoUr-apDolnled 

prietOT.    The  place   U  oommodlona.  ezcellaatlT  llshted,  and  phannacr  ottheEoiipae  DniE0o..3SJBaatOwltalStrMi.  Jack- 

well-pToportJoned  aa  to  arranganeDt.    Mi.  Davte  mar  be  seen  bod.  UIkIbiIppI,  M.  H  R.  Jonea  beinc  manacei.    Blocan:    "A 

well  back  to  the  picture.  drug  store  with  a  conadenoe." 


le  Uulveraitj  Dnur  Store,  Aastln.  TeiaA  P.  W.  McFadden.  Ttila  Is  an    eitremelr   biur    little   atore   In  Chappel   Hill, 

.rietor.     The  room;  arrsnseiaent  ot   this  store  ia  quite  TeiH.  and  la  operated  auder  the  flrm  name  ol  tlie  H.  P.  Perklna 

tmconventlonal-  Druff  Oo. 

Bait  m  Doacn  Drntf  Stores. 


A  SERIES  OF  ANNOUNCEMENTS  TO  READERS 

OF  THE  BULLETIN  OF  PHARMACY. 

BY  THE  EDITORS. 

The  editors  of  the  Bulletin  are  determined  to  make  this  journal  during  1914  the  most 
interesting,  the  most  readable,  the  inost  helpful  periodical  for  druggists  ever  gotten  out.  We 
are  now  engaged  in  collecting  material  of  a  hundred  different  kinds,  but  for  some  of  the  things 
we  want  we  are  looking  straight  to  our  own  readers.  We  therefore  announce  the  following 
series  of  prize  offers : 

ANNOUNCEMENT  NUMBER  1 : 

Prizes  Offered  for  Papers  on  **Wh}^  I  Failed  in  the  Drug  Business.'* 

We  offer  $10.00  for  the  best  article,  and  $5.00  each  for  the  second  and  third  best  arti- 
cles, under  the  title  of  "Why  I  Failed  in  the  Drug  Business."  We  do  not  have  in  mind  for 
this  contest  tales  of  woe,  or  specimens  of  pessimism.  Frequently,  however,  a  man  fails  in 
business  in  one  particular  locality  when  he  might  have  succeeded  in  another.  Often  the  im- 
mediate conditions  are  fatal.  The  recital  of  such  conditions  would  possess  a  good  deal  of 
human  interest,  and  might  act  as  a  useful  warning.  We  know  of  one  druggist,  for  instance, 
who  failed  because  of  loyalty  to  a  physician  who  had  the  misfortune  to  contract  a  habit  which 
ruined  his  practice  as  well  as  his  life. 

We  want  some  live,  human  articles  on  this  theme,  and  we  can  assure  the  authors  of 
secrecy  if  they  do  not  care  to  have  their  names  published.  Often  failures,  properly  understood 
and  used,  are  stepping-stones  to  success. 

$20.00  in  prizes  for  the  best  three  articles ! 

ANNOUNCEMENT  NUMBER  2: 

■ 

This  Offer  is  for  the  Women — Dqnt  Miss  It! 

We  want  every  married  reader  of  the  Bulletin  to  take  this  copy  of  the  journal  home 
to  his  wife  and  call  her  attention  to  this  particular  offer.  We  shall  give  one  prize  of  $10.00, 
and  two  of  $5.00  each,  for  the  best  three  papers  in  answer  to  the  following  question:  "If  I 
Married  Again  Would  I  Marry  a  Druggist?"  Here  is  a  theme  that  offers  great  possibilities 
for  entertaining  treatment,  and  we  hope  that  druggists  will  have  a  sufficient  sense  of  humor  to 
see  the  fun  of  the  thing  and  not  take  offense.  The  wives  of  druggists  often  complain  that  their 
husbands  are  so  confined  in  their  stores  that  they  are  strangers  to  their  families.  Here  is  your 
chance  to  get  square,  ladies — let  us  hear  from  you! 
$20.00  in  prizes  for  the  best  three  papers ' 

ANNOUNCEMENT  NUMBER  3 : 

Prize  Offered  for  the  Best  Paper  on  "//on;  /  Keep  Mj^self  in  Good  Health.** 

We  offer  one  prize  of  $10.00  for  the  best  paper  on  this  theme:  "How  I  Keep  Myself  in 
Good  Health."  The  drug  business  is  a  confining  business.  The  druggist  is  kept  on  duty  a 
greater  number  of  hours  every  day  than  most  any  other  man  in  the  community  unless  it  be  the 
physician — ^but  the  physician's  employment  has  the  advantage  of  carrying  him  out-of-doors  and 
giving  him  fresh  air  and  a  constant  change  of  scene.  How  do  druggists  offset  their  somewhat 
unhygienic  mode  of  living?  How  do  they  get  recreation— exercise — fresh  air?  What  is  the 
best  method,  in  short,  of  keeping  in  good  physical  trim?  We  want  a  rattling  good  paper  on 
this  very  important  and  interesting  theme. 

$10.00  for  the  best  article ! 
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ANNOUNCEMENT  NUMBER  4: 

Prizes  Offered  for  Best  Formulas  of  a  Toilet  Preparation. 

We  shall  pay  $10.00  for  the  best  formula,  and  $5.00  each  for  the  second  and  third  best 
formulas,  of  druggists'  own  preparations  for  the  treatment  of  chapped  hands.    Here  is  a  type 
of  product  which  is  in  large  demand.    Many  druggists  turn  out  something  of  the  kind  them- 
selves, and  we  are  anxious  to  have  them  send  in  their  pet  formulas. 
$20.00  in  prizes  for  the  best  three  formulas! 


ANNOUNCEMENT  NUMBER  S : 

Prizes   Offered  for  Druggists*   Newspaper   Advertisements. 

We  shall  pay  one  prize  of  $10.00,  and  two  prizes  of  $5. DO  each,  for  the  best  specimens  of 
druggists'  advertisements.  The  advertisements  themselves  may  have  appeared  in  newspapers,  in 
circulars,  on  ''dodgers,"  or  anywhere  else.  But  the  actual  printed  advertisement  must  be  sub- 
mitted. It  must  be  understood,  too,  that  we  shall  not  consider  "form"  advertisements  origin- 
ally gotten  up  by  some  advertising  expert  and  used  with  slight  variation  by  druggists  in  different 
cities.    The  advertisements  must  be  original. 

$20.00  in  cash  for  the  best  three  advertisements! 


ANNOUNCEMENT  NUMBER  6: 

Prizes  Offered  for  Decorated  Soda  Fountains  and  Shon^-cases. 

We  shall  award  one  prize  of  $10.00,  and  two  prizes  of  $5.00  each,  for  the  best,  photo- 
graphs of  decorated  soda  fountains  or  show-cases.  We  have  in  mind  wall-fountains  decorated 
during  the  soda  season  with  material  pertinent  to  the  soda  business  and  intended  to  exploit  the 
soda  trade.  The  show-cases  may  be  decorated  either  on  the  inside  or  on  top,  but  the  photograph 
must  show  the  design  clearly.  The  photographs  submitted  for  this  offer  must  be  horizontal  in- 
stead of  upright  views,  must  be  CJ'^  by  SJ/^  inches  in  size,  and  must  be  clear  and  distinct  in 
character.  • 

$20.00  in  cash  for  the  best  three  photographs! 


ANNOUNCEMENT  NUMBER  7: 

Photographs  Wanted  of  Several  Different  Kinds. 

Finally,  we  are  very  anxious  to  secure  a  considerable  number  of  photographs.  For  ob- 
vious reasons  we  cannot  offer  prizes  or  payment  for  them,  but  we  trust  nevertheless  that  our 
readers  will  send  in  a  lot  of  them.    Here  are  what  we  desire : 

(a)   Photographs  taken  on  druggists*  hunting  trips. 

(&)  Photographs  of  druggists'  summer*  cottages. 

(c)  Photographs  of  druggists*  motor  boats. 

(d)  Photographs  of  druggists'  automobiles. 

(e)  Photographs  of  druggists'  grown  daughters. 

Many  druggists  already  have  small  "snapshot"  photographs  of  these  various  kinds.  Please 
send  them  in  to  us  and  make  us  happy  during  1914!  We  want  a  lot  of  pictures,  and  we  want 
to  hear  from  you  all! 


PRIZE  QUESTIONS  AND  ANSWERS. 


■A  for  the  next  montUy  contest,  and  ^e  cordially 


The  following  question,  i 
invite  our  readers  to  send  in  answers  to  it : 

What  is  the  beat  method  of  •ytematizing  my  »tock  ?  Submitted  by  P.  ].Mmtan,PlBuifield,  N.J. 

For  the  best  answer  to  this  quesdon  we  shall  award  a  prize  of  $5.00.  Other  answers,  if 
printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  words 
long,  and  in  our  hands  by  February  15. 


WHAT  IS  THE  BEST  METHOD  OF  ADVERTISING  A  DRUG  STORE  HAV- 
ING  A  NEIGHBORHOOD  BUSINESS? 

Monthly  Prize  Contest— Answer  to  the  first  question  in  the  August  Bulletin. 

THE  PRIZE-WINNING  ANSWER. 

By  William  J.  Richards,  Oglesby,  III. 
.  If  people  don't  see  the  good  points  about 
your  storf.  it  is  nobody's  fault  but  your  own. 

If  your  business  comes  from  a  restricted 
neighborhood,  the  people  living  there  pass  your 
store,  or  perhaps  come  in,  several  times  a  day ; 
not  only  the  father  and  mother  and  the  older 


members  of  the  family  but  the  children  as  well. 
And  in  this  way  you  are  thrown  into  contact 
with  them  a  great  deal.  Therefore  what  you 
say  and  do,  and  the  things  you  advertise  and 
display,  are  kept  constantly  fresh  in  their 
minds. 


GET  A  GOOD  REPUTATION  FIRST. 

Under  these  circumstances  both  proprietor 
and  clerks  have  an  opportunity  to  get  on  very 
friendly  terms  with  patrons  and  those  whom 
it  is  possible  to  make  patrons,  so  if  one  sticks 
to  honest,  upright  methods  these  patrons  and 
prospective  patrons  will  grow  to  have  confi- 
dence in  him,  will  believe  what  he  says  to  be 
true,  and  that  his  goods  are  worth  what  he 
claims  they  are  worth.  In  this  sense  I  would 
say  that  no  matter  what  special  methods  you 
pursue,  the  one  essential,  under  all  circum- 
stances, is  that  you  be  honest  with  your  cus- 
tomers, and  take  pains  to  satisfy  their  wishes 
even  if  you  do  not  make  a  cent  on  certain  indi- 
vidual transactions,  and  are  put  to  no  little 
inconvenience.  This  will  give  them  the  confi- 
dence in  you  that  you  need  and  will  keep  them 
from  going  to  a  larger  or  to  a  cut-rate  store 
to  make  purchases. 

In  the  matter  of  special  methods  of  attract- 
ing neighborhood  business,  each  druggist  has 
his  own  particular  hobby,  and  in  many  cases 
the  system  employed  is  both  original  and  effec- 
tive. 

OUR  ONE  BEST  BET. 

We  find  that  the  plan  that  takes  best  in  our 
community  is  the  special  sales  proposition. 
This  will  do  more  to  get  the  people  coming 
from  the  surrounding  neighborhood  than  run- 
ning a  cut-rate  establishment,  the  latter  being, 
in  my  opinion,  not  based  on  sound  business 
principles.  A  neighborhood  or  small  town 
druggist  does  not  do  an  amount  of  business 
which  will  permit  him  to  cut  prices  and  at  the 
same  time  pay  overhead  expenses. 
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We  conduct  our  special  sales  on  either  Fri- 
day or  Saturday  of  each  week.  We  offer 
either  a  well-known  or  well  advertised  article 
for  about  cost-price,  or  give  a  premium  of 
some  kind  with  each  regular  purchase  of  the 
particular  article  pushed,  such  purchase,  need- 
less to  say,  to  be  made  at  regular  price. 

HOW  IT  IS  DONE. 

For  instance,  in  one  of  our  sales  we  offered, 
for  Saturday  only,  a  25-cent  cigar-lighter  free 
with  each  fifty-cent  purchase  of  cigars.  Only 
one  lighter  to  a  customer,  of  course.  The 
cigar  we  featured  was  a  well-known  brand,  but 
one  which  we  controlled  and  pushed  in  that 
particular  locality. 

During  the  entire  week  preceding  the  sale 
we  had  a  window  display  showing  the  cigars 
and  the  lighters.  The  important  thing  in  the 
window  was  a  large  well-made  sign,  printed 
by  a  firm  in  the  city  and  costing  $1.50.  This 
sign  explained  the  sale  and  occupied  the  cen- 
tral position.  In  a  display  like  this  it  pays  to 
take  pains  with  the  sign,  for  at  such  times  a 
displav  without  an  explanatory  placard  is 
meaningless. 

SALES  MUST  BE  ENERGETICALLY  PUSHED. 

The  big  thing  about  these  sales  is  that  they 
must  be  everlastingly  pushed  by  everyone  in 
the  establishment.  They  must  also  be  well  ad- 
vertised. 

We  find  that  the  best  way  to  gain  for  these 
sales  the  greatest  amount  of  publicity  is  to  dis- 
tribute dodgers,  or  hand-bills.  These  must  go 
direct  to  the  homes,  and  they  may  also  be 
enclosed  in  packages  at  the  wrapping  counter. 
A  few  lines  in  a  newspaper  helps,  also.  The 
total  expense  is  surprisingly  light. 

TWO  GOOD  IDEAS. 

In  the  window  at  all  times  we  have  a  large 
clock,  and  passers-by  have  formed  the  habit  of 
depending  on  it  for  the  time.  The  bottom  half 
of  this  clock  is  occupied  by  a  slate.  We  also 
have  another  large  slate  in  the  store.  These 
two  slates  we  use  as  bulletin-boards  on  which 
we  put  such  announcements  as  these  sales ;  and 
as  the  announcements  are  changed  every  week 
the  people  soon  get  the  habit  of  looking  for 
what  we  have  to  offer. 

Moreover,  on  the  days  of  the  sale  we  paint 
signs  on  the  sidewalk  with  whiting,  not  only 
in  front  of  the  store  but  in  other  parts  of  the 
town. 


While  we  do  not  make  money  directly  on 
these  sales,  we  do  not  lose;  and  it  cannot  be 
denied  that  these  special  efforts  bring  about 
two  things:  they  advertise  the  articles  pushed, 
and — ^the  real  profit — ^they  keep  the  fact  in  the 
neighborhood's  mind  that  we  are  up-to-date 
business  men,  and  that  our  store  is  wide-awake 
to  the  community's  interests. 

Now  this  special  sale  idea  is  not  a  new  one, 
by  any  means.  A  great  many  have  tried  the 
scheme  with  varying  degrees  of  success.  I 
simply  wanted  to  point  out  that  these  sales  can 
be  made  to  succeed,  laying,  at  the  same  time, 
particular  stress  on  the  point  that,  in  order  to 
succeed,  they  must  be  everlastingly  pushed. 


LET  THE  WOMEN  DO  THE  WORK  I 

By  Alex  F.  Peterson,  Missoula,  Mont. 

I  would  say  that  I  consider  what  we  might 
call  "neighborhood  gossip"  by  far  the  most 
effective  method  of  advertising  a  drug  store 
depending  on  a  neighborhood  or  community 
business,  and  in  point  of  economy  it  stands  in 
a  class  by  itself.  All  that  is  necessary  is 
to  establish  a  reputation  for  fair  dealing  and 
courteous  treatment,  and  the  advertising  will 
be  well  taken  care  of. 

This  of  course  applies  to  all  stores  in  gen- 
eral, but  more  especially  to  the  store  above 
mentioned,  for  the  majority  of  its  customers 
are  women  and  children.  Ladies  are  much  more 
critical  than  men,  and  much  more  tact  is  re- 
quired on  the  part  of  the  salesman  in  dealing 
with  them.  Ladies  will  discuss  stores  and  their 
salespeople  much  more  freely  than  will  men, 
whether  their  impressions  are  good  or  bad. 
Hence  the  importance  of  making  a  special 
effort  to  please  lady  customers. 

WOMEN   THE   BEST   ADVERTISERS. 

Men  usually  trade  at  the  most  convenient 
store,  while  women  will  go  blocks  out  of  their 
way  to  trade  at  a  store  in  which  they  know 
they  will  receive  more  courtesies  than  else- 
where. I  know  many  instances  where  women 
who  are  regular  patrons  of  certain  stores  abso- 
lutely refuse  to  patronize  one  or  more  depart- 
ments because  the  salesmen  are  not  as  atten- 
tive or  pleasant  as  they  should  be.  These 
ladies  do  not  hesitate  about  telling  others  of 
these  things,  nor  do  they  lose  any  time  in 
making  a  likable  place  to  trade  known  to  their 
friends. 
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Children,  too,  insist  an  being  shown  as  much 
consideration  as  they  have  observed  their 
elders  receive.  A  walk  of  a  few  blocks  means 
nothing  to  them  if  they  have  reason  to  think 
a  near-by  store  does  not  give  them  proper  atten- 
tion. Trading  at  a  certain  store  becomes  a  habit 
that  lasts  as  long  as  conditions  are  favorable, 
and  among  children  it  is  contagious,  for  as  a 
rule  when  a  child  is  sent  to  a  store  to  make  a 
purchase  one  or  more  others  are  induced  to  go 
along,  having  the  eflfect  of  an  endless  chain. 

TOO  MUCH  DIGNITY  UNPROFITABLE. 

The  stumbling-block  usually  encountered  is 
that  the  druggist  lets  the  importance  of  the 
professional  side  of  his  business  overshadow 
the  commercial.  He  thinks  that  the  only  way 
to  impress  upon  the  customer  that  he  is  a  pro- 
fessional man  is  to  show  off  his  superior 
knowledge  at  every  possible  opportunity.  In 
this  he  may  be  successful  as  far  as  making  the 
desired  impression,  but  it  is  safe  to  say  that 
many  a  customer  is  lost,  and  many  dollars 
turned  away  by  being  too  professional.  I 
know  a  good  many  successful  professional 
men — doctors,  lawyers,  etc. — who  do  not  put 
on  nearly  the  air  of  superiority  that  some 
druggists  do,  yet  they  lose  nothing  profession- 
ally by  it. 

Some  think  that  it  is  impossible  to  be  civil 
without  being  servile,  but  all  that  is  necessary 
is  a  little  tact,  and  the  customer  goes  away 
satisfied  with  the  store,  pleased  with  himself  or 
herself,  and  you  have  suffered  no  loss  of  pro- 
fessional standing. 

Of  course  mailing  lists  and  counter  slips 
may  be  used  to  good  advantage  in  increasing 
business  among  present  customers.  But  no 
form  of  advertising  will  serve  quite  as  well  to 
bring  in  new  people  and,  most  important  of  all, 
bring  them  back  again,  as  giving  every  one 
who  comes  in  good  reason  to  talk  favorably  of 
the  store. 


PUT  OUT  A  MONTHLY  CIRCULAR. 
By  A.  MoRTiMEB,  Hasrogate,  England. 

The  best  method  of  advertising  a  store  with 
a  neighborhood  business  is  to  get  right  home 
with  the  proper  kind  of  circular— only  this 
must  be  backed  up  by  a  clean,  smart  store  and 
an  intelligent  and  efficient  service. 

The  best  advertising  in  the  world  is  lost  if 
too  exaggerated  language  is  used,  or  if  the 


goods  are  not  up  to  the  claims  and  specifica- 
tions. A  poor  service  and  a  habit  of  neglect- 
ing promises  will  also  spoil  results.  Every 
assistant  should  be  made  to  know  that  a 
promise  to  a  customer  is  pledging  the  honor  of 
the  store. 

REACH  EACH  HOME  ONCE  A  MONTH. 

As  to  the  style  of  circular,  it  should  be  small 
and  neat,  well  written  and  well  printed.  Don't 
overcrowd  the  neighborhood  with  circulars, 
booklets,  and  cards,  however.  The  folks  will 
read  something  good  and  newsy,  if  only  you 
don't  overdo  it. 

Send  out  your  short  and  attractive  circular 
monthly.  Let  it  contain  a  "concentrated  ad- 
vertisement." Pick  out  one  suitable  line  for 
that  particular  season  and  say  a  few  words 
about  it,  giving  the  points  you  would  give  over 
the  counter  to  effect  a  sale.  Use  your  knowl- 
edge to  push  your  goods. 

The  opposition  man,  over  the  way,  may 
know  as  much  as  you  do,  but  if  you  let  the 
public  know  that  you  understand  the  goods 
you  sell,  that's  vantage  number  one  for  you. 

Don't  generalize,  but  be  pointed  about  the 
particular  article  you  have  in  mind.  A  few 
words  as  to  how  the  article  is  made  or  manu- 
factured and  how  to  tell  the  good  from  the 
bad  are  not  out  of  place. 

A   STORY   TO    POINT    A    MORAL. 

The  story  is  told  of  a  newsboy  who  used  to- 
say  as  the  people  came  into  the  station, 
Paper,  sir?"  One  day  he  was  told  to  say 
What  paper,  sir?"  and  he  did,  with  a  marked 
improvement  in  his  sales. 

The  thing  to  do  is  to  assume  that  every  man 
wants  something.  Don't  give  him  time  ta 
think  whether  he  does  or  not;  the  only  thing" 
for  him  to  do  is  to  decide  which.  When  we 
tell  the  people  that  we  are  chemists  and  hold 
a  full  stock  of  drugs,  toilet  requisites  and  sur- 
gical sundries,  we  are  just  saying  'Taper, 
sir?"  We  know  that  every  one  at  some  time 
or  other  requires  a  drug  store,  so  when  we  tell 
them  something  definite  that  we  know — ^and 
they  don't — about  the  goods  we  carry,  we 
are  saying  "What  paper,  sir?" 

This  class  of  advertising,  if  persisted  in,  will 
build  up  a  strong  and  vigorous  business. 

A   TELEPHONE   CARD    SUGGESTED. 

In  order  to  nail  your  customer,  once  you 
have  helped  him  to  decide  to  buy  something; 
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from  your  store,  send  him  a  telephone  card, 
4  inches  wide  and  8  inches  long.  When  he 
sees  this,  as  he  will  a  dozen  times  a  day,  he 
remembers  your  store  every  time.  The  ac- 
companying sketch  is  submitted  as  a  model : 


Ita 

TELEPHONE 

when'  requiring 
FIRE  STATION 
POUCE  STATION 
AMBULANCE 

JONES'  PHARMACY 

ForDiflpcMiKaBdantlM 
BEST  DRUGGlSrS  GOODS 

CAIJ. 

FIKK 

POUCE 

AMBULANCE 

62 





Lastly,  make  your  window  trims  as  con- 
centrated as  your  advertising,  showing  the 
line  in  your  windows  that  is  being  advertised 
in  the  circular. 

Don't  forget  the  children.  The  little  people 
like  special  window  trims.  They  are  the  com- 
ing customers.     See  that  they  come  to  you. 


A  BRAIN  TICKLER  INVOKED. 
By  George  A.  Stall,  Pharm.D.,  Baltimore,  Md. 

As  a  method  of  bringing  a  neighborhood 
store  to  the  attention  of  the  people,  I  submit 
the  following: 

Fill  a  show  window  with  samples  of,  say, 
twenty  crude  drugs,  taking  particular  pains  to 
have  in  the  lot  a  few  which  are  easily  recog- 
nizable, such  as  cloves,  cinnamon,  senna,  etc. 
Place  iti  the  window,  also,  a  large  sign  offering 
$5.00  in  gold  to  any  one  who  furnishes  a  cor- 
rect list  of  the  contents  of  the  window  before 
Saturday  night,  say.  Distribute  throughout 
the  entire  neighborhood  cards  on  which  lists 
may  be  written  and  turned  in,  and  on  the  backs 
of  these  cards  have  printed  the  conditions  gov- 
erning the  contest  as  well  as  an  advertisement 
bearing  on  some  specific  point  connected  with 
your  business. 

The  result  can  very  easily  be  imagined. 
Very  soon  Mrs.  Jones  comes  along  and  is  at- 
tracted by  the  strange  display.  She  reads  the 
sign,  takes  another  look  at  the  drugs,  smiles 


because  she  recognizes  cloves  and  cinnamon 
and — Oh,  yes,  the  senna,  too!  Of  course,  if 
she  had  time,  she  could  guess  'em  all.  Then 
she  runs  along,  and  up  at  the  next  comer  she 
meets  Mrs.  Brown  and  tells  her  all  about  the 
$5.00  in  gold  Dr.  Stall  is  giving  away,  stating 
that  she  already  knows  three  of  the  drugs. 
True  to  her  nature  Mrs.  Brown  has  to  take  a 
look.  Further  on  Mrs.  Jones  meets  Mrs. 
Smith  and  tells  her  how  she  could  earn  five 
dollars  as  easy  as  falling  off  a  log,  if  she  only 
had  the  time. 

Mrs.  Smith  waits  until  after  supper  to  go 
and  take  a  peep  at  the  window.  Not  caring  to 
go  alone,  she  asks  Mrs.  Bean  to  go  with  her. 
And  so  on.    An  endless  chain. 

One  can  readily  see  how  such  an  advertise- 
ment would  attract  a  great  deal  of  attention 
and  create  considerable  discussion. 

Now  for  a  down-town  store  in  a  large  city, 
this  method  would  be  entirely  out  of  place  be- 
cause Mrs.  X  and  Mrs.  Y  and  Mrs.  Z  could 
not  even  see  the  display,  while  passing  by  in 
their  automobiles. 

For  trade  of  this  kind  some  other  method 
would  have  to  be  employed.  But  it  is  far 
from  being  a  bad  stunt,  where  a  strictly  neigh- 
borhood trade  is  concerned. 


CULTIVATE  THE  PHYSICIAN. 

By  Albert  H.  Parke,  Lynn,  Mass. 

Camp  on  the  trail  of  the  doctor.  He's  a 
real  business  asset! 

Bear  in  mind  always  that  the  prescription 
business  is  the  one  real  reason  for  your  being 
in  the  drug  game.  Be  on  extremely  friendly 
terms  with  as  many  physicians  as  possible. 
Keep  a  stock  of  such  things  as  they  may  need: 
bandages,  sutures,  hypodermic  syringes,  clini- 
cal thermometers,  etc.  Have  a  slip  printed  in- 
forming the  physician  that  you  carry  such 
articles,  and  insert  one  of  these  slips  with  each 
package  of  prescription  blanks  delivered.  You 
will  be  surprised  to  see  how  many  physicians 
will  be  attracted  to  your  store  by  these  little 
acts  of  courtesy  and  thought  fulness.  And — 
here's  the  point:  you  will  get  some  real  adver- 
tising out  of  it.  A  single  good  word  for  your 
store  from  the  lips  of  a  reputable  physician  is 
worth  ten  pages  in  a  Sunday  supplement. 

The  proprietor  of  a  family  drug  trade  must 
be  a  real  diplomat  to  get  and  retain  business. 
He  must  be  polite  and  obliging.     He  and  his 
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clerks  should  make  it  a  point  to  learn  cus- 
tomers' names,  and  to  call  each  one  by  name 
when  he  enters.  Do  your  best  to  obtain  the 
confidence  of  your  patrons  and  to  inspire  them 
with  the  fact  that  you  are  both  competent  and 
ethical. 

Be  prompt  in  delivering  medicine.  An  inex- 
pensive way  is  to  make  use  of  the  bicycle. 
Many  stores  have  added  a  motorcycle  equip- 
ment and,  to  my  mind,  it  is  a  good  investment. 
For  not  only  can  a  motorcycle  be  used  for 
speedy  deliveries,  but  it  can  be  used  as  a  back- 
ground to  hang  advertisements  on.  Get  a  sign 
printed : 


SMITH  &  JONES,  PRESCRIP- 
TION DRUGGISTS, 
210  Haycock  Ave., 

Old  Phone*  Harvest  2191S7. 

Deliveries  Made  to  All  Parts  of  the 
City  Without  Delay. 


Such  an  ad.  keeps  Smith  &  Jones  before  the 
public  eye,  makes  a  hit  with  the  physician  and 
— this  I  positively  know — gets  new  business. 


FREE  USE  OF  PRINTED   MATTER. 
By  Claude  C.  Neal,  Oxford,  Ohio. 

* 'Advertising/*  says  the  Michigan  Advocate, 
**is  primarily  a  sales-agent." 

The  best  way  to  advertise  a  drug  store  hav- 
ing a  neighborhood  business  is  by  the  so-called 
direct  advertising  method.  That  is  what 
makes  an  appeal  direct  to  the  customer  whose 
trade  is  sought.  It  may  be  by  means  of  a  cir- 
cular letter  or  folder  sent  through  the  mails. 
Or  the  advertising  matter  may  be  handed  di- 
rrzt  to  the  customer  at  the  store,  or  wrapped  in 
bundles  going  out  from  the  store. 

The  better  way,  of  course,  is  to  mail  such 
matter.  In  this  way  you  not  only  reach  your 
regular  patrons,  but  also  those  who  probably 
have  never  been  in  your  place  of  business. 

NEVER  USE   PENNY  STAMPS. 

No  advertising  in  the  form  of  a  letter  should 
ever  be  mailed  under  a  one-cent  stamp.  The 
reason  is  obvious.  You  pay  scant  heed  to  a 
green  stamp,  and  your  prospective  customer 
does  just  exactly  the  same.  Furthermore,  if 
you  are  going  to  send  a  letter  that  is  supposed 
to  be  personal,  do  not  have  it  printed  at  every 


old  printer's  and  expect  a  good  job.  You  can- 
not be  too  careful  in  the  appearance  of  such  a 
letter;  it  is  your  personal  messenger  and  can 
be  made  valuable  or  worthless  according  to  the 
care  exercised  in  its  preparation. 

A  good  method  is  to  use  a  hektograph. 

With  a  little  care  and  ingenuity  an  exact 
copy  of  one's  handwriting  can  be  reproduced 
as  many  as  twenty  times  before  another  writ- 
ing is  necessary.  This  gives  your  letter  a  per- 
sonal touch  which  will  attract  the  attention  of 
the  person  who  opens  it. 

ENCLOSE  SALES   COUPONS. 

Mail  one  of  these  letters  each  week  to  a 
selected  list  of  names,  telling  briefly  of  some 
special  values  at  the  store  and  enclosing,  pos- 
sibly, an  attractive  coupon  good  for  a  special 
bargain  at  a  certain  discount.  Make  the  time 
of  the  offer  limited  so  that  the  coupon  must 
be  presented  within  a  certain  period.  In  this 
way  the  dealer  may  check  up  returns,  thereby 
gauging  the  value  of  this  particular  method. 
Follow  this  by  having  a  folder  or  circular 
neatly  printed  to  enclose  in  every  package  that 
goes  out ;  also  a  small  slip  that  goes  into  every 
letter  or  statement.  These  cost  but  little  and 
serve  to  keep  certain  store  features  before  the 
public. 

MEETING  FARMERS  HALF-WAY. 

Another  effective  method,  where  the  farm- 
er's trade  is  desired,  is  to  have  circulars 
printed  enumerating  special  items  on  sale  at 
the  store,  and  at  the  bottom  quote  the  price 
for  which  butter  and  eggs  will  be  taken  in  on 
the  coming  Saturday,  for  instance.  The 
farmer  comes  to  look  for  these  sheets  regu- 
larly, and  this  little  consideration  pays  big 
dividends. 

When  you  get  to  thinking  of  special  sales, 
keep  this  (the  latter)  form  of  advertising  in 
mind.  It  can  be  made  useful  at  all  seasons 
with  equal  success. 

If  one  does  not  feel  capable  of  preparing 
one's  own  circular  letters,  or  other  forms  of 
advertising  matter,  it  is  best  to  get  some  help 
from  an  expert.  It  is  well  worth  a  small  ser- 
vice charge. 

Bear  in  mind  that  printed  matter  is  cheap 
and  that  outgoing  bundles  and  mail  matter 
offer  an  outlet  that  should  by  no  means  be 
overlooked. 


Three  Prize-winning  Vacation  Stories 

Two  years  ai{o  Parket  Davis  &  Co.  Inauiiiirated  the  somewhat 
anusaal  plan  of  offerlnii  cash  prizes  to  its  many  employees  for 
the  best  stories  of  their  vacations.  No  rules  were  set  beyond 
this:  Jnst  stories  of  the  snmmer's  vacation  experiences. 
There  were  three  prizes— first»  secondt  and  third.  We  were 
lUven  the  privileiie  of  printinii  last  year's  prize  -  winninii 
contribntions  in  the  columns  of  the  BULLETiNt  and  the  in- 
terest aroused  was  so  general  that  it  seems  to  warrant 
us  in  pursuinii  the  same  course  this  year.  We  are  there- 
fore   publishin|{»    in    order»    the    1913    prize- winninii    papers. 

1.    AT  THE  OLD  HOME. 

BT  MISS  IDA  GIBB,  DETROIT.  MICH. 


As  I  left  a  close,  dusty  train  on  an  intensely 
hot  day  in  July  and  took  my  place  in  an  omni- 
bus for  the  three-mile  drive,  the  atmosphere 
seemed  suddenly  to  have  become  cool  and 
pleasant.  Such  is  the  influence  of  mind  over 
matter,  and  I  was  very  happy,  for  I  was  near- 
ing  home — ^the  old  home  where  I  was  born, 
where  my  father  was  born;  where  my  grand- 
father had  taken  his  bride,  nearlv  a  hundred 
years  ago. 

As  the  horses  jogged  along  the  road  cA^ery 
landmark  bore  the  face  of  an  old  friend.  It 
was  the  road  I  had  traveled  years  before  on 
my  way  to  and  from  school.  While  I  recog- 
nized them,  I  could  not  but  see  many  changes ; 
the  hills  were  not  as  steep  as  when  we  had 
used  them  for  coasting;  the  creek  was  not  as 
wide  and  deep  as  when  we  had  skated  on  it; 
and  the  well-remembered  orchard,  whose  trees 
were  close  enough  to  the  fence  to  supply  the 
apples  for  school,  showed  signs  of  decay,  and 
many  trees  had  disappeared.  The  houses,  too, 
seemed  to  have  become  smaller,  and  looking 
into  the  open  doors  and  windows  as  I  passed, 
I  saw  none  of  the  old  neighbors'  faces,  and  re- 
membered with  a  pang  that  I  had  been  told 
that  this  one,  and  that  one,  had  passed  away, 
and  that  strangers  had  taken  their  places.  All 
this  would  have  saddened  me,  but  I  was  going 
home,  and  there,  at  least,  I  would  find  things 
unchanged. 

AT    THE   GATE  OF   THE  OLD   HOME. 

My  mother  met  me  at  the  gate — the  gate 
with  the  maple  tree  on  one  side,  and  on  the 
other  the  willow  that  in  my  young  days  had 
been  my  weathercock — its  soft,  feathery 
fronds  indicating  precisely  the  direction  of  the 
wind.  As  we  walked  up  the  path,  and  into  the 


house,  there  was  a  spirit  of  restf  ulness  and  con- 
tent pervading  the  whole  place,  and  I  knew, 
then,  that  there  was  in  store  for  me  a  vacation 
and  not  a  holiday.  For  Webster  says  that  a 
vacation  is  cessation  from  toil,  rest,  leisure, 
\vhile  a  holiday  is  a  festival,  gay  and  joyous 
day. 

While  I  was  removing  my  hat  and  some  of 
the  soil  of  travel,  my  glance  took  in  the  various 
objects  in  the  rooms.  Many  of  them  had 
stood  in  their  places  since  before  I  was  born. 
Others  had  been  acquired  from  time  to  time  at 
the  village  store,  or  by  an  occasional  visit  to 
the  city,  and  the  coming  of  each  had  marked 
a  distinct  event  in  the  life  of  the  household. 
They  all  took  on  a  kind  of  personality,  and 
joined  in  bidding  me  a  mute  welcome.  The 
little,  old  organ  on  which  I  had  laboriously 
picked  out  my  first  hymn  (and,  having  accom- 
plished it,  was  the  admired  of  the  family),  the 
rag  carpet  and  pieced  quilts — the  work  of  my 
mother's  industrious  fingers — all  ^  recalled  to 
me  old  incidents,  old  joys,  old  sorrows,  old 
ambitions,  old  days.  Each  article,  because  of 
these  echoes,  became,  indeed,  a  "thing  of 
beauty  and  a  joy  forever." 

SUPPER  UNDER  THE  TREES.  ' 

After  a  supper — such  as  only  one's  mother 
can  prepare — served  out  under  the  cherry  tree 
by  the  kitchen  door,  with  the  pet  chicken  at  our 
feet,  the  evening  was  spent  by  the  family  circle 
in  a  narration  of  past  experiences  and  future 
prospects. 

The  next  morning  a  visit  to  the  bam  was 
proposed,  but  it  proved  to  be  a  bitter  dis- 
appointment, for  one,  calling  herself  a  Here- 
ford, with  a  toss  of  her  hornless  head,  had 
usurped  the  place  of  Brindle.     In  the  stall 
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where  gentle  Daisy,  our  dear,  old  buggy  horse, 
had  been  wont  to  stand,  a  high-stepping  ani- 
mal warned  us  with  a  flash  of  his  eye  to  keep 
our  distance.  With  sad  hearts  we  walked  to 
the  spot  in  the  pasture  where  the  mortal  re- 
mains of  Daisy  had  been  laid,  and  dropped  a 
tear  on  the  grave  of  the  creature  who  had 
lived  out  her  life  on  the  farm,  with  never  a 
thought  of  a  family  tree,  or  any  false  notions 
about  pedigree,  but  who  had  been  faithful, 
steadfast,  and  true. 

We  continued  our  walk  through  the  one- 
time berry  patch,  and  into  the  woods  where  we 
had  gathered  wild  flowers,  and  into  the  sugar 
bush  where  as  children  we  had  helped  to  gather 
the  sap  for  "boiling  down,"  and  where  the 
baby  brother  was  rocked  to  sleep  in  a  discarded 
sap  trough. 

Here  there  was  no  disappointment.  The 
trees  looked  just  the  same  as  they  did  when  I 
practiced  at  school-teaching,  and  they  stood 
around,  impersonating  boys  and  girls  in  claSs, 
in  good  order  and  with  only  an  occasional 
whisper  which  one  must  expect  in  the  best  reg- 
ulated schools.  The  trees  listened,  too,  to  my 
brother's  first  sermons,  and  were  an  apprecia- 
tive congregation,  breaking  out  every  once  in  a 
while  into  bursts  of  applause  the  like  of  which 
he  has  never  been  able  to  arouse  since. 

A   VIEW   OF  THE   CHURCH   SPIRE. 

We  passed  through  the  woods  to  the  other 
end  of  the  farm,  to  the  hills  that  overlook  the 
river  which  slowly  and  lazily  winds  its  way 


through  a  beautiful  bit  of  country.  We  could 
see  the  spire  of  the  church  in  the  village,  and 
the  schoolhouse  where  we  had  all  gotten  the 
"start"  that  led  to  such  dizzy  heights;  and  in 
the  distance  were  discernible  many  farms  with 
their  fields  of  shaded  yellows,  browns,  and 
greens,  looking  for  all  the  world  like  one  of 
mother's  patchwork  quilts. 

The  happy  days  followed  each  other  in  quick 
succession  until  a  week  had  passed  and  Sat- 
urday had  arrived — ^the  one  day  that  has  no 
pleasant  memories ;  for  it  was  on  that  day  we 
had  polished  the  family  shoes,  carried  in  a 
double  quantity  of  wood  and  kindling,  and 
then  repaired  to  the  tub  in  the  kitchen  for  'the 
weekly  wash. 

Sunday  was  a  never-to-be-forgotten  day. 
Our  family  was  then  the  envied  one  of  all  the 
village  people,  for  my  brother,  he  who  had 
slept  in 'the  sap  trough,  preached  in  the  church 
where  he  had  been  christened.  Being  a 
preacher  in  New  York  City,  and  a  teacher  of 
a  Boy*s  College,  his  audience  was  rather  pre- 
disposed in  his  favor,  for  it  is  a  well-known 
fact  that  nothing  succeeds  like  success.  Need- 
less to  say  his  family  were  very  proud  of  him, 
and  were  glad  that  through  some  sacrifice  each 
one  had  some  part  in  his  renown. 

There  is  nothing  equivalent  to  fresh  air,  sun- 
shine, music  of  birds,  and  reunion  of  loved 
ones  in  the  making  of  an  ideal  vacation.  These 
are  the  things  which,  combined,  make  one 
stronger  in  body,  clearer  in  mind,  and  purer  in 
soul. 


2.    AN  AUSTKAUAN  VACATION. 

BY  KENNETH  M.  WILI^.  SYDNEY.  AUSTRALIA. 


Ever  since  leaving  school  mv  davs  had  been 
spent  in  an  office.  Not  very  long,  certainly, 
but  long  enough  for  the  tie  that  binds  to  get  a 
bit  tight.  So  at  1  p.m.  on  Christmas  Eve  I  set 
off  with  two  companions  for  a  trip  through  the 
ranges  of  the  world-famed  "Darling  Downs,'* 
of  which  Toowoomba,  that  wealthv  and  beau- 
tiful  city,  is  the  center. 

Christmas  in  Queensland !  Can  you  imagine 
it?  Long,  sunny  days,  white-hot  on  the  plains, 
but  filtered  and  cooled  by  the  overhanging  foli- 
age in  the  scrubs. 

We  made  our  first  camp  in  a  large  natural 
cave  surrounded  by  a  clump  of  thick  brigalow 
and  scrub.    As  soon  as  the  horses  were  at- 


tended  to  and  a  meal  eaten,  we  were  glad  to 
turn  in. 

Tired  as  we  were,  the  strangeness  of  our 
surroundings,  the  thousand  bush  noises,  and 
the  smell  of  smoke — all  combined  to  keep  us 
long  awake.  It  seemed  to  me  we  had  only  just 
dozed  off,  when  a  frightful  noise — scuffling, 
squeaking,  and  rustling — made  us  spring  up 
and  go  outside.  Dawn,  cold  and  grey,  was 
just  breaking,  and  our  eyes  were  caught  and 
held  by  the  most  remarkable  sight  I  have  ever 
seen.  A  quaint,  fluffy  little  native  bear  was 
in  the  coils  of  a  huge  carpet  snake,  and  the  lat- 
ter was  gradually  crushing  the  life  out  of  the 
Ix)or  little  thing.    We  all  rushed  for  our  guns 


BULLETIN  OF  PHARMACY 


19 


and  fired  simultaneously,  blowing  the  head  off 
the  monster;  but,  alas!  our  aid  came  too  late. 
Poor  little  bruin  was  dead! 

We  didn't  feel  inclined  for  more  sleep,  so 
made  up  the  fire  and  put  the  billy  on  to  boil. 
Then  we  set  to  work  and  skinned  the  bear  and 
the  sna:ke.    The  latter  was  17  feet  long! 

When  we  had  had  some  tea  and  a  hot  ar- 


gument as  to  who  was  the  dragon-killer,  we 
packed  our  "swags"  and  set  leisurely  off 
through  the  crisp  early  morning  for  our  first 
farm.  We  reached  a  bald-topped  hill  just  in 
time  to  see  the  sun  rise,  and  a  magnificent 
sight  it  was,  one  that  made  us  wonder  at  the 
glory  of  nature.  Every  hill,  every  treetop,  as 
the  sun  touched  it,  seemed  bathed  in  liquid 
gold. 

IN  THE  HEART  OF  THE  BUSH, 

Very  different  were  the  sounds  of  the  bush 
from  those  we  had  heard  the  night  before. 
Civilization  seemed  left  behind,  and  we  were 
in  the  heart  of  things.  The  air  resounded 
with  the  notes  of  the  "coachman's  whip," 
"happy  families,"  "Australian  canaries,"  the 
ironical  laugh  of  the  jackass  bird,  and  the  pe- 
culiar noises  of  dozens  of  other  birds  whose 
names  we  did  not  know.  Wallabies  would  hop 
across  our  track  in  groups  of  three  or  four; 
occasionally  a  solitary  "old  man"  would  take 
his  melancholy  way.  Frequently  hares  would 
sit  up  and  look  at  us,  and  then  shoot  oti 
through  the  scrub  to  tell  their  friends. 

Now  our  way  changed  to  waving  fields  of 
paspalum  (some  of  it  7  feet  high),  Rhodes 
grass  and  Natal  grass.  The  soil  here  is  rich 
sandy  loam,  with  the  patches  of  rock  getting 
fewer  and  further  between — for  we  had  struck 
the  far  paddocks  of  "Forest  Gate,"  our  des- 
tination. 


The  owner,  one  of  the  interesting  people  of 
this  world,  was  originally  a  London  street 
arab.  Twenty  odd  years  ago  he  emigrated  to 
this  country,  and,  penniless  but  persevering, 
he  and  his  helpmeet  put  their  backs  into  it  and 
to-day  have  the  model  farm  of  the  district, 
both  for  dairying  and  grass  growing.  Though 
almost  totally  uneducated,  his  bookkeeping 
would  be  a  credit  to  a  university  man.  Every 
cow  has  its  tally — amount  of  feed  consumed 
and  weight  of  milk  returned — enabling  him  to 
weed  out  the  non-paying  stock.  His  clever 
system  of  alternating  paddocks  causes  him  to 
have  feed  while  his  neighbors  are  praying  for 
rain  or,  in  the  intervals,  watching  their  stock 
die. 

WITH  FRIENDS   AT   FOREST  GATE. 

His  bright,  intelligent  family  were  my 
greatest  friends.  They  know  all  the  stars  of 
the  Heavens,  all  the  ways  and  tracks  of  native 
animals,  and  encourage  the  birds  round  their 
home  to  look  upon  it  as  a  harbor  of  refuge  and 
a  place  of  supply.  When  we  reached  the  home- 
stead the  youngsters  danced  round,  excited 
with  the  mysterious  parcels  we  disgorged  from 
our  swags. 

Merry  Christmases  being  exchanged,  we 
went  in  to  breakfast.  Such  a  feast  as  had  been 
prepared  in  our  honor !    The  country  had  been 


The  qnirriBi  near  Toowoomb*. 

scoured  by  the  boys,  and  roast  pheasant  and 
jugged  hare  formed  our  staple  food,  while  hot 
scones  and  fritters  formed  a  "side-line." 

After  breakfast  we  then  lay  about  on  the 
verandas,  smoking  and  yarning,  while  the  "fe- 
male of  the  species"  prepared  the  next  meal — 
roast  turkey  and  plum  pudding,  with  the  ther- 
mometer 110°  in  the  shade ! 

All  declaring  "we  didn't  feel  like  dinner," 
we  set  to  at  the  appointed  time  and  made  a 
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ghastly  wreck  of  the  gobbler  and  left  only  a 
few  crumbs  of  the  pudding;  then  we  helped  the 
boys  milk  and  separate,  while  the  girls  cleared 
up  the  house.  Presently  our  party  was  aug- 
mented by  the  two  eldest  boys  and  two  eldest 
girls  of  the  Harris  family,  and  we  all  set  out 
for  a  Christmas  party  at  Cutler's,  a  farm  about 
25  miles  distant,  in  the  heart  of  the  Egypt 
Mountains. 

Arrived,  we  found  a  mighty  gathering  of 
the  "fair  women  and  brave  men"  of  the  dis- 
trict just  sitting  down  to  tea  in  the  long  bam, 
which  had  been  decorated  for  the  occasion 
with  bush  greenery,  wattle,  and  crinkled  paper. 
Oh,  the  boisterous  greeting  we  got !  No  mis- 
take about  the  heartiness  of  these  bush  folk. 
They'll  entertain  you  with  their  last  penny,  and 
can  never  do  enough  for  you,  if  you'll  do 
something  to  break  the  monotony  of  their 
lives. 

Most  of  us  could  do  something,  for  a  bush 
audience  is  not  critical;  and  as  soon  as  the 
lavish  tea  was  over  the  trestle  table  was  taken 
out,  the  benches  pushed  against  the  wall,  and 
we  commenced  to  do  things:  recitations, 
songs,  tricks  with  cards.  Then  the  musicians 
— the  inevitable  accordion  and  my  mouth 
organ — Were    brought     into     requisition    and 


Toll-Bu  Koad. 

dancing  commenced.  With  frequent  trips  in- 
side for  refreshments,  we  kept  it  up  till  morn- 
ing. 

LIKE    THEODORE  IN    AFRICA, 

After  a  good  bogie  and  breakfast,  we 
started  for  the  neighboring  scrubs,  armed  with 
the  guns  and  ammunition  we  had  carried  with 
us.  Arriving  at  the  bush  edge  we  formt-d  our 
plan  of  action,  which  was  chiefly  this:  separate 
here — the  two  outermost  making  a  wide  semi- 
circl"  and  the  three  inner  ones  (we  were  now 


five  in  number,  my  two  friends  from  "Forest 
Gate"  accompanying  us)  keeping  straight 
ahead,  moving  in  the  form  of  a  crescent,  and 
to  meet  on  a  certain  mountain  top,  aboufr  four 
miles  distant.  This  settled,  we  started,  our  line 
at  the  start  being  about  200  yards  wide,  but 
gradually  getting  more  spread  out. 

Having  proceeded  for  a  little  distance,  I  be- 
came aware  of  a  strong  smell  of  eucalyptus, 
which  generally  signifies  the  presence  of  a  na- 
tive bear.    Sure  enough,  on  looking  up,  I  saw. 


EnJoTliw  life  tn  k  pKddock. 

far  above  me,  a  round  furry  ball  curled  up  in 
the  fork  of  a  tall  gum  tree.  I  did  not  shoot, 
however,  as  they  are  pretty,  harmless  little 
creatures,  besides  being  hard  to  kill.  I  myself 
have  fired  as  many  as  eighteen  shots  at  one 
before  killing  it,  every  shot  hitting  him,  as 
I  could  see  by  flying  fur. 

Suddenly  I  heard  a  twig  snap — quite  a  loud 
noise,  in  such  quiet  as  had  hitherto  reigned. 
Instinctively  freezing  in  my  tracks,  I  waited 
and  watched;  then  I  saw  what  it  was — two 
wallabies,  bucks,  were  just  beginning  to  fight. 
For  five  minutes  I  was  the  interested  spectator 
of  a  real  stand-up  fight.  But  suddenly  their 
scuffling,  cuffing,  and  swearing  ceased.  They 
had  winded  me.  I  moved  my  gun  an  inch,  and 
they  were  off.  But  too  late.  By  two  lucky 
shots  I  got  one  with  each  barrel.  It  was  the 
work  of  a  few  minutes  only  to  skin  and  scalp 
them,  and  then  I  was  off  again.  Game  was 
plentiful  and  several  more  wallabies  fell  to  my 
gun,  and  also  one  of  those  cunning  birds — a 
scrub  turkey.  When  I  reached  the  top,  the 
others  were  waiting  for  me.  All  had  had  good 
luck,  and  the  total  bag  was  33  wallabies.  4 
turkeys,  a  wild  duck  and  some  pigeons.  We 
had  not  been  fortunate  enough  to  get  any 
pheasants. 

Wallabies  are  members  of  the  marsupial 
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species,  about  half  the  size  of  a  full-grown 
kangaroo,  and  the  same  in  every  respect,  ex- 
cept size. 

One  of  the  party  had  a  narrow  escape,  while 
gathering  sticks  for  our  fire.    He  trod  within 


A  Bcene  atti  Fomt  Oat«. 

three  inches  of  a  death-adder.  I  never  saw 
any  one  look  so  scared.  And  no  wonder,  for 
their  bite  is  almost  certain  death. 

■  turkeys'  nests  in  the  scrub. 
We  dined  on  roast  turkeys'  eggs,  dug  out  of 
one  of  those  great  mounds  of  leaves  and  twigs 
in  which  these  birds  lay  their  eggs.  The  rot- 
ting process  of  the  leaves  accumulates  heat 
enough  to  hatch  the  eggs,  on  which  the  hen 


does  not  deign  to  sit.  I  have  come  upon  large 
areas,  say  two  or  three  acres  of  hillside,  in 
western  Queensland  scrubs,  scraped  clean  of 
every  leaf  or  twig,  and  in  the  middle  of  this 
swept  patch  a  couple  of  turkeys'  nests,  each 
about  twenty  feet  in  diameter  and  seven  or  ten 
feet  high,  built  in  the  shape  of  a  cone. 

After  lunch  we  made  our  way  back  to  Cut- 
ler's, leaving  streams  of  perspiration  to  mark 
our  way,  for  we  were  heavy  laden,  and  the 
afternoon  was  crackling  hot. 

Having  said  farewell  to  our  good  friends 
of  "Rockmount,"  and  given  many  fair  prom- 
ises of  an  early  repetition  of  our  visit,  we  left 
for  "Forest  Gate,"  with  our  skins,  etc.,  packed 
on  one  of  our  spare  horses.  We  arrived  at 
our  friends'  in  time  to  partake  of  a  hearty 
meal,  after  which  we  turned  in,  as  we  had  to 
be  off  at  dawn. 

We  got  home  just  in  time  to  take  a  bath  and 
get  bade  to  the  office  at  the  appointed  hour  to 
again  take  up  the  white  man's  burden.  We 
are  all  of  one  opinion,  however,  the  same  being 
that  we  had  never  before  had  such  a  holiday. 
We  are  sorry  that  such  outings  come  so  sel- 
dom— though  perhaps  there's  something  in 
what  the  bard  says:  "If  all  the  year  were  play- 
ing holidays,  to  play  would  be  as  tedious  as 
to  work." 


.    A  WEEK  IN  rABlS  AND  ViaNITY. 

BY  F.  C.  UOBTBB,  LONDON,  BNQLAHD. 


With  an  irreducible  minimum  of  luggage 
I  left  England,  accompanied  by  a  friend,  on 
the  night  of  August  29.  The  boat  train  from 
Victoria  travels  well.  We  were  soon  at  New- 
haven  and  across  a  forlorn-looking  station  on 
to  the  boat,  which  after  a  not  unreasonable 
amount  of  shouting,  banging  and  whistling  set 
off  across  the  Channel  for  "La  Belle  France." 

What  a  pity  the  London,  Brighton  and 
South  Coast  Railway  does  not  burn  better  coal 
on  their  steamers!  The  grit  blows  all  down 
one's  neck  and  into  one's  boots,  till  one  runs 
a  risk  of  being  taken  for  a  stoker  on  strike.  But 
people  who  travel  third-class  in  France  need 
plenty  of  "grit,"  and  the  company  thought- 
fully supplies  the  possible  deficiency  in  ad- 
vance. 

Four  hours'  steaming  brought  us  to  Dieppe. 
A  little  old  woman  in  a  crushed  bonnet  made 
diligent  inquiries  concerning  "labac,  AUu- 
mettes,  Monsieur?"  and  scribbled  hieroglyph- 


ics over  bags,  trunks,  and  everything  else 
within  reach,  while  the  real  custom-house  of- 
ficials strutted  about,  clanking  their  swords 
and  twisting  their  mustaches  to  give  the 
process  the  indispensable  official  air. 

A  STOPOVER  AT  DIEPPE. 

We  could  travel  to  Paris  direct  if  we  chose, 
but  though  it  was  only  4  o'clock  in  the  morn- 
ing we  preferred  to  take  a  look  at  Dieppe  first, 
and  after  the  regulation  French  breakfast  of 
coffee  and  rolls,  proceeded  in  the  direction  of 
the  esplanade. 

Dieppe  is  a  nondescript  sort  of  a  place — a 
place  where  a  superb  past  struggles  against  an 
aggressive  and  meretricious  present. 

A  medieval  chateau,  buit  for  the  edification 
of  English  invaders,  frowns  Roomily  upon  a 
flamboyant  Casino  which  has  obviously  been  at 
great  pains  to  make  itself  look  as  large  as  pos- 
sible. 
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Truly,  if  wishing  ever  accomplished  any- 
thing, Dieppe  would  be  equal  to  Ostend.  But 
King  Leopold  would  never  have  tolerated  fac- 
tory chimneys  in  the  middle  of  his  esplanade, 
and  would  have  insisted  on  something  ap- 
proaching regularity  of  house  frontage. 

Having  made  a  general  inspection,  we  re- 
turned to  Gare  Maritime,  and  rescuing  our 
baggage  from  the  attendant  at  the  Consigne, 
who  in  the  meantime  had  fallen  asleep,  we 
awaited  the  arrival  of  a  collection  of  scrap-iron 
and  three  horse-boxes,  traveling  thereby  to 
Dieppe  Ville  in  something  like  a  quarter  of  an 
hour,  a  journey  which  we  afterward  found 
takes  five  minutes  on  foot. 

Traveling  to  Paris  in  this  way  was  not  to 
be  thought  of.  We  therefore  alighted  at 
Dieppe  Ville  and  inquired  the  whereabouts  of 
the  train  for  Paris.  But  nobody  knows — not 
the  porter — ^not  the  guard — ^not  the  gentleman 
who  is  tapping  the  wheels  of  the  train  to  see 
whether  the  journey  has  exposed  it  to  any 
danger  of  catching  fire.  The  case  is  desperate. 
But  at  the  last  moment  something  happened 
(as  Temple  Thurstan  says,  it  always  does), 
and  from  the  door  of  an  adjoining  compart- 
ment a  woman's  head  emerged  (there  was  no 
room  to  get  it  out  of  the  window).  She  spoke 
English.  The  train,  she  says,  goes  to  Rouen, 
but  she  does  not  know  whether  it  goes  to  Paris. 
Clearly  the  only  thing  to  be  done  is  to  get  in 
the  train,  travel  thereby  to  Rouen,  and  chance 
what  happens. 

One  hour  brings  us  to  Rouen,  where  we 
change  to  a  fast  train.  We  dash  by  quiet 
stretches  of  the  Seine,  shaded  by  groups  of 
trees  and  overhung  by  grassy  cliffs,  past  farms 
and  homesteads  which  later  give  place  to  aspir- 
ing villas,  and  later  still  to  tall  factories ;  then 
finally  through  a  series  of  gloomy  tunnels  and 
so  to  Gare  Lazare,  a  sort  of  untidy  Liverpool 
Street  on  a  smaller  scale. 

THE  CAPITAL  OF  THE  LAND  OF  ROMANCE. 

Paris  far  exceeded  our  highest  expectations. 

The  broad,  leafy  boulevards,  the  palatial 
shops,  the  constant  cries  of  vendors  of  daily 
papers,  and  the  whirl  of  irresponsible  taxis  and 
'buses — ^all  combine  to  form  a  picture  of  vi- 
vacity and  animation  scarcely  conceivable  by 
one  who  has  not  seen  it. 

Though  Paris  is  a  city  of  buying  and  selling, 
a  city  of  bargaining  and  of  "doing  the  other 
fellow  down"  the  same  as  London,  one  feels 
^hat  the  more  romantic  and  artistic  side  of  hu- 


man nature  is  not  here  so  rigidly  excluded 
from  the  hours  of  business  as  on  the  other  side 
of  the  Channel.  The  Frenchman  is  at  all  times 
receptive  of  new  ideas  and  of  pleasing  fancies. 
There  is  infinitely  less  set  purpose  in  his  actions 
than  in  those  of  his  English  neighbors,  but  in- 
finitely more  romance. 

For  the  evenings,  the  home  life  of  England, 
which,  stupid  and  suburban  as  it  too  often  is, 
yet  possess  a  solid  merit  not  to  be  undervalued 
— ^this  has  no  counterpart  here.'  One  may  pon- 
der whether  the  average  Frenchman  ever  reads 
in  a  serious  way,  or  whether  he  ever  reflects 
on  anything.  But  the  life  of  the  cafes  cer- 
tainly develops  the  conversational  abilities  of 
their  patrons  and  affords  unrivaled  oppor- 
tunity for  the  study  of  human  nature.  Per- 
haps here  is  more  than*  compensation  for  what 
is  lost,  and  considering  his  record  for  the  last 
few  years,  an  Englishman  should  think  twice 
before  throwing  stones. 

BEAUTIFUL  CATHEDRALS. 

The  sights  of  Paris  are  too  well  known  to 
need  detailed  description.  It  is  difficult  to  do 
justice  to  them  in  a  week.  The  most  striking 
features  of  the  cathedral  of  Notre  Dame  are 
the  marvelous  stained-glass  windows  and  the 
fantastic  gargoyles  which  adorn  the  exterior. 
Among  other  churches,  the  Madeleine  and  the 
Pantheon  are  very  disappointing,  St.  Sulprice^ 
and  more  especially  the  glorious  St.  Eustache, 
far  surpassing  them.  But  perhaps  the  gem  of 
Paris  is  the  little  St.  Etienne  du  Mont  with  its 
beautiful  carved  galleries  and  screen. 

It  is  a  pity  the  Louvre  is  so  large.  The 
stupendous  size  of  the  place  prevents  the  vis- 
itor with  but  little  time  at  his  disposal  from 
obtaining  as  clear  an  impresion  of  it  as  he 
would  wish.  Further,  the  pictures  are  not  al- 
ways very  wisely  hung ;  vide,  "The  Awakening 
of  Endymion"  in  the  "Salle  de  Henri  IV.," 
which,  scarcely  visible  at  all  at  present,  de- 
serves a  much  better  place. 

For  the  rest,  the  Galleries  d'ApoUon,  per- 
haps the  most  splendid  apartment  in  all  Eu- 
rope, will  never  be  forgotten  by  one  who  has 
seen  it,  and  the  Caryatides  Room  should  cer- 
tainly not  be  missed,  for  it  was  here  that  the 
body  of  France's  greatest  king,  Henry  IV., 
was  laid  in  state  after  his  dastardly  assassina- 
tion in  the  streets  of  Paris.  He  was  one  of  the 
few  kings  of  France  who  reigned  not  only  over 
his  people's  bodies  but  in  their  hearts  as  well. 

If  one  were  to  be  allowed  only  five  minutes 
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in  Paris  perhaps  the  best  place  in  which  to 
spend  them  would  be  the  Place  de  la  Concorde. 

Some  people  have  compared  the  Place  de  la 
Concorde  with  Trafalgar  Square.  It  is  better 
not  to  do  it.  The  points  of  resemblance  are 
few  and  the  differences  wholly  in  the  former's 
favor. 

Close  here  the  Bridge  of  Alexander  IV. 
spans  the  Seine — a  single  arch  which  needs  no 
guide-book  to  point  out  that  it  is  the  most 
beautiful  bridge  of  Paris,  or  perhaps  of  any 
capital.  And  then  the  eye,  traveling  in  a 
straight  line  from  the  bridge,  encounters  the 
golden  dome  of  the  Invalides  in  the  distance. 

Upon  nothing  are  the  Parisians  to  be  more 
congratulated  than  upon  their  steamboat  ser- 
vice. For  one  and  a  half  pence  one  can  travel 
right  from  the  heart  of  the  city  to  the  charm- 
ing holiday  resorts  of  Meudon,  St.  Cloud,  and 
Sevres.  Here  one  can  drink  one's  coffee  or 
wine  on  balconies  overlooking  the  river,  or 
Avander  undisturbed  over  thickly  wooded  hills 
not  unworthy  of  Maidenhead  or  Lynton. 

From  Sevres  a  train-ride  brings  one  to  the 
Palace  of  Versailles,  that  vast  and  superfluous 
structure  which,  by  its  fabulous  expense,  con- 
tributed as  much  as  anything  to  the  ruin  of  the 


French  throne.  The  spirit  of  Louis  XIV.  is 
all-pervasive  here;  all  is  for  display.  The  air 
of  grandeur  is  almost  painfully  overdone,  and 
this  is  even  more  marked  in  the  park  than  in 
the  palace  itself,  for  the  straight-cut  alleys  of 
Lenotre  absolutely  forbid  the  seclusion  for 
which  the  average  man  instinctively  seeks. 

But  we  must  hurry  back.  Sufficient  to  say 
that  we  did  not  miss  the  numerous  objects  of 
interest  which  make  Paris  the  premier  city  of 
Europe.  The  tomb  of  Napoleon,  with  its  mar- 
ble sarcophagus,  isolated  in  space  with  its 
glorious  baldachino  bathed  in  golden  light ;  the 
world- famed  Cemetery  of  Pere' Lachaise ;  the 
Eiffel  Tower;  the  Luxembourg  Galleries;  the 
Bois  de  Boulogne,  and  the  Cluny  Museum — 
each  received  as. much  attention  as  time  would 
allow. 

Holidays  pass  away,  but  memories  remain; 
and  the  mind,  dwelling  upon  them,  builds  up 
for  itself  a  combination  of  impressions  in- 
finitely more  pleasing  than  the  actual  sights 
themselves.  For  my  part,  my  memories  are 
those  of  a  generous  and  chivalrous  nation — ^a 
nation  which  prides  itself  on  its  past,  and,  hav- 
ing no  need  to  be  ashamed  of  its  present,  may 
confidently  anticipate  its  future. 


THE  NEW  COLOSSUS  IN  THE  DRUG  TRADE. 

An  latorvlcw  witk  Ocortf*  J.  Wh^lan.  Onidtarf  Spirit  off  the  Syadlcate  wkick  kas  Secured 

Vottarf  GoBtrol  off  the  Rlker*HerfeiiiM  Chain  off  00  Dmrf  Stores— The  Ualted  GUar 

Stores  Under  the  Same  Owaerehip,  but  the  Two  Oroape  to  be  Operated 

Separately— Plaae  for  Fntore  Exteaeloa  Not  Yet  Perfected. 

By  INKEKMAN  BAILEY.  Jr. 


George  J.  Whelan,  who  conceived,  organized 
and  developed  that  gigantic  enterprise,  the 
United  Cigar  Stores  Company,  has  lately,  as 
everybody  knows,  turned  his  attention  to  the 
drug  business.  Control  of  the  chain  of  drug 
stores,  95  in  number,  known  as  the  Riker- 
Hegeman  group,  has  recently  passed  into  his 
hands  and  those  of  his  associates,  the  stores  in 
question  being  scattered  throughout  New 
York,  Boston,  and  other  eastern  cities.  Mr. 
Whelan,  therefore,  becomes  at  once  a  big  fac- 
tor, and  an  interesting  one,  in  the  drug  busi- 
ness of  the  United  States. 

When  the  original  United  cigar  store  closed 
its  doors  at  the  end  of  the  first  day  of  exis- 


tence, a  careful  scrutiny  of  the  contents  of  the 
till  revealed  the  exact  sum  of  $5.95  as  the 
day's  gross  receipts! 

That  was  in  1901,  hardly  a  dozen  years  ago. 
But  in  the  short  intervening  space  of  time 
there  has  grown  from  that  little  pioneer  store 
at  85  Nassau  Street,  New  York,  a  mammoth 
chain  of  800  stores  located  in  183  cities  of  the 
country!  Coincidentally,  the  daily  sales  which 
began  with  that  paltry  $5.95  have  swollen  to 
the  enormous  .total  of  something  like  $83,000, 
or  about  $30,000,000  per  year! 

That  is  what  George  J.  Whelan  has  done  in 
tobacco  merchandising.  What  will  he  do  in  the 
drug  business  ? 


24 


BULLETIN  OF  PHARMACY 


THE  MAN  HIMSELF. 

» 

Like  most  really  big  men,  Mr.  Whelan  is 
easy  to  approach  and  talks  as  freely  as  his 
time  will  permit,  about  almost  everything  but 
himself  and  his  past  achievements.  When  the 
Bulletin  representative  made  his  way  to  the 
twenty-second  floor  of  the  Banker's  Trust 
building,  at  Nassau  and  Wall  Streets,  and  fin- 
ally stood  at  the  threshold  of  the  private  office, 
he  fully  expected  to  have  the  opening  door 
reveal  a  huge  bulk  of  a  man  with  a  glare  in 
his  eye  and  an  enormous  black  cigar  clenched 
between  his  teeth.  Indeed,  there  sat  behind  a 
large  flat-top  desk,  a  man  somewhat  under 
average  size,  extremely  neat  in  appearance, 
with  slightly  gray  hair,  close-cropped  sandy 
mustache,  and  a  pair  of  clear,  light  blue  eyes, 
who  smiled  pleasantly  and  cordially  shook 
hands  with  the  visitor.  His  well-rounded  fea- 
tures are  expressive  of  health,  activity  and 
youthfulness.  One  is  surprised  to  find  him  a 
man  of  only  forty-eight  years  of  age. 

The  name,  George  J.  Whelan,  for  some 
reason  or  other,  probably  because  it  is  pro- 
nounced Whalen,  suggests  and  conveys  the 
idea  of  extensive  ponderosity.  The  name  is 
plainly  indicative  of  the  mental  rather  than  the 
physical  stature  of  the  bearer. 

When  asked  to  tell  something  about  his 
early  life,  how  he  became  interested  in  the 
cigar  business  and  organized  the  United,  Mr. 
Whelan  replied:  "They  will  furnish  you  with 
that  information  at  the  United  offices  on  Eigh- 
teenth Street.    Let  us  talk  about  the  future. 

'T  am  not  a  director  in  either  the  United 
Cigar  Stores  Company  or  the  new  drug-store 
enterprise,"  he  said.  "I  have  retired,  and  for 
the  past  three  years  I  have  spent  from  six  to 
nine  months  of  the  year  in  Europe.  During 
the  past  year  I  have  spent  but  four  months 
here,  and  I  am  now  preparing  to  leave  again. 
So  you  see  that  I  will  not  have  a  great  deal 
to  do  with  the  active  arrangements  of  our 
newly-acquired  drug  interests.  However,  if 
my  policies  are  carried  out  they  will  be  con- 
ducted along  the  same  lines  as  our  cigar  bus- 


mess. 


If 


TOBACCO  BUSINESS  INCREASED. 


"I  believe,"  he  continued,  "that  the  United 
Company  has  helped  every  good  cigar  dealer. 
When  we  opened  our  first  store  in  1901,  the 
Metropolitan  Tobacco  Company,  from  which 
de  do  not  buy,  was  furnishing  the  dealers  of 
New   York   with   something  like   $1,000,000 


worth  of  goods  per  month.  If  I  am  not  mis- 
taken, their  sales  to-day  are  practically  75}^ 
more  than  that  amount,  notwithstanding  that 
we  have  entered  the  field  and  are  doing  an 
aggregate  business  of  about  $1,250,000  per 
month  in  New  York  City. 

"This  is  simply  due  to  the  fact  that  we  have 
given  the  cigar  business  greater  prominence. 
When  the  United  started  cigar  dealers  were 
displaying  pipes  in  their  windows.  By  attrac- 
tively displaying  cigars  and  improving  store 
methods  we  aroused  the  interest  of  the  public 
and  increased  the  demand  to  the  benefit  of  the 
entire  legitimate  cigar  trade.  I  really  believe 
that  had  it  not  been  for  the  United  there  would 
be  no  good  cigar  stores  or  any  cigar  business 
to  speak  of  in  New  York  to-day. 

"I  believe,"  he  continued,  "that  the  drug 
business  will  work  out  in  much  the  same  way. 
Certainly  the  druggist  who  conducts  his  bus- 
iness in  a  fair  and  legitimate  manner  has  noth- 
ing to  fear  from  our  competition.  I  have  never 
sold  any  goods  at  cost  and  I  never  expect  to. 
The  United  company  always  figures  a  fair 
profit  on  everything  it  sells.  Whether  it  is  a 
well-advertised  or  an  unknown  article  makes 
no  difference  in  the  percentage  of  profit." 

A  BAD  TENDENCY  IN  THE  DRUG  BUSINESS. 

"I  am  not  thoroughly  familiar  with  the  drug 
business,  but  I  have  understood  that  there  is 
a  tendency  to  cut  prices  much  too  low  on  well- 
advertised  goods  in  order  to  draw  customers 
who  will  buy  other  and  less  widely  known 
merchandise,  probably  the  druggist's  own 
preparations,  at  prices  that  are  really  much  too 
high." 

Asked  to  explain  further,  Mr.  Whelan  said: 
"I  mean  that  we  never  sell  goods  at  cost  as  a 
drawing  card.  I  have  always  maintained  that 
when  certain  things  are  sold  too  low  others 
must  be  sold  too  high.  For  instance,  there  are 
cigar  stores  in  this  city  selling  cigarettes  at 
cost.  This  must  be  made  up  on  cigars,  but  this 
necessitates  such  an  advance  in  price  or  reduc- 
tion in  quality  of  their  goods  that  the  cigar 
business  naturally  comes  to  us.  I  will  certainly 
favor  a  fair  profit  being  made  on  everything 
sold  by  the  Riker-Hegeman  stores." 

In  order  to  obtain  a  definite  idea  of  just 
what  Mr.  Whelan  would  consider  a  fair  profit, 
the  interviewer  related  the  purchase  of  a  cer- 
tain well-known  brand  of  25-cent  tar  soap  at 
14  cents,  about  cost  price,  and  asked  what  he 
would  consider  the  proper  figure  in  such  a 
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case.  He  answered  without  any  hesitation: 
"As  I  have  said,  I  would  never  favor  selling 
at  cost,  but  on  the  other  hand,  in  the  case  you 
mention,  I  would  regard  25  cents  as  excessive, 
and  offhand  I  should  say  20  cents  would  be 
about  right.  For  instance,  Pall  Mall  cigarettes 
are  listed  at  25  cents.  The  United  sells  them 
at  20  cents,  although,  as  I  have  stated,  they 
can  be  purchased  elsewhere  at  cost." 

DRUG  PLANS  NOT  YET  PERFECTED. 

When  asked  concerning  the  future  expan- 
sion of  the  Riker-Hegeman  stores,  Mr. 
Whelan  replied:  "Our  plans  are  not  perfected 
and  it  is  difficult  to  say  just  what  will  be  done. 
I  imagine,  however,  that  it  will  require  about 
a  year  or  slightly  more  to  systematize  the 
present  business,  and  it  may  be  this  long  be- 
fore we  will  think  about  branching  out  any 
further. 

"There  can  be  no  monopoly,"  he  stated. 
"That  is  a  physical  impossibility.  We  could 
not  possibly  open  over  100  stores  a  year,  and 
even  at  such  a  rate  it  would  require  ten  years 
to  have  a  thousand  in  operation.  In  the  mean- 
time there  are  about  48,000  other  drug  stores, 
and  in  ten  years  from  now  this  number  will 
have  increased  in  proportion." 

It  was  not  until  the  interview  was  draw- 
ing to  a  close  that  any  hint  was  dropped  to 
explain  Mr.  Whelan's  determination  to  enter 
the  drug  business.  However,  when  he  men- 
tioned the  cut-rate  prices  on  cigars  prevailing 
among  druggists  in  St.  Louis,  there  was  an 
unmistakable  trace  of  resentment  in  his  tone. 
"It  is  not  fair  for  a  druggist  to  sell  cigars  at 
cost  and  thereby  use  the  cigar  business  as  a 
drawing  card  for  the  store.  If  druggists  can 
do  this  we  certainly  can  use  the  drug  business 
in  a  like  manner  to  our  own  interests.  No 
<iniggist  should  demoralize  any  other  business 
for  his  own  ends,"  he  declared.  "We  are  in 
business  to  make  money,  but  we  have  the 
means  to  fight  unfair  competition." 

Although  it  was  not  mentioned,  the  Bulle- 
tin representative  recalled  the  recent  slashing 
of  cigar  and  cigarette  prices  on  the  part  of 
chain  stores  here  and  wondered  considerably  if 
this  isn't  really  responsible  for  Mr.  Whelan's 
latest  investment. 

George  J.  Whelan  is  one  of  a  large  family 
whose  home  is  in  Syracuse,  N.  Y.  An  elder 
brother  opened  a  cigar  stand  in  the  old 
Vanderbilt  Hotel  in  that  city,  and  George 
J.,   who    was    then    about   twenty   years    of 


age,  was  installed  as  the  clerk.  While 
in  this  position  he  conceived  the  idea  of 
a  chain  of  cigar  stores,  and  it  was  not  very 
long  before  he  had  two  or  three  stores  in  oper- 
ation in  Syracuse.  From  there  they  spread  to 
other  New  York  cities,  and  these  stores  are 
still  nmning  to-day  under  the  name  of  C  A. 
Whelan,  Inc.  Strange  to  say  they  have  never 
been  absorbed  by  the  United  Cigar  Stores 
Company  and  are  still  retained  by  the  Whelan 
family  in  a  sort  of  close  corporation. 

INVADING  NEW  YORK. 

It  was  in  1901  that  Mr.  Whelan  came  to 
New  York,  and  it  was  here  that  he  succeeded 
in  organizing  the  present  United  Cigar  Stores 
Company  with  an  original  capital  of  $50,000. 
To-day  the  capitalization  is  $30,000,000.  It  is 
a  remarkable  fact  that  every  director  is  a 
working  officer  of  the  company,  and,  like  the 
ordinary  employee,  is  at  his  desk  at  headquar- 
ters. Mr.  Whelan  himself  gives  his  time  and 
personal  attention,  while  in  New  York,  prin- 
cipally to  the  business  of  the  United  Stores 
Realty  Company,  which  concern,  it  is  reported, 
has  made  large  sums  in  dealing  in  store 
properties. 

The  Riker-Hegeman  stock,  it  is  said,  was 
bought  at  the  par  value  of  $100.  These  shares, 
it  is  further  stated,  will  be  vested  in  a  sort  of 
holding  company,  the  stock  of  which  will  have 
a  par  value  of  $5.  Twenty  shares  of  this  stock 
will  be  issued  to  Mr.  Whelan  and  associates 
for  each  share  of  Riker-Hegeman  stock  sur- 
rendered to  the  holding  company.  Thus  it 
seems  that  there  is  no  combination  of  cigar 
and  drug  business,  but  that  the  directors  of  the 
United  Cigar  Stores  Company  will  shape  the 
destinies  of  the  Riker-Hegeman  stores  through 
a  new  company  owning  a  majority  of  the 
stock. 

NO   CAUSE  FOR  ALARM  ! 

In  conclusion  let  it  be  stated  that  no  cause 
can  be  seen  for  alarm  on  the  part  of  the  Amer- 
ican retail  drug  trade  by  reason  of  the  en- 
trance of  Mr.  Whelan  in  a  large  way  into  the 
field.  That  his  interests  will  be  broadened; 
that  instead  of  less  than  a  hundred  stores  there 
eventually  may  be  as  many  more — ^this,  of 
course,  is  extremely  probable.  But  unless  the 
roughly  announced  policy  as  outlined  above  is 
materially  altered  no  fear  need  be  felt  that 
prices  will  be  cut  to  a  figure  approximating  a 
lower  level  than  those  already  in  force  in  met- 
ropolitan drug  circles. 


THE  NEW  PRESIDENT  OF  THE  A.  PH.  A. 

A    PharBaoeBUo«l    Editor   at   the    HbIbi— Mr.   IUyo*«   Editorial  Caraar,   Ola  AMoclaHoa 
Record.  Hia  Hon*  Ufa,  aad  Somathlatf  Abont  tka  Haa  HlmaeU. 


Caswell  A.  Mayo  is  the  seventh,  ot  eighth 
pharmaceutical  editor  elected  to  the  presidency 
of  the  American  Pharmaceutical  Association  . 
during  the  history  of  the  organization.  First 
came  Procter  and  Parrish,  both  of  whom,  we 
believe,  served  at  different  times  as  editor  of 
the  American  Journal  of  Pharmacy.  Then 
came  Bedford,  editor  for  many  years  of  what 
was  then  the  Pharmaceutical  Record.  Next, 
after  a  long  period,  came  Henry  M.  Whelpley, 


CMwell  A.  Hkro. 

editor  of  Meyer  Brothers  Druggist,  to  be  fol- 
lowed within  a  few  years  by  James  H.  Beal, 
W.  M.  Searby,  Oscar  Oldberg  and  Eugene  G. 
Eberle. 

A  TRIBUTE  TO  JOURNALISM. 

Of  the  several  editors  who  have  been  chosen 
to  fill  this  high  office,  however,  Mr.  Mayo  is 
really  the  first  who  has  made  of  journalism 
a  life  study  and  career,  who  has  become  an 
editorial  specialist,  and  who  has  practically 
confined  himself  to  this  occupation  alone.  He 
is  one  of  the  four  or  five  men  in  the  country 
to-day  who  have  devoted  themselves  heart  and 


soul  to  the  cause  of  pharmaceutical  journalism, 
who  have  virtually  turned  their  backs  on  every- 
thing else,  and  who  have  striven  to  elevate 
their  specialty  into  a  useful  public  service.  The 
others  in  this  group  feel  particularly  pleased 
that  Mr.  Mayo  has  been  chosen  from  among 
them  to  stand  at  the  head  of  the  one  great  cath- 
olic organization  in  American  pharmacy  dur- 
ing 1914  and  '15. 

And  we  predict  that  Mr.  Mayo  will  fill  the 
office  admirably.  Why  shouldn't  a  trained 
pharmaceutical  editor  become  a  successful 
pharmaceutical  leader?  It  is  an  editor's  busi- 
ness to  know  the  tendencies  of  the  time  and  to 
shape  and  direct  them  for  the  weal  of  the  body 
pharmaceutic.  He  knows  pharmaceutical  con- 
ditions better  than  anybody  else.  He  knows 
the  men  in  pharmacy  better  than  anybody  else. 
He  knows  better  than  anybody  else  how  to  get 
up  a  programme  of  interest  and  variety — for 
this  is  exactly  what  he  does  every  time  he  gets 
out  an  issue  of  his  paper. 

Not  only,  however,  is  the  choice  of  Mr. 
Mayo  for  the  presidency  of  the  A.  Ph. A.  a  fit- 
ting tribute  to  pharmaceutical  journalism.  It 
is  a  personal  tribute  to  a  long  period  of  service 
and  loyalty  on  Mr.  Mayo's  part.  For  many 
years  he  has  been  a  regular  attendant  at  the 
annual  meetings.  He  has  worked  hard  and 
faithfully.  He  has  filled  many  assignments  of 
greater  or  less  importance — and  has  always 
filled  them  well.  He  has  invariably  appeared 
in  discussions  on  the  floor  with  advantage  to 
the  Association,  and  has  done  much  to  shape 
debate  and  direct  important  actions  of  one  kind 
and  another.  More  than  all  else,  perhaps,  he 
has  used  the  pages  of  the  American  Druggist 
year  in  and  year  out  to  advance  the  interests  of 
the  organization. 

Caswell  A.  Mayo  was  bom  in  Columbus, 
Miss.,  the  day  after  the  Fourth  of  July  in 
1862.  His  love  of  oratory  is  explained  both 
by  the  date  of  his  birth  and  by  the  State  of  his 
nativity.  Destiny  evidently  intended  that  his 
first  appearance  in  public  should  have  been  on 
July  4,  but  the  schemes  of  fate,  like  those  of 
men,  gang  aft  agley. 
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PHARMACEUTICAL  EXPERIENCE. 

He  sprang  from  one  of  the  Southern  fami- 
lies proud  of  its  ancestral  history,  and  his 
father  was  a  physician.  After  he  had  gone 
through  the  local  schools,  he  attended  the  Uni- 
versity of  Columbus,  and  then  received  his 
first  knowledge  of  pharmacy  in  the  retail  store 
of  Goodrich  &  Street  in  his  native  town,    A 


Hr.  M*7o'*  neidenoe  in  Boronch  Park.  BtooUtb. 

little  of  this  experience  convinced  him  that  he 
ought  to  be  trained  in  a  pharmaceutical  college, 
so  he  went  to  Philadelphia  to  become  a  dis- 
ciple of  Remington,  Maisch  and  Trimble. 

During  his  college  course  in  Philadelphia  he 
worked  for  some  months  in  the  store  of  Given 
&  Co.,  Columbia  Avenue  and  Franklin  Street, 
next  with  Dr.  Farley,  13th  Street  and  Passa- 
yunk  Avenue,  and  finally  entered  the  employ  of 
The  William  Procter,  Jr.,  Company  in  the  his- 
toric store  at  the  comer  of  9th  and  Lombard 
Streets.  Here  he  remained  until  his  gradua- 
tion from  the  Philadelphia  College  of 
Pharmacy  in  1887. 

EDITORIAL  LIFE. 

During  Mayo's  senior  year  in  the  Phila- 
delphia College,  Editor  Snively,  of  the  Drug- 
gists Circular,  wrote  to  Professor  Remington 
or  to  some  one  else  on  the  faculty  and  asked 
him  to  recommend  one  of  the  senior  students 
for  a  position  on  the  Druggists  Circular.  The 
young  man  recommended  in  answer  to  this  re- 
quest was  Caswell  A.  Mayo.  Mayo  therefore 
went  to  New  York  immediately  following  his 
graduation.  After  several  years'  work  on  the 
Circular  he  was  made  editor  of  the  drug  de- 
partment of  the  Oil,  Paint  and  Drug  Reporter, 
published  by  the  same  house.    In  March,  1892, 


when  Merck's  Market  Report  was  founded — 
a  journal  which  has  since  become  known  as 
Merck's  Report — Mayo  was  invited  to  take 
charge  of  the  editorial  management. 

A  few  months  later  on  A.  R.  Elliott  pur- 
chased the  American  Druggist  from  William 
R.  Wood  &  Co.  and  asked  Mayo  to  become 
editor  of  the  paper  and  a  stockholder  in  the 
corporation.  A  year  or  two  later  yet,  after 
Professor  Bedford's  death,  the  Pharmaceutical 
Record  was  amalgamated  with  the  American 
Druggist,  and  Mr.  Mayo  was  continued  as  ed- 
itor of  the  enlarged  periodical  with  Thomas 
J.  Keenan,  who  had  succeeded  Bedford  in  con- 
trol of  the  Record,  as  associate  editor.  In 
1900  Mr.  Elliott  purchased  the  New  York 
Medical  Journal  from  D.  Appleton  &  Co.,  or- 
ganized The  American  Druggist  Publishing 
Co.  to  carry  on  the  business,  and  Mr.  Mayo 
became  a  stockholder  and  officer  of  the  com- 
pany. 

So  much,  briefly,  for  Mr.  Mayo's  editorial 
career.  Ever  since  1892,  as  we  have  seen,  he 
has  been  in  control  of  the  American  Druggist, 
and  he  will  doubtless  continue  to  be  in  control 
until  the  end  of  time. 

Meanwhile,  soon  after  going  over  to  New 
York  from  Philadelphia,  and  in  order  to  give 
himself  a  broader  equipment,  he  first  took  a 


A  tome  on  the  Uafo  porcb. 

post-graduate  course  in  analytical  chemistry  at 
the  Cooper  Union  Institute,  devoting  his  even- 
ings to  work  in  the  Cooper  Union  laboratory. 
Then  he  delivered  a  series  of  popular  lectures 
on  chemistry  at  the  Young  Men's  Institute  on 
the  Bowery,  but  as  his  editorial  duties  grew 
and  developed  he  found  it  necessary  to  drop 
these  outside  activities.  Like  many  others 
among  us,  he  discovered  that  journalism,  prop- 
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eriy  considered,  was  enough  of  a  specialty  in 
itself,  and  was  a  jealous  mistress. 

The  first  meeting  of  the  A.  Ph.  A.  attended 
by  Mr.  Mayo  was  that  held  at  Detroit  in  1888 
— 25  years  ago.  It  is  therefore  fitting  that 
he  should  be  installed  in  the  office  of  pres- 
ident at  the  first  meeting  of  the  organization 
to  be  held  in  Detroit  since  that  time.  Those 
who  believe  in  occultism  or  the  science  of  co- 
incidence might  extract  a  moral  from  this  sit- 
uation. 

SOME  OF  HIS  PAPERS. 

At  the  Kansas  City  meeting  in  1904  Mr, 
Mayo  presented  a  paper  on  clinical  thermom- 
eters which  created  something  of  a  sensation. 
It  was  made  clear  that  there  should  be  a  far 
more  careful  supervision  of  these  instruments 
than  had  been  practical  in  the  past,  and,  as  a 
result  of  the  study  on  which  the  paper  was 
based,  Mr.  Mayo  arranged  a  conference  be- 
tween the  leading  manufacturers  of  clinical 
thermometers  and  an  expert  from  the  United 
States  Bureau  of  Standards.  Out  of  this  grew 
an  active  cooperation  between  the  Bureau  and 
the  manufacturers,  with  a  marked  improve- 
ment in  the  average  quality  of  clinical  ther- 
mometers on  the  market. 

At  the  Los  Angeles  meeting  in  1909  Mr. 
Mayo  presented  a  paper  on  "The  Ampoule  and 
Its  Uses  in  the  Preservation  of  Sterilized  So- 


maceutical  organizations.  He  is  a  life  member 
of  the  New  York  College  of  Pharmacy,  one 
of  its  Board  of  Trustees,  and  he  has,  among 
other  things,  had  much  to  do  with  getting  up 
the  programmes  of  the  quarterly  meetings  of 
the  College  for  some  time.  He  is  a  charter 
member  of  the  New  York  Drug  and  Chemical 
Club.  He  was  one  of  the  organizer.-;  and  the 
first  secretary  of  the  New  York  branch  of  the 


Mt  Uoto  and  hit  two  dkuchten. 

lutions" — perhaps  the  first  complete  exposition 
on  the  subject  published  in  English.  At  the 
Boston  meeting  in  1911  he  read  a  paper  on  "A 
Dangerous  Similarity  in  Names,"  which 
started  an  agitation  still  going  on,  and  look- 
ing toward  reform  in  the  nomenclature  of 
pharmaceutical  preparations. 

It  is  perhaps  not  necessary  to  speak  of  Mr. 
Mayo's  useful  activities  in  many  other  phar- 


Tbe  Iil*TO  funUr  In  Iti  entlratr— rckdlni  from  Out  1^.  ws  hftva 
■IlM  PbTllli  UsTO,  CMwdl  Hwo.  Jr.,  OxweU  A.  Maro,  Blliott 
Uwa.  and  MIh  Punela  A.  Maro. 

American  Pharmaceutical  Association.  It  was 
on  his  initiative  that  the  Pharmaceutical  Con- 
ference was  formed — a  delegate  body  repre- 
senting all  the  pharmaceutical  societies  in 
Greater  New  York.  Of  this  body  he  has  been 
the  secretary  ever  since  its  formation.  De- 
parting from  pharmaceutical  organizations,  we 
find  him  a  member  of  the  New  York  Southern 
Society,  and  of  the  Virginians  of  New  York. 

THE  MAYO  FAMILY. 

In  1888  Mr.  Mayo  was  married  to  Miss 
Harriet  Trenkmann,  of  New  York,  who  died 
in  1898,  leaving  two  daughters  and  two  sons. 
He  now  resides  in  Borough  Park,  a  Brooklyn 
suburb,  with  his  sister-in-law,  Mrs.  Ruediger, 
her  husband,  and  family.  Here  he  has  a  small 
flower  garden  to  which  he  devotes  his  leisure 
time.  We  are  happy  in  being  able  to  present 
several  pictures  showing  the  attractive  home 
life  of  the  Mayos,  and  the  comfortable  house 
occupied  by  them. 

We  ought  perhaps  to  say  that  Mr.  Mayo's 
great  hobby  has  been  the  improvement  of  the 
rank  and  status  of  the  pharmacists  in  the  gov- 
ernment employ.  If  he  lives  long  enough,  and 
if  the  government  proves  willing,  he  may  be 
able  to  achieve  something  definite.     In  person- 
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ality  Mr.  Mayo  is  a  suave  Southerner  of  the 
typical  school — ^polished,  courteous,  obliging. 
He  loves  a  joke  and  he  knows  how  to  tell  one 
with  felicity.  He  is  a  past-master  in  the  Art  of 
Pleasantry.  As  a  raconteur  he  has  few  equals. 
Wherever  Mr.  Mayo  is  a  dinner  guest,  every- 
body else  finds  that  his  talk  isn't  wanted,  and 
that  Mayo  is  the  one  entertainer  of  the  oc- 
casion. 

AMBIDEXTROUS  MAYO. 

In  years  gone  by,  more  particularly  when  the 
American  Druggist  was  first  a  weekly  and  then 
a  biweekly,  and  when  "copy"  had  to  be  fur- 


nished more  promptly  than  is  necessary  with  a 
staid  monthly.  Mayo  aroused  the  envy  of  the 
other  members  of  the  editorial  fraternity  by 
his  marvelous  facility  in  reporting  a  conven- 
tion. It  was  a  frequent  sight  at  the.  annual 
meetings  of  the  A.  Ph.  A.  to  see  him  taking 
notes  of  a  debate  with  his  left  hand,  writing 
out  the  finished  report  with  his  right  hand,  and 
casually  strolling  over  to  the  telegraph  office 
or  the  post-box  as  we  all  left  the  room.  When 
we  got  home  the  American  Druggist  was  there 
ahead  of  us  with  a  full  report  of  the  meeting ! 

zL,  B.  M. 


HOW  WE  RUN  OUR  CIRCULATING  LIBRARY. 

laformatloa  la   Detail  Goncemlnil  the   Snccessfvl   Handllnil  of  a  GlrcnlatlBil  Library  of 

Fifteen  Hundred  Volnmea— A  Very  Satlafaotory  Additional  Sonrce  of  Revenne 

to  a  Pro||reaalve  New  En||land  Pharmacy — Popniar  Ma||aslnea  Made 

to  Yield  Over  El||hty  Gents  a  Copy. 

By  WALTER  M.  CHASE. 

Bantfor.  Maine. 


Some  six  years  ago  we  started  a  lending, 
or  circulating,  library  with  a  competent  libra- 
rian in  charge,  a  stock  of  fifty  books,  and  no 
competition.  To-day  we  still  have  the  same 
competent  librarian,  but  our  stock  of  books 
has  increased  to  1500,  and  the  number  of  our 
competitors  has  gone  up  to  seven.  All  this  in 
a  city  of  26,000  inhabitants. 

Naturally,  in  conducting  a  lending  library,  a 
prime  essential  is  the  books ;  but  of  more  im- 
portance than  this  is  the  necessity  of  having  a 
competent  person  in  charge  of  the  books,  for 
upon  this  feature  depends  the  success  or  fail- 
ure of  the  whole  venture.  No  one  would  think 
of  putting  a  green  boy  in  charge  of  the  pre- 
scription department;  neither  should  any  one 
have  charge  of  library  books  who  is  not  fully 
capable  of  handling  them.  To  successfully  run 
a  circulating  library  one  must  intimately  know 
his  books — and  more  intimately  know  his  cus- 
tomers, their  likes  and  dislikes.  The  librarian 
must  have  the  location  of  his  books  at  finger- 
tip; must  know  the  authors,  the  plots  of  the 
stories  and  the  general  type  to  which  each  story 
belongs. 

FICTION   IN   THE  LEAD. 

The  books  in  our  library  are  nearly  all  fic- 
tion, and  modern  fiction  at  that.  Our  slogan  is 
"All  the  latest  books  all  the  time."    There  are 


certain  books  that  are  as  standard  as  Epsom 
salt:  these  we  always  have  in  stock,  replacing 
old  copies  with  new  ones  when  the  old  ones 
have  outlived  their  usefulness.  Among  these 
may  be  mentioned  the  works  of  Jos.  C 
Lincoln,  Robert  W.  Chambers,  Rex  Beach, 
Geo.  B.  McCutcheon,  Myrtle  Reed,  Gene  Strat- 
ton  Porter,  Clarence  Mulford  and  E.  Phillips 
Oppenheim ;  also  such  outdoor  stories  as  The 
Trail  of  The  Lonesome  Pine,  At  the  Time  Ap- 
pointed, The  Well  in  The  Desert;  such  detec- 
tive stories  as  Arsene  Lupine,  The  Circular 
Staircase,  and  Raffles, .  and  tales  like  The 
Music  Master,  The  Inner  Shrine,  and  The 
Wings   of   the   Morning, 

"best  sellers'^  featured. 

Standard  works  such  as  Dickens's,  Shakes- 
peare's, and  Scott's  have  no  place  on  our 
shelves,  as  the  public  library  draws  the  readers 
of  this  class  of  literature.  The  major  part  of 
the  books  in  our  library  is  made  of  the  popu- 
lar fiction  of  the  day — ^some  of  it  good,  some 
of  it  bad,  but  all  of  it  just  off  the  press,  and 
ranging  in  price  from  one  dollar  to  a  dollar 
and  a  half  per  copy.  They  are  the  books  that 
are  advertised  in  the  various  ways  known  to 
publishers,  the  books  that  are  being  talked 
about  in  clubs  and  home,  the  ones  that  are  be- 
ing reviewed  in  the  current  magazines.    They 
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also  include  dramatizations  of  the  popular 
plays. 

We  get  these  books  as  soon  as  they  are  re- 
leased by  the  publishers,  the  number  of  copies 
of  each  that  we  buy  varying  greatly,  in  many 
cases  one  of  each  being  sufficient.  However, 
it  is  oftentimes  necessary  to  have  several  copies 
of  one  book.  If  we  receive  notice  of  a  par- 
ticularly good  story,  or  one  by  a  popular 
author,  we  order  sometimes  as  many  as  twelve 
copies  of  it.  To  illustrate:  among  last  sum- 
mer's best  sellers  we  had  twelve  copies  each 
of.  V.  V/s  Eyes,  by  Henry  Sydnor  Harrison, 
and  Winston  Churchill's  Inside  The  Cup;  ten 
copies  of  Rex  Beach's  Iron  Trail;  eight  copies 
of  Gene  Stratton  Porter's  Laddy  and  Joseph 
Lincoln's  Mr.  Pratt's  Patients,  and  five  each 
of  Jack  London's  John  Barleycorn,  Gouver- 
neur  Morris's  Penalty,  and  Hall  Caine's  The 
Woman  Thou  Gavest  Me. 

Books  that  are  sure  to  be  popiilar  are  or- 
dered in  advance  of  publication  from  lists  fur- 
nished by  the  dealers,  the  number  of  copies  of 
each  depending  on  the  popularity  of  the 
author,  number  of  calls  for  the  book  by  our 
patrons,  and  by  the  reviews  published  in  un- 
biased magazines. 

WHOLESALER  SUPPLIES  BOOKS  ON  APPROVAL. 

By  arrangement  with  the  dealer  from  whom 
we  buy  our  books  we  are  sent  every  week  the 
good  books  published  during  that  week,  with 
the  privilege  of  examination,  and  are  allowed 
to  return  any  we  do  not  care  for  or  do  not 
think  desirable  for  our  patrons.  We  are  thus 
enabled  to  have  practically  all  the  good  fiction 
as  fast  as  it  comes  off  the  press. 

Short  stories — that  is,  a  volume  containing 
several  separate  stories — do  not  appeal  to  our 
customers,  most  of  them  seeming  to  desire 
only  one  story  in  a  volume.  Of  course,  short 
stories  by  very  well-known  writers,  such  as 
Edna  Ferber,  Sewell  Ford,  Sir  Gilbert  Parker 
and  the  inimitable  O.  Henry,  have  demand 
enough  to  warrant  their  being  kept  in  the 
library. 

Of  the  so-called  non-fiction  type  we  have 
very  few — only  about  twenty  in  all.  These  in- 
clude books  of  travel,  like  A  Diplomatist's 
Wife  in  Many  Lands,  by  Mrs.  Hugh  Fraser; 
Letters  from  China,  by  Conger;  biographies, 
such  as  My  Memoirs,  by  Mme.  Steinheil;  and 
such  volumes  as  Dean  Hodge's  Everyman's 
Religion,  and  Pierre  de  Coulevain's  American 
Nobility.  These  are  not  money-making  books. 


as  most  of  them  cost  $2.50  or  $3.00;  but  they 
are  included  for  that  class  of  customers  who 
read  the  higher  grade  of  literature. 

Regarding  that  class  of  fiction  which  the 
Smart  Set  magazine  designates  as  "not  in- 
tended for  persons  of  primitive  minds,"  we 
have  included  a  few  books  of  this  class. in  our 
stock.  To  many  people  these  stories  do  not 
seem  at  all  improper,  while  others  regard  them 
as  snares  of  the  devil.  We  do  not  expose  these 
books  with  the  others,  but  keep  them  on  what 
we  call  our  "Permission"  shelf,  giving  them 
only  when  asked  for,  and  then  only  to  persons 
of  mature  mind. 

COVERS  OF  ALL  BOOKS  VARNISHED. 

Before  placing  a  book  in  our  library  we 
paste  on  the  inside  of  the  front  cover  a  book- 
plate bearing  the  name  and  address  of  the 
library,  together  with  our  terms.  On  the  in- 
side of  the  back  cover  is  lightly  pasted  a  blank 
piece  of  paper  a  little  smaller  than  the  page  of 
the  book ;  on  this  we  stamp  with  a  rubber  dater 
the  date  on  which  the  volume  is  taken  out. 
With  a  stationery  embosser  we  mark  our 
name  on  several  of  the  leaves,  thus  preventing 
a  customer  from  mistaking  the  book  for  one 
of  his  own.  The  outside  cover  is  next  given 
a  thorough  coat  of  varnish.  This  gives  a  deal 
of  added  life  to  the  binding  of  a  book,  making 
it  last  over  twice  as  long  as  an  unvarnished 
one. 

We  use  no  paper  covers  at  all  on  our  books, 
as  anything  that  tends  to  cover  up  the  binding 
takes  away  from  the  attractiveness  of  the  vol- 
ume; and  many  a  book  is  taken  out  for  no 
other  reason  than  that  the  pretty  cover  ap- 
pealed to  the  taker.  Then  again,  a  multitude 
of  variegated  covers  gives  the  impression  of 
a  greater  variety  than  if  the  exteriors  were  all 
somewhat  alike. 

The  books  are  displayed  in  a  sectional  case 
occupying  at  the  present  time  a  space  of  about 
twelve  feet  along  one  side  of  the  wall.  We 
have  thirty-two  sections,  each  holding  around 
twenty-five  volumes,  thus  giving  shelf  room 
for  800  volumes.  Then,  of  course,  we  have 
in  the  neighborhood  of  600  books  in  circula- 
tion all  the  time. 

As  the  number  of  books  in  the  library  in- 
creases, additional  sections  are  put  in,  the  sys- 
tem being  elastic.  The  books  by  this  arrange- 
ment are  condensed  into  a  very  small  space, 
yet  every  volume  is  in  plain  sight  and  easy  of 
access. 
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ARRANGEMENT  OF  STOCK. 

The  books  are  arranged  on  shelves  accord- 
ing to  type,  every  book  of  each  class  having  a 
particular  place.  There  are  shelves  for  Western 
stories,  detective  stories,  outdoor  stories,  so- 
ciety and  love  stories ;  tales  of  adventure ;  boys' 
and  girls'  stories,  and  short  stories.  Works  of 
such  prolific  popular  writers  as  Lincoln,  Op- 
penheim,  McCutcheon,  and  Rex  Beach  also 
have  shelves  of  their  own.  The  most  prom- 
inent position  is  given  to  the  books  that  are 
just  off  the  press — ^the  "new"  books.  These 
classifications  make  it  easy  for  any  one  to  select 
their  favorite  style  of  fiction  at  a  glance. 

There  is  no  red  tape  connected  with  taking 
a  book  from  our  library.  All  we  require  is  the 
name  and  address  of  the  person  taking  the 
book.  We  trust  to  the  honesty  of  the  patron 
and  find  that  it  pays,  for  our  percentage  of 
loss  from  theft  is  very  small,  running  less  than 
one  book  a  month.  Our  terms  are  two  cents 
a  day,  payable  when  the  book  is  returned, 
counting  the  first  and  last  day  as  one.  Thus 
for  a  book  taken  on  the  first  day  of  the  month, 
and  returned  on  the  eighth  day,  the  charge  is 
for  seven  days,  or  fourteen  cents. 

When  a  book  is  let  out  we  stamp  the  date 
on  the  inside  back  cover,  and  place  the  name 
and  address  of  the  taker,  together  with  the 
name  of  book,  on  a  loose-leaf  pad.  From  the 
pad  the  name  is  transferred  to  a  card  index 
of  customers,  each  regular  customer  having  a 
separate  card  on  which  is  charged  each  book 
and  the  date  on  which  it  was  taken.  When 
the  book  is  returned  the  title  of  the  book  and 
the  name  of  the  customer  are  again  placed  on 
the  pad  with  the  amount  marked  "paid."  From 
this  pad  we  check  the  names  in  the  index  and 
mark  the  book  returned.  By  using  this  card- 
index  system  we  are  enabled  not  only  to  keep 
track  of  the  book,  but  we  are  also  enabled  to 
tell  the  customer  what  he  has  read — often- 
times a  very  desirable  feature. 

TRANSIENTS  AND  OUT-OF-TOWN   PATRONS  SUP- 
PLIED. 

If  the  person  taking  a  book  is  a  "transient," 
that  is,  some  one  who  does  not  subscribe  regu- 
larly, his  name  is  taken  and  later  transferred 
to  another  card  index,  the  entry  being  listed 
under  the  date  of  the  taking;  and  when  re- 
turned the  book  is  checked  by  means  of  this 
date. 

We  also  have  an  a;rrangement  whereby 
patrons  living  out  of  town  may  have  books. 


We  sell  them  any  one  they  desire,  in  the  way 
of  fiction,  for  $1.50.  This  they  may  return 
and  exchange  at  any  time  for  another  book  on 
payment  of  five  cents.  Of  course,  if  they  so 
desire,  they  may  keep  any  book  indefinitely; 
they  have  paid  for  it. 

When  a  book  becomes  frayed  or  loosened 
from  the  binding,  we  lay  it  aside,  and  when 
fifty  have  accumulated  we  send  them  to  a 
bindery  to  be  rebound.  We  have  them  rebound 
in  a  green  cloth  cover  stamped  in  gold,  with 
the  name  of  the  book  and  the  name  of  the 
library  printed  thereon,  for  thirty  cents  a  copy. 
By  this  means  we  prolong  the  life  of  a  book 
for  much  more  time  than  it  would  last  ordi- 
narily, and  it  saves  investing  a  dollar  or  more 
in  a  new  copy,  which  otherwise  we  would  be 
obliged  to  do.  However,  this  is  only  done  to 
books  costing  over  fifty  cents  to  buy  new ; 
when  those  costing  imder  fifty  cents  wear  out 
we  remove  them  from  circulation. 

OLD  BOOKS  ELIMINATED. 

As  we  add  on  an  average  of  one  book  a  day 
to  the  stock  we  would  eventually  get  more 
books  on  hand  than  we  could  utilize  if  we  did 
not  dispose  of  some  at  intervals.  Books  which 
have  become  worn  out,  books  which  are  no 
longer  in  demand,  and  those  of  which  we  have 
more  copies  than  need  be  in  stock,  accumulate 
and  must  be  gotten  rid  of.  We  do  this  in  sev- 
eral ways. 

In  some  of  the  surrounding  small  towns  are 
lending  and  public  libraries  that  cannot  afford 
to  buy  new  books,  but  are  very  glad  to  get 
second-hand  copies  of  good  fiction  at  the  price 
of  twenty-five  cents  a  volume.  Granges, 
church  libraries  and  various  small  societies  are 
usually  glad  to  take  a  number  of  copies.  But 
the  way  in  which  we  dispose  of  most  of  the 
books  that  we  do  not  desire  to  keep  longer  is 
to  place  them  in  the  show  window  in  positions 
jwhere  the  titles  can  be  seen  easily  from  the 
street,  marking  them  29  cents  each,  or  four 
for  a  dollar.  This  method  will  easily  dispose 
of  the  books,  for  there  are  always  plenty  of 
people  ready  to  buy  their  favorite  stories  at  an 
attractive  price. 

We  subscribe  for  twenty  of  the  leading 
magazines,  including  Harpers',  Scribner's,  Cen- 
tury, Cosmopolitan,  Red  Book,  Green  Book, 
Ladies'  Home  Journal,  Pictorial  Review, 
Smith's,  Munsey's,  Ainslee's,  and  Everybody's. 
These  we  let  out  at  the  regular  price  of  two 
cents  per  day,  or,  if  the  patron  prefers,  he  may 
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have  one  magazine  at  a  time  with  the  privilege 
of  exchange  for  twenty-five  cents  a  month. 
Each  magazine  is  covered  with  a  flexible 
manila  cardboard,  secured  to  the  magazine  by 
round-headed  McGill  fasteners,  one  at  each 
end,  inserted  through  holes  cut  with  a  punch. 
The  name  of  the  magazine — ^as  Scribner's, 
August — is  printed  on  the  outside  of  the  cover. 
As  most  of  the  magazines  are  in  the  market 
for  at  least  three  weeks  before  the  first  of  the 
month  for  which  they  are  issued,  we  get 
therefore  about  two  months'  circulation  from 
each  paper,  averaging  in  receipts  eighty  cents 
from  each  copy.  The  manila  cover  protects 
the  whole  magazine,  so  that  when  their  period 
of  timely  usefulness  is  done  they  are  still  in 
good  condition.  The  old  copies  are  saved,  ar- 
ranged in  yearly  issues  and  sold  for  fifty  cents 
for  a  year's  numbers.  We  subscribe  for  our 
various  magazines  at  one  time,  getting  a  club 
rate  which  gives  them  to  us  at  a  low  figure. 


At  the  present  time,  the  receipts  from  the 
library  average  about  seventy-five  dollars  a 
week.    They  are  constantly  growing. 

The  expenses  are  about  fifteen  dollars  a 
week,  including  the  purchase  of  new  books,  but 
not  including  clerk  hire.  Allowing  twenty-five 
dollars  a  week  for  a  clerk  leaves  a  net  profit 
of  around  thirty-five  dollars.  Twenty-five  dol- 
lars may  sefem  an  excessive  price  for  a  clerk, 
but  upon  the  one  in  charge  depends  the  whole 
success  of  the  business,  so  it  would  be  poor 
policy  to  place  a  cheap  clerk,  one  who  could 
not  handle  the  customers,  in  the  position. 

Aside  from  the  direct  profits  of  the  business 
about  four  or  five  hundred  people  are  brought 
into  the  store  every  day,  from  whom  we  get 
many  purchasers  of  other  merchandise.  The 
business  is  a  steady  one,  the  receipts  varying 
but  slightly  from  month  to  month.  There  are 
no  dull  seasons,  for  books  are  read  every  day 
in  the  year. 


SALESMANSHIP  DE  LUXE. 

A  Dmj  Clark  Is  Confronted  by  a  Bold*  Bad  Onnman^ Doesn't  Lose  Hia  Nerve,  bnt  Ap< 

pltea  Modem  Methc»da  of  Peravaalon— A  Bit  of  Biting  Satire. 

By  WALTER  O.  LEACOCK, 

Detroit.  Mlchl^n. 


Ben  Zoin,  the  drug  clerk,  concealed  his  cig- 
arette in  the  palm  of  his  hand  until  he  dis- 
covered me  to  be  the  disturber.  Then  he  re- 
sumed the  operation  of  placing  another  nail  in 
his  coffin,  before  giving  his  opinion  of  a  num- 
ber of  recent  drug-store  hold-ups  in  this  town. 

"My  boy,"  he  said,  "the  wonder  to  yours 
truly  is  that  this  hasn't  been  done  before.  Some 
Columbus  in  the  hold-up  business  has  just  tum- 
bled to  how  soft  a  thing  a  drug  store  really  is. 
All  he  has  to  do  is  wait  around  the  corner  till 
the  luckless  pill-roller  has  cashed  up,  and  then 
— ^make  him  cash  in !  But  it  remained  for  your 
humble  servant  to  fuss  up  the  combination! 
Want  to  hear  about  it?" 

In  reply  to  my  nodded  acquiescence  the  drug 
clerk  blew  corkscrews  of  death  from  his  nos- 
trils, and  proceeded: 

"You  know  I  worked  a  long  time  in  a  down- 
town pill  foundry,"  he  said,  "and  had  I  re- 
mained there  now  I  shouldn't  have  worried 
any.  But  out  here  it  is  pretty  soft  for  the  hold- 
up artist.  So  I  figured  out  a  little  scheme — 
and  it  worked. 

"Never  figure  out  a  scheme  that  won't  work, 


my  son.  It's  waste  of  time,  and  time  is  money 
any  place  but  in  jail. 

"Well,  as  I  was  balancing  the  register  the 
other  night  about  12  p.m.,  the  boss  being  out 
to  a  keno  party,  a  tough-looking  guy  walked 
in  and  asked  for  185  two-cent  stamps.  Hastily 
rushing  for  the  stamp  drawer  in  order  to  im- 
press the  customer  with  our  prompt  service, 
and  at  the  same  time  consummate  a  deal  of 
such  large  proportions  as  quickly  as  possible, 
I  was  horrified  to  discover  that  some  one  had 
carelessly  exhausted  the  supply  of  stamps.  So 
I  was  forced  to  the  humiliating  confession  that 
we  were  out.  Only  temporarily,  however — 
we  would  have  more  in  the  morning.  The 
man  laughed  a  harsh  and  bitter  laugh,  and 
then — ^listen,  Mary — pointed  a  gun  at  my  deli- 
cate Keatsian  features  and  demanded  cash — 
all  the  cash  there  was  in  the  house ! 

"I'll  admit  I  was  frightened — ^a  little.  But 
not  for  long.  I  had  anticipated  just  this  sit- 
uation. 

"Quickly  assuming  my  best  salesmanship 
pose  (see  "How  to  Sell  Goods,"  H.  Chalmers, 
page  11),  I  requested  the  gentleman  to  calm 
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himself  and  listen  to  a  very  forceful  exposi- 
tion on  the  advantages  of  Fixall  remedies  over 
the  old-fashioned  concoctions  brewed  in  iron 
kettles  before  the  day  of  our  present  enamel- 
ware  utensils.  He  stood  as  one  enthralled,  and 
discovering  in  his  countenance  a  complaisance 
his  paralysis  could  not  voice,  I  quietly — still 
fixing  him  with  a  penetrating  gaze — wrapped 


up  a  bottle  of  Elixir  Bull  and  Goat  and  shoved 
it  forward, 

"Quietly  appropriating  his  revolver  and 
watch  in  lieu  of  cash,  I  bade  him  a  cheery 
'Adieu.'     I  held  the  door  ajar,  and  he  went  out, 

"Don't  believe  it?  Well,  here's  the  proof. 
Here's  the  watch  and  here's  the  revolver.  And 
the  eleven-forty  is  still  in  the  safe," 


A  MAGAZINE  WINDOW  DISPLAY. 


You  will  perhaps  recall  Good  Housekeep- 
ing's contest.  The  prize  was  an  automobile, 
hence  the  trim  shovra  in  the  illustration. 

The  automobile  in  the  background  I  got,  I 
think,  from  a  local  clothing  store,  cutting  it 
out  of  some  sort  of  an  advertising  poster.  This 


sign:  "J,  E.  Taylor  Winning  First  Place  in 
National  Contest  Now  Closing."  Artificial 
leaves  and  flowers  were  used  to  give  tone,  and 
magazine  covers  and  the  magazine  itself  did 
tlie  rest. 

Taken  altogether  it  made  an  exceptionally 


1  pasted  on  a  wood  background,  so  it  would 
hold  its  shape.  You  will  notice  the  fence.  This 
I  "keep  in  stock"  and  find  it  often  useful.  I 
made  it  in  sections  and  painted  It  white.  It 
adapts  itself  to  a  great  many  trims. 

The  automobile,  with  its  load  of  excited 
winners,  appears  at  the  center  opening,  be- 
tween two  sections  of  the  fence.  Overhead  is  a 


attractive  display  and  one  which  brought  very 
satisfactory  results. 

Most  any  sort  of  a  cut-out  might  be  used 
in  place  of  the  automobile,  details  being  altered 
to  suit,  and  an  almost  endless  variety  of  mag- 
azine windows  could  be  made  up  from  this 
general  outline.  It  possesses  more  than  ordi- 
nary adaptability. 
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DOLLAR  IDEAS 


One  dollar  is  paid  by  return  mail  for  all  contribu- 
tions accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 


HOW  TO  ARRANGE  A  STOCK  OF  PILLS. 

E,  E.  M.:  The  writer  experienced  a  great 
deal  of  difficulty  in  keeping  a  stock  of  pills  and 
tablets  in  a  satisfactory  manner,  and  finally 
solved  the  question  by  a  system  that  he  has 
never  seen  elsewhere,  and  which  is  outlined  for 
the  benefit  of  other  druggists  who  may  need 
it. 

First,  a  number  of  empty  cigar-boxes  were 
secured.  Those  in  which  one  hundred  cigars 
are  packed  are  preferable,  for  the  reason  that 
one  or  more  bottles  containing  five  hundred 
pills  may  be  placed  therein,  if  necessary. 

The  backs  of  these  boxes  were  covered  with 
white  paper,  pasted  on. 

Several  old  price-lists  of  Parke,  Davis  &  Co. 
were  secured  and  the  pages  containing  pills 
were  removed. 

Bottles  of  pills  were  now  placed  in  the  first 
box,  commencing  with  number  one  of  the  P. 
D.  list. 

Then  followed  numbers  2,  3,  4,  and  so  on, 
until  the  box  was  nearly  filled. 

Then  the  section  of  the  list  containing  all 
the  numbers  that  had  been  placed  in  the  box 
was  put  upon  the  white  surface  previously 
covered. 

We  shall  suppose  that  the  first  box  used  con- 
tains pills  that  are  listed  under  numbers  1  to 
25.  No  doubt  there  will  be  some  numbers  that 
are  not  in  stock.  In  order  to  show  which  of 
the  numbers  are  in  the  box  it  is  only  necessary 
to  place  a  check  beside  the  number. 

Continue  thus  until  the  pills  are  all  stored 
and  labeled  appropriately. 

There  are  several  advantages  to  this  plan: 
First,  it  keeps  the  stock  free  from  dust.  Sec- 
ond, the  shelves  present  a  neat,  uniform  ap- 
pearance, instead  of  exhibiting  a  jumbled  lot 
of  bottles  of  assorted  sizes.  Most  important, 
however,  is  the  fact  that  any  desired  pill,  if  in 
stock,  can  be  located  immediately.  This  not 
only  prevents  many  sales  from  being  lost,  but 
also  keeps  the  item  from  being  reordered  when 
it  is  already  in  stock. 


Many  pills  might  properly  be  found  in  any 
one  of  several  locations  if  arranged  alphabet- 
ically, and  many  are  duplicated  in  the  P.  D. 
list,  but  the  number  by  which  it  is  designated 
is  also  in  the  list,  and  having  ascertained  that, 
the  box  in  which  the  bottle  is  contained  may  be 
instantly  located. 

Pills  made  by  other  manufacturers  may  be 
put  in  the  boxes  also,  it  being  necessary  only 
to  number  the  bottle  with  the  equivalent  num- 
ber given  to  the  same  formula  in  the  P.  D. 
list. 

Another  important  advantage  is  that  the 
price  per  hundred  is  always  before  you.  'Kiere 
is  no  having  to  search  for  a  list,  because  the 
cost  is  not  marked  on  the  package. 


A  THERMOMETER  DISPLAY  RACK. 

H.  F,  Zimmermann,  Milwaukee,  Wis,:  A 
rack  very  serviceable  for  displaying  house 
thermometers  can  be  easily  made  by  removing 
the  glass  part  of  those  signs  so  often  fur- 
nished with  advertising  matter.  After  remov- 
ing the  glass,  place  over  the  usual  wooden  back 
of  the  sign  a  piece  of  red  or  green  cardboard. 
In  this  fasten  little  hook  screws.  Hang  the 
thermometers  on  these  hooks  and  display  the 
rack  in  a  conspicuous  place  in  the  store.  Off 
and  on  during  the  whiter  months  set  it  in  the 
window.  Then  watch  your  thermometer  sales 
grow!  This  simple  display  provides  a  means 
whereby  one  can  do  business  in  a  profitable 
side-line.   It  serves  as  a  silent  salesman. 


SELLING  TOOTH-BRUSHES. 

W,  A,  Brann,  Chicago,  III. :  Here  is  an  idea 
for  selling  tooth-brushes.  I  use  a  card  on 
which  is  printed:  "For  Goodness  Sake!  Throw 
that  Old  Tooth-brush  Away."  On  the  two 
sides  of  the  card  I  have  tied  on  two  old  broken 
tooth-brushes  which  look  as  though  they  had 
survived  the  war.  This  sets  people  thinking 
and  has  helped  me  sell  many  a  brush. 


REMOVING  OLD  LABELS. 

A,  C.  Haight,  Luzerne,  Pa. :  When  you  are 
in  a  hurry,  you  haven't  time  to  scrape  the  label 
from  a  bottle  in  the  ordinary  way.  Try  an 
old  Gillette  safety  blade,  and  the  label  can  be 
shaved  off  in  a  few  seconds.  The  blade  works 
equally  well  in  removing  transparent  signs 
from  windows  or  show-cases. 
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SELECTIONS 


VENEREAL    PROPHYLAXIS   IN    THE 

ARMIES. 

In  explaining  the  greater  incidence  of  ven- 
ereal diseases  in  the  United  States  Army  as 
opposed  to  that  of  foreign  organizations, 
Howard  (Bulletin  No.  2  Surgeon  General's 
Office,  War  Department,  1913)  believes  that 
abroad  the  general  application  of  approved 
methods  of  personal  disinfection  following 
coitus  under  official  sanction  and  direction,  as 
well  as  more  or  less  effective  regulation  and' 
sanitary  control  of  prostitution,  are  the  fac- 
tors probably  responsible  for  the  lesser  in- 
cidence. 

Since  with  us  the  sources  of  infection  are 
beyond  control,  and  since  the  civil  authorities 
are  unalterably  opposed  to  effective  regulation 
and  sanitary  supervision  of  prostitution,  there 
remain  to  be  considered  measures  which, 
while  conceding  an  abundant  and  accessible 
source  of  infection  and  its  probable  utilization. 


will  prevent  the  consequences  in  the  form  of 
venereal  diseases. 

For  many  years  the  policy  of  the  higher 
military  authorities  in  the  War  Department 
was  one  of  silence  and  inaction  concerning 
this  question,  but  the  War  Department  has 
finally  been  convinced  of  the  necessity  of  meet- 
ing the  venereal  issue  forcefully.  In  May, 
1912,  orders  were  issued  calling  for  monthly 
inspections  of  troops  for  the  detection  of  ven- 
ereal disease,  official  recording  of  all  cases 
found,  and  the  application  of  individual  pro- 
phylactic treatment  following  exposure  under 
penalty  of  trial  by  court  martial  for  non- 
compliance therewith. 

Personal  prophylaxis  is  perhaps  the  factor 
of  greatest  importance.  Fully  80  per  cent  of 
venereal  infections  in  men  are  preventable  if 
proper  prophylactic  treatment  is  given  within 
ten  hours  following  exposure.  This  personal 
prophylaxis  must  provide  and  insure  that 
proper  treatment  is  given  at  the  proper  time, 
and  in  the  proper  manner.  Otherwise  through 
ignorance,  indifference,  carelessnjess,  or  drunk- 
enness the  majority  of  soldiers  fail  to  carry  out 
properly  the  treatment  provided. 


TEN  ADVERTISING  DO  NOTS. 

Don't  advertise  to  help  the  printer.  He  can  get  along  very  nicely,  thank  you, 
without  you. 

Don't  try  to  be  literary.  Many  a  mighty  nice  chap  has  gone  hungry  a  long  w^hile, 
trying  to  do  that.  If  you've  got  the  "bug"  so  hard  it  hurts,  write  a  Pro  Bono  Publico 
article  for  an  evening  paper. 

Don't  use  the  expression  "A  word  to  the  wise,"  etc.  Don't  use  any  old  saying.  It 
takes  an  expert  to  do  that  and  get  away  with  it,  and  he  isn't  foolish  enough  to  try. 

Don't  wander.  Use  John  L.  Sullivan,  not  Charlie  Mitchell,  tactics.  .  Aim  for  a 
point  midway  between  the  eyes  and  put  a  plenty  of  raw  eggs  behind  the  blow.  One 
straight,  clean-cut  message.    Let  that  end  it,  that  time. 

Don't  expect  a  reservation-opening  stampede.  Advertising  doesn't  work  that  way, 
not  even  if  you  offer  your  entire  lay-out  for  the  price  of  a  painless  extraction.  Be  as 
reasonable  as  you  can.     Printer's  ink  is  merely  lampblack  and  water. 

Don't  try  to  bust  a  few  diaphragms  by  being  funny.  If  you've  got  any  really-truly 
Bill  Nye  stuff,  send  it  to  Life  or  Judge.     These  magazines  sometimes  buy  jokes. 

Don't  refrain  from  supplying  your  own  copy  because  you  don't  know  an  exclama- 
tion point  from  a  punctuation  mark.    Andrew  Jackson  didn't. 

Don't  expect  to  dash  off  an  ad.  with  one  hand  and  hunt  fleas  on  your  pointer  pup 
with  the  other.  Ad.-writing  is  a  matter  of  the  survival  of  the  fittest.  Conjure  up  three 
hundred  and  twenty-seven  ideas  and  discard  them  all  but  five. 

Don't  be  afraid  of  white  space.  An  overcrowded  ad.  is  like  three  in  a  bed.  Pat 
Murphy,  enjoying  an  evening  pipe  with  his  goat,  will  scorn  the  President's  message  and 
grab  eagerly  for  the  page  whereon  are  a  dozen  big  black  words.    And  so  will  the  goat. 

Don't  advertise  if  you  don't  want  to.  A.  L.  B. 
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The  treatment  consists  in  thorough  cleans- 
ing of  the  genitals,  using  1:5000  mercuric 
chloride  solution;  injection  into  the  anterior 
urethra  of  4  Cc.  of  20-per-cent  argyrol  solu- 
tion, to'  be  retained  five  minutes ;  the  applica- 
tion to  the  entire  penis  of  2  to  4  grammes  of 
30-per-cent  calomel  ointment,  especial  atten- 
tion being  given  to  the  glans  and  prepuce.  The 
soldier  who  reports  for  treatment  several 
hours  after  he  returns  to  post  is  held  to  be 
equally  culpable  with  the  soldier  who  fails  al- 
together to  take  the  treatment.  The  order  re- 
quires him  to  report  immediately  (regardless 
of  other  duty),  and  he  is  held  strictly  to  this 
requirement. 

For  the  year  ending  August  31,  1912  [and 
considering  the  Jefferson  Barracks  alone],  the 
fresh  infections  contracted  at  depot  represent 
an  admission  rate  of  only  63  per  1000,  a  re- 
duction of  72  per  cent  from  the  assumed  rate 
for  1910.  There  were  84  fresh  infections  con- 
tracted at  depot  during  the  year  with  an  aver- 
age enlisted  strength  of  1329.  Of  the  above, 
60  had  failed  to  use  prophylactic  treatment, 
while  only  24  infections  developed  following 
the  use  of  the  prophylactic  in  3800  treatments, 
or  one  infection  to  every  158  men  exposed  and 
treated.  Of  the  24  infections  in  which  the  use 
of  prophylactic  failed  to  prevent  disease,  16 
were  gonorrhea,  7  chancroids,  and  one  syph- 
ilis. Thus  there  is  one  gonorrheal  infection  to 
237  treatments;  one  chancroidal  infection  to 
642  treatments;  one  syphilis  infection  to  3800 
treatments. 

Argyrol  20  per  cent,  although  from  the 
laboratory  standpoint  not  a  satisfactory  anti- 
septic. Has  seemed  from  the  clinical  side  amply 
to  demonstrate  its  efficiency.  Recent  reports 
have  indicated  that  calomel  (30  per  cent)  com- 
bined with  a  member  of  the  phenol  group  and 
made  into  a  paste  with  animal  fat  as  a  men- 
struum protects  equally  well  against  both  gon- 
orrhea and  syphilis.  For  routine  use  in  the 
army  a  single  preparation  instead  of  two,  ob- 
viously, is  highly  desirable.  To  secure  effec- 
tive prevention,  treatment  should  be  applied 
within  ten  hours  following  exposure.  When 
soldiers  are  absent  from  their  commands  for 
periods  longer  than  ten  hours,  individual  treat- 
ment should  be  applied  by  the  soldier  himself 
immediately  following  coitus,  to  be  followed 
by  a  second  disinfection  upon  return  to  post. 

Maus  {ibid,)  speaking  for  the  navy  pro- 
poses as  a  means  of  lessening  and  combating 
venereal  diseases  and  alcoholic  addiction  the 


organization  of  a  military  society  for  the  army 
and  navy,  designated  the  "National  Guardians 
of  Honor."  He  holds  that  examinations  for 
venereal  diseases  should  be  conducted  weekly 
instead  of  monthly.  He  states  that  the  routine 
practice  of  the  navy,  with  slight  modifications, 
consists  of  1:5000  bichloride  of  mercury  for 
the  external  genitals,  20-per-cent  argyrol  or 
2-per-cent  protargol  for  the  urethra,  and  25  to 
35-per-cent  calomel  ointment  for  the  penis. 
He  quotes  Zalisky  to  the  effect  that  as  the  re- 
sult of  careful  examinations  and  disinfection 
500  men  were  protected  from  venereal  dis- 
eases for  five  months  without  a  case  of  in- 
fection. 

Maus  conducted  some  experiments  with  an 
ordinary  4-Cc.  collapsible  nasal  tube,  contain- 
ing 33-per-cent  calomel  ointment.  This  experi- 
mentally was  entirely  efficient  against  both 
syphilis  and  gonorrhea,  and  this  finding  was 
corroborated  by  the  work  of  others.  Later  at 
the  military  tournament  held  in  Qiicago,. 
where  1200  troops  were  present,  Maus  intro- 
duced the  system  in  the  camp  with  the  author- 
ity and  cooperation  of  the  department  com- 
mander. At  the  conclusion  of  the  tournament,, 
two  weeks  later,  another  examination  was 
made  of  the  command,  at  which  no  additional 
cases  of  venereal  disease  were  discovered.  The 
formula  used  during  the  Chicago  tournament 
consisted  of  calomel  30  per  cent  and  benzoated 
lard  70  per  cent.  A  similar  experiment  was 
conducted  during  the  maneuvers  at  Fort 
Benjamin  Harrison,  and  it  was  found  that 
594  men,  with  1301  exposures,  who  had  used 
the  protection  suffered  no  additional  infection, 
while  302  men,  with  763  exposures,  who  had 
not  employed  the  protection  contracted  26 
cases  of  gonorrhea,  12  cases  of  chancroids, 
and  one  case  of  syphilis. 

Henry  notes  that  with  the  single  calomel 
method,  using  a  25-per-cent  calomel  solution, 
he  prevented  infection  among  the  crew  of  the 
Rainbow  for  six  months,  with  a  record  of  567 
exposures. — Editorial  from  the  Therapeutic 
Gazette.  

SPECIAL    HOLIDAY   WINDOW   TRIMS. 

As  soon  as  I  fairly  got  my  hand  in  as  re- 
gards the  matter  of  making  window  displays 
for  the  store  with  which  I  was  connected,  I 
decided  that  I  would  never  allow  any  general 
or  local  holiday  to  pass  without  making  a  dis- 
tinctive display  that  should  cause  our  store  to 
stand  out  from  the  others,  not  only  in  our  own 
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line,  but  among  all  of  the  retail  establishments 
of  any  kind  in  the  city. 

Labor  Day  was  a  comparatively  new  institu- 
tion at  that  time,  and  Lincoln's  Birthday  was 
not  then  observed.  Easter  was  not  strictly 
speaking  a  holiday,  nor  was  May  Day,  but 
both  were  given  a  sort  of  local  prominence, 
while  the  Irish  residents  of  our  town  attached 
a  good  deal  of  importance  to  St.  Patrick's  Day, 
so  that  I  decided  to  make  the  most  of  them  all. 
Washington's  Birthday  being  essentially  a 
patriotic  holiday,  I  always  made  lavish  use  of 
the  national  colors  on  that  date,  together  with 
portraits  of  the  Father  of  His  Country,  and 
various  military  symbols  such  as  stacks  of 
muskets,  piles  of  imitation  cannon  balls, 
drums,  sabers,  and  miniature  cannon, 

St.  Patrick's  Dav,  the  store  was  decorated 
in  green,  with  Irish  flags,  shamrocks  and  por- 
traits of  St.  Patrick,  prominently  arranged. 
Easter  Monday,  I  used  plenty  of  flowers  in 
connection  with  my  decorative  scheme,  to- 
gether with  gaily  colored  Easter  eggs  and 
figures  of  rabbits. 

May  Day,  flowers  were  again  freely  em- 
ployed as  decorations  together  with  miniature 
May-poles  with  red  and  white  streamers.  For 
Memorial  Day,  or  Decoration  Day,  as  it  was 
then  generally  called,  American  flags  and  red, 
white  and  blue  bunting,  together  with  military 
emblems  similar  to  those  used  on  Washing- 
ton's Birthday  were  combined  to  produce  the 
proper  decorative  effect. 

The  color  scheme  adopted  for  St.  Valen- 
tine's Day  was  combination  of  delicate  shades 
of  red,  green  and  yellow,  with  plenty  of  white 
background,  using  symbols  of  hearts  pierced 
by  arrows,  and  figures  of  cupids. 

Candlemas  Day  was  an  occasion  that  sug- 
gested various  displays,  as  on  one  occasion  I 
employed  a  mammoth  candle,  some  three  feet 
high  and  fully  eight  inches  in  diameter  in  the 
center  of  the  window,  and  at  another  time  I 
used  a  large  picture  of  a  woodchuck,  or 
ground-hog,  together  with  a  bulletin  explain- 
ing the  old  belief  that  the  ground-hog  always 
came  out  of  his  hiding  place  on  Candlemas 
Day;  if  he  saw  his  shadow,  he  returned  for 
another  six  weeks,  but  if  the  sun  did  not  shine, 
so  that  he  cast  no  shadow,  he  remained  out  for 
good. 

I  also  made  use  of  the  old  verse  which  runs : 

Candlemas  Day,  fair  and  bright, 
Winter*!!  liave  anotlier  fliglit; 
Cand!emas  Day,  cloudy  and  rain, 
Winter's  gone,  and  will  not  come  again. 


These  various  holiday  decorations,  which 
usually  extended  to  the  exterior  of  the  store,  as 
well  as  to  the  show  windows,  were  highly  ef- 
fective in  attracting  attention,  for  the  reason 
that  ours  was  in  those  days  about  the  only 
store  in  town  that  went  in  for  that  sort  of 
thing  on  an  elaborate  scale  on  every  holiday 
throughout  the  year. — Karl  Frederick  in 
Tobacco. 


NO  FEAR  OF  MAIL-ORDER  HOUSES. 

According  to  Sidney  S.  Wilson,  the  develop- 
ment of  the  mail-order  catalogue  business  is 
not  as  serious  a  problem  as  many  have  been 
led  to  believe.  It  is  a  natural  development  of 
competition  in  which  the  very  best  methods  of 
merchandising  are  developed  and  the  outcome 
depends  upon  the  tendency  of  retail  merchants 
to  improve  their  system  of  buying  and  selling, 
and  to  treat  their  customers  with  the  same  con- 
sideration as  does  the  mail-order  establishment. 
Every  argument  that  the  mail-order  concern 
uses  can  and  should  be  emphatically  resisted. 

Speaking  to  a  recent  gathering  of  retail 
dealers,  Mr.  Wilson  said:  "We  have  the  ad- 
vantage of  being  on  the  ground,  and  the  only 
reason  for  our  having  lost  some  business  is  be- 
cause we  did  not  understand  the  weapons.  We 
do  now,  and  let's  go  to  it  in  an  earnest,  digni- 
fied manner,  but  never  resort  to  abuse  or  be- 
littlement   as  they  have. 

"It  is  because  we  have  neglected  the  chances 
to  cultivate  our  natural  customers  that  cata- 
logue houses  have  become  familiar.  The 
bright  side  of  this  question  reveals  new  condi- 
tions which  place  us  on  an  equality  with  any 
dealer  anywhere  and  allow  us  to  rise  above  a 
mere  shopkeeper,  but  we  must  use  the  means 
now  placed  before  us  and  adjust  our  methods 
to  the  new  conditions. 

"The  great  mail-order  houses  do  not  as  a 
rule  handle  trade-marked  goods — we  do.  The 
national  magazines  and  billboards,  therefore, 
are  our  advertisements,  and  through  the  zone 
system  of  the  parcel-post  we  can  sell  cheaper 
than  outside  dealers.  We  need  only  to  let  our 
customers  know  it;  or  in  other  words  to  link 
our  names  with  every  nationally  advertised  ar- 
ticle consistent  with  our  kind  of  store. 

"Let  us  no  longer  tell  our  trade  why  they 
should  buy  at  home,  but  rather  zvliat  they  can 
buy  at  home.  No  longer  advertise  in  superla- 
tives and  generalities,  but  with  exact  descrip- 
tions and  specialties." 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


SOME  ADVERTISING  METHODS. 

To  the  Editors: 

The  best  advertisements  for  a  neighborhood 
drug  stpre  are  comprehended  first,  in  its  apr 
pearance,  outer  and  inner;  secondly,  in  its 
qualifications  as  to  courtesy  to  patrons;  and 
lastly,  in  the  degree  of  accommodation 
extended. 

We  all  know  that  a  neighborhood  store  usu- 
ally has  what  may  be  called  an  established 
patronage,  and  that  the  sales  of  such  a  store  do 
not  vary  much  from  day  to  day.  What  active, 
aggressive  advertising  is  done,  therefore,  must 
be  keyed  accordingly. 

The  booklets  of  all  descriptions  which  usu- 
ally bedeck  the  wrapping-counter,  would  it  not 
be  better  were  these  distributed  throughout  the 
vicinity  by  a  house-to-house  canvass? 

Moving  picture  slides  also  offer  an  invest- 
ment in  ^  advertising  for  the  neighborhood 
druggist.  They  usually  bring  results.  The 
use  of  society  programs  or  the  making  of  dona- 
tions to  church  bazars  helps  immensely  also. 

Personal  advertising  is  by  far  the  best  ad- 
vertising. As  an  example:  Mrs.  J.  goes  to 
Drake's  drug  store  and  solicits  a  donation  for 
a  church  program.  She  gets  the  amount 
asked  for,  thanks  Mr.  Drake  with  a  graceful 
smile,  and  hopes  to  see  him  again  some  day. 
That  is  not  all.  Mrs.  J.,  no  doubt,  also  belongs 
to  some  Ladies'  Aid  or  Mothers'  Societv.  This 
is  where  personal  recommendation,  or  real  ad- 
vertising, comes  in.  Different  arguments  are 
aroused  at  the  meetings  of  these  societies,  and, 
as  is  quite  natural,  the  talk  drifts  perhaps  to 
drugs  and  medicines.  Mrs.  J.,  true  to  her  in- 
stincts, at  once  recommends  Drake's  as  a 
reliable,  up-to-date  and  thoroughly  recom- 
mendable  pharmacy.  For  the  neighborhood 
store  this  is  extremelv  beneficial. 

As  before  stated,  the  essentials  of  advertis- 
ing a  neighborhood  store  lie  mainly  in  the  up- 
keep of  the  place,  its  attractiveness  and  kindli- 
ness to  its  patrons.  H.  F.  Zimmerman. 

Milwaukee,  Wis. 


THE  MANUFACTURE   OF  LOVE. 

To  the  Editors : 

The  enclosed  order  or  letter  was  received  by 
us  some  time  ago.    What  would  you  dispense 


to  assuage  the  heart-cravings  of  a  lovelorn 
youth  of  this  kind?     Please  ask  your  readers. 

Maquoketa,  Iowa.  NiTZSCHE  &  StaaCK. 


FOR  A  SICK  HEN. 


To  the  Editors: 

We  always  look  to  the  Bulletin  for  in- 
formation and  entertainment,  although  the  lat- 
ter is  sometimes  furnished  by  our  customers. 
How's  this:  "Red  Anna  Lee  for  sick  hen,  ten 
cents." 

Auburn  aniline  filled  the  bill,  and  the 
nurse's  record  shows  that  the  patient  made  a 
quick  recovery.  Chas.  Niedarf  &  Son. 

Colon,  Mich. 


FROM  CONGRESS. 

To  the  Editors: 

I  find  that  the  Bulletin  of  Pharmacy 
contains  a  vast  amount  of  very  good  informa- 
tion pertaining  to  the  professional  and  com- 
mercial phases  of  pharmacy,  and  it  should  be 
in  the  hands  of  every  wide-awake  pharmacist. 
Charles  W.  Baker,  Phar.D., 

Washington,  D.  C.         ^^"^^  °^  Representatives. 


To  the  Editors: 

Even  in  as  small  a  town  as  this  I  find  the 
Bulletin  very  handy  and  serviceable.  Don't 
think  I  could  get  along  without  it,  though  I  get 
a  number  of  Southern  journals. 

Arnaudville,  La.  F.  P.  MoRROW. 
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BUSINESS  HINTS 


Specimens  of  druggists^  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 
Bulletin. 


Small  Show-cases  Devoted  to  Special  Purposes. — 

Many  druggists  "home"  a  certain  line  in  a  certain 
place  and  rigidly  keep  it  there.  This  is  not  always  the 
best  thing  to  do.  Mere  changing  sometimes  starts  a 
"dead  one**  moving. 

Particularly  will  a  change  work  wonders  if  it  is 
pronounced  and  if  it  is  at  the  same  time  backed  by  a 
little  something  extra  in  the  way  of  a  push.  This 
point  is  very  well  illustrated  by  Mr.  Ed.  E.  Williams, 
writing  for  the  Western  Druggist,  who  says: 

"My  first  experience  with  a  small  show-case  as  a 
sales  stimulant  was  many  years  ago,  when  a  certain 
chewing-gum  manufacturer  began  giving  them  away 
as  a  premium  to  stimulate  gum  sales.  Finding  that 
the  case  increased  my  sales  of  chewing-gum  over  200 
per  cent,  I  began  experimenting  with  other  lines,  and 
found  it  very  useful  in  increasing  the  sale  of  many 
lines  where  I  did  not  expect  much  in  the  way  of  cash 
results.  One  in  particular  was  a  very  good  scheme 
and  worked  off  about  twenty-three  ounces  of  remnants 
of  perfumes  that  were  slow  sellers.  I  mixed  them  all 
together  in  a  quart  bottle,  took  an  eight-ounce  perfume 
bottle  with  a  cut-glass  stopper,  cleaned  it  thoroughly, 
filled  it  with  the  mixture,  pasted  a  king  of  hearts 
from  a  deck  of  cards  upon  the  face  of  the  bottle,  cut 
a  piece  of  black  velvet  to  make  a  mat  to  fit  the  little 
show-case,  placed  the  eight-ounce  bottle  in  the  case 
on  the  mat  and  made  a  sign  that  just  fitted  the  door  in 
the  back  of  the  case.    The  sign  read : 

HAVE  YOU  TRIED  THIS  PERFUME? 

The  King  of  Hearts. 

50c  Per  Ounce. 

"The  odor  was  a  bouquet  odor,  simi4ar  to  Jockey 
Club,  but  proved  to  be  a  big  seller,  so  much  so  that  I 
was  compelled  to  keep  it  in  stock  and  make  it  up  after 
the  remnants  were  all  used  up." 

A  Dutch  Auction. — 

"One  of  our  most  successful  special  sales  was  a 
Dutch  auction  of  stationery.  Last  fall  we  bought  sev- 
eral hundred  boxes  of  paper  at  five  cents  per  box  and 
sold  enough  of  i^  at  thirty-five  cents  per  box  to  get 
our  money  back,"  says  J.  H.  Axt  in  a  paper  read  be- 
fore the  Iowa  Pharmaceutical  Association.  "Then  after 
Christmas  we  put  all  this  stationery  together — all  the 
odds  and  ends  of  box  papers  and  all  the  holiday  pack- 
ages— into  one  window,  with  a  large  card  stating  that 
wc  would  reduce  the  price  every  day  until  every  box 
was  sold.  We  started  at  one  dollar  per  box  and  re- 
duced the  price  ten  cents  each  day  at  first,  and  then  five 
cents  per  day  later  in  the  sale.  The  first  few  days  we 
did  not   sell  very  many  boxes,  but  we   would  notice 


people  studying  the  window  and  apparently  selecting 
certain  boxes  and  making  up  their  minds  that  they 
would  buy  when  the  price  reached  a  certain  amount. 
Every  time  we  sold  a  big  box  there  would  be  a  dozen 
people  express  their  regrets  that  they  had  not  gotten 
it,  and  after  they  had  seen  box  after  box  taken  from 
them  they  began  to  buy  faster  and  faster.  Finally,  to- 
wards the  last  when  there  was  nothing  left  but  the  in- 
itial paper,  they  would  buy  Z's,  Q's  and  V's,  and  any 
other  old  letter  just  because  it  was  cheap.  The  last 
morning  when  the  price  had  fallen  to  five  cents  per 
box,  one  man  took  all  that  we  had  left  at  that  price^ 
which  consisted  of  the  broken  boxes,  finger  marked^ 
odd  lettered,  and  otherwise  unsalable  packages." 

A  Third  of  a  Dozen,  Assorted. — 

We  print  below  a  quartet  of  advertisements  which 
seem  to  have  certain  elements  of  appeal,  as  well  as 
adaptability.  They,  with  others,  were  treated  recently 
in  the  Midland  Druggist  and  Pharmaceutical  Review, 
and  were  used  by  successful  druggists: 

1. 

We  help  the  physician.  Our  prescription  department  is  so 
organized  and  conducted  that  it  supplements  the  efforts  of  Ihe 
physician  in  every  way.  When  the  doctor  writes  a  prescription 
we  see  to  it  that  drugs  of  known  potency  are  used  and  that 
these  drugs  are  compounded  in  a  truly  scientific  manner.  A  less 
important  but  very  satisfactory  part  of  our  service  is  our  plan 
of  basing  the  charge  on  the  exact  cost  of  medicines.  This  means 
that  price  is  reasonable  and  just  in  every  instance. — Reynold's 
Drug  Company,  Dennison,  Texas. 

2. 

Real  vanilla,  genuine  vanilla  extract  is  seldom  found.  It 
seems  hard  for  extract  makers  to  understand  that  it  pays  to 
give  people  what  they  pay  for.  Much  of  the  vanilla  is  entirely 
artificial,  being  made  xrom  a  coal-tar  product.  You  can  easily 
detect  the  cheat  if  you  take  our  extract  for  a  standard.  We  use 
nothing  but  the  finest  Mexican  bean — and  plenty  of  it.  The 
extract  has  unusual  strength  and  a  rare  and  peculiar  delicacy. — 
L.  S.  VowELL,  Washington,  Pa. 

8. 

Experience  is  valuable  only  when  you  profit  by  it.  You 
have  had  your  druf  store  experiences.  Perh.ips  you  have  traded 
in  drug  store  goocGi  where  the  feeling  of  absolute  certainty  as 
to  quality  did  not  accompany  the  purchase.  Perhaps  you  have 
felt  that  every  time  you  have  made  a  drug  afore  purchase  you 
paid  an  exorbitant  price.  Riker  quality  has  existed  so  long  that 
it  is  a  staple  article  and  exists  wherever  the  name  appears.  Our 
prices  are  guaranteed  to  be  lower,  considering  the  high  quality, 
than  can  be  obtained  elsewhere. — Rikbr's,  New  York  City. 

4. 

Waterproof  hands.  During  the  busy  Fall  days  the  house- 
wife's hands  get  hard  usage,  and  as  a  result  ^et  chapped  and 
disfigured.  They  can  be  used  just  as  freely  without  injury  by 
wearing  rubber  gloves.  They  are  thus  protected  from  the  action 
of  the  water  and  rough  work.  It  is  cheaper  and  far  more 
comfortable  to  wear  out  gloves  than  to  wear  out  hands.  We 
sell  the  gloves. — Reynold's  Drug  Ca,  Dennison,   Texas. 

How  to  Handle  Olive  Oil.— 

At  the  last  meeting  of  the  Pennsylvania  Pharmaceu- 
tical Association  Louis  Frank,  of  Wilkes-Barre,  re- 
marked that  there  is  a  chance  for  the  druggist  to  build 
up  a  large  trade  on  olive  oil  if  he  takes  the  product  up 
right  and  pushes  it  as  h«  should.  "My  firm,"  said  Mr. 
Frank,  "has  become  quite  a  large  importer  of  olive  oil 
owing  to  the  fact  that  it  took  one  especial  brand  early 
in  its  business  career  and  stuck  to  that  brand  and  bot- 
tled it  under  its  own  name.  I  notice  many  stores  in  our 
vicinity  are  selling  considerable  olive  oil,  but  they  make 
a  mistake  in  taking  up  a  branded  article  like  Heinz's  or 
Pompeian.  There  is  considerable  sale  for  a  branded 
oil,  but  if  the  druggist  will  take  one  brand  for  his  own 
and  stick  to  that  and  build  up  a   reputation  on  that 
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brand,  he  will  find  his  customers  coming  from  a  great 
distance  to  get  his  own  olive  oil.  And  don't  charge  too 
little  for  it.  That  is  another  common  mistake.  We 
have  pint  bottles  and  quart  bottles  and  sell  it  at  50  cents 
a  pint  and  a  dollar  a  quart.  These  two  are  the  best 
sellers  in  our  stores,  and  we  have  innumerable  cus- 
tomers coming  in  for  pints  and  quarts  who  say  there  is 
no  oil  like  it  anywhere.  We  sell  more  olive  oil  than 
all  the  other  stores  in  Wilkes-Barre  combined,  simply 
by  sticking  to  that  one  brand  under  our  own  name  in 
the  five  years  we  have  had  it.  Building  up  trade  is  an 
important  point — ^I  think  the  drug  trade  has  lost  sight 
of  that.  They  let  the  olive  oil  trade  go  to  the  grocer. 
They  could  get  that  trade  started,  and  by  plugging 
away  could  obtain  a  large  trade  in  olive  oil." 

Pushing  a  Couple  o£  Druggists'  Specialties. — 

B.  E.  Pritchard  told  the  members  of  the  Pennsyl- 
vania Pharmaceutical  Association  at  the  last  meeting 
how  he  had  once  built  up  a  very  good  demand,  and 
secured  much  publicity,  for  two  small  articles  that  were 
not  only  profitable  in  themselves,  but  attracted  attention 
because  of  their  peculiar  names.  These  were  a  corn 
cure  and  a  cold  cure,  which  he  called  "I  Kura-Korn" 
and  **I  Kura-Kold,"  respectively.  In  each  instance  the 
letter  C  was  replaced  by  that  pf  K  in  this  manner — 
Kura-Korn  and  Kura-Kold.  The  corn  cure  was  the  well- 
known  com  collodion  of  the  N.  F.>  while  the  cold  cure 
consisted  of  eight  tablets  of  one  of  the  listed  formulx 
to  be  found  in  any  pharmaceutical  manufacturing  con- 
cern's list,  put  into  a  small  envelope  and  sold  for  ten 
cents,  its  entire  cost  being  about  two  cents.  The  corn 
cure  was  put  out  in  two-drachm  French  square  vials 
with  cork  and  brush  attachment,  and  probably  cost  com- 
plete about  7  or  8  cents  and  sold  readily  for  15  cents. 
These  articles  were  introduced  to  the  public  by  use  of 
small  reading  notices  in  the  newspaper  for  a  time,  and 
they  both  grew  into  wonderfully  good  sellers.  So 
marked  an  impression  the  peculiar  name  made  upon  the 
pubhc  mind  that  the  superintendent  of  the  public 
schools  came  to  Mr.  Pritchard's  store  and  chided  him 
for  misleading  the  children's  minds  in  the  matter  of 
proper  spelling,  and  he  then  prided  himself  that  he  was 
"'going  some"  in  getting  before  the  public  eye. 

Don't  Waste  Good  Advertising  Matter. — 

Practical  and  clever  advertising  is  the  best  invest- 
ment a  live  merchant  can  make,  but  too  many  dealers 
neglect  to  do  advertising  of  any  kind. 

There  is  wasted  in  the  United  States  every  year 
tens  of  thousands  of  dollars'  worth  of  good  advertising 
matter  furnished  by  manufacturers  and  jobbers  to  the 
retail  dealers,  many  of  whom  cast  the  matter  into  the 
rubbish  heap  with  the  remark,  "I  have  no  room  for  this 
stuff,"  says  Karl  Frederick  in  Tobacco. 

This  is  a  wicked  waste  of  money  of  the  people  who 
are  trying  to  assist  the  dealer  in  his  attempt  to  build 
up  business. 

When  the  dealer  receives  novel  and  practical  pieces 
of  advertising  matter  from  the  manufacturers  whose 
goods  he  is  handling,  he  should  consider  it  his  duty  to 
himself  to  use  them,  and  if  he  does  use  them  he  is 
bound  to  find  increased  trade  on  the  goods  advertised, 
provided,  of  course,  that  the  goods  possess  quality. 
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A  Few  Prescription  Difficulties. — 

Annoying  prescription  difficulties  are  often  encoun- 
tered, so  often,  indeed,  that  the  compounder  might  feel 
lonesome  without  them.  Usually  a  little  concentrated 
thinking  will  bring*  about  a  solution,  but  not  always. 
Sometimes  a  prescription,  as  constructed,  is  absolutely 
impossible,  and  the  pharmacist  finds  two  courses  open 
to  him.  He  can  either  remedy  the  defect,  or  he  can 
get  into  communication  with  the  physician.    Which? 

J.  Leon  Lascoff,  writing  for  the  Druggists  Circular, 
gives  a  few  concrete  examples  and  states  just  what  he 
did  in  each  case.    We  reproduce  a  section  of  the  paper: 

1. 

H  Syr.   ferri  iodidi 30.0 

Quininae  sulph 2.0 

Spt.  frumenti 15.0 

Elix.  glycerophos.  co q.  s.  ad  240.0 

If  this  prescription  is  properly  compounded  there 
should  be  no  precipitate,  but  if  dispensed  in  the  way 
it  is  written  a  cloudy  mixture  with  a  heavy  precipitate 
of  the  quinine  sulphate  will  occur.  The  latter  is 
soluble  in  720  parts  of  water  and  86  parts  of  alcohol. 
In  order  to  get  a  clear  solution  rub  the  quinine  sul- 
phate thoroughly  in  a  glass  mortar  with  a  small  quan- 
tity of  the  elixir,  add  the  whisky,  put  the  mixture  into 
a  bottle,  shake  well,  and  add  the  syrup  of  ferrous  io- 
dide.    Then  the  mixture  will  be  free  from  precipitate. 

9. 

I)  Sodii  nitritis    3.0 

Potass,  iod 8.0 

Spt.  etheris  nitrosi   12.0 

Spt.  lavaiid.  co 60.0 

Aquae    120.0 

Dose,  8.0  every  six  hours. 

This  prescription  is  rather  dangerous:  first  on  ac- 
count of  the  dose  of  sodium  nitrite,  and  secondly  be- 
cause of  the  liberation  of  iodine.  I  notified  the  physi- 
cian to  this  effect,  and  was  directed  to  leave  out  the 
potassium  iodide. 

The  physician   was   very   grateful   for  having  his 

attention  called  to  the  risk;  he  said  he  expected  there 

might  be  something  wrong  with  the  combination,  but 

did  not  know  Just  what. 

8. 

D  Plumb!  acetatis 0.6 

Berberini  hydrochloridi   0.6 

Quininx  bisulph 0.6 

Mucil.  acacix  8.0 

Aq.  camphonc q.  a.  ad  180.0 

Ft.  injection. 

This  prescription  is  a  mass  of  chemical  and  pharma- 
ceutical incompatibility.  Chlorides  and  sulphates  are 
both  incompatible  with  lead  salts,  and  the  latter  are 
likewise  incompatible  with  acacia.  To  form  a  clear 
solution  is  impossible.  The  best  that  could  be  done 
would  be  to  dissolve  all  three  chemicals,  each  separ- 
ately, in  a  small  quantity  of  the  camphor  water;  mix 
them  together,  and  then  the  mucilage  and  enough  cam- 
phor water  to  make  six  ounces.  The  result  would,  as 
already  indicated,  be  a  shake  mixture — ^always  unde- 
sirable— and  the  lead  would  be  present  as  sulphate  with 
perhaps  chloride. 

It  would  be  best  not  to  dispense  this. 

4. 

Q  Mistura  creosoti  co 180.0 

Dose,  1  tablespoonful  every  four  hours. 
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When  we  received  this  prescription  for  dispensing 
our  intentions  were  to  give  mistura  creosoti  co.  (Kil- 
gore),  but  noticing  the  dose  on  the  bottle,  also  a  cau- 
tion that  it  must  be  given  with  milk  only,  we  thought 
it  advisable  to  consult  with  the  physician,  and  he  in- 
formed us  that  he  meant  mistura  creosoti  co.,  Thomp- 
son's formula,  as  follows: 

I(  Creosoti  carbonati  20.0 

Acaciae    8.0 

Glycerini    80.0 

Aquae  menthx  pip q.  s.  ad  240.0 

5. 

Sodium  salicylate  should  never  be  prescribed  with 
syrup  of  orange,  as  below,  owing  to  the  fact  that  the 
tatter  contains  citric  acid,  by  which  salicylic  acid  may 
be  formed. 

i;  Kalii  iodidi    4.0 

Natrii   salicylatis    l.'i.O 

Syr.  aurant   q.  s.  nd  12G.0 

In  the  case  of  a  similar  prescription  I  suggested  to 
the  prescriber  to  change  the  syrup  to  elixir  of  orange, 
and  the  result  was  that  a  solution  was  formed  without 
any  sediment  whatsoever. 

Concerning  Wood  Alcohol. — 

Owing  to  a  number  of  cases  of  serious  poisoning 
through  the  inhalation  of  wood  alcohol  vapor  in  var- 
nishing vats  in  breweries,  the  New  York  authorities 
engaged  Prof.  Chas.  Baskerville  to  make  a  thorough 
investigation.  Dr.  Baskerville's  report  is  interesting, 
and  his  conclusions  are  inversely  set  forth  in  a  quartet 
of  recommendations  to  the  statute-makers.    He  urges: 

A  law  prohibiting  the  presence  of  wood  alcohol  in 
any  form  of  material  intended  for  internal  use. 

A  law  prohibiting  the  presence  of  wood  alcohol  in 
preparations  intended  for  external  use  on  the  human 
body. 

A  law  requiring  ample  ventilation  in  works  where 
wood  alcohol  is  made  or  used  in  manufacturing  prod- 
acts  wherein  the  wood  alcohol  remains  as  such;  the 
same  law  fo  apply  where  the  products  containing  wood 
alcohol  are  used  up,  for  example,  in  varnishing  vats  in 
breweries. 

A  law  requiring  containers  in  which  wood  alcohol 
is  marketed  to  bear  suitable  display  labels  of  warning. 

He  would  not,  however,  have  the  laws  so  shaped 
as  to  prohibit  the  use  of  wood  alcohol  in  thfe  manu- 
facture of  products  in  which  methyl  alcohol  supplies  a 
constituent  part  but  does  not  remain  as  wood  alcohol 
therein. 

DistUkd  Water  for  Medicinal  Use.— 

Ordinary  distilled  water  is  extremely  impure,  ac- 
cording to  a  German  authority.  In  1911  Wechselmann 
showed  that  the  dangerous  by-effects  of  salvarsan  were 
due  to  bacteria  in  the  distilled  water  used,  and  not  to 
the  toxicity  of  the  preparation.  This  view  was  not 
accepted  by  all,  and  pharmacists  in  general,  who  fur- 
nished the  distilled  water  to  physicians,  disputed  it. 
Shortly  after  Wechselmann's  article  appeared,  Miiller 
published  the  results  of  his  investigation  on  16  samples 
of  distilled  water  obtained  from  German  pharmacies. 
Only  two  contained  fewer  than  100,000  bacteria  per  Cc. 
The  others  contained  up  to  more  than  6,000,000  per  Cc. 
A  good  drinking-water  should  not  contain  more  than 


100  bacteria  per  Cc. ;  water  from  the  Seine  below  Paris 
contains  12,800 ;  water  from  the  Spree  below  Berlin  con- 
tains 97,400;  so  that  we  have  the  amazing  condition  of 
water  being  used  for  internal  remedies  which  contains 
many  times  the  microorganisms  of  polluted  river 
waters.  Sterilization  of  distilled  water  is  not  effective, 
as  the  water  then  contains  the  endotoxins  of  the  dead 
bacteria.  Emery  found  lead  in  carefully  distilled 
water,  and  other  workers  have  found  sodium  silicate, 
lead,  copper,  zinc  and  iron.  The  German  Pharma- 
copoeia allows  the  presence  of  0.01  g.  of  evaporation 
residue  per  liter  of  distilled  water,  while  the  U.  S.  P. 
permits  five  times  as  much.  The  official  distilled  water 
is  thus  nothing  but  a  dilute  solution  (1:100,000  or 
1 :20,000)  of  unknown  substances.  Seel  and  Friedrich 
have  shown  the  effect  of  small  amounts  of  impurities 
in  changing  the  therapeutic  action  of  a  number  of 
drugs,  especially  acetylsalicylic  acid.  The  amounts  of 
foreign  substances,  in  distilled  water  are  usually  below 
the  limits  of  sensibility  of  our  best  chemical  tests,  but 
not  below  the  sensitiveness  of  the  animal  organism. 
Therefore  the  official  standards  should  be  made  much 
stricter. 

Selling  Barbers  Bay  Rum. — 

A  few  years  ago  the  druggist  did  quite  a  business 
with  his  neighborhood  barber,  supplying  him  with  soap, 
brushes,  bay  rum,  massage  creams,  and  various  other 
things.  Much  of  this  is  ancient  history  now.  But  why? 
Can't  the  druggist  compete  ?  Or  isn't  he  as  good  a  sales- 
man as  the  barber's  supply  house  puts  out?  Or  did  the 
business  get  away  from  him  simply  because  he  didn't 
go  after  it,  and  some  one  else  did? 

Why  not  test  the  matter  out?  Make  up  enough  of 
the  following  fo  serve  as  a  generous  sample — a  pint, 
say-r-po  over  to  the  nearest  "tonsorial  parlor"  and  be 
a  city  salesman  or  a  traveling  man  for  twenty  minutes. 
Here  is  the  formula: 

Oil  of  bay  leaves 1  fluidounce. 

Sodium   borate 1    drachm. 

Oil  of  cinnamon . . . « f 2  fluidrachms. 

Oil  of  cloves 20  minims. 

Oil  oi  lemon 2  fluidrachms.     « 

Alc<n>ol   1   pint. 

Water to  make  1  gaUon. 

Talc  or  fuller's  earth 4  ounces. 

This  gives  a  clear  lemon-yellow  colored  bay  rum 
containing  25  per  cent  alcohol,  and  having  the  pleasant, 
suggestive,  spicy  odor  of  imported  bay  rum.  It  is 
usually  sold  for  $1.00  or  $1.25  per  gallon,  which  price 
can  compete  with  any  barber  supply  house  in  ever>*  way. 

Dispensing  Prescriptions  of  Salt  Solutions. — 

W.  E.  Green,  of  Salt  Lake  City,  offers  a  suggestion 
for  the  prescription  counter.  Mr.  Green  observes  that 
salts  are  more  soluble  in  hot  than  cold  water.  So  he 
suggests  a  convenient  method  of  heating  the  liquid.  An 
aluminum  measuring  cap  from  a  small  bottle  of  gran- 
ular effervescent  salt  makes  the  cheapest  alcohol  lamp 
one  would  want.  It  is  only  necessary  to  place  a  small 
tuft  of  cotton  in  the  cap,  saturate  it  with  alcohol,  apply 
a  match,  and  you  are  ready  to  dissolve  the  salt.  With  a 
test-tube  handy,  such  substances  as  potassium  chlorate 
can  be  dissolved  in  a  short  time.  Half  a  minute  suffices 
for  dissolving  20  grains  in  a  two-ounce  solution. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  h.  Scovn,i,n. 


Isomeric  Items. — 

Mental  strain  frequently  causes  the  appearance  of 
sugar  in  the  urine  temporarily,  and  if  long  continued 
may  produce  diabetes. 

Colloidal  solutions  of  silver  prepared  electrolytically 
are  much  more  active  than  those  prepared  chemically. 

"Choleval"  is  a  new  pus-  and  gonococcus-dissolving 
remedy  consisting  of  2  per  cent  colloidal  silver  and  7.5 
per  cent  of  sodium  cholate. 

There  is  some  evidence  that  sterilized  foods  are  not 
as  well  absorbed  and  metabolized  as  natural  non-aseptic 
foods. 

P.  A.  Fish  has  investigated  "Bob  veal"  and  con- 
cludes that  it  is  quite  as  wholesome  and  digestible  as 
older  veal,  but  it  contains  less  fat. 

A  weak  solution  of  silver  nitrate  applied  to  a  scald 
or  superficial  burn  is  said  to  give  prompt  and  perma- 
nent relief.    Solution  of  zinc  chloride  acts  similarly. 

The  last  crop  of  lemon  oil  is  said  to  average  low 
in  citral  and  high  in  rotation. 

H.  P.  says  that  stained  glass  windows  have  a  spe- 
cific influence  on  the  emotions.  Red  and  yellow  lights 
are  exhilarating,  and  blue  and  green  are  depressing. 

Milk  contains  sometliing  thus  far  not  discovered, 
which  adds  to  its  nutritive  properties  beyond  the  pro- 
teids,  sugar,  and  fats  which  it  contains. 

Potassium  and  sodium  are  not  absorbed  directly 
from  the  diet  but  through  the  blood  tissues.  Animals 
receiving  little  sodium  may  give  out  more  from  the 
tissues  than  is  absorbed  into  the  blood. 

An  Italian  chemist  finds  that  extracts  of  aconite, 
belladonna,  hyoscyamus,  and  nux  vomica  do  not  lose 
in  strength  during  two  years'  keeping. 

Saponin  acts  as  a  stimulant  to  rennin,  pepsin,  and 
some  plant  enzymes,  and  promotes  growth  in  plants 
containing  it. 

An  English  chemist  claims  to  have  found  evidence 
of  radium  in.  four  cancerous  tumors  out  of  33  exam- 
ined.    No  radium  had  been  used  in  treatment  of  these. 

The  prompt  administration  of  adrenalin  hinders  the 
absorption  of  non-corrosive  poisons  and  gives  time  for 
their  removal  from  the  system. 

The  nfercury-arc  light  is  rich  in  ultraviolet  rays  and 
is  devoid  of  red  rays,  but  the  light  is  found  to  be  less' 
tiresome  to  the  eyes  than  the  incandescent  electric  or 
VVelsbach  light. 

J.  Mellanby  claims  that  rennin  and  pepsin  are  iden- 
tical, and  says  that  rennin  coagulates  milk  by  precipitat- 
ing the  calcium  salts  more  easily  than  pepsin.  Pepsin 
requires  more  calcium  to  do  the  same  work,  accord- 
ing to  M. 

G.  Magnus  recommends  that  wounds  be  treated  with 
syrup,  which  sterilizes  the  wound  and  promotes  healing. 
Syrup,  he  says,  is  fatal  to  pathogenic  germs,  and  is 
soothing  to  wounds. 

Extract  of  aspergillus  is  found  to  destroy  the  viru- 
lence of  tubercle  bacilli,  so  that  they  fail  to  produce 
tuberculosis  when  injected. 


German  physiological  chemists  say  that  the  ea-rly 
use  of  vegetables  in  the  diet  of  young  children  is  de- 
sirable because  of  the  iron  which  they  introduce. 

The  red  coloring  matter  of  capsicum  is  being  used 
in  microscopical  work  for  staining  and  identifying  fat. 
It  is  quite  a  staple  coloring  agent. 

J.  Pal  explains  the  action  of  opium  on  the  theory 
that  it  contains  two  groups  of  alkaloids  which  are  par- 
tially antagonistic  to  each  other.  Thus  one  has  a  netr- 
tralizing  or  corrective  effect  on  the  other.  Morphine 
fails  in  this  corrective  action,  and  thus  has  a  different 
effect  from  opium. 

Alcohol  is  absorbed  by  the  blood  very  rapidly,, 
most  of  that  ingested  being  absorbed  within  an  hour. 
The  brain  absorbs  alcohol  very  slowly,  and  is  usually 
the  last  organ  to  be  affected,  but  it  retains  what  it  al>* 
sorbs  tenaciously,  and  finally  contains  more  than  other 
organs. 

Argentina  grows  a  blue  flower,  Cynara  cardunculus,. 
which  contains  a  ferment  that  coagulates  milk  in  a  way 
similar  to  rennin.  The  extracted  ferment  is  known  as 
"cynarasa,"  and  is  used  to  some  extent  in  place  of 
rennet. 

D.  Sieber  says  that  Epsom  salt  is  an  efficient  anti- 
dote to  arsenic  if  used  promptly  and  in  sufficient 
amount.  It  forms  magnesium  arsenite,  which  is  insol- 
uble and-  therefore  not  absorbed. 

Fats  neutralize  in  part  the  absorption  of  alcohol,  and 
alcoholic  bodies  can  be  taken  in  larger  amounts  if 
mixed  with  cream  to  counteract  the  effects. 

Cum  Grana  Sails. — 

A  French  bacteriologist  has  discovered  that  salt  is 
often'  an  important  source  of  bacterial  contamination. 
While  dry  salt  and  strong  brine  are  antiseptic,  they  are 
not  bactericidal,  and  when  the  salt  is  dissolved,  the  bac- 
teria can  multiply  in  the  solution.  Molds  are  also  com- 
mon and  are  often  introduced  into  foods  in  the  salt. 
He  finds  that  refined  salt  contains  both  bacteria  and 
molds  in  considerable  amount,  and  a  brine  eight  months 
old,  strong  enough  for  pickling  meat,  contained  25  mil- 
lion bacteria  per  Cc. 

As-best-O's. — 

Porcelain  filters  which  are  really  bacteria-proof  are 
much  limited  in  use  because  of  their  extremely  slow- 
action.  French  chemists  have  recently  found  that  by- 
binding  finely-ground  asbestos  into  a  bougie  with  stea- 
tite, a  filter  can  be  made  which  works  much  more  rap- 
idly and  is  yet  bacteria-proof,  producing  a  sterile  fil- 
trate. They  are  proving  especially  valuable  for  filtering 
wines,  in  which  the  flavor  would  be  injured  by  heat  or 
chemical  sterilization. 

Salol  Incompatibilities. — 

A  mixture  of  90  per  cent  salol  and  10  per  cent  beta- 
naphthol  melts  at  34**  C.;  salol  83  per  cent,  antipyrin 
17  per  cent,  at  30°  C. ;  salol  86  per  cent,  urethane  14 
per  cent,  at  29'  C. ;  salol  45  per  cent,  menthol  55  per 
cent,  at  28°  C. ;  salol  61  per  cent,  chloralhydrate  39  per 
cent,  at  17°  C. ;  salol  66  per  cent,  thymol  34  per  cent,, 
at  13°  C. ;  and  salol  56  per  cent  and  camphor  44  per 
cent  at  6°  C.  These  are  the  lowest  points  at  which  the 
above  mixtures  can  be  liquefied,  and  the  best  propor- 
tions for  producing  liquefaction. 
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Tar  and  Cancer. — 

Workmen  engaged  in  the  distillation  of  ga.s  tar  and 
in  handling  the  pitch  produced  thereby  are  especially 
subject  to  warts  and  epithelial  cancer,  while  pitch  from 
blast  furnaces  does  not  produce  these  results.  An  in- 
vestigation of  this  problem  shows  that  the  irritating 
substances  are  water-soluble  and  distill  at  a  compara- 
tively low  temperature,  but  they  were  not  identified  be- 
yond question.  The  softer  coals  are  richer  in  the  can- 
cer-producing  materials. 

Strongest  When  Weak. — 

Farnesol  is  an  alcoholic  body  which  is  attracting  the 
attention  of  perfumers  because  it  is  found  in  almost 
all  of  nature's  perfumes.  When  pure  it  is  almost  odor- 
less, but  when  highly  diluted  and  exposed  to  the  air, 
it  soon  develops  an  intensely  sweet,  lily-like  odor  which 
is  very  pergistenL  Musk  seeds  contain  the  largest  pro- 
portion of  farnesol,  0.12  per  cent;  but  its  constitution  is 
being  studied  with  a  view  to  its  synthesis.  U  may  prove 
to  be  a  very  valuable  addition  to  modem  perfumery. 

Brunette  Safety. — 

Sunlight  in  excess  is  injurious  to  the  tissues,  by  in- 
terfering with  vital  processes,  but  in  small  amounts  it  is 
stimulating.  The  "tan"  which  accumulates  in  long  ex- 
posure to  light  and  air  is  nature's  protection  against 
the  injurious  ultraviolet  light  rays,  which  cannot  pene- 
trate the  tan  pigment. 

Coiq>er  in  Cancer.— 

Colloidal  copper  solutions  have  a  decided  influence 


ues,  stopping  the  growth  and  appar- 
ently leading  to  complete  recovery  in  a  number  of  in- 
stances. The  copper  solution  is  injected  into  the  tissues, 
and  the  results  are  shown  quickly.  A  German  firm  has 
introduced  ampoules  of  colloidal  copper  for  treatment 

Oh,  Be  Obese! — 

The  crack  obesity  cure  emanates  from  England  in 
a  hundred-dollar  treatment  which  is  guaranteed  to 
"cure."  It  consists  of  two  capsules,  each  containing  a 
living  head  of  a  tapeworm,  to  be  taken  on  consecutive 
days.  If  both  live  and  grow  the  reduction  of  fat  is 
likely  to  be  rapid.  The  legal  authorities  are  wondering 
what  they  can  do  about  it. 

Glowing  but  Not  Clear.— 

When  the  precipitated  oxides  of  iron,  chromium,  or 
zirconium  are  heated  to  540*  C.  they  sudden^  glow  and 
give  out  sufficient  heat  to  raise  the  temperature  from 
50°  to  100°.  This  is  caused  by  a  sudden  decrease  in 
the  surface  tension  and  the  large  exposure  of  the 
colloid  precipitate.  The  glow  indicates  a  change  in  the 
colloidal  character. 

Syrup  of  lodotannic  Acid.— 

Syrup  of  iodotannic  add  is  growing  in  popularity 
and  is  bemg  introduced  into  America.  Its  composition 
is  not  entirely  clear,  but  chemists  agree  in  finding  the 
iodine  entirely  changed  to  hydriodic  acid,  while  the 
tannic  acid  is  partially  changed  to  gallic  and  ellagic 


Thb  Jobidio  FKATBtHiTT  OH  AH  Odtdi)).— After  the  National  WbolsMlo  Dmcrtata'  AModatlon  bad  bdd  lU  aninial  nwetliic  In 
JackaODTflla,  Florida,  early  in  Kovember.  a  oonaMarable  nnmber  ol  tlie  mcmban  with  their  wlTie  took  a  trip  farther  aoath  laetinc  a 
•nek.  Tha  dret  went  to  HaTana.  Cuba,  br  war  ot  Ker  West.  Afto'  ipendlnc  three  dare  In  that  dellcht/al  ettr.  Uier  Tetomed  to 
K^Weat,  and  thai  took  a  nwdal  train  np  the  Florida  Beat  Ooaet,  etoppinc  at  aevcral  iilaoee  for  a  tew  bonre  or  a  da)>  at  a  time. 
The  lint  atop  waa  at  Miami,  when  onr  ploture  waa  taken.  Other  plaoee  vUted  were  Dajtona  and  St.  Ansiutine.  In  ever/  oaae  the 
local  ohambec  ol  Oonuneroe  or  some  otber  orcanliaUon  entertained  the  vUlton  br  aato  trim,  banqoeta,  or  in  other  wara.  The 
dimale.  venture,  and  hotel  life  o(  thla  eemttroiilcal  coontrr  waa  enjored  to  the  ntmoat.  and  Jackeonvllle  wa*  leaohed  a|«ii)  after  a 
nek'i  abienee.  vban  the  member*  of  the  AnoelaUon  Msltved  loi  thdr  wveral  home*. 
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QUERIES 


Haines'  Sugar-test  Solution. 

J.  C.  P. — "Will  you  kindly  publish  in  the  query  de- 
partment the  formula  for  Hainea'  sugar-test  solution?" 

The  original  formula  for  this  test  is  as  follows: 
Pure  cupric  sulphate,  30  grains ;  pure  glycerin,  4 
drachms;  caustic  potash  (in  sticks),  3  drachms;  dis- 
tilled water,  to  6  ounces.  The  solution  is  prepared  by 
dissolving  the  cupric  sulphate  and  glycerin  in  part  of 
the  water  and  the  caustic  potash  in  the  remainder.  Mix 
the  two  solutions. 

For  purposes  of  greater  convenience,  however.  Pro- 
fessor Haines  has  recently  simplified  this  formula,  as 
follows:  Take  pure  copper  sulphate,  30  grains;  dis- 
tilled water,   !-i  ounce;  make  a  perfect  solution,  and 


A  DlctnreBqae  cottMC  ftt  tba  Woodmen  ot  the  World  HMlth  uid 
Pleunre  Beaort,  Woodman  Sprinci,  MUs. 

my  labels,  etc.,  but  would  like  the  formula  of  a  good 
one  that  can  be  made  without  heat."  Try  this: 

TragKwilh    1  ounce. 

Acacia    *  ouncea. 

Thymol   1*  gmini. 

Glycerin    1  ounce.. 

Water,  auflicient  lo  make I  pmti. 

Dissolve  Ihe  gum»   in   I   pint  of  water,   strain,   and  add  ihe 
glycerin,  in  which  Ihe  thymol  ia  suaivniled;  ahake  well  and  add 

bul  a  aingle  shake  mixes  il  sufficiently  lor  use. 


Solution  of  Magnesium  Citrate. 
M.  M.  H.  asks:    "Is  there  any  way  in  which  I  can 
make  the  U.  S.  P.  solution  of  magnesium  citrate  per- 

No.    It  can  be  made  more  permanent  by  withholding 

the  potassium  bicarbonate  from  the  citrate  solution, 
adding  it  when  ready  for  use.  This  method  insures  its 
permanency  from  one  to  three  months,  it  is  said. 


A  vlaw  of  tb«  lAmporaiT  Banitarinm  kt  the  Woodmen  ot  the 
World  B<*]Ui  and  Ptawor*  Boort.  WoodnMn  Bprinn,  Minlaalppl. 
A  ooTporatlon  OKpitallud  ftt)M0.000  hM  tlw  praiact  In  oluuve.  O.  P. 
rmer  dnmlit  ol  01oit«r.  Mlai.,  being  preaidcmt. 


add  pure  glycerin,  >i  ounce; 
5  ounces  of  liquor  potassx. 


(  thoroughly,  and  add 


The  Tasle  of  Paraldehyde. 

S.  H.  F. :  "Kindly  advise  me  what  will  best  correct 
the  taste  of  paraldehyde." 

Try  the  emulsifying  properties  of  egg,  adding  a 
little  cassia  or  nutmeg.  Il  has  also  been  suggested  that 
paraldehyde  be  given  in  milk. 

Your  other  question  we  are  unable  to  answer. 


Making  U.  S.  P.  Criticisms. 
.  writes  as  follows:    "To  what  branch  or 
mittee  on  revision  of  the  U.  S.  Pharmacopceia 
should   communications    relative   to  proposed  changes 
be  addressed  P" 

Each  subcommittee  has  charge  of  a  special  subject, 
but  since  you  do  not  mention  what  subject  your  pro- 
posed changes  refer  to,  we  cannot  tell  you  what  par- 
ticular subcommittee  you  should  get  in  touch  with. 
Under  the  circumstances  we  suggest  that  you  address 
your  communication  to  the  chairman  of  the  parent  com- 
mittee—Prof. Joseph  P.  Remington,  1832  Pine  Street, 
Philadelphia,  Pa.  Perhaps  it  would  be  best  to  write 
direct  to  Chairman  Remington  in  any  event. 


"Nils." 
F.  H.  S.— "Will  you  kindly  give  me  a  formula  for 
lils'  in  the  hair— one  (hat  will  remove  them?" 
Try  tincture  of  larkspur. 


Label  Paste. 
P.  H.  E.  S.  writes:   "I  have  been  using  paste  made 
accordii^  to  a  formula  in  Remington's  Pharmacy  for 


it  the  Woodmni  of  the  World  He^th  R 
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Two  things  have  conspired 
CLosiNO^iasuE.     to  make  a  sharp  issue  of  the 

Sunday-closing  question  in 
New  York  State,  and  particularly  in  New 
York  City.  In  the  first  place,  the  State  legis- 
lature enacted  a  "day-of-rest"  law  a  year  ago. 
This  law  provides  for  one  day  of  rest  in  seven 
for  employees,  and  the  Attorney-General  of  the 
State  has  held  that  it  affects  drug  clerks  as  it 
does  everybody  else.  The  small  druggist  with 
one  clerk  finds  it  easier  to  give  his  clerk  Sun- 
day than  any  other  day,  and  if  he,  the  proprie- 
tor, must  be  alone  all  day  Simday,  without 
assistance,  life  is  more  or  less  of  a  dreary 
waste. 

The  second  consideration  is  that  in  New 
York  City  Police  Commissioner  Waldo  has 
issued  an  order  to  his  men  to  put  a  stop  to  the 


sale  by  druggists  of  any  articles  except  drugs 
on  Sunday.  Some  of  the  other  classes  of  retail 
merchants,  denied  the  privilege  of  doing  busi- 
ness on  Sunday,  have  complained  to  the  au- 
thorities that  a  good  deal  of  their  business  was 
going  to  druggists,  who  were  allowed  to  keep 
open  all  day  long  and  sell  all  sorts  of  things. 

If  Commissioner  Waldo  enforces  his  order 
vigorously  it  is  very  apparent  that  the  drug- 
gists of  Greater  New  York  will  do  so  little 
business  on  Sunday  that  it  will  scarcely  be 
worth  while  for  them  to  open  their  stores  at 
all.  For,  as  everybody  knows,  the  legitimate 
sales  of  drugs  on  Sunday  probably  do  not  aver- 
age more  than  from  10  to  20  per  cent  of  the 
day's  business,  if  the  percentage  is  even  that 
large. 


SENTIMENT  ON 
THE  QUESTION. 


As  a  result  of  one  or  both 
of  the  conditions  recited  in 
the  foregoing  paragraphs, 
the  druggists  all  over  New  York  State  are  now 
agitating  the  Stmday-closing  question.  We 
reported  two  or  three  months  ago  that  the 
pharmacists  of  Syracuse  were  petitioning  the 
legislature  to  enact  a  law  going  so  far  as  to 
compel  all  retail  and  wholesale  mercantile  es- 
tablishments to  close  their  places  of  business 
from  midnight  on  Saturday  to  midnight  on 
Sunday.  The  druggists  in  New  York  City 
have  not  gone  to  this  extreme,  but  they  have 
been  seriously  considering  whether,  under 
present  conditions,  they  had  better  not  close 
their  stores  voluntarily  for  a  part  of  Stmday 
if  not  for  all  day. 

Votes  have  been  taken  by  the  half  dozen  or 
more  local  associations  for  the  purpose  of  dis- 
covering what  the  general  sentiment  was  on 
the  proposition.  Ninety  per  cent  of  the  mem- 
bers of  the  East  New  York  Pharmaceutical 
Association  are  said  to  favor  Sunday  closing 
after  1  p.m.  Over  in  Brooklyn  a  decided  ma- 
jority is  likewise  in  favor  of  closing  either 
after  1  o'clock  or  between  1  and  6.    Much  the 
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same  opinion  has  been  expressed  by  the  other 
groups. 

Out  of  160  replies  received  from  the  mem- 
bers of  the  German  Apothecaries'  Association, 
only  80  druggists  opposed  Sunday  closing, 
while  130  favored  partial  closing.  It  is  only 
a  small  minority  which  insists  that  the  stores 
ought  to  be  kept  open  all  day  in  the  face  of 
conditions  as  they  now  exist  in  the  State,  and 
particularly  in  New  York  City. 


It  would  look  as  if  the  drug- 

*"iSrciJ?NCE?   gists  Of  New  York  at  last 

had  an  excellent  opportunity 
to  live  like  other  men  and  get  one  day  of  rest 
in  seven.  Conditions  were  never  so  favorable 
before.  They  may  never  be  so  favorable 
again.  Why  not  seize  upon  the  chance  ?  There 
is  no  reason  on  earth  why  the  druggist  should 
m^ke  a  pack-horse  of  himself  and  forego  all 
pleasure,  or  rest,  or  recreation.  Under  the  best 
of  circumstances  it  is  doubtful  if  Sunday  busi- 
ness pays  for  itself,  and  under  the  conditions 
as  they  now  exist  in  Greater  New  York,  Sun- 
day opening  is  certainly  unremunerative  from 
any  point  of  view.  We  are  glad  to  see  that 
the  druggists  of  Calgary,  in  Canada,  who  are 
facing  exactly  the  same  situation  as  the  drug- 
gists of  New  York  City,  have  decided  to  close 
their  stores  on  Sunday  except  for  a  few  hours. 
A  strict  enforcement  there  of  the  Lord's  day 
act  has  prevented  them  from  selling  an3rthing 
but  drugs  on  Sunday,  and  they  have  acted 
wisely  in  taking  advantage  of  this  circum- 
stance. 

♦     ♦     ♦ 


NATIONAL 

BEALTH 

INSURANCE. 


An  interesting  situation  has 
arisen  in  England  during  the 
last  year  or  two.  Those  of 
us  who  keep  in  touch  with  public  affairs  re- 
member that  Lloyd  George,  the  British  states- 
man, succeeded  against  a  good  deal  of  oppo- 
sition in  getting  Parliament  to  adopt  a  national 
insurance  act  for  those  in  dependent  circum- 
stances. Something  like  fourteen  million  in- 
habitants of  Great  Britain  are  brought  within 
the  scope  of  the  law,  and  among  other  things 
they  are  provided  with  free  medical  attention 
and  free  drugs.  Both  physicians  and  pharma- 
cists opposed  the  measure  when  it  was  imder 
debate  in  Parliament,  for  the  reason  that  their 
services  and  their  supplies,  in  the  event  of  the 
law,  would  be  paid  for  by  the  government  at 


arbitrary  rates  much  lower  than  those  prevail- 
ing under  ordinary  circumstances. 
^  But  the  result,  so  far  at  least  as  the  medical 
profession  is  concerned,  has  turned  out, 
strangely  enough,  to  be  of  great  benefit  instead 
of  detriment.  Many  physicians  were  at  once 
"caught  in  a  limitless  sea  of  insured  persons." 
They  had  far  more  to  do  than  they  could  well 
attend  to,  and  their  incomes  shot  up  amazingly. 
Later  on  equalization  both  of  work  and  of  pay 
set  in,  and  now  there  is  a  general  diffusion  of 
prosperity  among  the  physicians  of  Great  Brit- 
ain. More  than  that,  indeed,  it  has  developed 
that  the  medical  profession,  instead  of  being 
overcrowded,  as  it  was  previously  said  to  be, 
is  in  fact  under-supplied.  There  aren't  doc- 
tors enough  to  go  around! 


PBYsiGiANs        ^^^  reason  for  this  strange 
MADE  phenomenon  is  of  course  not 

PROSPEROUS.  r  .  1  Ti         1  u 

far  to  seek.  People  who 
never  before  were  able  to  consult  a  physician 
are  now  contributing  to  ftmds  out  of  which 
doctors  are  paid,  and  these  same  people,  in- 
stead of  being  lost  in  the  maze  of  free  dispen- 
saries and  hospitals,  are  imposing  upon  over- 
crowded but  good-natured  members  of  the 
profession,  and  are  for  the  first  time  getting 
regular  medical  attention  when  they  require  it. 
Between  this  condition  of  things,  and  the  med- 
ical inspection  of  schoolchildren  and  other 
recent  developments,  there  are  not  enough 
physicians  in  existence  at  the  present  day  in 
Great  Britain,  nor  will  there  be  for  the  next 
10  or  15  years. 

Practitioners'  assistants,  who  could  form- 
erly be  obtained  very  readily  for  from  six  to 
nine  hundred  a  year,  are  now  demanding  and 
receiving  much  more  for  their  services.  In 
many  cases  they  are  able  to  secure  from  a 
thousand  to  fifteen  hundred  dollars  a  year. 
The  somewhat  amusing  feature  of  all  this  is 
that  the  very  thing  which  the  medical  profes- 
sion fought  tooth  and  nail  a  year  or  two  ago, 
as  foretelling  the  destruction  of  their  income, 
is  now  pulling  them  out  of  the  mire! 


MEDICAL 
ORAFTINO. 


A  very  different  aspect  of 

the         free-medical-service 

problem  is  now  manifesting 

itself  in  Philadelphia.  Both  the  regular  and  the 

homeopathic  societies  are  up  in  arms  over  the 
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great  abuses  of  hospital  and  dispensary  privi- 
leges on  the  part  of  the  public.  It  is  declared 
that  people  are  receiving  free  treatment  who 
are  abundantly  able  to  pay  a  physician,  and  it 
is  even  asserted  that  patients  sometimes  come 
to  the  dispensaries  in  automobiles,  receiving 
preference  over  poorer  patients  when  they  call ! 
The  physicians  are  urging  that  money  ap- 
propriated by  the  State  for  charitable  purposes 
is  thus  being  diverted  from  proper  channels; 
that  the  line  has  not  been  sharply  drawn  be- 
tween the  worthy  poor  and  those  able  to  pay 
for  medical  treatment;  that  the  hospitals  and 
dispensaries  are  not  sufficiently  guarded 
against  grafters  and  impostors ;  and  that  some 
institutions,  operating  tmder  the  guise  and 
name  of  charity,  are  really  enriching  certain 
individuals  at  the  expense  of  the  general  wel- 
fare. Druggists  are  interested  in  this  question 
equally  with  physicians,  for  they  are  losers  in 
quite  the  same  degree. 


One  of  the  latest  proposi- 

"^^SorosiiL*;  "^'    tions  of  the  N.  A.  R.  D. 

office  is  to  get  what  prac- 
tically amounts  to  a  line  of  popular  remedies 
under  the  N.  A.  R.  D.  label — a  la  A.  D.  S., 
Rexall,  N)ral,  Penslar,  etc.  Of  course  the  N. 
A  R.  D.  does  not  propose  to  manufacture  and 
distribute  these  remedies  itself.  The  plan  is 
to  furnish  uniform  labels  and  literature  for 
the  use  of  dues-paid  members.  The  members 
will  also  be  supplied  with  the  working  for- 
mulas of  the  products,  and  will  be  expected  to 
turn  the  preparations  out  in  their  own  back 
rooms. 

So  far  the  proposition  has  merely  been  ad- 
vanced for  comment.  We  observe  that  E.  A. 
Sennewald,  of  St.  Louis,  has  contributed  a 
letter  to  a  recent  issue  of  the  official  journal 
criticizing  the  proposition  on  several  counts. 
He  says  that  there  are  enough  of  these  syndi- 
cate lines  already ;  that  the  public  is  being  pes- 
tered with  the  request  to  buy  "something  else ;" 
that  the  products,  as  made  by  hundreds  of  dif- 
ferent druggists,  will  not  be  uniform  an)rway; 
that  this  fact  alone  will  shake  the  confidence 
of  the  public;  and  that,  above  all,  it  does  not 
behoove  the  N.  A.  R.  D.  to  cultivate  physicians 
with  its  U.  S.  P.  and  N.  F.  propaganda  on 
the  one  hand,  and  then  oppose  physicians  on 
the  other  hand  by  selling  a  line  of  popular 
medicines. 


5V  correspondent  of  the  Bulletin,  in  a  per- 
sonal letter  received  the  other  day,  urged  still 
another  objection  when  he  declares  that  what 
the  individual  druggist  wants  now,  in  the  face 
of  this  multiplicity  of  syndicate  medicines,  is 
a  line  of  remedies  of  his  own  that  nobody  else 
has — ^at  least  nobody  else  in  his  own  immediate 
community.  This  protects  him  from  competi- 
tion and  gives  him  something  that  he  can  build 
up  a  sale  on  with  the  assurance  that  he  will 
keep  all  he  gets. 


CBIGAOO 

VS. 

WASBINOTON. 


While  speaking  of  the  N.  A. 
R.  D.  we  are  reminded  that 
the  issue  is  still  undeter- 
mined as  to  whether  or  not  the  official  head- 
quarters shall  be  moved  from  Chicago  to 
Washington.  The  Louisville  delegation  was 
the  one  which  brought  this  question  up  at  the 
Cincinnati  convention  last  August,  and  we  find 
a  rather  ptmgent  article  on  the  subject  in  a  re- 
cent issue  of  the  local  organ  of  the  Louisville 
association. 

The  Louisville  people  apparently  believe  that 
Chicago,  having  a  strong  representation,  has, 
to  use  their  own  expression,  "Chicagonized" 
the  Executive  Committee.  They  assure  the 
Committee  that  there  is  "a  stronger  feeling  in 
favor  of  the  removal  of  the  headquarters  from 
Chicago,  over  the  country  generally,  than  the 
Committee  is  perhaps  aware  of."  They  de- 
clare that  Washington  and  Chicago  both  look 
alike  to  them,  and  that  their  aim  in  urging 
Washington  for  the  future  headquarters  is 
merely  for  the  good  of  the  association. 

In  the  meantime  Mr.  Hugh  Craig  has  trav- 
eled from  New  York  to  Chicago  to  join  the 
headquarters  staff  as  editor  of  the  Journal.  It 
would  be  cruel  to  make  him  go  to  the  trouble 
and  expense  of  transporting  once  more  the 
numerous  and  manifold  household  equipment 
of  a  bachelor  of  his  luxurious  tastes. 

*     *     ♦ 

It  will  be  recalled  that  the 

••DERIVATIVE 7 ••     Federal  food  and  drugs  act 

stipulates  that  certain  drugs 
and  their  derivatives  must  be  mentioned  on 
the  label  of  medicinal  products  containing 
them.  But  what  are  the  "derivatives,"  for  in- 
stance, of  acetanilide?  Well,  the  rules  and 
regulations  published  soon  after  the  law  went 
into  effect  gave  a  long  list  of  derivatives  of 
the  several  drugs  mentioned  in  the  act.     One 
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of  the  derivatives  of  acetanilide  given  ^as 
acetphenetidin,  and  it  was  provided  in  the  reg- 
ulations that  in  every  case  both  the  parent  sub-- 
stance  and  the  derivative  must  be  mentioned 
on  the  label. 

Immediately  these  points  were  contested  in 
the  courts  by  the  Antikamnia  Chemical  Com- 
pany. It  was  declared  first  that  acetphenetidin 
was  not,  correctly  speaking,  a  derivative  of 
acetanilide,  and  secondly,  that  the  Government 
Board,  in  framing  its  rules  and  regulations, 
had  no  authority  to  require  the  label  to  show 
both  the  parent  and  the  derivative  substances. 
A  decision  has  now  been  reached  on  demurrer 
im  the  Supreme  Court  of  the  United  States. 
The  court  has  dismissed  the  demurrer,  and  in 
doing  so  has  held  that  the  government  was 
justified  in  insisting  upon  the  mention  of  both 
parent  *^and  derivative  substances  upon  the 
label. 

This  leaves  the  other  point  yet  to  be  deter- 
mined, namely,  whether  or  not  acetphenetidin 
is  in  reality  a  derivative  of  acetanilide.  The 
defendant  company  insists  that  it  is  merely  a 
theoretical  derivative,  and  it  expects  to  win  its 
point,  particularly  since  the  Supreme  Court 
has  already  held  in  a  similar  case  that  a  deriv- 
ative substance  can  only  be  considered  such 
when  it  is  really  made  or  obtained  from  its 
parent.  This  point  is  now  to  be  decided  by 
the  lower  court,  to  which  the  case  is  returned 
by  the  Supreme  bench. 

The  case  tmder  consideration  is  one  where 
a  shipment  of  goods  of  the  Antikamnia  Com- 
pany was  seized  and  condemned  because  the 
label  on  the  products,  while  bearing  mention 
of  acetphenetidin,  contained  no  reference  to 
acetanilide,  and  even  declared  that  no  acetani- 
lide was  present     ,^     ,>     j^ 


THE   SAME 
OLD  DEAMA. 


Once  more  we  see  the  spec- 
tacle of  George  P.  Engel- 
hard arrayed  against  the 
field.  At  a  recent  meeting  in  Chicago,  held 
for  the  purpose  of  discussing  proposed  amend- 
ments to  the  State  pharmacy  act,  Mr.  Engel- 
hard took  the  floor  again  to  express  his  undy- 
ing hatred  of  the  graduation  prerequisite 
clause.  Everybody  else  disagreed  with  him, 
and  thus  was  billed  once  more  the  interesting 
spectacle :  "George  P.  Engelhard  vs.  the  drug- 
gists of  Illinois." 

Mr.    Engelhard    advanced    the    interesting 
suggestion  that  all  educational  requirements 


should  be  put  up  to  the  board  of  pharmacy. 
"If  conditions  in  pharmacy  have  reached  such 
a  state  that  a  course  in  a  college  of  pharmacy 
is  essential  to  the  proper  qualifications  of  a 
pharmacist,  well  and  good,  let  the  board  so 
rule !"  But  it  was  immediately  pointed  out  by 
Thomas  H.  Potts  and  several  other  speakers 
that  no  such  legislative  authority  can  be  exer- 
cised by  any  executive  board,  and  doubtless 
Mr.  Engelhard  was  enough  of  a  student  of 
law  and  jurisprudence  to  know  it  beforehand. 
Secretary  Light,  of  the  C.  R.  D.  A.,  made  the 
point  that  the  U.  S.  P.  and  N.  F.  propaganda 
failed  to  progress  more  rapidly  because  of  the 
relative  scarcity  of  college  graduates  in  the 
business.  Ralph  E.  Dorland,  president  of  the 
State  Association,  declared  that  the  I.  Ph.  A. 
stood  solidly  back  of  the  fight  for  the  gradua- 
tion prerequisite,  and  would  continue  so  to 
stand. 

Other  speakers  all  expressed  themselves  as 
being  in  favor  of  the  step,  and  Prof.  A.  H. 
Qark  aroused  a  laugh  when  he  recited  several 
instances  from  his  own  experience  among  in- 
sufiiciently  educated  pharmacists.  In  one  case» 
where  a  physician  had  prescribed  strychnine 
tablets,  1/60  grain,  he  gave  a  drug  clerk  a 
verbal  order  to  refill  the  prescription  with  tab- 
lets half  as  strong.  The  drug  clerk  thereupon 
dispensed  1/30  grain  of  strychnine  tablets. 


James  W.  Morrisson,  president  of  Mor- 
risson,  Plummer  &  Company,  and  a  member 
of  the  Board  of  Control  of  the  National 
Wholesale  Druggists'  Association,  has  been 
elected  general  secretary  of  the  Chicago  Asso- 
ciation of  Commerce.  Mr.  Morrisson  is  also 
a  director  and  member  of  the  Executive  Com- 
mittee. 

4i      ♦      ♦ 

We  are  very  much  pleased  to  see  that  the 
Executive  Committee  of  the  N.  A.  R.  D.  has 
changed  the  date  of  the  Philadelphia  conven- 
tion from  August  24  to  August  17,  so  that  it 
will  no  longer  conflict  with  the  Detroit  meeting 
of  the  A.  Ph.  A.  The  Bellevue-Stratford  has 
been  selected  by  the  N.  A.  R.  D.  as  its  head- 
quarters. 

*     *     * 

A  druggist  in  Toledo  has  recently  been 
fined  $160,  and  given  a  jail  sentence  of  60 
days,  for  the  illegal  sale  of  cocaine. 
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EDITORIAL 


A  CRITICISM. 

For  a  number  of  years  the  Bulletin  of 
Pharmacy  has  made  a  specialty  of  printing 
editorials,  articles,  and  addresses  on  the  sub- 
ject of  profits.  Inspired  by  the  frequent  ap- 
pearance of  this  sort  of  material  in  our  pages, 
a  firm  of  Pennsylvania  druggists  has  now 
written  us  a  rather  caustic  letter: 

To  the  Editors: 

You  have  at  last  driven  us  to  the  pen.  For  years 
we  have  been  reading  your  advice,  and  that  of  your 
theoretical  friends,  telling  us  to  be  sure  to  figure  our 
percentage  of  profit  high  enough  to  cover  all  our 
expenses. 

Just  as  though  all  we  had  to  do  was  to  figure 
exactly  what  our  expense  was,  how  much  we  wanted 
to  make  net,  add  this  to  our  cost,  and  sell  our  goods 
at  that  price! 

Easy,  isn't  it? 

If  you  were  in  the  retail  drug  business,  or  got  your 
nose  close  enough  to  it  to  smeU  it,  you  would  know 
that  nine-tenths  of  our  selling  prices  are  "done  fixed." 
Our  job  is  to  sell  enough  goods  at  the  prevailing  prices 
to  make  a  living. 

Conditions  are  as  they  are.  Any  fellow  who  does 
business  on  your  plan  of  selling  at  a  fixed  profit  must 
have  a  little  world  all  to  himself,  or  else  he  will  spend 
all  his  time  figuring  profits  which  he  doesn't  get. 

Reading,  Pa.  Bamford  &  Kemp. 

So  our  friends  think  our  noses  are  not  close 
enough  to  the  drug  business !  Why,  bless  your 
hearts,  the  editors  of  the  BuLLE;yiN  have  edu- 
cated nostrils  that  would  do  credit  to  a  com- 
pany of  vaudeville  performers.  We  have  spent 
more  years  behind  the  counter  than  we  need 
confess  just  at  this  time.  One  member  of  the 
Bulletin  staff,  indeed,  came  to  us  direct  from 
the  ownership  and  control  of  a  drug  store 
within  a  year.  No,  no,  my  friends,  don't  as- 
sume for  a  single  instant  that  those  of  us  who 
are  trying  to  edit  the  Bulletin  of  Pharmacy 
are  a  lot  of  theorists.  We  have  all  been  up 
and  down  the  line,  from  the  sale  of  postage- 
stamps  to  the  preparation  of  Salvarsan  solu- 
tions. 

But,  waiving  this  point  of  personal  experi- 
ence, we  have  two  rejoinders  to  make  to  our 
Pennsylvania  critics.  In  the  first  place,  they 
have  grossly  misinterpreted  our  position  on  the 
question  of  profits  if  they  have  assumed  us  to 
mean  that  a  druggist  should  do  business  on  the 


"plan  of  selling  at  a  fixed  profit."  We  know 
the  druggist  can  do  nothing  of  the  kind,  and 
we  have  never  suggested  that  he  should 

On  the  other  hand,  however,  our  friends  are 
dead  wrong  when  they  intimate,  as  they  do 
throughout  their  entire  letter,  that  retail  prices 
are  settled,  that  the  druggist  cannot  change 
them,  that  he  is  the  creature  of  circumstances, 
and  that  the  profit  question  is  entirely  beyond 
his  control. 

This  is  all  tommyrot.  More  than  once  we 
have  seen  a  business  radically  changed  in 
profit-making  character  within  a  year  or  two 
as  soon  as  the  owner  of  it  realized  that  a 
change  was  imperative.  It  is  true  that  you  have 
to  meet  current  prices  on  patent  medicines, 
cigars,  most  package  goods,  and  a  lot  of  other 
things.  But,  above  and  beyond,  is  a  region 
where  you  can  get  better  prices  if  you  only 
know  the  necessity  of  getting  them,  and  if  you 
go  after  them  intelligently. 

To  mention  a  specific  instance,  we  may  say 
that  most  druggists,  for  example,  do  not 
charge  an}rthing  like  as  much  for  their  pre- 
scriptions as  they  ought  to  charge,  and  often 
they  do  not  get  as  much  for  them  as  the  so- 
called  cut-rate  druggists  in  the  larger  towns 
where  competition  is  keen. 

Here  in  Detroit  is  a  man  who  controls  six 
or  seven  drug  stores,  and  a  year  or  two  ago  he 
arbitrarily  boosted  the  price  of  ice-cream  soda 
from  five  to  ten  cents.  Foolish,  you  say? 
Well,  he  got  away  with  it  by  dispensing  a 
superior  quality  of  soda,  and  furnishing  a 
superior  service.  To-day  his  soda  business  is 
double  what  it  was  when  the  price  was  five 
cents !  This  same  man  has  a  faculty  of  putting 
in  side-lines  on  which  there  is  no  fixed  com- 
petition in  price,  and  making  a  good  profit  on 
them. 

The  whole  point  is  that  a  druggist  must 
have  in  mind  a  general  average  of  profit, 
spread  over  the  business  as  a  whole.  If  he  has 
to  sell  too  many  things  at  a  fixed  price,  then  let 
him  stir  up  his  gray  matter  and  adjust  the 
prices  on  other  articles  so  that  he  will  come  out 
right  at  the  end  of  the  year.  This  is  what  we 
have  always  argued  and  what  we  shall  con- 
tinue to  argue.  Are  we  right  about  it?  Of 
course  we  are,  and  every  wise  merchant 
knows  it. 

Don't  turn  these  suggestions  aside  by  the 
supposition  that  they  are  inspired  by  a  theorist. 
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The  man  who  writes  this  editorial  has  had 
some  connection  with  practical  business  ever 
since  he  was  18  years  old.  He  is  involved  in 
business  activties  to-day,  and  while  it  may  be 
charged  against  him  that  his  opinions  on  this 
or  that  question  are  not  always  sound,  it  can- 
not be  said  that  he  is  a  mere  theorist  who 
doesn't  know  the  commercial  game. 


HARMONY  BETWEEN  THE  BOARDS  AND 

THE  COLLEGES. 

We  commented  at  considerable  length  some 
time  ago  upon  the  able  report  of  the  Advisory 
Examination  Committee  of  the  National  Asso- 
ciation of  Boards  of  Pharmacy,  read  at  the 
Nashville  meeting.  One  feature  of  this  report, 
however,  we  refrained  from  mentioning  at  that 
time,  and  we  now  desire  to  call  it  to  the  special 
attention  of  everybody  concerned. 

This  committee,  after  making  a  year's  care- 
ful study  of  State  board  examinations  in  vari- 
ous parts  of  the  country,  came  to  the  conclusion 
that  there  is  too  great  a  difference  between 
college  curriculums  on  the  one  hand  and 
board  examinations  on  the  other.  The  inevita- 
ble result  is  that  college  graduates  often  fail  to 
get  by  the  boards,  and  we  may  add  for  our- 
selves that  this  very  phenomenon  has  fre- 
quently been  witnessed  in  certain  sections  of 
the  cotmtry  during  the  last  few  years.  Penn- 
sylvania, for  instance,  has  a  graduation  pre- 
requisite law.  In  that  State  no  one  may  take 
the  board  examination  for  a  registered  phar- 
macist until  he  has  been  graduated  from  one 
of  the  recognized  schools  or  colleges  of  phar- 
macy. Every  board  examinee,  therefore,  is  a 
college  graduate,  and  yet  the  number  of  appli- 
cants who  fail  in  the  examination  is  little  less 
than  startling! 

Why  is  it?  Have  the  colleges  failed  to  do 
their  duty?  Have  they  graduated  men  who 
cannot  come  up  to  a  fair  test?  Or,  on  the 
other  hand,  is  it  because  the  colleges  teach  one 
set  of  subjects  and  the  board  examines  on  quite 
a  different  set  of  subjects?  Is  there  a  lack  of 
harmony  in  Pennsylvania  and  other  States  be- 
tween the  college  curriculum  and  the  board  ex- 
aminations? 

The  committee  whose  report  we  are  discuss- 
ing insists  that  there  is  such  a  lack  of  harmony, 
and  it  considers  the  subject  a  very  grave  one 
in  urgent  need  of  a  remedy.     The  committee 


asks:  "What  inducement  is  there  for  a  young 
man  to  take  a  college  course  in  pharmacy  if 
failure  before  his  State  board  is  as  probable  as 
it  is  improbable  ?  Is  it  fair  to  compel  him,  as 
is  done  in  some  States,  to  get  his  degree  first 
and  then  require  him  to  pass  an  examination 
for  which  his  course  has  not  fitted  him  ?" 

The  graduation  prerequisite  movement  is 
gradually  gaining  ground.  Slowly,  year  by 
year,  this  State  and  that  will  make  graduation 
compulsory.  It  is  therefore  particularly  im- 
portant that  the  situation  we  are  discussing 
should  be  given  earnest  study  and  the  fault  cor- 
rected. It  would  seem  offhand  as  if  the 
amount  of  careful  study  and  hard  work  that 
are  going  into  the  elaboration  of  the  Pharma- 
ceutical Syllabus  would  provide  a  remedy.  The 
Syllabus  is  being  drawn  up  alike  by  board 
members  and  college  teachers,  and  if  it  is  ob- 
served alike  by  both  classes,  why  shouldn't  a 
reasonable  degree  of  harmony  and  uniformity 
be  the  result?  This  is  the  main  object,  indeed, 
of  the  whole  Syllabus  movement  in  pharmacy. 
At  any  rate,  the  question  is  one  of  great  im- 
portance, and  we  commend  it  to  the  careful  at- 
tention of  everybody  concerned. 


CORRECTING  FALSE  IMPRESSIONS. 

The  public  gets  a  false  and  one-sided  view 
of  any  profession  or  calling  from  many  of  the 
articles  which  appear  in  print  from  time  to 
time.  It  often  seems  to  us  that  pharmacy  is 
particularly  unfortunate  in  this  way.  Every 
once  in  a  while  something  is  aired  in  the  news- 
papers which  reflects  on  the  drug  trade,  and 
which  all  but  convinces  a  whole  lot  of  people 
that  druggists  are  little  better  than  dope  pur- 
veyors and  booze  sellers.  What  can  be  done 
in  a  practical  way  to  offset  such  misconcep- 
tions ? 

At  the  last  annual  meeting  of  the  Pennsyl- 
vania Pharmaceutical  Association,  Secretary 
E.  F.  Heffner  told  how  he  had  recently  read 
a  story  in  the  Saturday  Evening  Post  called 
"Bensinger's  Luck."  There  was  a  druggist  in 
this  story,  and  he  was  set  forth  as  a  parsi- 
monious and  double-dealing  individual  on  the 
one  hand,  and  on  the  other  as  a  man  of  so 
little  regard  for  good  morals  that  he  had  made 
a  fortune  by  selling  a  nostrum  made  up  mostly 
of  whiskv  and  cocaine.  Now  in  a  sense  the 
author  had  a  perfectly  ethical  right  to  con- 
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ceive  such  a  character,  and  the  publishers  of 
the  Post  an  equal  right  to  print  the  story. 
There  are  black  sheep  in  every  walk  of  life, 
and  both  author  and  publisher  might  well  de- 
clare that  because  one  druggist  was  so  pictured, 
it  did  not  at  all  follow  that  all  are  believed  to 
be  painted  with  the  same  brush. 

Nevertheless  the  tmthinking  reader,  in  pe- 
rusing a  story  of  this  kind,  gets  a  more  or  less 
unconscious  notion  that  the  druggist  as  a  type 
is  being  exhibited,  and  particularly  is  this  the 
impression  made  upon  his  mind  if  he  has  al- 
ready had  a  suspicion  of  the  same  sort  im- 
planted there  before.  Hence  the  harm  of  sto- 
ries and  articles  of  this  kind.  Realizing  the 
situation,  Mr.  Heffner  at  once  sat  down  and 
wrote  a  polite  note  to  the  publisher  of  the  Post. 
He  called  the  publisher's  attention  to  the  story 
and  declared  that  it  unintentionally  did  great 
injustice  to  the  vast  majority  of  pharmacists. 
At  the  same  time  he  courteously  absolved  both 
author  and  publisher  from  any  intent  to  do 
harm,  and  he  spoke  appreciatively  of  one  or 
two  other  articles  which  had  appeared  in  the 
Post  recently,  and  which  had  set  the  druggist 
forth  very  properly. 

What  was  the  result?  Back  came  a  letter 
from  the  editors  saying  that  the  point  made  by 
Mr.  Heffner  was  well  taken,  and  that  an  edi- 
torial would  shortly  appear  in  the  Post  de- 
signed to  correct  any  false  impression  which 
might  have  been  created  by  the  story!  The 
moral  is  plain :  every  time  you  see  an3rthing  in 
a  magazine  or  a  newspaper  which  reflects  un- 
duly on  the  character  of  the  pharmacist,  do  as 
Mr.  Heffner  did  and  either  write  a  letter  for 
publication  or  else  call  the  editor's  attention  to 
the  matter  that  he  may  adopt  a  more  S)rmpa- 
thetic  attitude  in  the  future. 


CHAIN-STORE  COMPETITION. 

The  recent  big  merger  in  the  retail  drug  field 
has  renewed  the  wail  often  heard  that  chain 
Stores  signal  the  doom  of  the  independent  re- 
tailer.   Bosh ! 

In  a  letter  received  at  this  office  from  a 
shrewd  observer,  discussing  various  things  of 
current  interest,  this  was  said  on  the  theme  of 
the  chain-store  versus  the  average  retailer: 

Oh,  what  an  opportunity  the  independent  retailer 
has  to  get  a  real  hold  on  the  people!  If  he  only  real- 
ized the  power  of  personality  in  business,  and  if  he 
were  only  broad-minded  enough  to  treat  his  customers 


with  the  same  liberality  as  the  larger  stores  do,  he 
would  not  have  to  fear  any  kind  of  competition! 

There  you  have  a  whole  sermon  in  a  nut- 
shell. 

Personality ! 

The  proprietor  of  a  large  store  is  compelled 
to  exert  his  personality  through  employees. 
The  proprietor  of  a  group  of  chain  stores  is 
still  more  dependent  upon  this  method.  The 
small  retailer,  on  the  other  hand,  coming  in 
direct  touch  with  his  customers,  and  having 
direct  supervision  over  every  detail  of  his  busi- 
ness, brings  his  personality  in  immediate  con- 
tact with  his  clientele. 

The  advantage  enjoyed  by  the  small  mer- 
chant is  enormous — if  only  he  is  wise  enough 
to  seize  upon  it  and  make  the  most  of  it. 

Our  correspondent  is  right.  The  inde- 
pendent retailer  has  no  need  "to  fear  any  kind 
of  competition." 


OUR  SERIES  OF  PRIZE  OFFERS. 

The  Editors  of  the  Bulletin  are  very 
anxious  to  secure  a  lot  of  good  material  for 
publication  during  1914.  Among  other  things, 
we  are  offering  prizes  for  the  best  papers  on 
several  different  subjects.  Full  particulars  of 
our  series  of  prize  offers  will  be  found  on 
pages  22  and  23  of  the  advertising  section  of 
this  issue  of  the  Bulletin.  Please  do  not 
overlook  the  photographs  mentioned  in  that 
connection.  We  want  a  lot  of  pictures,  and 
we  want  to  hear  from  all  our  readers ! 

Look  up  these  prize  offers — ^and  then  make 
preparations  to  capture  one  or  more  of  the 
awards ! 

The  two  questions  announced  this  month  in 
our  department  of  "Prize  Questions  and 
Answers"  are  tmusual.  They  ought  to  call 
forth  some  interesting  responses.  Look  them 
up,  also,  and  send  us  your  reply  to  at  least  one 
of  them. 

This  is  the  time  of  the  year — shortly  after 
inventory-taking — when  thoughts  of  profits 
are  most  in  mind.  Was  1913  what  it  should 
have  been,  from  a  turn-over  point  of  view  ? 

How  many  times  should  a  druggist  turn  his 
capital  over  every  year?  We  want  a  few 
opinions  on  this  point  from  readers  of  the 
Bulletin.  Let  us  hear  from  you.  Give  us 
your  conclusions  and  experiences  unreservedly. 
We  want  them. 
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THE  HAIL  OF  FAME 


A  TRIBUTE  TO  DR.  RUSBY. 

Several  pages  of  the  January  issue  of  the 
Druggists  Circular  are  devoted  to  Dr.  Henry 
H.  Rusby,  in  celebration  of  the  completion  of 
his  twenty-fifth  year  of  service  in  what  was 
formerly  known  as  the  New  York  College  of 
Pharmacy,  but  what  is  now  the  College  of 
Pharmacy  of  the  City  of  New  York.  At  the 
annual  dinner  of  the  Alumni  Association  of 
the  institution,  held  a  few  weeks  ago,  the  occa- 
sion was  seized  upon  to  pay  deserved  tribute 
to  Dr.  Rusby's  services  in  behalf  of  the  college. 

Several  speakers,  variously  representing  the 
faculty,  the  trustees,  and  the  imiversity,  testi- 
fied to  their  affection  and  admiration  for  the 
guest  of  honor.  The  faculty  presented  him 
with  a  silver  loving  cup,  and  the  Alumni  with 
a  silver  chocolate  set.  Dr.  Rusby's  response 
was  characteristic.    A  key  to  his  nature  may 


separate  tributes  paid  by  a  large  number  of 
men  well  known  in  American  pharmacy.  All 
of  which  is  very  much  in  order.  The  drug 
trade  of  the  country  has  few  men  of  such  hi^ 
ideals.  It  has  few  men  of  such  strength  of 
character.  It  has  few  men  of  such  loyalty, 
patriotism,  unselfishness. 

Long  life  to  Dr.  Henry  H.  Rusby! 


A  PRESIDENTIAL  ELECTOR. 
It  pays,  always,  to  be  a  druggist.  At  the 
last  presidential  election  it  was,  stated  mildly, 
at  least  desirable  to  be  a  Democrat.  Theodore 
C.  Bode  is  both  a  good  druggist  and  a  good 
Democrat.  He  conducts  a  very  successful 
pharmacy  at  Salida,  Colorado,  and  the  degree 


be  fotmd  in  his  statement  that  he  never  carried 
on  a  fight  from  the  mere  love  of  conflict,  but 
from  the  strength  of  his  belief  that  he  was 
doing  right  as  he  saw  it.  His  close  friends, 
too,  will  recognize  the  accuracy  of  his  declara- 
tion that  it  was  a  source  of  regret  to  him  that 
material  conditions  obliged  him  to  accept  from 
the  college  a  salary  for  services  which  he  was 
so  willing  and  so  happy  to  be  able  to  perform. 
The  Circular  gives  a  long  and  interesting 
sketch  of  the  Doctor's  life,  and  follows  it  with 


Thiodobb  C.  Bodb. 

of  his  Democracy  may  be  gathered  when  it  is 
stated  that  he  was  first  honored  as  a  Presiden- 
tial Elector  at  the  late  national  vote-casting 
and  then,  as  a  sort  of  frosting,  was  selected  by 
the  balance  of  the  electors  to  carry  Colorado's 
electoral  vote  to  the  nation's  Capitol. 

This  was  an  interesting  experience,  and  one, 
we  dare  say,  which  has  fallen  to  the  lot  of  few 
druggists. 

A  PHARMACEUTICAL  MAYOR. 

An  example  of  an  office  seeking  the  man 
may  be  found  in  the  election  of  Walter  Lyon, 
of  the  drug  firm  of  Lyon  &  Morgan,  Ravenna, 
Ohio,  as  burgomaster  of  that  thriving  little 
city. 

Mayor  Lyon  has  been  busily  engaged  at  the 
same  old  stand  for  a  little  better  than  thirty 


BULLETIN  OF  PHARMACY 


68 


years,  having  advanced  by  successive  stages 
from  chore  boy  to  senior  partner.  His  in- 
tegrity is  so  well  recognized  that  he  is  fre- 
quently made  judge  and  jury  in  matters  of 
local  dispute. 

Mr.  Lyon  was  thrown  on  his  own  resources 


establishments.  It  will  occupy  the  space  of 
two  stores,  and  in  addition  there  will  be  a 
restaurant  and  soda  department  in  the  base- 
ment. The  Kresge  building  will  have  12 
stories  of  doctors'  offices,  and  this  will,  it  is  ex- 
pected, provide  the  store  with  a  good  deal  of 
high-class  prescription  and  toilet  business. 
Patent  medicines  will  be  subordinated.  Mr. 
Cunningham  will  maintain  his  headquarters  at 
the  Standard  Drug  Store,  but  will  be  in  direct 
supervision  over  the  other  three  places. 
Verily,  this  is  the  day  of  the  chain  store ! 


A  TOLEDO  COUNCILMAN. 

A  druggist  turned  politician  is  pictured  here. 
His  name  is  Gust  A.  Hein,  and  at  the  last 
municipal  election  he  was  made  one  of  the 
city  dads  of  Toledo,  Ohio,  combating  three 
other  candidates  and  winning  by  a  nice  plural- 


at  the  age  of  thirteen,  and  gravitated  to  the 
drug  business  much  as  a  young  duck  would  to 
a  near-by  pond. 


A  RISING  DETROITER. 

Andrew  R.  Cunningham  is  a  young  man 
who  is  forging  ahead  in  this  town.  Not  so 
many  years  ago  he  had  a  little  neighborhood 
store  on  the  east  side — a  store  doing  possibly 
$30,  possibly  $40,  a  day.  Within  a  few 
months,  however,  he  will  have  four  down- 
town establishments  tmder  his  control — all  of 
them  big  ones. 

The  "Standard  Drug  Store"  on  Gratiot  Ave- 
nue, jtist  off  Woodward,  has  been  in  existence 
for  several  years,  and  must  do  a  business  of 
something  like  $200  or  $300  a  day— merely  to 
make  a  guess.  Recently  the  two  stores  on 
Woodward  Avenue  of  the  Central  Drug  Co. 
were  taken  over,  one  of  which  is  in  the  first 
group  of  the  four  biggest  stores  in  town. 
Finally,  Mr.  Cunningham  will  have  a  store  in 
the  new  Kresge  building  now  being  erected  on 
Grand  Circus  Park  opposite  the  Hotel  Tuller. 

This  last  store  will  in  many  respects  be  the 
most  interesting  of  Mr.  Cunningham's  four 


Gust  A.  Ham. 

ity  of  6dl.  Mr.  Hein  has  been  in  the  drug 
business  a  trifle  longer  than  a  quarter  of  a 
century.  He  refuses  most  emphatically  to 
state  his  age,  and  the  logical  conclusion  to 
draw  therefrom  is  that  be  is  still  unmarried. 


ANOTHER  TOLEDO  COUNCILMAN. 

Another  Toledo  father,  this  time  from  the 
third  instead  of  the  thirteenth  ward.  And  an- 
other druggist. 

Mr.  Krzyaniak,  who  is  thirty-three  years 
old,  is  located  at  2917  Lagrange  Street,  and 
enjoys  a  nice  business.  He  is  a  graduate  of  the 
Toledo  College  of  Pharmacy. 

Mr.  Krzyaniak  hails  from  a  strong  Demo- 
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cratic  ward.  He  nevertheless  was  elected  nin- 
ning  on  the  Republican  ticket,  and  there  were 
three  other  tickets  in  the  field,  at  that 


PROFITS  AND  EARNINGS 


StuniR  KUtAMIAI 


With  two  druggists  on  its  governing  board, 
Toledo  can  get  along  very  nicely  without 
Brand  Whitlock. 


A  DEFIANCE  AUDITOR. 


His 


Defiance,  not  defiant    Defiance,  Ohio, 
name  is  Virgil  D.  Weisenburger. 

Mr.  Weisenburger,  who  is  a  druggist,  is  also 
a  Democrat,  and  was  elected  city  auditor  over 


VmoiL  D.  WniBRBiraoBi 


a  Socialist  candidate  by  a  nice  little  majority 
of  754. 

He  is  tliirty-one  years  old  and  very  popular 
at  Defiance,  Ohio. 


A  PENNSYLVANIA  STATBHBNT. 

A  Keystone  dn^^  writes  us  the  follow- 
ing letter: 

"My  total  receipts  for  the  last  half  of 
1913  were  $3145.08,  distributed  as  follows: 
July,  $449.08;  August,  $560.26;  Septem- 
ber, $591.77;  October,  $537.03;  November, 
$455.09 ;  December,  $552.28. 
.  "I  paid  $3000  for  my  stock  and  fixtures, 
without  taking  inventory — a  'lump'  deal. 

"My  expenses  for  tfie  six  mcmths  were: 
rent,  $90;  light,  $37.50;  heat,  $35;  insurance, 
$10 ;  clerk  hire,  $130 ;  total,  $292.50. 

"Now,  what  I  want  is  a  comparative  esti- 
mate of  the  amount  of  capital  allowable  for  a 
certain  amount  of  business.  Moreover,  would 
I  be  justified  in  borrowing  $500  additional 
capital  ?" 

We  scarcely  know  what  to  say.  The  partial 
statement  submitted  has  nothing  to  do  with  the 
questions  asked,  so  far  as  we  can  see. 

In  a  general  way,  it  might  be  said  that  any 
man  is  justified  in  borrowing  $500  if  he  wants 
it  and  can  see  how  he  can  pay  it  back.  A  gross 
business  of  over  $6000  per  year  ought  not  to 
be  burdened  much  by  a  $500  loan.  This  is  as- 
suming, of  course,  that  the  stock  is  paid  for, 
and  that  the  business  is  normal. 

The  schedule  of  expenses  submitted  is  ab- 
normal. The  showing  is  altogether  too  good. 
Even  after  adding  a  thousand  dollars  for  the 
proprietor's  or  manager's  salary,  we  find  the 
percentage  cost  of  doing  business  under 
eleven,  which  is  absurd. 

The  question  concerning  the  amount  of  cap- 
ital required  to  do  a  certain  amount  of  business 
is  one  which  cannot  be  answered  by  rule.  Con- 
ditions differ.  Indirectly,  however,  it  may  be 
gotten  at  in  this  way:  a  druggist  ought  to  turn 
over  what  he  has  invested  in  stock  and  fixtures 
between  two  and  three  times  a  year.  Nearer 
three  than  two.  In  other  words,  a  man  having 
a  $3000  stock  investment  ought  to  do  an  annual 
gross  business  of  not  less  than  between  seven 
and  nine  thousand  dollars. 

Our  Pennsylvania  correspondent's  business 
does  not  quite  come  up  to  average,  but  it  would 
seem  that  he  has  a  good  start.  A  little  more 
time  appears  to  be  all  that  is  required. 
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The  lunoDi  dnwbrldfe  taitttbm  Ft.  Cftbuio*,  HftTiu.  The  Oanntir  Club  WTeiml  mllea  out  of  Hatsiu. 


Ro^  Palm  Hlchwuleedlac  from  thadtrotHftmw.  Uom  Outle  10011  trom  BcnH  the  hkibor. 

Th«  K«««Bt  Trip  al  th«  tohbmn  to  ■•«■■•. 


BULLETIN  OF  PHARMACY 


'.  Mftln  of  Kew  York  and  Dr.  Adolph  W.  HOlar  of  John  W.  Dnir  and  Tbnnton  ItemU  ia  a 


J.  T.  DoMsi,  pnWdont  of  the  I>o«t«i-Noithliicto&  Dmt  Co.,  Thl>  sronp  of  Cabaiu.  evidently  aomprialiit  one  complete 

BlrmtDcluua,  Ala.,  wonTinc  the  oatrlolua  at  tba  oatilob  tam  and  weU-ronndid  tamllj,  waa  mapped  in  Waterworki  PMk 

UBBT  JaokeonTlIle,  near  Havana. 


niB  >KNip  »a<  lined  op  on  the  "  Moaoatls,"  brfcin  It  itarted  Soma  of  the  ahlniix  lichta  ol  the  diuc  trade,  with  their  own 

en  tbe  retoTB  trip  to  Florida.    A/Mr  It  (tarted  It  would  not  hare  wItm  or  the  wive*  of  otbert.  are  hare  aera  nooped  in  Water- 

beiD  pMtlhle  to  set  oionth  peo^  losether  for  noh  a  plotnre.  irarki  Park— one  ot  the  attrBotive  plaoea  viaited  in  Havana. 

Th«  BaoMl  Trip  ol  tk«  JoUb«i«  la  H«v«a«. 


PRIZE  QUESTIONS  AND  ANSWERS. 

The  following  quesdons  are  announced  for  die  next  monthly  contest,  and  we  cordially 
invite  our  readers  to  send  in  answers  to  them ; 

1.  Do  specia!  wdei  pay  7    How  can  1  best  catch  the  bargain  huntwi? 

2.  What  are  the  fault*  in  the  "bo— et"  1  have  worked  for? 

For  the  best  answer  to  each  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other 
answers,  if  printed,  will  be  paid  for  at  regular  q>ace  rates.  Every  answer  must  be  at  lea<t 
500  wbrds  long,  and  in  our  hands  by  March  10. 


WHAT  ABOUT  REFILUNG  PRESCRIPTIONS  WITHOUT  CONSULTING 
THE  DOCTOR? 

Monthly  Prize  Contest— Answers  to  the  first  question  in  the  December  Bulletin. 

THE  PRIZE-WINNING  ANSWER.  Now  Mrs.  Smith  may  or  may  not  have  the 

By  Howawj  S.  Browne,  Ph.C.  M.S.  same  trouble  Mrs.  Jones  had.    But  if  we  refuse 

The  question  of  under  what  conditions,  or     '°   ««"  .*=   P'f^ipti™    we  lose   forty-fivt 
how  often,  if  at  all,  should  a  druggist  refill  a     «""■  >>=*■>""  '""'^'■'e  "  l"'""'  *"'">"  °«  """ 
prescription  without  consulting  the  doctor  is 
one  not  easy  to  answer. 

To  be  sure,  prescriptions  containing  habit- 
forming  drugs  should  not  be  refilled.  But  the 
question  of  refilling  the  usual  prescription  calls 
for  an  analysis  of  the  situation. 

Let  us  take  as  an  example  a  case  from  my 
own  town  with  which  I  am  familiar.  Mrs. 
Jones  gets  a  prescription  from  Dr.  H.  which 
reads  like  this: 

Aeidi  Aeetyli  Salicyliei 2.0 

Camphoris  Monobromatis 1,0 

QuinmBe  Sulphaiis 3.0 

Capsici  0.5 

Extracti  Hyoscyami 0.5 

M.  «  ft.  in  caps.  No.  XV. 
Sig. :   One  every  two  hours. 

UP  AND  DOWN  THE  LINE. 

The  doctor  is  evidently  prescribing  to  relieve 
Mrs.  Jones  of  a  severe  cold.     She  takes  the  now«rd  s.  Browne,  Ph.c..  m.8. 

prescription  to  the  drug  store  to  have  it  filled, 

and  demands  a  copy.     In  a  few  days,  being  re-  Smith,    who    will    take    the    prescription    to 

lieved  of  her  cold,   she  mentions  the  fact  to  Brown's  and  get  it  filled. 

Mrs.    Smith,   a    neighbor   woman,    who   lives  On  the  other  hand,  if  we  do  not  advise  Mrs. 

across  the  street,  that  Dr.  H.  gave  her  an  ex-  Smith  to  consult  Dr.  H.,  but  fill  Mrs.  Jones's 

cellent  prescription  for  her  cold,  and  suggests  prescription  for  her,  we  are  beating  the  doctor 

that  she  surely  ought  to  try  it.     So  she  gives  out  of  his  fee  for  the  sake  of  the  price  of  this 

Mrs.  Smith  the  prescription,  and  Mrs.  Smith  prescription, 
comes  in  to  have  it  filled,  saying  that  she  would         So  there  yon  are ! 
like  to  have  this  formula  filled  for  her  cold.  Promiscuous  refilling  of  prescriptions  is  ethi- 
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cally  wrong.  Refilling  those  containing  habit- 
forming  drugs  is  both  morally  and  legally 
wrong. 

The  refilling  of  the  above  prescription  for 
Mrs.  Jones,  the  one  for  whom  it  was  originally 
intended,  is  all  right,  unless  the  druggist  has 
good  reason  to  believe  that  Mrs.  Jones  is  not  ill 
with  the  same  trouble  the  doctor  prescribed 
for.  In  such  a  case  it  would  be  to  the  doctor's 
advantage,  as  well  as  that  of  the  druggist,  to 
remark  in  as  friendly  and  concernedly  a  man- 
ner as  possible,  "It  has  been  quite  a  while  since 
you  had  this  prescription  filled.  Don't  you 
think  you  had  better  consult  Dr.  H.  again,  to 
see  if  it  isn't  necessary  to  change  some  of  the 
ingredients?" 

QUITE  A  DIFFERENT  CASE. 

The  renewal  of  prescriptions  is  a  question 
for  individual  judgment.  It  requires  tact,  ex- 
perience and  a  knowledge  of  the  conditions  of 
the  case. 

Let  us  take  another  example  which  came  to 
my  notice  last  summer.  Mrs.  S.  went  to  Dr. 
W.  for  a  prescription  for  constipation.  He 
prescribed  as  follows: 

Phenolphthaleini  grains  xii 

Fluid  Extractus  Rhamni  Purshiani  Aro- 
mat.,  q.  s ounces  iii 

M.     Sig. :   Teaspoonful  each  evening  as  needed. 

Two  months  later  Mrs.  S.  brought  back  the 
bottle  and  we  consulted  our  file  and  let  her 
have  the  prescription.  There  can  be  no  ques- 
tion in  a  case  like  this.  The  woman  certainly 
ought  to  know  whether  she  needed  the  bottle 
refilled  or  not.  Had  Dr.  W.  wished  to  see  her 
again  to  find  out  how  she  was  progressing,  he 
could  have  used  the  words  "Non  Repetatur," 
to  warn  us  not  to  repeat. 

In  the  majority  of  cases,  renewals  are  ex- 
pected and  granted  on  demand.  But  occasion 
sometimes  arises  where  a  single  vialful  is  all 
that  is  needed,  or  advisable.  The  notion  that  a 
medicine  "can  do  no  harm  if  it  does  no  good" 
is  in  most  cases  erroneous ;  sometimes  very  de- 
cidedly so. 

The  pharmacist  needs  to  exercise  watchful- 
ness, use  judgment,  and  do  what  he  conscien- 
tiously thinks  to  be  right,  ever  bearing  in  mind 
that  he  who  seeks  the  almighty  dollar  before 
his  brother's  welfare  is  a  poor  specimen  of  a 
man  indeed. 


LET  THE  ATTITUDE  OF  THE  PHYSICIAN 

DECIDE. 

By  R.  E.  Davenport,  Davenport,  Iowa. 

In  answer  to  the  interrogation,  "Under  what 
conditions,  or  how  often,  if  at  all,  should  a 
druggist  refill  a  prescription  without  consult- 
ing the  doctor  ?" 

This  question  must  be  answered,  in  the  end, 
by  each  individual  druggist,  and  in  doing  so 
he  must  take  into  consideration  all  points  that 
have  a  bearing  on  the  subject,  for  no  two 
pharmacies  can  be  conducted  exactly  alike. 

A  FRIENDLY  PHYSICIAN. 

He  must  consider,  first,  his  physician,  or 
physicians.  If  the  M.  D.  is  a  good  friend  of 
the  druggist,  then  the  latter  should  think  twice 
before  doing  something  that  may  offend  him. 
By  being  a  good  friend  I  mean  that  he  should 
speak  favorably  of  the  druggist  to  his  patients. 
This  is  the  acid-test,  for  when  the  patient  asks, 
"Where  had  I  better  get  this  filled,  doctor?" 
and  the  doctor  answers,  "Oh,  any  drug  store !" 
that  man  is  not  a  particular  friend  of  any  cer- 
tain druggist.  But  if  he  tells  the  patient  that 
he  considers  Mr.  Smith  an  excellent  pharma- 
cist, then  that  doctor  is  certainly  Mr.  Smith's 
friend  and  Pharmacist  Smith,  in  turn,  should 
not  refill  his  prescriptions  without  consulting 
him. 

But,  on  the  other  hand,  if  the  doctor  never 
speaks  a  word  in  favor  of  the  druggist,  is  a 
general  kicker  and,  in  substance,  simply  uses 
the  store  for  a  convenience,  then  the  druggist 
is  under  no  obligations  to  him,  and  in  that  case 
I  think  he  should  refill  any  and  all  prescriptions 
that  his  customers  want  refilled,  excepting,  of 
course,  those  containing  habit-forming  drugs 
and  other  medicines  that  common  sense  dic- 
tates should  not  be  used  promiscuously. 

AN  englishman's  VIEW. 

Now  looking  at  the  question  from  the 
standpoint  of  right  or  wrong,  what  then  ?  The 
prescription  should  be  refilled ! 

I  cannot  help  but  look  at  the  ownership  of 
the  prescription  from  the  standpoint  of  many 
Englishmen  I  have  met — that  the  prescription 
belongs  to  the  patient.  One  must  not  lose 
sight  of  the  fact  that  the  patient  has  paid  the 
doctor  for  the  prescription  (supposedly  so,  at 
least).  When  one  buys  something  and  pays 
for  it,  then  surely  that  something  belongs  to 
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the  buyer.  And  if  it  belongs  to  the  patient,  it 
surely  ought  to  be  refilled  if  he  so  desires. 

Some  may  say  that  the  prescription  was 
written  for  a  certain  ailment  at  a  certain  time 
and  should  not  be  used  again  as  the  conditions 
may  be  different  though  seemingly  the  same. 
But  I  take  the  stand  that  the  patient  frequently 
knows  his  condition.  I  know  of  instances,  and 
undoubtedly  the  reader  does  also,  where  the 
patient  knew  better  what  he  needed  than  any- 
one else.  Sometimes,  too,  the  doctor  cannot 
be  reached. 

The  pharmacist  must  also  consider  his  cus- 
tomers. Is  it  business  to  drive  business  away 
by  refusing  to  refill  a  prescription,  when  the 
drug  store  around  the  comer  will  be  glad  to 
do  so? 

The  man  who  will  do  that  hasn't  got  much 
of  a  business  head ! 

I  think  that  it  is  perfectly  right  and  proper 
to  refill  prescriptions.  The  only  thing  that 
would  stop  me  would  be  if  the  doctor  was  a 
friend  and  I  thought  it  was  business  policy  not 
to  do  so. 


IT  SHOULD  BE  DONE. 
By  F.  W.  Churchill,  Ph.G.,  Proctor,  Vt. 

A  druggist  should  refill  a  prescription  as 
often  as  presented  by  a  customer,  providing  it 
does  not  contain  some  ingredient  injurious  to 
health,  or  of  habit-forming  action.  The  phy- 
sician should  instruct  his  patient,  or  write 
"Non  repetat.,"  on  his  prescription  if  he  does 
not  want  it  refilled. 

Location  of  a  business  governs  the  nature  of 
prescriptions  refilled.  There  are  instances  of 
unscrupulous  practitioners  who  would  give  a 
conscientious  druggist  no  end  of  trouble. 

It  would  be  wise  for  the  druggist  to  take 
into  consideration  the  individual  temperament 
of  both  customer  and  physician  before  refusing 
to  refill  a  prescription. 

In  most  instances  one  would  be  turning 
trade  away  from  his  store  if  he  refused  to  refill 
a  customer's  prescription. 

One  cannot  refuse  the  sale  of  his  wares,  if 
he  is  to  stay  in  business. 

If  a  customer,  through  ignorance  of  medi- 
cine, should  prolong  a  treatment  by  taking  a 
prescription  which  contained  some  injurious  or 
habit-forming  ingredient,  the  druggist  has 
good  ground  for  refusing  to  refill,  and  should 
be  upheld  by  the  physician,  whom  he  should 


consult.  If  the  physician  does  not  want  his 
prescriptions  refilled,  "Non  repetat."  should  be 
printed  on  each  blank. 

Very  few  serious  results  have  occurred  from 
the  refilling  of  prescriptions,  and  it  is  seldom 
the  case  that  a  customer  will  continue  the 
treatment  after  the  ailment  is  corrected. 

The  loaning  of  prescriptions  to  neighbors  is 
not  ground  enough  for  the  druggist  to  refuse 
the  refill. 

One  should  not  refuse  the  refilling  of  a  pre- 
scription any  more  than  he  would  the  repeated 
call  for  another  bottle  of  the  numerous  adver- 
tised remedies  he  has  on  his  shelves. 

The  customer  will  not  thank  you  for  med- 
dling in  his  affairs. 

Refill  prescriptions ! 


THE  QUESTION  OF  NARCOTICS. 

By  W.  a.  Hachett,  Sentinel,  Okla. 

The  question  is  one  of  considerable  im- 
portance to  every  retail  druggist,  and  one  that 
most  of  us  have  had  to  consider  more  or  less 
thoughtfully. 

It  strikes  me  that  the  number  of  times  and 
the  frequency  of  refilling  a  prescription  with- 
out consulting  the  doctor  must  be  governed  by 
the  contents  of  the  prescription  as  regards 
opiates,  narcotics,  and  bromides. 

A  great  deal  depends  on  the  doctors.  Some 
of  them  limit  the  number  of  times  their  pre- 
scriptions may  be  refilled.    Others  do  not. 

I  adhere  strictly  to  the  physician's  wishes  in 
regard  to  this  point,  when  I  know  what  they 
are.    If  I  do  not,  I  use  my  own  judgment. 

A  NINE-YEAR-OLD  PRESCRIPTION. 

I  once  filled  a  prescription  for  a  lady  after 
it  had  been  on  file  for  nine  years,  and  had  not, 
as  far  as  I  knew,  been  refilled  during  that  time. 
However  it  was  for  Elix.  Cramp  Bark  Co.,  and 
the  doctor  had  long  since  moved  away.  Of 
course,  had  the  contents  been  any  kind  of 
an  opiate,  it  would  have  been  different. 

It  would  be  much  nicer  for  the  druggist,  and 
remove  quite  a  lot  of  responsibility  from  him, 
if  all  doctors  would  insist  that  their  prescrip- 
tions not  be  refilled.  But  this  will  probably 
never  become  general,  as  so  many  people  kick 
on  paying  for  a  prescription,  thinking  that 
once  they  have  paid  for  it,  it  should  serve  in- 
definitely.     Moreover,    many    doctors   them- 
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selves  don't  seem  to  realize  what  the  refill  may 
lead  to. 

However,  it  always  has  been,  and  probably 
always  will  be,  largely  up  to  the  individual 
druggist  to  use  his  own  best  judgment  as  to  the 
proper  course  to  pursue.  There  can  be  no  fixed 
rule,  as  each  case  is  different  and  governed  by 
different  circumstances. 

THE  COURT  OF  FINAL  RESORT. 

The  matter  ought  to  adjust  itself  pretty  well, 
though.  By  keeping  a  record  of  all  new  pre- 
scriptions and  refills  and  watching  the  refills 
carefully  and  consulting  the  doctor  from  time 
to  time  there  should  not  be  any  difficulty  in 
controlling  the  situation.  The  average  la)mian 
now  knows  enough  of  the  horrors  of  a  "dope 
fiend's"  life  to  shudder  at  the  thought  of  ever 
becoming  one  himself,  and  will  thank  you  for 
taking  interest  enough  in  him  to  try  and  pro- 
tect him. 

Therefore  I  think  it  is  a  question  resting 
mostly  with  the  individual  druggist  as  to  how 
often  he  should  refill  a  prescription  and  that  he 
should  be  governed  by  the  patient,  the  contents 
of  the  prescription,  and  the  general  circum- 
stances connected  with  the  case. 

Most  druggists  are  capable  of  making  the 
right  decision. 


DONT  REFILL  WITHOUT  AUTHORITY. 
By  Margaret  £.  Stsickler, 

Pharmacist  Ohio  Valley  General  Hoapiul.  Wheeling,  West  Va. 

Since  receiving  the  last  issue  of  the  Bulle- 
tin OF  Pharmacy  I  have  spent  many  thought- 
ful hours  in  trying  to  find  sortie  potent  excuse 
which  might  imder  some  extreme  circum- 
stance or  condition  justify  a  druggist  in  refill- 
ing a  prescription  without  consulting  the 
doctor. 

My  efforts  have  been  crowned  with  disap- 
pointment. 

The  arguments  against  such  a  practice  are 
so  logical,  and  the  reasons  so  manifold,  that 
were  I  to  attempt  to  enumerate  them  in  the 
columns  of  the  Bulletin,  the  magazine  would 
have  room  for  but  little  else. 

Let  us  so  live  and  act  that  the  lines  of 
Kipling  may  not  justly  be  applied  to  us: 

Men  are  not  moved  to  better  things 

By  wit  or  common  sense, 
But  cuffed  by  priests  and  kicked  by  kings. 

Use  them  in  self-defense. 


BEYOND  DRUGGIST  S  PROVINCE. 

A  prescription  is  based  on  the  symptoms  and 
conditions  of  a  patient  imder  the  physician's 
immediate  observation,  and  the  directions  and 
number  of  doses  comprising  a  part  of  the  pre- 
scription fully  imply  the  doctor's  intention  re- 
garding treatment. 

Consequently  it  is  beyond  the  province  of 
the  druggist,  or  even  the  patient,  to  decide  the 
question  of  prolonging  the  treatment.  The 
doctor,  alone,  is  the  one  to  pass  judgment  on 
the  results  of  his  medication. 

To  assume  such  a  responsibility  would  in- 
volve, on  the  part  of  the  druggist,  the  much 
deplored  practice  known  as  "counter  prescrib- 
ing," while  the  patient  would  be  guilty  of  the 
practice  known  as  "self-medication,"  both  of 
which  are  disparaged  by  every  conscientious 
physician  and  fair-minded  druggist  in  the  land, 
and  are  discoimtenanced  by  the  well-informed 
outside  of  both  professions. 

Aside  from  the  manifest  dangers  of  such  a 
practice  to  life  and  health,  there  is  also  a  legal 
aspect  which  cannot  be  regarded  lightly. 

THE  legal  and  ETHICAL  ASPECT. 

In  almost  every  State  and  country  there  is  a 
medical  law  defining  clearly  what  constitutes 
"practicing  medicine."  I  know  of  no  State  or 
country  that  grants  to  a  druggist  the  right  to 
prescribe  for  the  sick.  That  being  the  case, 
what  excuse  can  any  druggist  give  for  openly 
and  defiantly  violating  the  laws  under  which 
he  lives? 

Such  a  practice  is  unnecessary  from  the  fact 
that  a  druggist  who  desires  to  practice  medi- 
cine in  open  violation  of  the  law  can  purchase 
a  formulary  for  one  dollar  filled  from  "kiver 
to  kiver"  with  authentic  prescriptions  from 
physicians  of  the  highest  standing  and  reputa- 
tion. By  using  such  a  book  he  will  obviate  the 
crime  of  forging  his  neighbor's  name  to  the 
direction  on  the  medicine. 

To  those  of  imlimited  audacity,  it  might  ap- 
pear more  ostentatious  to  copy  a  formula  from 
Dr.  Osier's  Practice  of  Medicine  and  inscribe 
on  the  label  "Wm.  Osier,  M.D." 

This  is  extreme,  of  course,  but  isn't  it 
logically  concluded? 

Let  us  be  ethical,  honest,  and  conscientious. 
Let  our  energies  and  business  methods  be  at  all 
times  within  the  safe  limits  of  the  laws  tmder 
which  we  work. 


HOW  BEST  CAN  WOMEN  CUSTOMERS  BE  HANDLED  WHO  INSIST  ON 

THE  EXCHANGE  OF  RUBBER  GOODS? 

Monthly  Prize  Contest— Answers  to  the  second  question  in  the  December  Bulletin. 


THE  PRIZE-WINNING  ANSWER. 
By  Alex  F.  Peterson,  Missoula,  Mont. 

I  would  amend  the  above  question  so  as  to 
include  men  as  well  as  women,  for  it  has  been 
my  experience  that  some  men  are  as  unreason- 
able as  some  women. 

The  answer  to  this  question  can  be  con- 
densed into  one  word,  tact. 

Customers  being  like  thumb  prints,  no  two 
exactly  alike,  it  is  impossible  to  lay  down  a 
general  rule  for  handling  them.  But  here  is 
where  salesmanship  shows  to  the  best  ad- 
vantage. The  most  important  thing  to  be  con- 
sidered is  that  the  customer  must  be  perfectly 
satisfied.  This  is  sometimes  a  difficult  end  to 
attain,  especially  if  the  transaction  is  to  show 
a  profit  to  the  store. 

Undoubtedly  a  great  many  requests  for  ex- 
changes are  due  to  the  fact  that  the  selling 
arguments  used  were  not  sufficiently  impressive 
to  make  the  customer  satisfied  with  her  pur- 
chase, hence  it  seemed  less  and  less  desirable; 
while  if  the  proper  selling  arguments  had  been 
advanced  the  purchase  would  seem  better  and 
better,  and  nothing  but  a  proven  defect  would 
prompt  her  to  exchange  it.  It  is  all  a  matter 
of  using  one's  power  of  suggestion,  to  which 
all  customers,  men  as  well  as  women,  are  very 
susceptible. 

A  BULLETIN  SUGGESTION. 

Of  course  there  should  be  no  occasion  for 
exchanging  any  article  in  the  rubber  goods  line 
that  has  been  used,  unless  it  has  proved  de- 
fective. Some  time  ago  I  saw  a  suggestion  in 
the  Bulletin  of  Pharmacy,  in  the  depart- 
ment of  "Dollar  Ideas,"  I  think,  that  melted 
paraffin  be  applied  to  the  stoppers  of  water 
bags,  so  that  in  the  event  they  were  returned 
it  could  readily  be  seen  if  they  had  been  used. 
I  would  suggest  the  use  of  some  water-soluble 
ink.  Show-card  ink  is  excellent,  as  this  will 
readily  dissolve  in  water  of  any  temperature. 

As  to  rubber  goods  sold  with  a  guarantee, 
should  they  prove  defective  within  the  life  of 
the  guarantee,  they  should  be  exchanged  with- 
out question.  There  are  doubtless  many  people 
who  try  to  take  advantage  of  the  dealer  in  ex- 
changes of  this  kind,  but  by  tactful  treatment 


one  can  make  a  little  additional  profit  and 
avoid  the  loss  of  a  customer. 

As  an  illustration:  Some  time  ago  a  lady 
who  is  an  excellent  customer  said  that  she  had 
a  guaranteed  water  bottle  which  had  proved 
defective,  and  wanted  it  replaced.  Imagine 
my  surprise  when,  upon  opening  the  parcel,  I 
found  a  bag  which  we  had  discontinued 
handling  three  or  four  years  previously,  and  I 
was  certain  not  one  had  been  in  stock  for  more 
than  two  years ! 

customer  tactfully  handled. 

Refusal  to  replace  the  bottle,  or  even  any 
argument  over  the  matter,  would  in  this  case, 
I  knew,  result  in  the  loss  of  her  trade,  but  yet 
to  keep  her  supplied  with  good  hot-water  bot- 
tles indefinitely  seemed  entirely  out  of  place. 
Showing  her  the  best  bottle  we  had  in  stock, 
one  which  during  all  the  time  we  had  handled 
the  line  none  had  ever  proved  defective,  I  said: 
"Now,  Mrs.  F.,  why  not  get  one  of  these,  and 
the  syringe  attachments  with  it?  Deducting 
the  price  you  paid  for  the  one  returned,  it  will 
not  cost  you  as  much  as  one  of  just  average 
quality,  and  I  can  assure  you  that  you  will 
never  have  occasion  to  regret  it." 

The  proposition  was  immediately  accepted, 
and  counting  the  cost  of  both  bags  and  syringe 
attachments,  a  profit  was  made,  and  a  good 
customer  retained. 

Instances  similar  to  this  occur  in  all  stores 
frequently,  not  only  in  the  rubber  goods,  but 
in  every  department,  and,  as  said  before,  while 
all  cases  cannot  be  treated  in  the  same  way,  a 
little  tact,  which  is  really  the  most  important 
part  of  salesmanship,  is  all  that  is  necessary  to 
avoid  the  loss  of  customers  and  money. 


BOTH  YES  AND  NO. 

By  George  J.  Evans,  Ocean  Grove,  N.  J. 

How  best  can  those  women  customers  be 
handled  who  want  to  insist  on  the  exchange 
privilege  with  rubber  goods  ? 

Rubber  goods  should  not,  as  a  rule,  be  either 
exchanged  or  taken  back  for  credit.  If  they 
have  been  used  once  they  are  very  apt  to  be 
carriers  of  germs  and  consequently  of  disease. 
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Moreover,  if  they  have  been  used  at  all,  to  ask 
the  return  or  exchange  privilege  is  surely  an 
excellent  specimen  of  what  might  be  termed 
gall. 

THE  FEMALE  OF  THE  SPECIES. 

Occasionally  one  encounters  the  "female  of 
the  species  who  is  more  deadly  than  the  male." 
To  illustrate.  A  certain  acquaintance  of  mine 
was  once  manager  of  a  prosperous  pharmacy 
in  a  city  of  about  100,000  not  a  million  miles 
from  New  York.  He  was  a  very  unaccommo- 
dating chap  and  somewhat  overfilled  with  self- 
importance.  One  day  a  woman  customer  sent 
her  little  girl  to  the  store  with  a  note,  asking 
for  two  of  a  certain  kind  of  nipples.  It  did  not 
please  his  majesty  to  send  what  was  called  for ; 
he  substituted — he  sent  two  of  some  other 
kind.  In  a  short  time  the  woman  herself  ap- 
peared and  showed  every  evidence  of  being 
somewhat  miffed.  She  demanded  that  the  two 
nipples  be  exchanged  or  her  ten  cents  re- 
turned. Mf.  Manager  refused  to  do  either, 
and  let  loose  some  choice  language.  The  war 
of  words  ran  to  some  length,  until  finally  the 
hot-headed  manager  grabbed  the  city  directory 
and  let  fly.  The  woman  was  hit  below  the 
belt,  and  time  was  called.  So  was  a  police- 
man. To  the  station-house  for  Mr.  Manager, 
and  a  charge  of  assault  and  battery  resulted 
in  a  fine  of  $10  and  costs. 

Here  was  a  man  who  didn't  believe  in  ex- 
changing rubber  goods ! 

I  have  known  the  good  lady-of-the-house  to 
purchase  a  fountain  syringe  during  the  day, 
and  at  night  when  her  husband  came  home  to 
find  that  he,  also,  had  bought  one.  In  such  a 
case  I  would  give  the  lady  a  credit  memoran- 
dum. 

WHEN   MRS.   GOLDROCKS  DEMANDS. 

But  when  Mrs.  Goldrocks  comes  over  to  the 
store  in  her  automobile  and  says,  "I  bought 
this  hot-water  bottle  here  a  few  weeks  ago, 
only  used  it  a  few  times,  and  last  night  when 
I  filled  it,  it  leaked.  I  want  a  new  one  for  it" 
— in  such  a  case  I  would  express  a  little  sor- 
row as  politely  as  possible,  but  let  her  keep  on 
wanting,  as  far  as  getting  a  new  hot-water 
bottle  from  me  gratis  is  concerned. 

And  invalid  cushions.  Patient  gets  well 
and  doesn't  need  them! 

They  should  not  be  made  good. 

To  please  all  the  lady  customers  in  the  rub- 


ber goods  line  would  be  to  "stretch"  a  point  a 
long  way,  I  fear. 

I  have  worked  in  a  city  store  which  had  a 
permanent  family  trade,  and  where  the  policy 
was  to  take  back,  exchange,  or  even  give  the 
money  back,  to  any  and  every  rubber  goods 
customer  who  asked  it.  And  the  proprietor 
of  this  store  has  made  money,  too,  and  a  good 
lot  of  it,  at  that.    But  he  is  an  exception. 

Again,  I  have  worked  where  the  policy  was 
not  to  take  back  or  exchange,  under  any  cir- 
cumstances, anything  in  the  line  of  rubber 
goods.  This  proprietor,  too,  has  made  money, 
and  has  and  holds  a  good  patronage.  Both 
sides,  you  see. 

After  all,  it's  up  to  the  proprietor  or  clerk 
to  use  good,  hard  common  sense. 


THREE  CONSIDERATIONS. 

By  J.  Earl  Taylor,  Ph.G.,  Gridley,  III. 

The  best  way  to  handle  women  customers 
who  insist  on  the  exchange  privilege  in  the 
matter  of  rubber  goods  is,  in  my  opinion,  to 
be  based  on  these  conditions:  How  goods  are 
cared  for;  what  the  manufacturer  stands  for; 
and  what  you  tell  the  lady  when  she  makes  her 
purchase. 

If  the  goods,  while  in  your  store,  have  re- 
ceived proper  care,  you  have  done  all  that  could 
be  done  along  that  line. 

If,  to  begin  with,  you  have  bought  "quality" 
goods,  you  have  dealt  with  a  reputable  manu- 
facturer, and  are  backed,  therefore,  by  a  little 
leeway  in  the  matter  of  the  return  privilege 
yourself. 

If  at  the  time  the  lady  makes  the  purchase 
reasonable  precaution  is  exercised  and  she  is 
told  that  rubber  is  rubber  and  not  cast  iron, 
much  trouble  may  be  averted.  Take  the  mat- 
ter of  an  ice-cap,  for  instance.  Why  not  tell 
the  customer  that  it  is  an  extremely  good  prac- 
tice to  put  the  cracked  ice  in  a  basin  of  warm 
water  for  a  minute  or  two,  before  putting  it 
into  the  cap?  Explain  that  this  procedure 
takes  off  the  sharp  edges  and  thereby  does 
away  with  a  great  deal  of  the  probability  of 
the  ice  cutting  through  the  rubber. 

When  you  sell  anything  in  the  line  of  rub- 
ber goods,  if  it  is  necessary  to  warrant  it,  do  it 
with  no  uncertain  sound.  I  don't  believe  in 
the  so-called  "year  guarantee,"  however.  Guar- 
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antee  the  article  against  any  defect  in  manu- 
facture, and  then  stand  back  of  it 

Better  throw  a  dollar  in  the  back  yard  than 
lose  a  customer,  especially  a  woman  customer. 
One  woman  customer  beats  two  men  custom- 
ers, any  time. 

To  sum  up,  handle  quality  goods.  Guar- 
antee these   goods  and   stand  back  of  your 


warrant.  Give  your  customer,  at  the  time  of 
purchase,  a  full  and  free  course  of  instruction 
as  to  how  rubber  goods  ought  to  be  used  and 
cared  for. 

Following  this  course,  the  rubber  goods  de- 
partment ought  to  be  profitable,  and  a  great 
deal  more  of  a  source  of  pleasure  than  it  often 
happens  that  it  now  is. 


"MY  BEST  PAYING  SIDE-LINE.** 

Foort««ntli  Paper  In  a  Raflvmad  Sarlaa  of  BULLETIN  AHlcUa— Pniotloal  Polnta  la  tha  Stook« 
Ib^»  Arran^ln^t  and  Dlapoala^  of  Popnlar-prloa  Shaat  Hoalo — How  a 

Hall-ordar  Bvalnaaa  waa  Eatabliahad* 

By  L.  W.  COLEMAN. 

Dodtfe  City,  Kansas. 


Sheet  music,  when  properly  handled,  makes 
a  good  side-line,  and  is  one  which  I  consider 
our  best  paying  one. 

We  handle  a  well-known  popular  edition  of 
ten-cent  music.  The  lot  comprises  some 
twelve  or  thirteen  hundred  numbers,  arranged 
for  different  instruments ;  ilso  vocal  selections, 
arranged  for  solo,  duet,  and  quartette  work. 

We  have  folders  for  each  number,  and  all 
are  numerically  arranged  in  folios  of  fifty  each, 
the  folders  being  furnished  by  the  publishers. 
They  also  furnish  us  with  all  the  catalogues, 
bearing  our  imprint  on  the  cover,  that  we  can 
use. 

Customers  are  invited  to  look  through  a  cat- 
alogue, and  any  selection  they  should  make 
may  be  taken  from  the  folio  bearing  the  num- 
ber which  was  opposite  the  name  and  descrip- 
tion in  the  catalogue.  It  is  no  more  trouble  to 
find  the  particular  sheet  of  music  wanted  than 
to  turn  to  a  certain  page  in  a  book. 

This  music,  which  we  sell  for  ten  cents,  costs 
us  a  little  over  three  cents  per  copy,  so  you  can 
readily  see  that  if  we  did  merely  an  ordinary 
business  it  would  be  a  paying  one. 

We  obtained  the  names  and  addresses  of 
music  teachers  all  over  the  county  and  adjoin- 
ing territory  and  wrote  them  to  the  effect  that 
we  would  mail  them,  gratis,  one  sheet  of  music 
which  they  might  select  from  our  catalogue  for 
every  five  names  of  their  pupils,  or  any  of 
their  acquaintances  who  were  in  the  habit  of 
buying  music,  which  they  might  send  us.  After 


receiving  the  lists  of  names — which  are  in- 
variably forthcoming — we  mail  the  teachers 
their  selections  as  premiums,  and  then  mail 
our  catalogue  to  each  address  secured  in  this 
manner. 

We  also  mail,  at  the  same  time,  printed  let- 
ters stating  that  we  have  in  stock  the  entire 
editions  of  ten-cent  music  for  which  they  here- 
tofore have  been  compelled  to  send  to  New 
York.  We  point  out  in  our  letters  the  time 
saved  in  ordering  from  us ;  also  that  we  would 
make  them  the  same  price  the  publishers  did. 

Of  most  numbers  we  carry  only  one  in  stock. 
Of  the  best  sellers  we  carry  more.  When  num- 
bers are  sold  out  we  lay  the  folders  bearing 
these  numbers  in  a  compartment  kept  for  that 
purpose.  Once  a  week  we  order  additional 
numbers,  using  the  pile  of  empty  folders  as  our 
want-book. 

This  side-line  works  best  in  a  town  which 
has  no  well-stocked  music  store,  although  the 
mail-order  part  of  the  business  would  work 
well  anyivhere. 

We  also  carry  a  line  of  small  instruments 
such  as  violins,  guitars,  banjos,  mandolins,  etc., 
avoiding  the  higher  priced  ones,  although  we 
often  take  orders  for  the  better  grades  of 
instruments. 

This  line  is  a  very  satisfactory  one  to  make 
your  best  side-line,  and  a  good  one  to  push 
systematically.  There  is  no  side-line  that  will 
make  good  in  your  store  if  you  don't  push  it; 
no  side-line  that  will  take  care  of  itself. 


A  NEW  NOTE  IN  WINDOW  TRIMMING. 

■Uld  StoiiH'cUy  m»i  Strtklai    DamI^k  tha  Dominant  CharactartaUca— A  Dlaplay  Hua*  Firat 

Campal  AttanUoa.  than  Faatnra  tka  Oooda— Moat  of  tha  Trlma  Inazpaaalva 

and  ■aadlly  Adaptabla  to  Praotloal  KaqalraManta. 

By  I.  W.  BLAKLEY. 

(All  richta  naertad.) 


It  was  difficult  for  us,  at  first,  to  remember 
that  Columbus  discovered  America  in  1492. 
But  a  constant  repetition  of  this  fact  has  so 
firmly  established  that  date  in  our  minds  that 
1492  and  Columbus  have  become  almost 
welded  into  one. 

What  reader  of  magazine  advertising  does 
not  connect  the  slogans,  "Eventually — Why 
Not  Now?"  with  Gold  Medal  Flour,  or  "Let 


mere  mention  of  the  one  will  suggest  the  other. 
Thus  will  the  amalgamation  be  complete,  form- 
ing an  endless  chain  of  benefiL 

Get  the  masses  to  thinking  favorably  about 
you  and  your  wares,  and  to  talking  it  to  their 
friends  and  acquaintances,  and  you  may  as 
well  prepare  for  an  increased  business.  It  is 
the  inevitable  fruit  of  successful  advertising. 

Millions  of  dollars  worth  of  merchandise  is 


A.  cold  wave  comlucl 


the  Gold  Dust  Twins  Do  Your  Work"  with 
Gold  Dust  Washing  Powder? 

It's  constant  and  consistent  advertising  that 
fixes  the  article  in  the  mind  and  creates  an  im- 
mense demand  for  it. 

By  the  same  cour«  of  reasoning  it  can  read- 
ily be  observed  how  essential  it  is  to  be  per- 
sistent in  keeping  the  advertising  window  con- 
stantly before  the  public  in  an  attractive  and 
educational  manner.  With  an  entertaining  story 
ever  new,  the  article,  the  store,  and  the  dealer 
himself  will  become  welded  into  one  until  the 


sold  every  year  as  a  result  of  picturing  chil- 
dren in  various  pleasing  poses.  Pictures  teach 
better  than  words,  and  often  leave  more  last- 
ing impressions. 

A  SIMPLE  DISPLAY. 

The  design  illustrated  in  the  accompanying 
cut  is  one  of  the  himian  interest  variety.  The 
scene  depicts  a  boy  at  play  amid  winter  sur- 
roundings. Winter  with  its  frequent  cold 
waves  brings  coughs,  colds,  croup,  and  la 
grippe.     Various  remedies,  each  winter,  find 


66 


BULLETIN  OF  PHARMACY 


their  way  into  most  every  hoasehold.  It's  up 
to  you  whether  that  remedy  will  be  your  lead- 
ing one  or  not. 

Most  druggists  compound  for  themselves  or 
have  manufactured  under  their  label  a  remedy 
of  this  sort.  That  is  the  article  to  advertise  in 
the  window.  Put  your  business  reputation  be- 
hind a  really  meritorious  commodity  and  then 
push  it.  You'll  eventually  find  that  you  have 
created  a  demand  for  it  and  have  profited 
thereby.  However,  any  well-known  brand  can 
be  featured,  by  simply  changing  the  wording 
on  the  feature  card. 

The  display  is  very  simple  and  easily  under- 
stood.    A  boy  is  playing  in  the  snow,  as  is 


A  small  fence,  upon  which  is  placed  the  fea- 
ture sign,  is  arranged  as  shown,  entirely 
around  the  window. 

The  boy  is  a  wax  figure,  easily  borrowed 
fully  dressed  for  the  occasion,  from  a  neigh- 
boring clothing  store.  The  snow  man  is  con- 
structed by  first  making  a  framework  from 
thin  pieces  of  wood;  then  this  is  padded  with 
crumpled  newspapers  and  finally  covered  with 
cotton  to  form  the  proper  figure.  The  eyes, 
nose  and  mouth  can  be  daubs  of  paint  or  ink. 
A  generous  sprinkling  of  diamond  dust  or  sil- 
ver metallic  over  the  cotton  will  make  an  ex- 
cellent and  natural  frosty  appearance. 

This  display  should  be  easy  to  make  and  in- 


AitifklnBlTiinmle 

attested  by  the  snow  man  which  he  has  built. 
The  winter  landscape  background  gives  a  fit 
setting  to  the  display.  The  merchandise  is 
shown  effectively  on  the  sled  to  the  right,  a 
well-filled  shipping-case  of  the  remedy  being 
featured,  with  several  packages  taken  out  and 
displayed  as  shown. 

The  snow  landscape  background  can  either 
be  a  scenic  one,  painted  on  muslin  which  has 
been  tightly  stretched  upon  a  framework  con- 
forming to  the  shape  and  size  of  the  window, 
or  simply  a  plain  dark-blue  one.  The  back- 
ground feature,  however,  can  be  entirely  dis- 
pensed with,  if  it  is  found  to  be  impractical 
from  any  cause,  without  materially  affecting 
the  value  of  the  display. 


stall  and  should  require  no  great  amount  of 
ingenuity,  while  a  great  degree  of  advertising- 
will  be  given  to  the  establishment  using  it. 

ANOTHER  ONE. 

In  another  cut  is  depicted  a  display  featuring 
a  certain  corn  remedy.  The  same  idea  can  be 
adapted  to  featuring  any  similar  article.  In 
nearly  every  family  some  person  is  troubled 
with  corns.  To  gain  relief  is  very  desirable. 
It's  up  to  the  dealer  to  induce  them  to  purchase- 
his  particular  wares.  Note  the  simplicity  and 
uniqueness  employed  in  displaying  the  remedy 
here  featured. 

The  large  card  deals  with  three  important 
steps    toward     lasting     foot -comfort :    First, 
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^'Abandon  dangerous  reliefs,"  with  a  ribbon 
streamer  connecting  with  the  small  fixture  on 
the  left,  containing  razor,  knife  and  old  shoes 
with  holes  cut  in  them.  Second,  "Adopt  this 
guaranteed  cure,"  with  streamer  leading  to  the 
remedy  in  question.  Third,  "Then  wear  your 
good  shoes,"  with  streamer  leading  to  a  pair 
of  new  ones,  impressing  on  the  mind  the  fact 
that  after  using  the  remedy  in  question,  one 
will  be  able  to  discard  the  old  shoes  in  favor  of 


the  new.  By  reading  the  card  and  studying 
the  cut  a  very  good  reproduction  of  this  dis- 
play should  be  possible  by  any  clerk  or  window 
trimmer,  and  it  will  be  found  extremely  ef- 
fective.  . 

By  inaugurating  a  policy  of  window  adver- 
tising along  these  lines  any  live,  wide-awake 
merchant  will  speedily  be  able  to  answer  for 
himself  the  question,  "What  are  business 
windows?" 


SOME  REFORM  MEASURES  FOR  THE  A.  PH.  A. 

The  Association  has  Grown  so  Fast  tkat  Raor^anliatlon  la  an  Imparatlva  Naoaaalty — Par* 

tloolarly  la  thla  Tma  of  tha  Annoal  Gonvantlona*  whlok  ara  In 

Naad  of  Mora  Syatam  and  Mathod. 

By  HARRY  B.  MASON. 


The  time  has  come  for  the  American  Phar- 
maceutical Association  to  undergo  a  more  or 
less  radical  reorganization.  This  statement 
does  not  imply  that  the  A.  Ph.  A.  has  lost  its 
vitality  and  is  in  need  of  fresh  energy.  Not 
at  all.  On  the  contrary,  indeed,  the  trouble 
arises  from  too  much  energy  instead  of  too 
little,  and  what  is  needed  is  that  this  energy, 
in  its  manifold  manifestations,  shall  be  har- 
nessed up  and  coordinated  in  a  more  intelligent 
manner.  This  is  particularly  true  of  the  an- 
nual meetings. 

The  fact  of  it  is,  the  A.  Ph.  A.  has  under- 
gone a  great  development  during  the  last  ten 
years.  It  has  spread  out  in  many  directions. 
It  is  like  a  growing  boy  whose  original  suit  of 
clothes  has  been  lengthened  in  the  legs,  ex- 
tended in  the  arms,  widened  in  the  seat,  and 
enlarged  here  and  there  until  the  result  is 
somewhat  grotesque.  What  is  required  is  a 
new  suit  of  clothes,  cut  to  fit  the  A.  Ph.  A.  in 
its  present  proportions. 

THE  CONFUSION   AT    NASHVILLE. 

The  situation  at  Nashville  last  August  was 
one  of  confusion  worse  confounded.  There 
were  the  seven  regular  sections  of  the  associa- 
tion, each  holding  two  or  three  sessions.  There 
was  the  annual  meeting  of  the  National  Asso- 
ciation of  Boards  of  Pharmacy  with  four  or 
five  sessions.  There  was  the  annual  meeting 
of  the  Conference  of  Pharmaceutical  Faculties. 


There  was  the  joint  conference  of  the  latter 
two  bodies  and  the  section  on  education  and 
legislation  of  the  A.  Ph.  A.  The  Revision 
Committee  of  the  U.  S.  P.  seized  upon  the 
occasion  to  hold  two  or  three  meetings.  The 
Revision  Committee  of  the  N.  F.  did  precisely 
the  same  thing.  The  Pharmaceutical  Syllabus 
Committee  met  every  night  from  9:30  until 
12  or  1  in  an  effort  to  complete  the  second 
edition  of  the  book.  The  new  House  of  Dele- 
gates of  the  A.  Ph.  A.,  organized  the  year 
before,  held  three  sessions,  and  its  Committee 
on  Resolutions  one  or  two  in  addition.  The 
new  section  on  pharmacopoeias  and  formularies 
held  two  sessions,  and  the  new  women's  sec- 
tion three.  The  Council  met  every  morning 
at  nine,  and  the  groups  of  alumni  of  the  vari- 
ous pharmacy  schools  and  colleges  grasped  the 
opportunity  to  have  meetings,  luncheons  and 
dinners  in  behalf  of  their  alma  maters.  Be- 
sides all  of  which  there  were  meetings  galore 
of  an  indefinite  number  of  committees  of  one 
kind  and  another. 

As  if  all  this  were  not  enough,  a  proposition 
was  advanced  to  create  still  another  section  of 
the  A.  Ph.  A. — a  section  on  materia  medica 
and  pharmacognosy.  With  it  all  there  was 
no  let-up  in  the  work  from  nine  o'clock  in  the 
morning  until  one  or  two  o'clock  the  next 
morning.  Everybody  was  tired  out.  Every- 
body was  more  or  less  befuddled  by  the  multi- 
plicity of  business. 
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THE  NEED  FOR  A  PRUNING  KNIFE. 

Now  what  ought  to  be  done? 

There  are  several  things  to  do  by  way  of 
simplifying  and  improving  the  annual  conven- 
tions, and  what  I  shall  have  to  sav  will  touch 
upon  this  phase  of  the  subject  alone.  The  first 
thing  is  to  get  a  sharp  pruning  knife  and  cut 
out  a  lot  of  things  from  the  meetings  that  do 
not  belong  there.  Some  of  these  things  can 
well  be  dispensed  with  entirely.  Others  may 
be  taken  care  of  by  the  Journal  of  the  A,  Ph. 
A.  and  by  the  Council. 

First,  as  to  those  things  which  we  can  elim- 
inate. What  has  often  been  referred  to  in 
chaste  and  elegant  language  as  the  "hot  air" 
of  the  opening  session  should  be  tabooed.  The 
day  has  passed  when  conventions  were  such 
novelties  that  they  had  to  be  called  to  the  at- 
tention of  State  and  city  officials,  and  when 
the  members  of  associations  delighted  to  have 
welcoming  speeches  from  these  notables.  Ora- 
tory is  all  well  enough,  but  it  bores  people  to 
death  who  go  to  a  convention  to  transact  busi- 
ness and  to  get  something  accomplished.  Cut 
it  out !  Also  cut  out,  or  greatly  condense,  the 
formal  installation  of  officers  at  the  last 
session. 

Then  the  standing  committees  of  the  A.  Ph. 
A.  need  some  culling.  The  Committee  on  the 
Revision  of  the  Pharmacopoeia  is  useless.  The 
Committee  on  the  Drug  Market  is  obsolete. 
The  report  on  the  progress  of  pharmacy  is  a 
feature  of  great  value  and  importance,  but  it 
ought  not  to  be  considered  at  the  annual  meet- 
ing at  all.  Print  it  in  a  separate  volume,  or 
in  the  Journal  of  the  A.  Ph,  A.,  and  let  it  go 
at  that.  What  can  be  said  about  it  at  the 
meeting  itself  is  so  incomplete  that  it  is  of 
very  little  value  anyway. 

There  are  several  committees  which  are  ap- 
pointed by  the  Council  and  which  make  their 
reports  in  the  Journal.  They  ought  not  to 
take  up  the  time  of  the  association  at  the  an- 
nual convention.  If  any  other  report  is  needed 
than  the  one  printed  in  the  official  organ,  let 
it  be  rendered  to  the  Council  itself.  The  time 
of  the  annual  meeting  is  valuable  and  precious. 
It  should  be  husbanded.  It  should  be  devoted 
to  business  that  cannot  be  attended  to  by  the 
Council  or  in  the  official  publication. 

Still  more  in  the  way  of  elimination  may 
possibly  be  done.  Some  members  of  the 
association    think    we    have    gone    too    far 


in  the  creation  of  separate  sections.  They 
would  have  us  return  to  the  days  of  two  or 
three  sections.  I  do  not  agree  with  them.  I 
do  think,  however,  that  the  proposed  section 
on  materia  medica  and  pharmacognosy  should 
not  be  established.  I  think  further  that  the 
section  on  pharmacopoeias  and  formularies, 
created  three  or  four  years  ago,  should  be 
abandoned.  Its  work  can  be  taken  care  of 
elsewhere. 

AH  the  other  sections,  unless  it  be  the  one 
given  up  to  history,  should  be  retained.  They 
are  devoted  respectively  to  commercial  papers, 
scientific  interests,  education  and  legislation, 
and  practical  pharmacy  and  dispensing. 

These  are  all  needed.  To  go  any  further  in 
the  direction  of  specialization,  however,  would 
be  folly.  The  association  isn't  big  enough, 
even  if  there  are  enough  subjects.  If  we  have 
too  many  sections,  there  won't  be  audiences 
enough  to  go  around. 

Still  continuing  the  subject  of  elimination, 
so  far  as  the  annual  gatherings  are  concerned, 
it  is  at  least  an  open  question  whether  the 
meetings  of  the  two  auxiliary  bodies,  the  Na- 
tional Association  of  Boards  of  Pharmacy  and 
the  Conference  of  Pharmaceutical  Faculties, 
should  not  be  held  either  late  the  week  before, 
or  early  the  week  following,  the  convention  of 
the  A.  Ph.  A.  These  bodies  add  somewhat 
to  the  confusion  of  A.  Ph.  A.  week,  and  to  a 
certain  extent  take  away  from  the  attendance 
upon  the  various  sections. 

A  RATIONAL  PROGRAMME. 

So  much,  then,  on  the  subject  of  elimina- 
tion. Now  for  what  is  left.  After  all  pos- 
sible eliminations  have  been  made,  there  inev- 
itably remains  a  great  mass  and  variety  of 
work.  There  is  no  objection  to  this,  but  there 
is  a  vital  need  of  classifying  and  coordinating 
the  work  intelligently.  It  is  perfect  folly  to 
have  a  hit-and-miss  programme  that  nobody 
knows  anything  about,  and  that  keeps  people 
on  the  jump  pretty  nearly  24  hours  every  day 
for  six  working  days. 

The  first  thing  to  do  is  to  keep  the  evenings 
free  for  rest,  recreation,  and  social  intercourse. 
Condense  the  work  into  the  morning  and 
afternoon  periods.  Start  the  section  meetings 
in  the  morning  at  nine  o'clock,  or  not  later 
than  9:30.  In  order  to  do  this  it  will  be  nec- 
essary to  have  the  Council  meet  in  the  evening. 
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This  august  body,  by  prolonging  its  meetings 
so  far  toward  noon  every  morning,  delays  and 
postpones  the  regular  work  of  the  sections,  and 
nothing  seems  to  me  more  important  than  that 
this  evil  should  be  eliminated.  By  starting  the 
sections  at  9  or  9:30  in  the  morning,  a  lot 
of  good  work  can  be  done  during  the  hours 
when  people  are  fresh,  unwearied  and  inter- 
ested. This  would  make  powerfully  for  added 
zest  and  profit. 

But  if  you  permit  no  section  work  in  the 
evening,  and  if  you  restrict  it  to  the  morning 
and  afternoon  periods,  you  practically  limit  the 
number  of  work  periods  to  8.  With  five  or 
six  sections,  each  holding  two  or  three  sessions, 
making  a  total  of  12  or  15  sessions  altogether, 
the  present  scheme  of  concurrent  meetings  will 
of  course  have  to  be  retained.  To  this  there 
is  no  possible  objection.  Indeed,  the  concur- 
rent-session idea  can  perhaps  be  developed 
more  in  the  future  than  it  has  been  in  the  past. 
Perhaps  it  can  be  extended  so  far  as  to  con- 
dense the  period  of  the  annual  meeting  from 
six  days  into  three  or  four,  as  is  done  by  the 
American  Medical  Association.  Many  people 
are  in  favor  of  such  a  change. 

•  COORDINATING  THE  SECTIONS. 

What  is  needed,  though,  is  a  far  better  and 
more  perfect  coordination  among  the  sections. 
As  a  man  sits  in  one  room,  listening  to  the 
business  of  one  section,  he  should  know  pre- 
cisely what  is  going  on  across  the  hall  or  up- 
stairs in  other  rooms  at  the  same  time.  This 
will  enable  him  to  hear  all  that  he  wants  to 
hear.  It  will  likewise  prevent  him  from  being 
bored  to  death  in  one  section  when  something 
is  going  on  in  another  that  would  hit  his  par- 
ticular taste. 

There  are  two  ways  of  accomplishing  this 
coordination.  In  the  first  place  we  have  never 
worked  out  a  printed  programme  of  the  right 
sort  It  ought  to  be  possible  to  print  one 
united  programme  containing  the  detailed  pro- 
grammes of  all  the  different  sections.  It 
ought  also  to  be  possible  to  assign  a  paper  ar- 
bitrarily to  a  definite  session,  and  to  its  proper 
place  in  the  programme  of  that  session,  so  that 
members  can  know  approximately  when  cer- 
tain subjects  are  coming  up  for  attention.  To 
supplement  this,  however,  there  should  be  es- 
taUished  a  system  of  blackboards,  with  two 
or  three  hotel  "pages,"  so  that  the  members  in 
any  one  room  would  be  notified  what  is  sim- 


ultaneously going  on  in  the  other  rooms,  and 
kept  in  touch  perfectly  with  the  multifarious 
work  of  the  association.  I  am  glad  that  Leon- 
ard A.  Seltzer,  local  secretary  this  year,  is 
going  to  systematize  this  blackboard  scheme 
and  see  what  can  be  done  with  it  at  the  Detroit 
meeting  in  August. 

LEAVE  TIME  FOR  DISCUSSIONS! 

With  the  section  work  coordinated  in  this 
way,  and  with  the  members  kept  in  touch  with 
what  is  going  on  everywhere,  it  would  easily 
be  possible  to  g^ve  each  section  more  sessions 
and  thus  provide  time  for  the  proper  discussion 
of  papers — ^a  thing  which  has  not  been  prac- 
ticable now  for  many  years.  The  discussions 
are  often  more  important  than  the  papers 
themselves;  If  a  man  only  goes  to  a  meeting 
to  hear  papers  read,  he  might  as  well  stay 
home  and  read  them  in  the  drug  journals,  with 
pipe  and  slippers,  and  with  his  feet  on  the 
mantel. 

To  recapitulate:  If  we  eliminate  from  the 
annual  convention  what  can  easily  be  dis- 
pensed with,  as  suggested  in  the  first  portion 
of  this  paper,  and  if  we  work  out  a  better 
coordination  of  the  work  of  the  different  sec- 
tions, we  shall  make  an  enormous  improve- 
ment in  the  annual  meetings.  We  shall  get 
rid  of  what  is  unessential;  we  shall  enable  a 
member  to  hear  ever3rthing  that  he  really  wants 
to  hear;  and  we  shall  provide  time  for  debate 
and  interchange  of  opinion. 

A  CENSOR  REQUIRED. 

At  least  one  other  thing  is  necessary.  There 
should  be  some  censorship  exercised  over  the 
papers  accepted  for  the  diflFerent  sections.  One 
great  objection  to  increasing  the  multiplicity 
of  sections  is  that  the  different  chairmen 
promptly  begin  a  competition  with  one  an- 
other to  secure  as  many  papers  as  possible.  It 
becomes  a  matter  of  pride  to  see  how  long  a 
list  can  be  secured.  The  inevitable  result  is 
that  a  large  majority  of  the  material  is  poor 
and  ought  never  to  be  prepared  at  all.  An- 
other result  is  that  papers  frequently  get  into 
the  wrong  section. 

There  ought  to  be  some  individual  or  some 
committee  with  authority  over  the  different 
sections.  Who  can  better  serve  in  this  capacity 
than  the  general  secretary?  He  is  really  the 
general  manager  of  the  association,  and  he 
knows  more  about  its  activities  than  anybody 
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else.  I  believe  that  the  chairmen  of  the  dif- 
ferent sections  should  report  to  the  general  sec- 
retary; that  he  should  have  the  authority  of 
a  censor;  that  he  should  eliminate  papers  if 
he  thinks  best ;  that  he  should  reassign  papers 
if  he  deems  such  action  necessary;  and  that 
he  should  get  up,  or  have  someone  else  to  do 
so  under  his  supervision,  a  coordinated  pro- 
gramme of  the  meeting.  He  should  be  general 
manager  of  the  association  in  name  and  in 
effect,  and  he  should  have  all  the  functions  of 
a  general  manager  of  a  private  corporation. 

A  GREAT  PAST A  GREATER  FUTURE. 

Now  I  do  not  want  to  be  misunderstood  in 
making  these  criticisms.  I  do  not  want  any 
reader  to  get  the  notion  that  I  think  the  A. 
Ph.  A.  is  all  wrong.  On  the  contrary,  the  A. 
Ph.  A.  is  the  one  great  catholic  organization 


in  American  pharmacy— the  one  organization 
acting  like  a  parent  to  all  the  others — ^repre- 
senting every  phase  and  branch  of  the  calling, 
and  doing  foundational  work  of  an  indispen- 
sable character.  It  is  an  association  with  a 
great  past.  It  is  an  association  with  a  still 
greater  future.  My  only  point  is  that  it  has 
outgrown  the  clothes  of  a  growing  youth  and 
now  needs  the  equipment  of  the  adult  it  has 
come  to  be.  Particularly  are  the  annual  meet- 
ings in  need  of  reform  if  they  are  successfully, 
intelligently,  and  efficiently  to  handle  the  vast 
amount  of  work  undertaken  by  the  associa- 
tion. 

[Note  by  the  Author:  The  foregoing  paper  in 
manuscript  form  was  handed  to  Wilbur  L.  Scoville  for 
his  judgment,  and  the  further  suggestions  offered  by 
him  are  printed  elsewhere  in  the  department  of  "Let- 
ters" in  this  issue  of  the  Bulletin.] 


A  CATECHISM  FOR  DRUGGISTS. 


By  FRANK  FARRINOTON. 


Q.  What  is  a  druggist? 

A.  A  druggist  is  a  man  who  can  pour  a  liquid 
from  one  bottle  into  another  without  spilling  it. 

Q.  What  excuse  is  there  for  his  existence? 

A.  The  excuses'  for  his  existence  are  three  in 
number:  (1)  The  telephone;  (2)  the  directory; 
(3)  the  postage-stamp. 

Q.  Has  the  druggist  any  friends? 

A.  His  friends,  until  the  day  comes  for  collect- 
ing his  accounts,  are  as  the  sands  of  the  seashore. 

Q.  Is  one  hundred  per  cent  the  average  profit  on 
the  sales  in  a  drug  store? 

A.  One  hundred  per  cent  is  regarded  as  the 
minimum  profit  (by  the  public). 

Q.  Is  the  druggist  a  professional  man? 

A.  He  is  a  professional  man  in  the  matter  of 
education,  preparation,  and  fitness,  but  an  odd  job 
man  in  the  matter  of  fees. 

Q.  Is  the  druggist  the  equal  of  the  liquor  dealer 
in  the  eyes  of  the  law? 

A.  The  druggist  is  the  only  business  man  with 
whom  legislation  concerns  itself  to  a  greater  extent 
than  with  the  liquor  dealer.  He  is  in  a  class  by 
himself. 

Q.  Are  druggists  fond  of  recreation? 

A.  The  druggist  finds  great  sport  in  pill-tile  golf 
and  mortar  polo. 

Q.  What  are  the  literary  attainments  of  the 
druggist? 

A.  He  is  a  frequent  contributor  to  the  powder 


paper,  and  his  writings  are  often  found  on  medical 
works. 

Q.  Does  the  druggist  see  better  by  artificial 
light? 

A.  No,  but  he  sees  longer.  Daylight  is  more 
particularly  for  people. 

Q.  Is  the  druggist  a  great  convenience  to  the 
physician? 

A.  Yes,  some  one  has  to  be  the  goat. 

Q.  Who  is  the  druggist's  goat? 

A.  He  has  no  goat.  The  department  stores  and 
chain  stores  have  got  his. 

Q.  What  would  happen  if  a  druggist  should  stop 
work  when  the  whistle  blows? 

A.  To-morrow  he  would  have  two  new  com- 
petitors. 

Q.  What  is  Pharmacy? 

A.  Pharmacy  is  the  drug  business  raised  to  the 
«th  power. 

Q.  What  is  the  druggist's  favorite  fad? 

A.  The  soda  fountain. 

Q.  How  does  a  druggist  recognize  his  intimate 
acquaintances? 

A.  They  address  him  as  "Opodeldoc,"  "Pepper- 
mint," "Pills,"  or  "Squills." 

Q.  How  does  he  recognize  the  man  who  is  after 
his  money? 

A.  He  addresses  him  as  "Doctor." 

Q.  Is  there  any  hope  for  the  druggist? 

A.  Yes,  there  is  plenty  of  that. 


GOING  AFTER  THE  DISINFECTANT  BUSINESS. 

The    Use    of   Oermlcldes.    Deodoruito*    asd    Dlslnfectaiitfl    Increasing   Constantly— Many 
DraMlata  Aalaap  at  fha  Switch— How  to  Oat  at  this  Bnalnaaa.  Davalop 

it.  and  Haka  it  Ylald  What  it  Should. 

By  ISUOISNB  RiMlUaL* 


The  use  of  disinfectants  is  becoming  more 
general  every  day.  The  druggists  of  yesterday 
slept  and  allowed  the  grocery  stores  to  get 
away  with  the  spice  and  extract  business. 
Shall  we,  the  druggists  of  to-day,  sleep  and  al- 
low a  far  more  important  source  of  revenue  to 
be  filched  from  us? 

Through  health  officers  and  physicians  one 
may  get  a  line  on  the  situation,  in  a  general 
way.  Next,  study  some  authority  on  the  rela- 
tive worth  of  the  various  disinfectants,  both 
with  respect  to  human  diseases,  and  those  of 
cattle,  horses,  sheep,  poultry,  etc.  Let  the 
housewife  see  that  you  are  the  proper  person  to 
consult.  Let  the  farmer  see  that  you  are  an 
authority  on  this  subject. 

MANUFACTURERS  WANT  BUSINESS. 

Some  of  the  manufacturers  of  the  com- 
monly-used disinfectants  have  already  gone 
directly  to  manufacturing  plants,  schools,  and 
institutions  using  them,  or  to  those  who  show 
a  likelihood  of  using  them,  and  have  taken 
orders  direct.  To  a  large  extent  such  firms 
have  acquired  a  great  percentage  of  the  bulk 
business.  What  right  have  we  to  suppose  that 
they  will  not  proceed  to  carry  on  a  more  in- 
tensive campaign,  and  sell  from  house  to  house 
to  the  housekeeper  and  to  the  farmer? 

Now,  as  soon  as  the  druggist  has  prepared 
himself  to  the  extent  that  he  thinks  he  can  in- 
telligently handle  the  situation,  let  him  pick 
around  until  he  finds  a  satisfactory  disin- 
fectant, or  prepare  a  formula  of  his  own.  If 
he  chooses  a  good  disinfectant,  and  can  guar- 
antee to  the  manufacturer  that  he  will  secure 
the  business  of  those  using  disinfectants,  then 
it  stands  to  reason  that  the  manufacturers  will 
allow  him  exclusive  control,  and  will  not  accept 
orders  direct. 

Having  assured  himself  of  the  real  worth  of 
his  accepted  disinfectant,  and  having  the  manu- 

*Rcad  before  the  North  Carolina  Pharmaceutical 
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f  acturers  back  of  him,  the  next  step  is  that  the 
druggist  must  go  out  and  do  a  little  talking  for 
himself.  He  must  show  the  purchasing  agents 
of  the  various  institutions  that  he  has  a  product 
that  will  be  more  dependable,  or  economical, 
or  whatever  his  strong  point  seems  to  be. 

Having  received  an  order,  and  the  goods 
having  arrived,  it  would  be  a  good  plan  to  sug- 
gest that  he  would  be  pleased  to  show  the  em- 
ployees how  best  to  use  the  disinfectant.  Do 
this  in  a  pleasant,  judicious  manner  and  do  not 
show  officiousness. 

KEEP  POSTED  ON  CONDITIONS. 

Next,  keep  in  touch  with  your  disinfectant. 
See  when  it  gives  out,  and  be  ready  for  a  re- 
peat order  before  another  man  hits  in  at  the 
psychological  moment  and  gets  the  order. 

In  the  course  of  a  year  or  so  the  people  will 
become  so  accustomed  to  using  one  brand  that 
they  will  reorder  without  further  suggestion. 

The  housewife  demands  a  great  deal  of 
diplomacy.  To  many  people  a  suggestion  of 
disinfectants  draws  a  reply,  "I  keep  a  clean 
house;  I  don't  need  them."  Almost  insulted, 
in  fact.  Tactfully  explain  that  you  under- 
stand all  that,  but  that  there  are  many  mediums 
of  contagion  with  which  the  housewife  is  not 
familiar. 

Now,  the  disinfectant  that  you  oflFer  to  the 
housewife  is  necessarily  sold  in  small  quanti- 
ties. The  volume  of  business  will  be  smaller, 
but  the  percentage  of  profit  will  be  larger.  This 
disinfectant  must  be  in  a  convenient  package, 
the  directions  for  usage  must  be  clearly  and 
explicitly  brought  out,  and  the  odor  must  not 
be  too  offensive. 

Having  selected  your  household  disinfectant, 
begin  to  advertise  it  through  window  displays, 
newspapers,  or  any  other  convenient  medium. 
The  placing  of  a  printed  circular  in  every 
package  going  to  a  housewife  is  a  very  simple 
and  efficient  method  of  advertising.  If  this 
circular  is  home  printed  and  does  not  bear  any 
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name  except  that  of  the  druggist,  it  would  tend 
greatly  to  centralize  public  opinion,  and  pro- 
mote the  confidence  the  druggist  wishes. 

AN  ALMOST  LIMITLESS  FIELD. 

Lastly,  the  farmer  with  his  live  stock  should 
become  an  important  customer.  The  most  im- 
portant, probably.  The  farmer  is  becoming 
more  and  more  scientific  each  day.  He  chooses 
his  fertilizers,  his  rotation  of  crops,  even  the 
selection  of  his  breed  of  stock,  according  to 
rules  that  he  has  found  most  profitable.  The 
druggist  having  prepared  himself  can  go  to  the 
farmer  and  show  him  how  a  healthy  animal  is 
of  more  value  than  an  unhealthy  one.  He 
can  show  him  why  he  should  use  preventive 
agents,  and  to  what  extent  they  would  increase 
his  profits. 

On  the  farmer,  of  all  persons,  must  the  fact 


be  impressed  that  the  druggist  knows  what  he 
is  talking  about ;  that  he  has  studied  the  ques- 
tion from  a  scientific  standpoint,  and  is,  ac- 
cordingly,' not  altogether  interested  in  dollars 
and  cents. 

Advertise  to  the  farmer  through  mailing 
lists,  signs  along  the  cotmtry  roads,  and  the 
use  of  wrapping  circulars.  Our  store  places  a 
circular  of  its  particular  "brand"  in  every 
statement  that  we  send  to  the  farmer.  That  is 
a  personal  and,  at  the  same  time,  an  inexpen- 
sive method  of  advertising. 

This  brief  paper  has  tried  to  bring  to  the  at- 
tention of  druggists  a  means  of  annexing  more 
revenue,  and  with  it  the  suggestion  that  some 
one  is  going  to  get  this  business.  Do  the  drug- 
gists of  to-day  want  to  sleep,  or  will  they  go 
to  it? 

There's  danger  in  delay. 


A  DOUBLE  DEAL  IN  A  NEW  GAME. 

A  Dratf^t  Places  an  OHar.  Paying  for  the  Oooda  Itf  Advaaca— Thay  ara  Not  Racalvad 

aad  tha  GoBpany  Gaaaot  ba  Locatad — Latar  Maata  tha  Tricky  Salaamaa  mmd 

Procaada  to  Sifvara  Accovatat  Only  to  ba  Adala  Uadoaa. 

By  ARTHUR  L.  BUZZELL. 


I. 

The  little  druggist  was  a  round-shouldered 
man  about  sixty,  whose  piercing  black  eyes 
peered  up  through  obstinate  whisker-like  eye- 
brows. His  mouth  was  slightly  open,  his 
teeth  closed  tightly,  and  his  face  set  in  an  ex- 
pression which  might  be  denominated  a  quizzi- 
cal, questioning  grin. 

"Mr.  Coblentz?"  inquired  the  stranger 
affably. 

"Yes,  sir." 

"My  name  is  Gile,  Mr.  Coblentz.  I  take 
you  to  be  a  man  of  few  words — ^just  the  kind 
of  a  man,  I  might  say,  who  really  appreciates 
what  I  have  to  offer.  Ever  hear  of  Rim- 
Wrack?" 

"No." 

"Not  at  all  surprising,  I  assure  you.  Rim- 
Wrack  is  right  off  the  bat,  the  latest  down-to- 
the-minute  method  of  advertising.  You  re- 
member the  old-fashioned  game  of  authors?" 

"Yes,  but  I  don't  advertise." 

"You  remember  the  names  on  the  cards: 
Shakespeare,  Walter  Scott,  Qiarles  Dickens, 
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George  Eliot,  James  Fenimore  Cooper,  Wash- 
ington Irving,  Lord  Lytton,  and  so  forth,  and 
so  forth,  and  so  forth  ?" 

Tes,  but—" 

'Well,  now,  the  idea  is  strikingly  similar. 
What  we  want  is  ten  live  business  men  in  this 
town  to  cooperate  in  a  very  novel  and  inex- 
pensive manner  in  the  matter  of  placing  their 
names  prominently  and  persistently  before  the 
buying  public." 

The  stranger  deftly  spread  a  deck  of  cards 
on  the  top  of  the  show-case. 

"What  we  want,"  he  continued,  "is  a  photo- 
graph of  each  of  ten  wide-awake,  progressive 
business  men.  From  these  photographs  cuts 
will  be  made.  The  game  of  Rim-Wrack  will 
be  localized,  so  to  speak.  In  this  particular 
community  a  deck  of  Rim-Wrack  would  be 
made  up  of  the  likenesses  of  these  ten  wide- 
awake, progressive  business  men,  together — 
now  listen — ^together  with  four  short,  crisp, 
square-cut  business  legends.  Here"  (indicat- 
ing) "would  be  your  picture,  and  here  the  po- 
tent points  of  appeal — in  your  case  the  latter 
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running  something  like  this:  'Pure  Drugs  and 
Chemicals;'  'Soda-water,  Delicious  and  Re- 
freshing;' 'A  Fine  Line  of  Cigars;'  'Prescrip- 
tions Carefully  Compounded/  Each  of  the 
ten  business  men  whose  likenesses  make  up  a 
pack  of  Rim-Wrack  is  to  give  these  packs 
to  his  patrons  *free-gratis-for-nothing,'  as  the 
feller  says.  Do  you  get  the  idea,  Mr. 
Coblentz?" 

"Yes,  but—" 

"Ten  live  firms  or  individuals,  representing 
as  many  different  spheres  of  commercial  activ- 
ity, each  takes  one  hundred  decks  of  Rim- 
Wrack,  we'll  say.  Ten  times  one  himdred  is 
one  thousand  decks.  On  five  cards  of  each 
of  these  one  thousand  decks  appears  each 
man's  likeness,  business  designation,  and  busi- 
ness legends.  That  is  five  thousand  pieces  of 
potent,  result-producing  advertising.  This 
goes  directly  into  the  homes  of  the  people.  And 
because  of  the  fact  that  all  except  one  himdred 
of  these  decks  are  given  away  by  other  busi- 
ness men  besides  yourself,  a  great  many  of 
them,  no  doubt,  get  into  the  hands  of  those 
who,  possibly,  have  not  acquired  the  habit  of 
patronizing  your  store.  The  appeal  is  intimate, 
repeated  and  decisive.  Picture  to  yourself  a 
family  gathered  about  a  table  on  a  stormy 
winter's  evening  playing  Rim-Wrack.  It 
comes  Little  Johnnie's  turn,  to  the  right.  He 
is  trying  to  make  a  'Coblentz,  the  Druggist' 
book.  'Gimme  Coblentz,  Pure  Drugs  and 
Chemicals,'  he  demands  of  sister  Sue.  And 
sister  Sue,  in  turn,  calls  for  'Coblentz,  Pre- 
scriptions Carefully  Compounded.'  Think  of 
a  thousand  homes  playing  Rim- Wrack!  And 
not  once,  but  a  thousand  times !  Coblentz,-  the 
druggist,  on  every  tongue !    Think  of  it,  sir !" 

'Who've  you  got?" 

"Standard  State  Bank  and  Olock  &  Wil- 
liams." 

'Did  the  bank  go  into  it?" 

The  bank  went  into  it" 

'Who  else  do  you  expect  to  get?" 

"Well,  here's  the  list  of  possibilities  the 
bank  gave  me." 

The  druggist  scanned  the  penciled  roster. 
"What's  the  cost?"  he  inquired. 

"Two  dollars  per  dozen.  A  htmdred  decks 
is  all  we  ask  you  to  take.  Sixteen  dollars  and 
sixty-seven  cents." 

"Why  the  sixty-seven  cents?" 

'Trankly  I  don't  know.  I  am  asked  that 
question  often." 
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"Well,  you  throw  off  the  sixty-seven  cents, 
and  get  them  other  fellers,  and  you  can  count 
me  in." 

"All  right.  Sign  an  order  conditionally. 
It'll  help  with  the  others.  Perhaps  you  may 
not  be  aware  of  it,  but  your  name  carries  con- 
siderable weight  in  this  progressive  little  city." 

"Come  back  and  let  me  know  how  you  come 
out,"  said  Coblentz  as  he  finished  signing  the 
order.  "But  you've  got  to  get  them  that's  on 
that  list,  'r  some  equally  as  good,  I  don't  want 
to  be  bunched  in  with  a  parcel  o'  bums.  You 
understand  that?" 

At  five  o'clock  the  stranger  returned.  His 
work  was  satisfactory.  Instead  of  showing  a 
list  of  names,  however,  he  displayed  eight 
checks. 

"Good  Lord!  they  didn't  pay,  did  they?* 
gasped  Coblentz. 

"They  did.  All  but  the  bank.  I  haven't 
been  there  a  second  time.  I  am  back-tracking. 
You  will  observe  that  each  of  these  checks 
calls  for  $15,  flat  So  liberal  a  discount  was 
too  much  of  a  temptation." 

"Well,  I  don't  like  to  pay  for  anything  be- 
fore I  get  it." 

"Don't  blame  you  for  that  in  the  least,  Mr. 
Coblentz.  The  point  is  immaterial.  Let's 
smoke." 

However,  the  talkative  stranger  was  quite 
irresistible.  As  he  listened  something  inside 
the  breast  of  the  bent  little  druggist  wanned 
and  glowed  until  it  actually  hurt.  And  in  the 
end,  as  the  others  had  done,  he  drew  his  check 
for  $16.  "If  they  can  risk  it,  I  can,"  he  said 
to  himself,  by  way  of  excuse  for  an  unbusiness- 
like act. 

The  Rim-Wrack  man  accepted  the  pink  slip 
with  a  degree  of  carelessness  which  was  alto- 
gether reassuring,  gave  a  few  directions  as  to 
the  mailing  of  a  "late"  photograph,  and 
departed. 

Early  the  following  morning  Mr.  Coblentz, 
his  eyebrows  bristling  amiably,  visited  Hut- 
ton's  Palace  Studio.  He  had  come  to  be  shot, 
he  said.  Quite  regardless  of  cost,  he  wanted 
a  good  picture — ^whereat  the  picture  man 
grinned. 

Four  days  later  a  patent  envelope  containing 
a  satisfactory  likeness  of  the  little  boomerang 
of  a  druggist  was  speeding  eastward,  one  cor- 
ner of  the  envelope  bearing  a  return  address. 
An  impatient  two-weeks'  wait  ensued,  at  the 
end  of  which  the  patent  envelope  came  back. 
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And  stamped  at  a  pugnacious  angle  across  its 
face  was,  "No  Such  Firm  in  the  City." 

II. 

Mr.  Coblentz  was  a  man  who  did  not  travel 
much,  but  when  he  did  he  got  all  the  "juice" 
out  of  a  trip  it  was  possible  to  extract.  He 
was  as  alert  and  inquisitive  as  a  young  mon- 
key. He  read  every  word  on  all  the  passenger- 
traffic  folders  he  could  lay  hands  on.  He  read 
the  printed  matter  on  his  ticket ;  read  even  the 
stamped  date,  and  pondered  long  and  deeply 
on  the  meaning  of  the  perforated  letters  where- 
with the  conductor  disfigured  it.  Conductors, 
brakemen,  porters,  news  agents — ^these  he  pes- 
tered unmercifully,  asking  more  questions 
than  any  ten  women  ever  thought  of  asking. 
At  stop-overs  he  paced  the  platforms,  engag- 
ing in  a  short  period  of  conversation  with  any 
fellow-passenger  who  would  permit  it.  His 
whole  being  seemed  bent  on  absorbing  infor- 
mation, and  even  his  eyebrows  seemed  to  catch 
the  contagion  and  twist  themselves  into  inter- 
rogation points. 

Mr.  Coblentz  was  going  to  visit  a  brother 
whom  he  had  not  seen  for  nearly  twenty  years. 
The  brother  lived  at  Wester,  North  Dakota; 
and  it  was  due,  no  doubt,  to  an  inherent  spirit 
of  contrariness  in  the  little  drug  man — which 
he  really  couldn't  help — ^that  caused  him  to 
select  the  middle  of  January  as  the  time  to 
make  the  trip. 

Wester,  as  the  time-table  indicated,  was  on 
a  branch  line — ^a  "stub."  It  was  the  end  of  a 
little  railway  all  its  own,  apparently,  connect- 
ing with  the  main  line  at  Haderville.  And  in 
due  time  Mr.  Coblentz  arrived  at  Haderville. 

It  was  an  extremely  cold  evening,  the  prairie 
wind  sweeping  unresisted*  across  miles  and 
miles  of  snow-covered  fields.  Mr.  Coblentz 
humped  his  back  a  little  more  than  usual  as 
he  crossed  the  creaking  platform  on  his  way 
to  the  dimly-lighted  waiting-room. 

Close  behind  him  he  heard  the  footsteps  of 
a  fellow  traveler  who,  he  hoped,  was  also  go- 
ing to  Wester. 

Both  entered  the  waiting-room,  Mr.  Co- 
blentz leaving  the  door  ajar,  so  close  was  the 
other  behind.  The  little  druggist  made  his 
way  to  a  dark  corner  and  placed  his  papier- 
mache  traveling  bag  on  a  seat.  Then  he  turned 
and  approached  the  red-hot,  pot-bellied  .heater. 

"Coin'  t'  Wester?"  he  asked. 


"I  thought  I  might,"  responded  the  other, 
carelessly. 

Mr.  Coblentz  nearly  dropped  dead  on  the 
spot  Despite  the  dimness,  despite  the  tumed- 
up  fur  collar,  he  recognized  his  companion. 
He  was  the  Rim-Wrack  man! 

Mr.  Coblentz  sank  back  into  the  shadows 
and  sat  down  beside  his  papier-mache  traveling 
bag:    He  must  think. 

"All  aboard  for  Wester!"  blurted  a  bull- 
necked  conductor,  stepping  part-way  into  the 
room. 

Though  agonizingly  fearful  of  missing  the 
train,  the  little  druggist  let  his  tall  fellow- 
passenger  precede  him.  Aboard  the  one  coach, 
true  to  the  instincts  of  those  who  travel  sel- 
dom, he  selected  a  front  seat.  He  and  the 
Rim-Wrack  man  comprised  the  entire  pas- 
senger list. 

While  the  train  was  getting  under  way,  Mr. 
Coblentz  opened  his  papier-mache  bag  and  ab- 
stracted therefrom  a  large,  old-fashioned  re- 
volver, which  he  slid  cautiously  into  an  over- 
coat pocket.  When  the  train  had  passed  the 
outskirts  of  the  village  and  gotten  a  mile  into 
the  country,  possibly,  he  arose,  went  to  the  f  or- 
,  ward  door,  opened  it  and  stepped  out. 

Presently  he  reentered.  Without  hesitation 
he  walked  straight  to  where  his  fellow-passen- 
ger sat,  drew  his  hand  from  the  overcoat 
pocket  and  shoved  the  pistol  into  the  aston- 
ished man's  face.  Simultaneously  the  coach 
began  to  slow  down. 

The  tall  man  started  to  rise.  Mr.  Coblentz 
shook  his  head,  his  little  eyes  glistening  dan- 
gerously. 

"What  do  you  want?"  asked  the  man. 

"Just  you  set  still  a  minute,"  commanded 
Mr.  Coblentz. 

"Sit  still!    How  long?" 

"Till  this  coach  comes  t'  a  standstill." 

"It's  stopping  now." 

"I  know  it.    I  pulled  the  couplin'-pin." 

"What're  you  going  to  do?" 

"I  thought  we  might  play  a  little  game." 

"A  little  game?    Of  what?" 

"Rim-Wrack." 

The  tall  man  laughed.  "Put  up  your  gun, 
uncle,  and  let's  talk  it  over,"  he  suggested.  "I 
don't  like  the  looks  of  that  thing.  It  might 
go  off." 

"Yer  an  infernal  swindler,"  pronounced  Mr. 
Coblentz. 
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"Grant  it,  if  that  will  do  you  any  good," 
agreed  the  other. 

"You  owe  me  fifteen  dollars." 

"Do  I?  Well,  if  that's  all  that's  bothering 
you,  I'll  pay  it" 

'D'  yeh  know  me?" 

"No." 

"Yer  a  liar!" 

"We'll  grant  that,  too.  Whatever  you  say 
goes,  old  man." 

"Stand  up!" 

The  Rim-Wrack  man  obeyed. 

"Where's  your  money?" 

"Back  pants  pocket,  left  side." 

"Turn  around!" 

Mr.  Coblentz  located  the  wallet  and  with- 
drew it  from  the  pocket. 

"Now  step  out  int'  th'  aisle,  move  forrud 
two  seats  an'  set  down,"  he  directed.  With 
an  air  of  cool  carelessness  which  was  not  al- 
together assumed,  the  Rim-Wrack  man  fol- 
lowed instructions. 

Mr.  Coblentz  opened  the  red  billbook  and 
found  therein  five  crisp,  new  one-hundred- 
dollar  bills. 

"Is  this  th'  smallest  you've  got?"  he  called. 

The  Rim-Wrack  man  arose  and  watched 
him  curiously.  "Yes,"  he  said,  "that's  th' 
smallest." 

"Well,  I'm  goin'  t'  take  one  of  'em.  I'll 
put  th'  change  back  in  here." 

"You  are  very  kind,"  murmured  the  other, 
with  the  merest  touch  of  sarcasm  in  his  full, 
deep  tones. 

"I'm  goin'  t'  take  twenty  dollars  instead  o' 
fifteen;  five  dollars  f'r  them  pictures  I  had 
took." 

"That  will  be  perfectly  satisfactory  to  me." 

The  little  druggist's  hands  trembled  slightly, 
but  he  succeeded  in  time  in  making  the  trans- 
fer. First  he  abstracted  one  of  the  big  bills, 
which  he  crushed  profanely  and  shoved  into  a 
waistcoat  pocket  beside  his  watch;  then  he 
counted  out  eighty  dollars  of  his  own  hard- 
earned  money  and  placed  it  in  the  wallet  where 
the  big  bill  had  been.  This  done,  he  threw  the 
billbook  into  the  seat  ahead  and  again  bran- 
dished his  pistol. 


"Now  get  your  pocketbook!"  he  com- 
manded. 

The  man  came  forward,  regained  his  purse 
and  put  it  back  in  his  pocket. 

"Now  gaffle  yer  grip!"  again  commanded 
Mr.  G>blentz. 

The  Rim- Wrack  man  obeyed. 

"Now  mooch!  And  may  the  Lord  have 
mercy  on  your  soul." 

Without  a  word,  the  Rim- Wrack  man  went 
forward  to  the  door,  opened  it,  stepped  out, 
closed  it — ^and  was  gone. 

A  long-drawn  whistle  was  heard  in  the  dis- 
tance. Twenty  minutes  later  there  was  a  com- 
ing-together such  as  railroading  in  Dakota  only 
knows,  and  the  recreant  coach  was  again 
joined  to  the  so-called  train,  for  better  or  for 
worse.  The  conductor,  closely  followed  by  a 
stockily-built,  well-dressed  man  with  steel-drill 
eyes  and  a  cropped  mustache,  burst  through 
the  door  like  a  tjrphoon. 

"Who  in  h —  jerked  that  couplin'-pin?"  de- 
manded the  conductor. 

Mr.  Coblentz  looked  up  innocently,  his  eye- 
brows working  at  random,  like  the  whiskers 
of  a  rabbit.  "Th'  man  that  got  off  a  little 
spell  ago,"  he  replied.  "Said  he'd  changed  his 
mind  about  goin'  t'  Wester." 

"I  told  you  so !"  muttered  the  man  with  the 
eyes.  "Run  us  back  to  the  junction  as  fast  as 
that  old  teapot  of  yours  can  shove  this  cast-off 
furniture !"  Whereupon  he  literally  ran  to  the 
rear  door  of  the  coach. 

The  conductor  leaned  forward.  "That's  a 
government  detective,"  he  whispered,  admir- 
ingly. "He  wus  ridin'  in  th'  baggage-coach 
f'r  t'  keep  out  o'  sight.  Th'  feller  that  made 
th'  get-away  wus  a  bad  aig.  He's  jest  literally 
plastered  this  hull  division  with  bum  money." 

"Eh,  what's  that?"  blurted  Mr.  Coblentz,  his 
eyebrows  shooting  straight  out  from  their 
moorings.    "Bum  money !    Bills  ?    How  big  ?" 

"Centuries,  every  mother's  son  of  'em," 
laughed  the  conductor.  "There's  nothing  small 
about  that  feller  but  his  patent  leathers !" 

Mr.  Coblentz  sank  back  into  the  shadows 
and  fingered  the  brass  fastenings  on  his  bat- 
tered papier-mache  traveling  bag  nervously. 
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One  dollar  is  Paid  by  return  mail  for  all  contribu- 
tions accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 


AN  INVENTORY-TAKING   HELP. 

T.  L.  Linn,  East  Grand  Forks,  Minn. :  The 
appended  table  will  show  how  we  save  much 
of  the  detail  of  figuring  at  inventory-time.  We 
make  a  similar  table  to  show  ounce  prices  when 
the  price  per  pound  is  given. 

We  have  these  tables  drawn  on  large  boards, 
the  figures  being  made  big  so  they  may  be  read 
at  a  glance. 


Per  Dozen. 

1 

1 

6 

7 

17 

2 

1 

10 
18 

84 

8 
2 

16 
19 

60 

4 
2 

20 
26 

87 

6 
2 

26 

6 
8 

7 
8 

8 

4 

60 

9 
4 

68 

10 

4 

68 

11 
69 

12 

6 

6 

10 

16 

20 

80 

44 

26 

90 

86 

40 

46 

60 

66 

60 

66 

70 

76 

81 
84 

88 
100 

76 

80 

86 

90 

96 

100 

200 

400 

800 

Of  course,  the  table  given  here  isn't  com- 
plete. The  intention  is  to  give  the  idea  only. 
Any  one  can  make  a  complete  table  in  twenty 
minutes. 

Suppose  you  want  to  find  the  cost  of  five- 
twelfths  of  a  dozen  at  75  cents  per  dozen.  Find 
5  in  the  top  row  of  figures,  and  run  down  the 
column  to  the  left  to  75.  You  find  31,  and  that 
is  what  you  want — 81  cents.    Very  simple. 


CHECKING  ICHTHYOL  WASTE. 

W.  F.  Mc Arthur,  Kaiapoi,  New  Zealand: 
Ichthyol  is  not  a  cheap  article  and  it  sometimes 
dries  up  on  the  side  of  the  tin  in  warm  weather, 
thus  causing  loss  by  waste.  To  prevent  this  I 
tried  a  method  which,  proved  very  satisfactory, 
and  it  may  be  even  more  useful  in  your  warmer 
American  States.  In  opening  a  can  I  make  a 
small  air-hole  in  addition  to  the  larger  one, 
which  is  for  the  fluid  to  come  through. 
In  order  to  check  evaporation,  a  small  lump  of 
"Plasticine"  (used  in  modeling)  is  pressed 
over  each  hole,  forming  a  dust  and  air-proof 
covering,  with  the  additional  advantage  that  it 
can  be  readily  removed. 


AN  EMERGENCY  CAN  OPENER. 

W.  F.  Mc  Arthur,  Kaiapoi,  New  Zealand: 
Does  it  ever  happen  in  systematic  America  that 
you  lose  trace  of  your  can  opener  when  you 
want  it  in  a  hurry?  Here  is  a  method  by  which 
a  moderately  tough  can  may  be  opened  without 
hacking  and  hewing  the  can  or  spoiling  the 
knife:  Insert  the  stronger  blade  of  a  pocket- 
knife  into  the  can  and  lay  a  strip  of  wood  or  a 
spatula  behind  it  to  act  as  a  fulcrum.  Then 
with  backward,  downward,  and  forward  move- 
ment the  can  may  be  neatly  cut  without  injury 
to  the  knife. 


DISPENSING  EUQUININE  IN  LIQUID  FORM. 

Geo.  N.  Thomas,  Trenton,  New  Jersey: 
Those  of  us  who  have  had  prescriptions  con- 
taining euquinine  in  combination  with  liquids, 
particularly  of  a  syrupy  character,  know  the 
difficulty  in  rubbing  it  down  to  form  a  smooth 
mixture  without  showing  small  specks.  I  dis- 
covered that  by  using  fifty  per  cent  of  pow- 
dered sugar,  mixed  with  the  euquinine,  and 
triturating,  a  perfect  mixture  results. 

What  I  mean  by  50  per  cent  is  to  use  half 
the  amount  of  powdered  sugar  to  that  of 
euquinine. 

PROTECTING  ICE-BAGS. 

Lew  Gerould,  T^oindnda,  Pa. ;  In  selling  ice- 
caps, we  always  3.^^\^  out  cu^v)tcvers  to  put 
the  ice — ^af ter  it  ^kv^  ^^^  ^^^^Ve^  ^^^Y  ^^^ 
the  cap— in  warm,  "^ttx  iot  ^  ^v  <i^^^^-  '^^^^ 
takes  off  all  sharj^  ^^sv^^  ^tv4\^ jppsv^lYveUic 
of  the  ice-bag.  ^ 
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SELECTIONS 


"ANYTHING  ELSE  TO-DAY?" 

The  human  mind  is  instinctively  resentful  of 
questions.  Even  a  besotted  and  shameless 
drink  "moocher"  would  rather  have  his  victim 
say  ''Come  on  and  take  something^'  than  be 
required  to  answer  the  specific  question :  "Will 
you  have  a  drink  ?" 

We  human  beings  have  inherited  an  animal- 
like question-wary  instinct  that  invariably  dis- 
turbs in  some  degree  the  normal  operation  of 
our  mental  processes  when  we  are  asked  a 
question,  no  matter  how  innocent  the  question 
nor  how  great  our  readiness  to  answer  it  fully 
and  truthfully. 

"Is  there  anything  else  to-day  ?'*  can  scarcely 
be  regarded  as  an  alarming  or  confusing  ques- 
tion, yet  I  must  confess  that  several  times 
when  I  have  stood  at  the  counter,  ransacking 
my  memory  for  a  mislaid  mental  shopping  list, 
this  question,  crisply  put,  has  obliterated  the 
last  vestige  of  my  recollection  of  the  unpur- 
chased articles,  and  I  have  as  crisply  replied: 
"No,  that's  all."  Perhaps  at  the  next  comer  I 
would  be  able  to  recall  the  other  things  I  had 
intended  to  buy — with  resulting  profit  to  the 
merchant  on  that  comer. 

There  is  another  minor  objection  to  the  ab- 
surd question,  "Is  there  anything  else  to-day  ?" 
When  you  ask  a  man  whether  he  wants  any- 
thing else  it  is  merely  an  unintelligent  way  of 
asking  him  whether  he  has  any  more  money 
he  would  like  to  spend.  There  are  few  stronger 
human  impulses  than  the  impulse  to  decline  a 
perfunctory  invitation  to  spend  money.  Just 
the  other  day  I  half -unconsciously  answered, 
*'No,  nothing  else,"  when  a  salesman  briskly 
inquired  "What  else?"  although  it  was  neces- 
sary to  correct  myself  immediately,  for  I  actu- 
ally did  have  another  purchase  in  mind. 

If  you  restrict  this  objection  to  the  possibil- 
ity that  a  sale  may  be  lost  because  the  customer 
says  no  when  he  means  yes,  the  objection  isn't 
an  important  one.  But  viewed  in  the  broad 
sense  of  what  is  and  what  isn't  good  retail 
salesmanship,  I  think  we  are  going  to  find  that 
this  far-fetched  little  objection  is  closely  allied 
to  the  big  unanswerable  objection. 

This  big  objection  to  "What  else?"  and  "Is 
there  anything  else  to-day  ?"  in  general  terms  is 


the  same  as  the  objection  to  "What  can  I  do 
for  you  to-day?"  The  use  of  such  questions  by 
a  salesman  indicates  either  ignorance  of  or  in- 
difference to  the  possibilities  of  salesmanship. 
We  don't  need  to  be  so  much  concerned  with 
the  direct  harm  that  these  questions  accomplish. 
That  is  relatively  unimportant.  The  important 
thing  is  that  such  questions  are  useless  verbal 
weeds,  which  choke  the  growth  of  salesman- 
ship just  as  weeds  in  a  farmer's  field  "kill  out" 
his  com. 

The  retail  salesman  who  first  asked  a  cus- 
tomer, "Is  there  anything  else  to-day?"  prob- 
ably intended  to  indicate  an  absorbing  desire 
to  be  of  further  service  to  the  customer.  Sir 
Johnston  Forbes-Robertson  could  probably 
speak  these  words  in  a  way  to  express  that 
meaning  without  any  suggestion  of  smirking 
servility  in  his  manner,  but  the  average  sales- 
man cannot.  Many  salesmen,  no  doubt,  realiz- 
ing this  and  being  too  self-respecting  to  smirk, 
have  abbreviated  the  question  to  a  short  and 
imperative  "What  else  ?" 

No  good  salesman  is  either  servile  or  imper- 
tinent; nor  is  he  merely  an  unthinking  auto- 
maton that  mechanically  exhibits  merchandise, 
records  a  customer's  purchases,  and  perfunc- 
torily asks  what  next  ? 

When  I  come  into  your  store  and  buy  a 
tooth-brush  from  you,  it  is  reasonable  to  sup- 
pose that  I  am  not  going  to  try  to  conceal  my 
intention  to  purchase  a  tube  of  tooth-paste  if 
such  intent  is  in  my  mind.  It  is  also  a  reason- 
able, or  at  least  a  courteous,  assumption  that  I 
am  in  just  as  much  of  a  hurry  as  you  are,  and 
that  I  will  not  unduly  withhold  a  disclosure  of 
the  next  article  on  my  list.  If  I  have  other 
premeditated  purchases  of  your  goods  in  mind, 
I  am  pretty  certain  to  indicate  it  by  some  word 
or  act. 

Suppose  my  eyes  stray  over  to  and  rest  upon 
the  contents  of  the  safety-razor  case.  For  the 
moment  perhaps  I  seem  to  have  become  un- 
conscious of  your  presence.  Will  you  recall 
my  mind  from  its  consideration  of  safety 
razors  by  briskly  asking  me:  "What  else?" 
Will  you  test  the  genuineness  of  my  interest  in 
safety  razors  by  asking  me  whether  I  want  to 
look  at  one?  Or  will  you  quickly  and  deftly 
place  a  safety  razor  in  my  hand  and  make  an 
appropriate  commendatory  remark  about  it? 
If  you  are  a  good  salesman  I  am  sure  you  will 
do  the  last  named. 

As  long  as  a  retail  customer  evinces  the 
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slightest  inclination  to  buy,  it  is  the  retail  sales- 
man's duty  to  help  him  buy.  Don't  question 
him;  don't  confuse  him;  just  help  him.  If  he 
doesn't  buy  as  much  of  a  given  article  as  you 
think  he  should,  it  is  your  privilege  and  your 
duty  to  endeavor  to  get  him  to  buy  a  larger 
quantity,  but  I  don't  think  it's  good  salesman- 
ship to  suggest  such  a  thing  unless  you  can 
offer  a  plausible  reason  for  your  suggestion. 

If  I  stand  silently  at  your  counter  after  you 
have  wrapped  up  my  tooth-brushes  and  razor, 
it  is  fairly  safe  for  you  to  assume  that  I  have 
bought  all  I  intended  to  buy  when  I  entered 
the  store.  It  is  safe  for  you  to  assume  that  you 
have  received  all  of  the  voluntary  offerings 
that  I  propose  to  give  you,  and  it  is  up  to  you 
to  commence  to  sell  goods  to  me  if  you  want 
any  more  of  my  money. 

My  purchase  of  a  tooth-brush  suggests 
tooth-paste  or  powder.  Possibly  you  have  a 
new  brand  that  you  are  pushing.  If  you  have, 
it  will  do  no  harm  to  tell  me  about  it.  If  I  as- 
sert my  fidelity  to  some  other  brand,  there  is 
no  harm  in  commending  that  brand,  too,  for  I 
might  decide  to  ask  you  to  wrap  up  a  package 
of  it  to  go  with  my  new  tooth-brushes. 

Razors  suggest  shaving  soap  and  brushes. 
You  might  ask  me  whether  I  have  plenty  of 
shaving  soap  at  home.  I  think  that  would  be 
a  fair  question.  As  to  brushes,  I  think  it  would 
be  better  to  show  me  one  without  first  asking 
me  whether  I  am  interested  in  brushes.  You 
might  say  something  like  this:  "If  you  need 
a  new  shaving  brush,  here  is  one  that  I  can 
recommend  because,"  etc. 

If  there  is  anything  else  that  your  store  or 
your  department  is  trying  to  push,  and  which 
you  believe  I  might  be  interested  in,  I  think  you 
would  be  justified  in  showing  it  to  me  or  tell- 
ing me  about  it. 

But  why  should  any  salesman  ever  ask  any 
customer  whether  there  is  "anything  else  to- 
day?"— William  Maxwell,  in  Collier's. 


KEEPING  TRADE  AT  HOME. 

Some  of  the  present-day  tendencies  in  retail 
merchandising,  especially  in  relation  to  mail- 
order and  big-city  competition,  were  clearly 
pointed  out  at  a  recent  gathering  of  merchants 
and  business  men  by  Sidney  S.  Wilson,  himself 
a  small  town  retailer  who  has  been  successful 
in  building  up  a  large  and  profitable  business 


in  the  shadow  of  a  great  city.  We  know  how 
hard  it  is  for  merchants  of  the  same  town  to 
get  together  on  any  subject.  We  realize,  too, 
Mr.  Wilson  said,  how  much  harder  it  is  for 
merchants  of  different  towns  to  do  so.  Mr. 
Wilson  then  continued: 

EFFICIENCY  IN  STORE  SERVICE. 


"There  is  a  powerful  principle,  however,  un- 
der the  guidance  of  which  we  can  not  only 
hold  our  trade  at  home,  but  increase  the  results 
of  well-directed  energies.  Efficiency  is  the 
new  slogan.  Efficiency  now  is  the  signal  by 
which  modem  business  is  progressing.  It 
seems  almost  like  a  new  science,  and  yet  no 
older  principle  is  known  and  none  has  had  a 
longer  sleep.  The  merchant  of  to-day  must 
study  the  broader  principles  of  store  policy  and 
management,  creating  and  directing  the  organi- 
zation, instead  of  working  on  $6.00  a  week  de- 
tails which  a  clerk  of  that  salary  could  more 
easily  perform. 

"Retailing  at  one  time  was  price,  style  and 
service.     To-day  it  is  service,  style  and  price. 

"Service  is  contingent  on  our  own  ambition 
and  ability;  it  is  the  human  equation;  the  re- 
sult of  our  training  and  the  training  we  can 
impart  to  others." 

PLACE  OF  THE  CLERK  IN  SERVICE. 

"The  clerk  is  king  of  all  store  service.  He  is 
master  of  the  sale.  Success  in  retailing  is  more 
dependent  upon  him  than  any  other  factor,  and 
yet  the  amount  of  his  salary  is  more  a  matter 
of  barter  and  bargain  than  the  purchase  price 
of  so  much  merchandise.  Outwardly  all  is 
lovely  and  serene,  but  the  situation  is  an  armed 
neutrality — a  constant  menace  to  the  smooth- 
ness of  the  season's  work.  I  am  not  dealing  in 
sentimentality,  nor  basking  in  the  sunny  clime 
of  day  dreams  when  I  say  that  the  Golden  Rule 
is  too  infrequent  an  advisor.  It  is  emphatically 
a  business  principle  and  a  principle  that  will 
humanize  our  help.  We  can  talk  cooperation 
until  we  are  black  in  the  face,  but  we  never  can 
reach  the  goal  of  receiving  the  best  that's  in 
clerks  until  they  have  awakened  to  a  feeling^ 
of  devotion  to  their  work,  which  is  our  busi- 
ness and  our  profit.  The  electric  button  of  de- 
votion is  only  connected  by  the  wire  of 
sympathy. 

"Store  arrangement  is  second  in  store  serv- 
ice to  the  clerk  problem.  The  average  mer- 
chant neglects  the  art  of  store  arrangement,. 
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and  here  again  precedent  wields  its  fatal  in- 
fluence. The  old  floor  plans  seem  quite  good 
enough. 

"The  larger  merchants  of  the  largest  cities 
are  the  only  ones  who  seem  to  give  this  sub- 
ject serious  consideration,  and  who  realize  the 
importance  of  spacious  aisles,  modem  cases, 
and  constant  changes  in  location  of  stocks.  In 
the  largest  cities,  where  rent  is  based  on  square 
feet,  you  find  the  most  room  and  the  most 
carefully  studied  conveniences  for  shopping. 
And  as  both  men  and  women,  when  they  buy, 
seek  naturally  the  places  which  they  visit  oft- 
enest  and  where  they  are  most  at  home,  it  fol- 
lows that  trade  follows  the  flag  of  comfort  and 
convenience. 

"If  we  would  let  the  feeling  predominate 
that  every  customer  is  a  guest  and  get  that 
idea  into  the  heads  of  every  clerk,  we  could 
then  make  a  prospect  feel  the  magnetic  in- 
fluence to  buy. 

"The  retailer  who  looks  at  things  from  the 
other  side  of  the  counter  often  finds  the  cus- 
tomer willing  to  reciprocate. 

"Give  store  arrangement  greater  considera- 
tion and  create  in  the  mind  of  a  customer  a 
desire  for  other  things  she  sees  as  well  as  the 
article  she  asks  for.  People  used  to  buy  what 
they  needed,  now  it's  what  they  want — ^and 
that  want  is  created  either  by  store  display  or 
by  advertising.  The  money  we  spend  judi- 
ciously in  publicity  is  not  an  item  of  expense, 
but  sound  as  a  savings  bank  investment.  It  is 
no  longer  a  question  whether  or  not  to  adver- 
tise, but  a  serious  problem  of  how  best  to  reach 
the  public  ear." 


WHY  THE  WINDOW  IS  VALUABLE. 

Frank  Farrington  is  a  firm  believer  in  the 
value  of  window  displays.  Writing  in  the 
National  Druggist  he  tells  the  reasons  why. 
"It  makes  no  difference,"  he  says,  "what  kind 
of  goods  a  store  has  for  sale,  the  window  can 
be  made  to  help  sell  them.  The  windows  of  a 
drug  store  can  be  made  to  pay  the  rent  and 
often  much  beside. 

"As  a  means  of  advertising,  the  window  is 
the  cheapest  there  is.  As  a  form  of  salesman- 
ship, the  window  is  always  a  willing  worker 
and  always  on  the  job.  It  asks  for  no  holidays 
and  makes  no  objections  to  working  overtime. 
To  use  it  faithfully  is  to  get  results  by  the 


most  economical  methods  and  along  the  line 
of  the  least  resistance.  To  neglect  it  is  to  throw 
away  opportunities  every  day. 

"There  was  a  time  when  people  did  not  ex- 
pect the  windows  of  a  store  to  display  goods 
or  to  do  an)rthing  but  let  in  light,  and  often 
they  were  not  in  condition  to  do  even  that 
properly. 

"Now  the  public  looks  for  displays  in  the 
windows,  and  if  they  are  not  there,  if  the  win- 
dows are  neglected,  or  dirty  or  unused,  the 
store  not  only  loses  the  advantage  of  the  pos- 
sible sales  the  windows  might  be  making,  but  in 
addition  gets  the  disadvantage  of  being 
thought  unenterprising  and  old-fashioned. 

"There  is  no  drug-store  window  that  does  not 
have  a  value.  The  side  or  back  window  which 
is  seen  by  a  possible  customer  about  once  a 
month  might  just  as  well  have  a  good,  attrac- 
tive show  card  in  it,  or  even  some  salable  ar- 
ticle with  a  price  on  it,  as  to  be  left  empty.  If 
I  were  running  a  country  store  back  on  some 
cross-roads  where  there  were  pedestrians  going 
by  only  once  a  week,  I  would  still  feel  that  my 
windows  offered  a  means  of  interesting  trade 
among  the  farmers  who  might  drive  by  or  stop 
in  front  of  them. 

"If  the  windows  were  not  large  enough  for 
an)rthing  more  than  a  show  card,  I  would  use  a 
show  card,  inviting  the  passer-by  to  stop  and 
come  in  and  see  some  certain  article  that  I  ex- 
pected would  interest  him. 

"The  window  is  very  valuable  as  an  aid  to 
the  store's  printed  advertising.  When  a  drug- 
gist advertises  a  new  line  of  toilet  accessories 
he  cannot  tell  about  the  goods  in  a  way  that 
will  satisfy  the  women  of  the  community  as  a 
sight  of  the  goods  themselves  would  do  it.  But 
if  he  advertise  that  these  new  articles  are  on 
exhibition  in  his  store  windows,  he  will  make  it 
easy  for  every  woman  who  is  interested  to  see 
the  goods  without  any  need  of  buying  or  evei> 
of  being  asked  to  buy. 

"There  should  be  a  close  alliance  between  the 
show  window  display  and  the  newspaper  ad- 
vertising. This  gives  the  public  a  chance  to 
see  the  goods  easily,  and  where  the  windows 
are  changed  weekly,  there  should  always  be  a 
new  advertisement  to  call  attention  to  the 
things  being  shown  there. 

"Cooperation  between  the  windows  and  the 
advertising  doubles  the  effect  of  both  lines  of 
work." 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


GROSS  PROFIT  OF  FIFTY-TWO  PER  CENT! 
To  the  Editors : 

In  the  Bulletin  of  Pharmacy  for  Febru- 
ary of  last  year  you  printed  a  statement  of  my 
business  for  1912  under  the  caption  "A  Gross 
Profit  of  Fifty  Per  Cent,"  making  at  the  same 
time  some  very  encouraging  and  compliment- 
ary remarks.  In  your  April  issue  there  ap- 
peared two  comments  on  the  article,  one  from 
a  reader  signed  "Missouri,"  and  one  from 
Brother  Jones,  of  Watertown,  South  Dakota. 

These  gentlemen  seemed  to  rather  doubt  the 
accuracy  of  the  statement,  or  rather  the  possi- 
bility of  conducting  a  drug  store  in  a  small 
town  so  that  it  would  pay  a  gross  profit  of 
fifty  per  cent  and  a  net  profit  of  over  thirty 
per  cent.  However,  the  statement  was  abso- 
lutely correct,  as  I  keep  very  close  track  of  my 
business.  The  only  clerk  hire  I  have  is  a  boy 
who  works  after  school,  during  evenings,  all 
day  Saturdays,  and  all  the  time  during  the 
school  vacations. 

This  is  a  small  country  town  of  about  200, 
but  we  have  quite  a  large  territory  and  the 
farmers  are  good  spenders,  although  they  have 
had  hard  luck  in  the  way  of  poor  crops  the  last 
three  years.  I  have  a  soda  fountain,  and  work 
it  to  the  limit.  We  have  two  or  three  market 
days  during  the  summer,  and  on  these  days  I 
need  four  or  five  extra  clerks  to  take  care  of 
the  business.  I  handle  the  Nyal  line  and  sell  it 
almost  exclusively  in  the  way  of  patents.  I  also 
go  in  quite  extensively  for  holiday  business,  on 
which  I  get  very  good  prices. 

Have  one  good  doctor,  who  prescribes  al- 
most entirely  my  own-make  preparations.  Per- 
haps this  may  explain  to  a  degree  the  "for- 
mula" for  which  your  doubting  correspondents 
asked. 

I  submit  herewith  my  statement  for  1913, 
which  makes  a  little  better  showing  than  1912, 
although  the  sales  were  not  quite  as  large, 
owing  to  poor  crops  and  a  consequent  falling- 
off  of  the  holiday  business: 


Stock  invoiced  Jan.  1,  1914 $2,842  63 

Stock  invoiced  Jan.  1,  1913 2,241  41 

Increase $     601  22 

Stock  Jan.  1,  1913 2,241  41 

Mdse.  bought,  1913 5,423  15 

$  7,664  56 

Stock  Jan.  1.  1914 2,842  63 

Gross  cost  of  goods  sold 4,821  93 

Discounts 103  97 

$  4,717  96 
Freight,  express,  and  drayage 325  96 

Net  cost  of  goods  sold $  5,043  92 

Total  sales  1913 10,534  65 

Total  cost  of  goods  sold 5,043  92 

Gross  profit,  52  per  cent $  5,490  73 

Expenses : 

Rent  and  light $  360  00 

Heat  6990 

Insurance  110  60 

Advertising  60  80 

Clerk  hire 164  OQ 

Stationery  34  69 

Telephone  and  telegrams  29  35 

Donations  51  00 

Repairs    3  95 

Dues  and  subscriptions...  43  50 

Taxes  30  07 

Other  expenses 5  S^ 

My  own  salary 1,200  00 20% 

$2,163  84 

Net  profit 32%    $3,325  89 

A  North  Dakota  Druggist, 
^     ^     ^ 

THE  TWO  LETTERS  OF  CRITICISM. 

[Note  by  the  Editors.— We  are  reproducing  the  two 
letters  referred  to  in  the  above  communication.  They 
throw  an  interesting  sidelight  on  the  matter.  Our  North 
Dakota  correspondent  must  surely  have  caught  the 
long-sought  goose!] 

To  the  Editors ; 

I  noticed  the  article  in  the  February  Bulle- 
tin, on  page  53,  apropos  of  a  druggist  who 
had  made  "A  Gross  Profit  of  Fifty  Per  Centl" 
If  the  druggist  who  made  this  statement  will 
please  furnish  the  formula  I  think  a  good 
many  of  his  brother  druggists  would  proceed 
at  once  to  "put  up  the  goods,"  provided  they 
have  or  can  get  the  necessary  ingredients.  One 
of  the  formulas  for  success  is  said  to  be: 

Late  to  bed  and  early  to  rise, 
Work  like  h ^1  and  advertise. 
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This  man  himself  must  have  so  worked  if  he 
conducted  an  ordinary  drug  business  to  make 
a  profit  9f  $6304.76  on  an  investment  of 
$2000.  He  doesn't  say  whether  he  had  a  soda 
fountain  or  not.  His  clerk  hire  is  given  only  as 
$75.00.  But  he  could  not  have  done  much  ad- 
vertising at  a  cost  of  $61.30,  as  that  would  just 
about  pay  for  a  five-inch  double-column  ad.  in 
a  weekly  newspaper.  Missouri. 

To  the  Editors: 

I  am  interested  in  an  article  in  the  February 
number  of  your  journal  under  the  title  of  "A 
Gross  Profit  of  Fifty  Per  Cent!"  In  running 
over  the  figures  under  the  head  of  expenses,  I 
find  an  item  of  seventy-five  dollars  for  clerk 
hire  for  the  year.  I  cannot  understand  how  a 
proprietor  can  do  a  business  of  nearly  eleven 
thousand  dollars  with  an  expenditure  of  only 
seventy-five  dollars  for  clerk  hire,  especially 
when  the  profits  would  indicate  many  small 
sales  with  the  usual  large  profit,  as  well  as  a 
reasonably  good  prescription  business. 

If  the  druggist's  statement  is  correct,  how- 
ever, he  has  a  secret  which  he  had  better 
divulge  for  the  benefit  of  sufiFerers.  Kindly 
give  us  the  secret !  D.  F.  Jones. 

Watertown,  S.  D. 


WILBUR  L.  SCOVILLE'S  VIEWS  ON  A.  PH.  A. 

REFORM. 

To  the  Editors: 

I  have  just  finished  reading  the  manuscript 
of  Mr.  Mason's  article  entitled  "Some  Reform 
Measures  for  the  A.  Ph.  A."*  It  is  good!  I 
mdorse' every  word  of  it!  It  is  just  the  kind 
of  suggestion  that  is  needed.  I  would  further 
suggest  one  additional  scheme,  namely:  The 
papers  should  be  in  print  at  the  meeting.  Copy- 
right them,  if  you  wish,  but  print  theml 

There  are  two  reasons:  First,  an  adequate 
discussion  is  impossible  by  hearing  a  paper  im- 
perfectly, and  then  attempting  to  criticize  it — 
favorably  or  otherwise— on  first  impressions. 
One's  impression  may  be  wrong,  or  the  full 
import  may  not  be  grasped.  Print  is  plain, 
and  one  can  at  least  know  positively  and  defi- 
nitely what  the  writer  says. 

Then  again,  if  the  papers  are  printed,  dis- 
cussions can  be  prearranged.  Interested  or 
competent  members  can  have  a  few  hours  in 
which  to  think  over  a  paper  and  plan  a  dis- 
cussion. 

^Printed  elsewhere  in  this  issue  of  the  Bxtlletxn. 


This  would  give  a  live  chairman  an  excellent 
opportunity  to  make  his  sessions  interesting 
and  attractive  by  prearranging  discussions. 
And  such  discussions  are  the  kind  best  worth 
while.  Meantime  other  members  who  desire 
to  talk  have  a  chance  to  get  into  the  spirit  of 
the  thing. 

Reason  second  is — writers  have  a  stronger 
inducement  to  send  in  papers  early.  It's  an 
advantage  to  have  them  in  print.  AJso  it  gives 
the  "general  manager,"  as  proposed  by  Mr, 
Mason,  a  sufficient  chance  to  discriminate,  re- 
assign, condemn,  restrict,  etc.,  etc.  Mere  titles 
of  papers  are  not  adequate,  and  it's  too  big  a 
country  to  play  battledore  and  shuttlecock  with 
the  bulky  manuscripts  of  papers  before  the 
meeting. 

Copyright^  are  sufficient  protection — ^and 
even  if  they  get  abused  occasionally,  it's  a  good 
paper  that's  worth  stealing  I 

Detroit,  Mich.  WiLBUR  L.  SCOVILLE. 


WHAT   IS   YOUR  GUESS? 

To  the  Editors: 

Here  is  an  order  which  proved  too  much  for 
us.    The  first  item  we  made  out  to  be  alcohol ; 


/  hi 

oy^^ 

/o 

pf7 

9 

the  next,  banana  oil ;  the  fourth,  oil  of  anise. 
Beyond  that  we  are  unable  to  get. 

See   what   some   of   your   ptizzle-guessing 
readers  can  do.  Pasco  Drug  Co. 

Pasco,  Wash.  » 


To  the  Editors: 

I  am  a  great  believer  in  the  Bulletin,  and 
make  my  clerks  read  it,  as  I  think  it  is  the  best 
on  the  market    We  can't  do  without  it  f 

Laurel,  Miss.  R.  H.  SCRUGGS. 

«      ♦      4F 
To  the  Editors : 

Can't  get  along  without  the  Bulletin,  for 
I  believe  it  is  the  classiest  of  all  drug  journals. 

Benton  Harbor,  Mich.  WiLL  P.  HaLEY. 
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BUSINESS  HINTS 


Specimens  of  druggist^  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 
Bulletin. 


A  Store  Paper  Reviewed. — 

Bam  ford  &  Kemp,  Reading,  Pa.,  put  out  a  little  store 
paper  called  the  "B.  &  K.  Bulletin."  We  have  number 
1,  volume  1,  before  us,  and  we  are  going  to  review  it. 

It  won't  take  long.  The  little  periodical  contains  just 
four  pages,  and  each  page  is  six  by  nine  inches. 

"The  Dope  Business"  is  the  title  of  the  leading 
article  on  the  initial  page.  It  contains  about  a  couple 
hundred  words,  speaks  of  the  prevalence  of  drug  ad- 
diction, and  states  that  Bam  ford  &  Kemp  do  all  they 
can  to  discourage  the  sale  of  habit-forming  drugs.  The 
firm  name  appears  three  times,  which  is  good,  although 
the  and  in  the  middle  of  it  should  not  have  been 
spelled  out. 

A  picture  of  Frank  Eidam,  who  has  charge  of  the 
store,  comes  next,  and  the  hundred  or  so  words  under- 
neath this  picture  are  good  words.  Here  are  the  last 
two  paragraphs : 

"Many  of  our  customers  have  found  that  what  he 
says  about  base-ball  and  basket-ball  must  not  be  taken 
too  seriously;  but  that  when  it  comes  to  drugs  he  can 
be  relied  upon  absolutely. 

"Frank  is  married,  has  a  couple  of  youngsters,  and 
is  buying  real  estate.    You  can't  beat  the  Dutch." 

That,  under  the  circumstances,  is  excellent  ad- 
vertising. 

The  top  third  of  page  two  is  devoted  to  A  ad- 
vertisement of  Whitman's  Chocolates,  and  a  IJi  by  2% 
cut  of  a  "fussy"  package  is  shown.  Under  the  ad.  in 
column  one  comes  something  we  are  going  to  reproduce 
in  toto.    Here  it  is: 


A  CHANCE  FOR  THE  POETS— EASY  MONEY. 

"We  think  some  of  our  special  sundaes  are  good  enough  for 
the  poets  to  rave  about. 

"Since  we  aren't  poets  ourselves,  we  must  call  on  our  poetical 
friends  to  help.  Here  is  a  chance,  poets,  to  wax  poetical  and 
likewise  earn  a  pot-boiler  which  is  not  to  be  despised. 

*'For  the  best  poem  (not  more  than  eight  lines)  about  any  one 
of  our  special  dishes,  or  about  our  soda-water  and  ice-cream 
departments  in  general,  we  offer  a  prize  of  five  (6)  dollars,  and 
for  the  five  next  best  poems  we  offer  prizes  of  one  (1)  dollar 
each.  Poems  offered  in  competition  must  be  plainly  written  and 
turned  in  to  either  one  of  our  stores  on  or  before  December  81, 
1918. 

"The  winning  poems  and  the  names  of  the  winners  will  be 
published  in  the  January  number  of  The  B.  &  K.  Bullbtin.'* 

Following  this  is  a  Mary's  little  lamb  stanza,  and 
after  this  a  joke  from  Lippincott's.  Then  comes  a  four- 
inch  ad.,  single  column  of  course,  naming  seven  best 
sellers  and  stating  that  the  newest  books  may  be  rented 
at  Bamford  &  Kemp's  for  two  cents  per  day. 

Page  three  starts  off  with  a  cut  of  a  man  standing 
patiently  at  attention  while  tender  hands  remove  from 
his  back  a  belladonna  plaster.  The  picture  is  3j^  inches 
high  and  underneath  it  the  modus  operandi  of  a  pain- 
less  removal  is  given.    The  reading  matter  takes  up  two 


inches  more  of  colunm  space,  making  in  ail  S}i  inches. 
On  this  page,  also,  under  the  caption  "Make  Yourself 
At  Home,"  a  general  invitation  to  make  use  of  the  tele- 
phone, directory,  etc.,  is  extended.  This  occupies  a 
little  less  than  two  inches,  and  all  the  rest  of  the  page 
is  turned  over  to  the  jester. 

Bamford  &  Kemp's  name  does  not  appear  on  page  3. 
Shouldn't  it? 

In  column  one  on  page  4  is  a  four-and-a-half  inch 
Aromatic  Cascara  ad.,  and  slanting  up  from  the  bottom 
is  a  coupon  which  will  go  almost  two-thirds  the  way  on 
a  25-cent  bottle  of  B.  &  K.'s  A.  C.  if  cut  out  and  pre- 
sented before  a  certain  date.  Above  this  ad.  are  two 
clipped  jokes. 

The  last  column  is  entirely  given  over  to  another 
chocolate  advertisement,  which,  saying  as  little  as  pos- 
sible, isn't  quite  right.  Two  brands  of  candy  shouldn't 
be  advertised  in  the  same  issue. 

But,  as  a  whole,  the  little  paper  is  good — decidedly 
good,  exceptionally  good.  And  it's  the  first  issue,  at 
that.  Give  Bamford  &  Kemp  six  months  and  they'll 
turn  out  as  pulling  a  little  pamphlet  as  there  is  in  the 
business. 

Next! 

Picking  Up  Business.—, 

The  writer  met  a  young  druggist  one  day  last  fa)l. 
His  pockets  bulged  with  cigars;  he  had  a  package  of 
printed  cards  under  one  arm,  and  a  small  tack  hammer 
protruded  from  a  side  pocket. 

"Where  are  you  bound  for?"  was  the  question. 

"For  the  race  track,"  explained  the  druggist.  "There 
is  a  racing  meet  on  now  and  about  1500  horses  are 
stabled  around  the  track.  I'm  going  out  to  see  if  I 
can't  pick  up  some  business." 

This  enterprising  young  chap,  says  the  National 
Druggist,  went  out  to  the  track,  handed  out  a  few  cigars 
to  trainers  here  and  there,  talked  liniments  and  veter- 
inary remedies,  and  asked  permission  to  tack  up  his 
cards  around  the  stalls.  On  his  card  were  listed  a  few 
remedies,  the  prices  of  alcohol,  witch-hazel  and  arnica 
in  gallon  lots,  and  in  a  prominent  place  was  displayed 
his  telephone  number.  "Order  by  telephone.  Goods  de- 
livered same  day."  Thus  read  a  notice  at  the  bottom  of 
his  placards.  He  went  out  every  morning  during  the 
racing  meet  to  take  orders  personally,  and  a  great  many 
orders  came  over  the  telephone. 

A  race-horse  is  a  valuable  animal,  whether  he  be 
a  runner,  pacer,  trotter,  or  jumper.  A  great  deal  of 
money  is  spent  on  liniments,  alcohol,  sponges,  arnica, 
and  such  things,  by  all  racing  men.  The  horse  must  be 
kept  in  the  pink  of  condition,  and  money  is  no  object. 
The  horse  must  have  the  best,  and  money  is  easy.  The 
business  is  cash,  or  can  be  easily  kept  so,  and  there  is 
little  or  no  haggling  over  prices.  Horsemen  are  a  free- 
handed lot,  as  anybody  can  testify  who  has  ever  done 
business  with  them.  Some  of  them,  of  course,  will  take 
credit  if  they  can  get  it,  but  if  they  are  not  o£Fered  it 
they  are  perfectly  willing  to  pay  cash. 

There  are  plenty  of  trotting  and  racing  meets  around 
the  country.  The  county  fair  is  still  flourishing,  and 
the  racing  is  its  most  promising  feature.  Some  of  these 
fairs  are  larger  than  others,  and  the  same  applies  to  the 
various  racmg  meets ;  but  there  is  business  to  be  picked 
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up  at  all  these  a£Fairs  for  any  one  who  cares  to  go  after 
it  The  druggist  in  question  is  located  near  the  heart 
of  a  big  city.  There  are  dozens  of  druggists  nearer  the 
race  track,  and  there  are  300  druggists  in  this  city.  Out 
of  all  this  number,  however,  he  was  the  only  druggist 
who  visited  the  track  in  quest  of  business.  Conse- 
quently he  picked  up  90  per  cent  of  all  this  business. 
The  meet  lasted  three  weeks  and  netted  him  several 
hundred  dollars. 

Here  is  a  fine  example  of  a  man  picking  up  busi- 
ness. He  simply  happened  to  be  reading  about  the  meet, 
and  it  occurred  to  him  that  some  business  might  be 
picked  up  without  very  much  trouble.  The  track  being 
located  several  miles  outside  the  city,  the  business  had 
:simply  been  gping  to  those  druggists  scattered  around 
the  outskirts,  and  not  one  of  them  had  made  any  effort 
to  increase  his  business.  This  enterprising  young  chap 
simply  went  out  and  gobbled  the  cream  of  it.  There 
always  seems  to  be  some  way  for  an  enterprising  man 
to  pick  up  business. 

A  Page  From  an  Almanac. — 

John  F.  Patton  &  Co.,  York,  Pa.,  put  out  quite  a 
comprehensive  line  of  home  remedies,  and  one  of  the 
ways  in  which  the  line  is  featured  is  by  use  of  full 
pages  in  an  almanac  the  firm  distributes  called  the 
*Town  and  Country  Almanac."  We  are  reproducing 
a  page  from  this  little  booklet : 


There  are  other  similar  pages  inserted  at  intervals 
in  the  almanac,  fourteen  preparations  in  all  being  ad- 
vertised in  this  manner. 

Reading  a  Drug  Journal. — 

E.  C.  Hamler,  Burlington,  Iowa,  goes  at  the  reading 
of  a  drug  journal  with  somewhat  of  a  system.  We 
^uote:    "^ After  the  journal  has  been  taken  out  of  its 


wrapper  or  envelope,  if  it  has  one,  the  advertisements 
are  first  looked  over.  If  there  are  any  that  interest  me, 
they  are  marked  with  a  cross,  and  the  top  comer  of  the 
page  turned  over.  If  an  ad.  requires  immediate  atten- 
tion, I  write  at  once.  The  journal  is  then  laid  aside 
until  I  get  time  to  read  it.  While  reading,  all  matters 
that  are  of  any  .special  value  to  me  are  marked  and  the 
top  of  the  page  turned  over.  When  through  with  both 
reading  matter  and  advertisements  I  file  the  journal  for 
future  reference." 

Package  Enclosures. — 

Hansen's  Pharmacy,  Salt  Lake  City,  makes  a  prac- 
tice of  wrapping  in  each  customer's  package  a  little  slip 
or  two  calling  attention  to  some  particular  item  of  mer- 
chandise or  line  of  goods,  or  commendable  business 
policy  or  principle. 


THERE'S  ODDS 
IN  GINGER 


npihat'sanold 
A  lag  never  yet 
denied.  When 


jroa    aie 

ginger  buy  from 

OS.    Ourginger is 


We  are  Ginger  Indies 

We  are  pailienlar  nbout  getting 
thel>eat,  for  tbe  best  is  what  our 
cuatomers  want.  We  aeU  oar 
ginger  for  tbe  same  price  jroii*Te 
paid  for  a  poorer  grade. 

Hansen's  Pharmacy 

3d  Noitb  and  2d  Weat 

SALT  LAKE  CITY,  UTAH 

Telepbone  5232 


The  Secret . . 

of  our  aocceia  is,  ibaft 
we  alwaya  give  jroa 
good  goods  for  good 
money.  We  alwaya 
keep  a  foil  line  of  all 
drag  store  aitides  and 
bare  arranged  our 
prices  at  tbe  lowest 
notch  consistent  win 
qoalily. 

Ebmsen's  Pharmacy 

3d  Noitb  and  2d  West 
SALT  LAKE  Cmr,  UTAH 

**  Your  money  back 
if  you  want  it." 


These  enclosures  are  small,  varying  in  size,  color  and 
grade  of  paper,  the  average  measuring,  perhaps,  three 
by  foyr  inches.  An  attempt  is  made  to  so  phrase  the 
text  that  they  will  attract  more  than  passing  notice. 
We  are  reproducing  two  specimens. 

Another  Store  Paper. — 

It  is  quite  unfortunate  that  the  copy  of  the  "Wabana 
Druggist"  which  we  have  on  our  desk  is  the  December 
number.  It  is  jammed  full  of  Christmas  ads.,  and 
Christmas,  for  the  matter  of  ten  months  or  so,  is  a 
dead  and  uninteresting  issue. 

The  paper  is  published  monthly  by  the  Wabana  Drug 
Co.,  L.  J.  Lawton,  manager,  Bell  Island,  C.  B.,  New- 
foundland. There  are  four  pages,  and  they  measure 
10j4  by  13j4  inches. 

In  addition  to  advertisements  and  store  readers,  the 
"Wabana  Druggist"  carries  a  few  short  articles  on 
topics  of  pressing  local  interest,  like  "The  Need  of  a 
New  Telephone  System"  and  "Our  Roads."  These 
average  a  hundred  and  fifty  words,  perhaps.  There  is 
a  sprinkling  of  local  news  items  also,  as  well  as  plenty 
of  jokes. 

The  paper  has  run  three  years  and  eight  months  and 
is  a  good  one. 
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Pertinent  Suggestions. — 

Wm.  R.  White,  of  Nashville,  Tenn.,  believes  in  im- 
proving the  processes  for  making  every-day  pharma- 
ceutical products  whenever  it  is  possible  to  do  so.  Writ- 
ing in  the  Journal  of  the  American  Pharmaceutical 
Association  he  offers  some  extremely  pertinent  sug- 
gestions : 

"Camphor  Liniment. — By  powdering  the  camphor, 
putting  it  in  a  cheese-cloth  bag,  and  suspending  this 
in  the  cottonseed  oil,  stoppering  the  bottle  and  shaking 
at  intervals  for  two  or  three  days,  an  excellent  prep- 
aration can  be  made  which  is  strictly  U.  S.  P.  There 
is  no  chance  of  losing  the  camphor  by  volatilization  as 
in  the  U.  S.  P.  method. 

"Tincture  Opium  Camphorated. — No  good  reason 
can  be  seen  for  making  this  from  granulated  opium  and 
having  to  wait  three  days  for  it  to  macerate,  when  it 
can  be  made  in  a  very  short  time  by  using  an  equivalent 
amount  of  tincture  of  opium. 

"By  dissolving  the  benzoic  acid,  camphor,  and  oil 
of  anise  in  about  10  per  cent  of  the  alcohol,  and  add- 
ing this  gradually,  with  stirring,  to  a  mixture  of  a 
greater  part  of  the  dilute  alcohol,  the  tincture  of  opium 
and  the  glycerin,  and  then  adding  gradually  an  amount 
of  water  equal  to  the  alcohol  used  at  first  and  finally 
adding  dilute  alcohol  in  quantity  sufficient,  and  filtering, 
an  excellent  tincture  can  be  made  in  a  very  short  time. 

"Tincture  of  Iodine. — Mr.  E.  A.  Geyer's  method 
(see  Bui.  Pharm.,  xxvi,  p.  167)  of  making  this  tincture 
by  pouring  the  alcohol  on  the  iodine  and  potassium 
iodide,  which  have  been  placed  on  a  pledget  of  cotton 
in  a  glass  funnel  and  collecting  the  percolate  in  a 
graduated  bottle,  is  one  which  I  can  commend  very 
highly  as  being  a  great  improvement  over  the  U.  S.  P. 
method.  I  have  found  it  best,  however,  to  rub  the 
potassium  iodide  to  a  very  fine  powder,  as  it  will  be 
necessary  to  return  the  percolate  to  the  funnel  again 
if  the  granular  salt  is  used. 

"Sweet  Spirit  of  Nitre. — In  making  this  from  the 
concentrated  ether,  I  have  found  that  with  some  sam- 
ples of  alcohol  a  very  red  color  would  immediately 
appear,  but  after  standing  about  twelve  hours  would 
resume  its  natural  color  again.  I  attribute  this  to  a 
small  amount  of  tannin  in  the  alcohol,  which  is  some- 
times dissolved  from  the  barrel. 

"Color  in  Fresh  Lemon  Peel. — After  extracting  prac- 
tically all  the  color  from  some  fresh  lemon  peels  with 
alcohol,  some  lime-water  was  added  to  the  mixture. 
Almost  immediately  the  solution  was  colored  a  brilliant 
yellow  color.  The  peels,  which  were  very  brittle  and 
almost  white  when  taken  from  the  alcohol,  had  also 
changed  to  a  yellow  color. 

"Ammonia,  sodium  hydroxide,  potassium  hydroxide, 
potassium  carbonate,  and  other  alkalies  all  gave  the 
same  result.  The  addition  of  acids  to  the  alkaline 
solution  or  to  the  alcoholic  tincture  completely  destroyed 
all  color,  but  the  addition  of  an  excess  of  alkali  re- 
stored it  again. 

"Some  of  this  coloring  principle  was  obtained  by 
evaporating  an  ammoniacal  solution  of  this  yellow  color 


on  a  water-bath.  It  was  a  brownish,  resinous  sub- 
stance, insoluble  in  alcohol,  ether,  or  chloroform,  but 
completely  soluble  in  water  or  in  dilute  alcohol. 

"The  dried  peel  also  yields  its  color  to  alkalies,  bul 
the  color  is  a  browner  shade. 

"Boiling  the  solution  had  no  effect  on  th£  color. 

"By  taking  advantage  of  this  fact  these  rejected 
lemon  peels  can  be  used  very  profitably  as  a  colorinf* 
for  aqueous  alkaline  and  hydroalcoholic  solutions." 

Two  Difficult  Prescriptions.— 

Prescription  difficulties  are  always  annoying;  but  in 
direct  ratio  to  the  annoyance  is  the  amount  of  satis- 
faction experienced  when  the  best  possible  results  have 
been  obtained. 

The  two  prescriptions  which  follow  %hould  never 
have  been  written.  But  they  were  written;  moreover,, 
were  filled ;  and  while  it  is  more  or  less  of  a  debatable 
question  whether  the  course  taken  in  connection  with 
one  of  them  was  the  course  that  ought  always  to  be 
pursued,  it  must  be  readily  admitted  that  a  pair  of 
perplexing  prescription  problems  were  very  admirably 

solved.  _-   , 

NO.  1. 

I^  Cocaine  mur gr.  Tiij. 

Cerium  oxalate gr.  1. 

Bismuth    subn St. 

Ac  hydrocyanic  dil Sm. 

Mist.  Crete  prep.  q.  s Sij. 

M.  Sig.:   Tcaspoonful  every  2  hours. 

The  author  of  this  prescription,  says  the  Northwest- 
ern Druggist,  is  well  informed  in  surgery,  but  it  is  quite 
evident  that  he  knows  very  little  about  chemical  in- 
compatibilities. Both  cerium  oxalate  and  bismuth  sub- 
nitrate  would  render  the  cocaine  hydrochloride  insolu- 
ble, while  the  calcium  carbonate  would  neutralize  the 
hydrocyanic  acid.  The  physician  had  in  mind  Mistura 
Cretae  and  apparently  confused  its  name  with  Greta 
Praeparata.  This  prescription,  since  the  physidaD 
could  not  be  consulted  with,  was  dispensed  in  two  sep- 
arate bottles,  the  first  one  containing  the  cocaine  hydro- 
chloride and  the  diluted  hydroc3ranic  acid  together  with 
sufficient  syrup  and  water  so  that  a  teaspoonful  repre- 
sented one  dose.  The  second  bottle  contained  the 
other  ingredients  with  sufficient  water  to  make  the  re- 
quired amount.  The  patient  was  directed  to  take  si 
teaspoonful  of  each  preparation  every  two  hours  with 
an  intervening  period  of  one  hour.  Results  obtained 
were  very  satisfactory  according  to  the  physician,  who 
was  consulted  a  few  days  later. 

NO.  2. 

3  Ferri  et  quininae  cit 8 

Potassii   lodidi 8 

Syrupi  ferri  iodidi 80 

Syrupi    15 

Aquae,  q.  s.  ad 180 

M.  ft  sol. 
Sig.:    Sj  t  i.  d.,  p.  c. 

This  prescription  contains  two  chemical  incompatibili- 
ties, of  which  the  first  is  between  the  iron  and  quinine 
citrate  and  potassium  iodide,  and  the  second  is  between 
the  syrup  of  ferrous  iodide  and  potassium  iodide.  The 
iron  and  quinine  citrate  does  not  dissolve  in  the  propor- 
tion given  in  this  prescription,  so  that  it  together  with 
the  precipitate  formed  makes  a  mixture  and  not  a 
solution.  The  physician  probably  intended  this  pre8crip- 
tion  as  a  chalybeate-alterative,  but  he  is  defeating  the 
purpose  of  syrup  of  ferrous  iodide,  if  there  is  one, 
when  he  combines  it  with  other  iodides  and  other  sub- 
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4buices  which  will  convert  the  iron  in  it  to  the  ferric 
4tate.  Syrup  of  ferrous  iodide  should  always  be  givea 
«looe,  if  there  is  anything  in  the  theory  that  iron  is 
anore  easily  assimilated  in  the  ferrous  state.  This  pre- 
scription was  filled  by  dissolving  the  potassium  iodide 
in  a  portion  of  the  water,  adding  the  syrup  and  the 
syrali  of  ferrous  iodide  and  ferric  and  quinine  citrate, 
4nely  powdered,  and  sufficient  water  to  make  120  cubic 
■centimeters. 

A  Few  Labontory  Notes. — 

Thomas  A.  Egan  made  a  few  practical  observations 
.at  the  annual  meeting  of  the  Pennsylvania  Phannaceu- 
^Gil  Association  that  should  interest  our  readers.  Here 
are  a'  few  dispensing  hints  of  his  suggestion: 

ZINC  OXIDE  OINTMENT. 

ifoKt^Jdiion.— Triturate  the  rinc  oxide  in  a  mortar 
with  10  per  cent  of  oil  of  benne,  until  a  smooth  paste 
results,  melt  the  lard,  and  add  it  to  the  paste  with  con- 
tinued stirring  until  the  mass  congeals. 

I  find  by  this  method  I  can  produce  an  ointment  that 
will  remain  smooth  and  will  not  become  granular  with 

*•*•  BASHAM'S  UIXTtlKE. 

The  source  of  trouble  to  many  druggists  is  in  that 
they  fail  to  take  into  consideration  the  fact  that  the 
varying  temperature  of  their  stares  favors  chemical 
change.  This  can  be  avoided  by  using  pure  chemicals  in 
the  manufacture  of  this  trustworthy  preparation,  and 


after  the  reaction  has  been  completed,  placing  the  fin- 
ished preparation  in  the  refrigerator.  We  make  2000 
Cc.  at  a  time,  following  the  U.  S.  P.  directions,  with 
this  exception :  we  replace  75  Cc.  of  water  by  75  Cc  o£ 
orange  flower  water.  We  have  physicians  who  give 
preference  to  this  preparation  over  that  prepared  by 
other  druggists  in  this  vidnity. 

COLOGNE    WATEB. 

This  is  equal  to  the  imported,  when  made  strictly  ac- 
cording to  the  following  directions.  Some  may  ridicule 
these  directions,  but  by  following  them  they  will  be 
convinced  of  their  merits. 

Oil    of  bcrgimot S  fluidruhdii. 

Oil  o{  letDon I  Bnidnchnii. 

Oil  ot  liTendei  flowerg G  fluldnclima. 

Oil  of  TOMiiiBry SO  drop*. 

Oil  of  n>M 8  drops. 

Oil  of  dore* IS  drofs. 

Oil  of  neroli 10  drops. 

Tincture  of  miuk 10  diopa. 

Cologne  (pliiti  U  fltddonoeea. 

Onnn  flower  mtci S  flnidouiieea. 

Poirdered  undilwood 1  drachm. 

The  sandalwood  simply  aids  as  a  clarifying  agent. 
We  make  5  gallons,  using  the  foregoing  proportions, 
and  then  place  the  fire-gallon  demijohn  ten  feet  below 
the  surface  of  the  ground.  At  this  depth  you  will  find 
a  constant  temperature  which  favors  the  blending  of 
the  ingredients,  producing  the  fine  aroma.  The  longer 
the  cologne  water  is  thus  buried,  the  better  is  the 
aroma.  We  have  sold  15  gallons  within  the  last  year, 
in  pint  and  half -pint  bottles. 


Am  AmTBAUAH  PBAKtlAOT.— Aa    ll 


L.  Bom  a  Co..  Kbv  Street, 
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A  MERCHANT  PRINCE  AND  A  PRINCE  OF 

A  MERCHANT. 

Above  my  desk  hangs  a  portrait  of  John  Wanamaker 
of  Philadelphia,  New  York  and  the  World. 

John  Wanamaker  typifies  all  that  is  high,  noble  and 
kindly  in  business  life. 

He  inspires  1 

"A  monument  is  a  nudge  to  ignorance,"  said  Victor 
Hugo.  In  other  words,  it  is  a  suggestion  to  find  out 
more  about  the  man. 

Wanamaker  has  two  monuments:  One  in  City  Hall 
Square,  Philadelphia,  and  the  other  at  Broadway  and 
Ninth  Street,  New  York. 

And  these  two  monuments  nudged  me  to  find  out 
more  about  him — which  I  have. 

If  there  is  such  a  thing  as  a  business  romance  it  is 
in  the  life  of  this  man. 

If  Caesar  Augustus  said,  "I  found  Rome  mud  and 
left  it  marble,"  well  may  John  Wanamaker  say,  "1 
found  storekeeping  methods  mud-color  and  have  left 
them  lily-white." 

It  was  along  in  the  early  sixties  that  John  Wana- 
maker got  a  job  with  Dave  Brown  at  Sixth  and  Mar- 
ket Streets  in  Philadelphia. 

A  good  piece  of  advice  to  any  young  man  is  this: 
Always  work  as  if  you  owned  the  business,  and  some 
day  you  may. 

Wanamaker  worked  as  if  he  owned  the  business  and 
soon  the  sign  outside  above  the  door  read:  "Wana- 
maker &  Brown." 

^rbwn  had  a  lovely  daughter — that  is,  John  thought 
she  was  lovely.  ^    ^ 

Mary  was  willing,  John  was  anxious,  and  Papa 
Brown  was  agreeable,  so  cards  were  sent  out,  and  I 
have  reason  to  believe  that  they  were  happy  ever  after. 

Wanamaker  &  Brown  prospered,  and  later  on  moved 
up  to  the  Pennsylvania  Railroad  shed  at  Thirteenth  and 
Market  Streets,  where  Dwight  L.  Moody  and  Ira  D. 
Sajnke^  held,  forth  in  prayer  and  song. 

The  ^building  was  remodeled  and  new  departments 
w^e  added. 

?  Many  entertaining  stories  are  told  of  the  manner  in 
wfiich  the  public  received  Wanamaker  innovations,  but 
the  most  amusing  one  concerns  the  free  delivery  sys- 
tem;!.. 

When  a  salesman  received  a  customer's  money  for  so 
many  yards  of  ribbon  and  politely  asked,  "Shall  we 
send  it  home?" — the  customer  was  struck  dumb! 

"Send  it  home!  Pay  you  the  money  and  run  the 
risk  of  never  seeing  it  again!  Well  I  guess  you  won't 
send  it  home?  No,  sirreel  You  don't  see  any  green 
in  my  eyes !" 

Such  was  the  credulity  of  1870. 

At  one  time  John  Wanamaker  was  very  unpopular 
among  Philadelphia  women. 

When  he  priced,  let  us  say,  a  shawl  at  $2.50,  he 
meant  it,  and  his  adherence  to  the  one-price  system 
caused  many  women  to  go  elsewhere. 

But  gradually  the  equity  of  "one-price"  dawiled  upon 


them  and  Wanamaker  has  enjoyed  the  confidence  of 
Philadelphians  ever  since. 

John  Wanamaker  inaugurated  the  "buy-back  policy. 

"If  you  don't  like  it,  return  it  and  get  your  money, 
he  announced. 

And  the  next  day  he'  was  swamped  with  merchan- 
dise — bought  at  other  stores;  but  he  laughed  up  his 
sleeve  and  attributed  it  to  the  novelty  of  the  thing 
more  than  to  the  dishonesty  of  the  people. 

John  Wanamaker  has  ever  had  confidence  in  the 
people.  He  thinks  well  of  his  kind.  Only  the  rarely 
big  man  does. 

Wanamaker  believed  that  better  and  more  proficient 
service  could  only  be  brought  about  by  better  and 
more  efficient  employees. 

He  improved  the  whole  system  of  merchandizing  by- 
improving  the  unit. 

Wanamaker  employees  were  schooled  in  courtesy, 
civility,  affability  and  politeness. 

He  was  the  first  employer  of  large  numbers  that  ever 
considered  an  employee  a  human  being. 

"They  are  my  helpers,"  he  used  to  say;  "they  are 
entitled  to  consideration."    And  they  got  it! 

Whenever  I  see  an  employees'  rest  room  in  a  depart- 
ment store,  or  observe  the  Saturday  half  holiday  in  July 
and  August,  I  caimot  help  but  think  that  every  de- 
partment store  employee  should  thank  God  that  John 
Wanamaker  has  lived ! — Common  Sense. 


«<i 
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A  CRUEL  STRATAGEM. 

A  seven-passenger  Pierce-Arrow  drew  up  to  the 
curb,  the  chauffeur  killed  the  engine,  and  Miss  Rich 
came  into  the  store,  and  walked  up  to  the  soda  counter 
and  took  a  stool. 

"Can  you  disguise  the  taste  of  castor  oil  so  one  can 
take  a  dose  and  not  know  it?" 
'I  think  I  can,"  I  answered. 

'Well,'  let  me  have  some  of  it." 

"Is  that  your  new  car?"  I  asked  her. 

"Yes,  it  came  last  Monday  and  it  is  a  dandy.  The 
most  powerful  one  in  town,  and  the  most  expensive." 

"I  thi^jk  the  chauffeur  wants  to  speak  to  you,"  I 
said  to  her;  and. while  she  was  gone  I  made  up  my 
mind  what  I  would  do. 

When  she  came  back  she  said,  "When  are  you  going; 
to  get  a  car,  Mr.  Brown?".  "I  cannot  afford  one,"  I 
replied,  and  she  said,  "Just  like  you  druggists;  never 
can  afford  anything  and  charging  so  much  for  your 
medicines." 

"Miss  Rich,"  I  said  to  her,  "we  are  introducing  a 
new  drink,  the  Mary  Garden  Fiz,  and  I  want  you  to 
try  it.    What  flavor  do  you  prefer?"  s 

"I'll  take  strawberry.  So  nice  of  you  to  treat  m^. 
Siz-z-z-z!  My,  but  that's  delicious!  Everybody  says 
that  you  have  the  best  soda  in  town.  How  nice  this 
tastes;  how  cool  and  refreshing.  I  sure  will  tell  all 
my  friends  about  your  Mary  Garden  Fiz.  Now  let  me 
have  the  castor  oil  and  I'll  be  going." 

"Took  it  in  the  Mary  Garden  Fiz." 

"Weil  of  , all  things!  I  did  not  want  it  for  my- 
self; I  wanted  it  for  my  little  brother!" 

And  the  last  words  I  heard  her  say  as  she  slammed 
the  door  of  the  Pierce-Arrow  was,  "Drive  me  home 
just  as  quick  as  you  can." — ^John  H.  Brown,  in  Meyer 
Bros.  Druggist. 
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QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bulle- 
tin of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
nanus  and  addresses  must  be  affixed  to  all  com- 
munications. 


Anti-Frcese  Mixtures  for  Autos. 

J.  B.  L. : — "Kindly  give  me  a  formula  for  an  'Anti- 
freeze' mixture  for  automobiles." 

The  following  recipes  are  recommended  in  "The 
Motor  'truck"  for  November,  1913 : 

Calcium  Chloride  Mixture:  One  pound  to  the  gallon 
of  water  freezes  at  +17** ;  2  pounds,  at  +18" ;  3  pounds, 
at  +1.5*  ;  4  pounds,  at  — 17** ;  S  pounds,  at  — 30**. 

Glycerin  Mixture  (added  to  water)  :  5  per  cent 
glycerin,  95  per  cent  water,  freezes  at  +30**,  decreasing 
about  3*  for  every  additional  5  to  SO  per  cent,  the  freez- 
ing point  of  which  is  — ^2**. 

Alcohol  Mixture:  A  5  per  cent  alcohol  mixture 
(with  water)  freezes  at  +25"*,  decreasing  about  7  per 
cent  for  every  additional  5  to  40  per  cent,  above  which 
percentage  the  alcohol  evaporates  too  readily  to  make 
a  really  practical  mixture.  In  mild  weather,  too,  this 
mixture  boils  very  quickly,  and  a  better  one  is — 

Alcohol-Glycerin  Mixture,  the  freezing  point  of 
which  varies  from  +28°  with  a  5  per  cent  admixture  in 
water  to  — ^23"  with  a  40  per  cent  solution. 

In  using  glycerin  mixture,  it  should  be  borne  in 
mind  that  this  article  has  a  deteriorating  effect  on  rub- 
ber, especially  at  high  temperatures,  and  therefore  the 
stronger  solutions  are  apt  to  have  a  bad  effect  on  the 
hose  connecting  the  radiator,  etc. 

The  radiator  should  be  carefully  cleaned  out  before 
filling  with  any  of  these  solutions  and  not  filled  too  full, 
to  allow  for  expansion  when  heated.  If  the  car  is  out 
of  use  for  more  than  a  few  days  at  a  time,  it  is  better 
to  empty  the  radiator  while  warm  and  let  it  drain  dry, 
taking  care,  however,  to  refill  it  before  starting  up  the 
engine. 


Worm  Powder  for  Children. 

W.  P.  W. — "Kindly  give  us  a  formula  of  a  good 
worm  powder;  one  that  can  be  put  twelve  in  a  box. 
And  which  do  you  think  preferable:  the  cathartic  in- 
cluded in  the  powder,  or  a  dose  of  castor  oil  to  follow 
the  powder?" 

It  is  generally  agreed  that  the  most  satisfactory 
worm  powder  contains  santonin,  and  we  would  there- 
fore suggest  that  your  formula  provide  for  one-half 
grain  of  santonin  to  each  powder.  Just  what  may  be 
put  with  the  santonin  in  order  that  each  powder  may 
be  sufficiently  bulky  and  may  at  the  same  time  be 
temptingly  agreeable  to  the  taste  is  a  matter  which  we 
leave  entirely  to  your  individual  discrimination.     Pow- 


dered sugar  or  sugar  of  milk — either  would  undoubt- 
edly be  found  satisfactory. 

In  response  to  your  second  query,  castor  oil  is  pref- 
erable. 


Concerning  a  Hair  Tonic. 

R.  C.  R.  writes:  "Having  noted  the  inquiries  you 
receive  and  answer,  I  am  taking  the  liberty  of  asking 
you  to  comment  on  our  hair  tonic — 'Jsiborandi  and 
Quinine.' 

"First  of  all,  I  would  like  you  to  suggest  a  name  if 
you  will.  Certainly  Jaborandi  and  Quinine  is  easy 
enough  to  say.  But  I  think  a  shorter  title  would  be 
suitable. 

"Now  the  formula.  Can  you  suggest  an  improve- 
ment in  it,  at  the  same  time  taking  into  consideration 
its  efficacy  as  a  dandruff  remover: 

Quinine  sulph 100  grains. 

Ac.  sulph.  dil 100  minims. 

Tincture  of  jaborandi 5  ounces. 

Eau  de  cologne 10  ounces. 

Tincture  of  cantharides 4  ounces. 

Glycerin    6  ounces. 

Bay  rum  12  ounces. 

Aqua  rosae 40  ounces. 

Sacch.  ust 60  minims. 

"We  have  put  up  this  line  some  three  or  four  years, 
and  have  done  well  out  of  it.  But  we  want  to  adver- 
tise it  now,  periodically  through  the  papers  and  com- 
bined window  displays;  and  of  course  we  want  to  put 
out  the  best  article  possible. 

"We  now  put  it  up  in  a  six-ounce  white  Mexican 
flat  with  a  sprinkler  top,  but  no  carton — which,  we  con- 
sider, looks  very  presentable." 

Suggesting  a  name  under  which  a  preparation  is  to 
be  marketed  is  an  extremely  difficult  task.  A  full 
understanding  of  exact  conditions  is  the  first  essential, 
and  such  an  understanding  is  quite  beyond  the  province 
of  any  one  except  the  manufacturer  himself.  The 
safest  plan  is  to  connect  the  firm's  name  with  the 
product — "Smith's  Hair  Tonic,"  for  instance.  Another 
way  would  be  to  create  a  new  name  out  of  quinine  or 
jaborandi,  or   from   syllables  of  both  of  them,  thus: 


.^^^WUf'B^O  VviitfAK^ 


-J^ 


f^«/» 


A  Clbvbr  Nbw  Year's  Qrbbtino.— Tha  Weitem  Canadian 
PharmacUtt  published  in  Winnipeg,  has  a  talented  staff.  Witness 
this  New  Tear's  greeting  received  from  Editor  J.  Werner  and  Assist- 
ant Editor  O.  A.  Overall.  Miss  Overall  evidently  made  the  draw 
ing,  and  Mr.  Werner  famished  the  "pome."  This  was  certainly 
the  most  nniqne  and  original  greeting  received  by  the  editor  of  the 
BuLUDTiN  daring  the  recent  holiday  eeason. 
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"Borandi,"  or  "Quija."  This  was  the  plan  followed 
in  one  case  by  the  National  Biscuit  G>.,  "Nabisco" 
being  made  up  of  the  first  two  letters  of  National,  the 
first  three  of  Biscuit,  and  the  first  two  of  Company. 

The  formula  is  good.  It  is  very  similar  to  the  one 
which  was  awarded  the  Bulletin  prize  in  the  1912 
Hair-Tonic  Formula  Contest,  and  which  for  purposes 
of  comparison  we  reprint: 

Quinine   H  drachm. 

Resorcin    4  drachms. 

Tincture  of  jaborandi S  ounces. 

Tincture  of  cantharides. 4  4rac^s> 

Alcphol   4  ounces. 

Spirit  of  myrcia 16  ounces. 

Rose  water   9  ounces. 

Mix  and  perfume  with  oil  of  berga- 

mot    V^  drachm. 

Oil  of  rose  geranium ^  drachm. 

Oil  of  cologne ^  drachm. 

Add  the  oils  to  the  alcohol  first.  Add  aromatic  sulphuric 
acid,  three  drachms,  to  the  quinine.  .  Mix  all.  Filter,  twice  if 
necessary.  This  makes  a  full  quart.  The  amount  of  alcohol  is 
60  per  cent. 


A  Sweeping  Compound. 

R.  F.  K.  writes :  "We  would  appreciate  it  very  much 
if  you  would  supply  us  with  the  formula  for  a  sweep- 
ing compound." 

The  following  appeared  in  this  department  of  the 
October,  1913,  issue  of  the  Bulletin  : 

According  to  a  patent  issued  in  1905,  a  sweeping  compound 
is  composed  of  sawdust,  silicious  material,  rosin,  oil,  and  tar. 
Another  patent  calls  for  catechu,  1  part;  mineral  oil,  8  parts; 
sawdust,  16  parts;  bran,  SS  parts;  sand,  48  parts;  and  water 
containing  a  small  amount  of  nitrobenzene,  88  parts. 

This  is  offered  as  a  good  formula: 

Paraffin  wax 1  ounce  av. 

Paraffin    oil 8   pints. 

Salt 4    ounces   av. 

Sea   sand 4  pounds. 

Sawdust   6  pounds. 

Oil  of  eucalyptus 1  fluidounce. 

Melt  the  wax,  add  the  paraffin  oil,  incorporate  the  sand,  salt, 
and  sawdust,  and  finally  add  the  oil  of  eucalyptus. 


Oil  of  White  Cedar. 

J.  R.  C. — "Kindly  supply  me  with  a  little'  informa- 
tion concerning  oil  of  white  cedar.  What  is  it?  What 
is  its  dose?    What  is  it  used  for?" 

Oil  of  white  cedar  is  obtained  from  the  leaves  of 
Juniperus  virginiana  and  also  from  the  leaves  of  Thuja 
occidentalis:  distillers  make  no  distinction.  The  dose 
is  relatively  small.  A  case  is  reported  of  a  fifteen- 
year-old  girl  who  took  sixteen  drops  which  resulted  in 
unconsciousness,  spasms,  and  long-continued  irritation 
of  the  stomach.  It  has  been  used  as  an  emmenagogue 
and,  incorporated  in  ointments  and  liniments,  for  rheu- 
matic and  kindred  affections. 


Elixir  of  Veronal. 

H.  J.  T.  writes:  "Kindly  give  me  a  working  for- 
mula for  Elixir  Veronal.  I  want  a  clear  elixir  with  six- 
teen grains  of  veronal  to  the  ounce." 

We  do  not  find  a  formula  for  elixir  of  veronal  in 
the  literature.  With  due  regard  for  one's  responsibility 
as  a  druggist,  moreover,  one  should  think  twice  before 
putting  habit-producing  drugs  into  more  tempting 
forms.     An   elixir  of  this  nature  would  undoubtedly 


be  safe  in  the  hands  of  our  correspondent,  but  its  gen- 
eral adoption  as  a  pharmaceutical  could  scarcely  be 
classed  as  desirable. 

A  Blue-black  Ink  Formula. 

R.  D.  O. — ^In  response  to  your  inquiry  for  the  for- 
mula of  a  good  ink  which  will  write  blue  and  turn 
black,  we  suggest  the  following: 

Aleppo  nutgalls,  coarsely  ground 1  pound. 

Sulphate  of  iron 6  ounces. 

Gum  arabic 4  ounces. 

Boric  acid yi  ounce. 

Extract  of  indigo 1  ounce. 

Picric  acid 1  drachm. 

Water,  sufficient  to  make 1  gallon. 

Macerate  the  nutgalls  in  1  gallon  of  water  for  tweWe  hours, 
then  boil  in  a  kettle  for  one  hour  and  pour  off  the  decoction; 
add  half  a  gallon  of  fresh  water  to  the  drugs,  and  boil  again 
for  half  an  hour  and  pour  off  the  liquid;  press  the  residue  and 
mix  the  product  with  the  previous  decoction.  This  will  make 
about  1  gallon  of  the  liquid.  To  this,  while  still  warm,  add 
the  remaining  ingredients  and  dissolve;  add  water  if  necessary 
to  make  1  gallon,  and  after  standing  twelve  hours,  or  more, 
strain  through  a  coarse  muslin  strainer. 

This  is  a  good  writing  fluid,  similar  to  those  most 
popular  in  the  market. 


Clarifying  Mucilage  of  Irish  Moss, 

O.  R.  submits:  "I  use  a  solution  of  Irish  moss  for 
a  cough  syrup,  but  it  makes  a  muddy  mixture.  How 
can  I  clarify  it?" 

Mucilage  of  Irish  moss  cannot  be  made  clear  and 
at  the  same  time  the  consistency  you  undoubtedly  de- 
sire .  it.  We  would  suggest  that  you  boil  the  moss 
fifteen  minutes  and  not  attempt  to  make  the  mixture 
too  thick;  then  add  alcohol  for  the  double  purpose  of 
clarifying  and  preserving. 


Neutralising  Cordial  Containing  Brandy. 

J.  R.  C. — "I  want  a  formula  for  neutralizing  cordial 
to  be  made  with  brandy;  alcoholic  strength,  about  20 
per  cent." 

Follow  the  formula  on*  page  167  of  the  National 
Formulary,  substituting  brandy  for  diluted  alcohol. 


Borland's  American  Pocket  Medical  Dictionary. 

The  eighth  edition,  revised  and  enlarged,  of  Dor- 
land's  American  Pocket  Medical  Dictionary  is  now 
available. 

The  little  book,  artistically  and  substantially  bound 
in  flexible  red  leather  covers,  measures  exactly  four  by 
six-and-a-half  inches,  and  contains  677  pages.  The  type 
is  striking  and  the  text  comprehensive  and  complete. 
It  covers  the  field  of  pronunciation  and  definition  of 
all  the  principal  terms  used  in  medicine  and  kindred 
sciences,  including  dentistry,  veterinary  medicine,  nurs- 
ing and  pharmacy. 

Dorland's  Pocket  Medical  Dictionary  is  published  by 
the  W.  B.  Saunders  Co.,  Philadelphia,  and  may  be  had, 
flexible  leather,  gold  edges,  for  $1.00,  net;  thumb  index, 
$1.25,  net. 
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.|^£  The  annual  meeting  of  the 

MANUFACTURERS*    National   Association   of 

Manufacturers  of  Medicinal 
Products,  held  in  New  York  during  the  mid- 
dle of  February,  was  one  of  considerable  in- 
terest and  importance.  H.  C.  Lovis,  of 
Seabury  &  Johnson,  was  elected  president;  J. 
K.  Lilly,  of  Eli  Lilly  &  Co.,  first  vice-presi- 
dent; Franklin  Black,  of  Charles  Pfizer  &  Co., 
treasurer;  Charles  M.  Woodruff,  of  Parke, 
Davis  &  Co.,  secretary;  A.  R.  L.  Dohme  and 
Adolph  G.  Rosengarten,  members  of  the  Ex- 
ecutive Committee.  The  attendance  was  un- 
usual, all  but  one  or  two  of  the  firms  in  the 
membership  being  represented,  and  action  was 
taken  on  a  number  of  problems  of  vital  im- 
portance just  at  this  time : 

The  movement  in  favor  of  one-cent  letter  postage 
was  again  supported. 

Approval  was  given  of  the  present  educational  and 


legislative  campaign  in  behalf  of  fixed  retail  prices  for 
proprietary  articles. 

A  strong  resolution  was  adopted  inveighing  against 
the  elimination  of  the  so-called  variation  clause  from 
the  Federal  food  and  drugs  act. 

It  was  resolved  that  legislative  uniformity  was  one 
of  the  crying  needs  of  the  hour,  and  that  new  State 
laws  should  not  be  attempted  until  Congress  had  led 
the  way. 

The  Harrison  anti-narcotic  bill  was  vigorously  sup- 
ported, and  its  early  passage  by  the  United  States 
Senate  was  urged. 

The    National    Drug   Trade    Conference    was    ap- 
proved and  provision  was  made  to  continue  sending  ' 
a  delegation  to  it. 

A  vigorous  protest  was  entered  against  the  pro- 
posal of  the  government  to  impose  a  duty  of  20  per 
cent  on  sandalwood  in  the  log — a  protest  which 
brought  favorable  action  within  a  few  days  after  the 
meeting. 

*        *        4e 

In  two  instances  the  action 

LEOisLATiON.  ^^^^  ^7  ^^^  National  Asso- 
ciation o  f  Manufacturers 
was  particularly  important.  With  reference 
to  the  present  demand  for  legislation  regarding 
tablets  of  mercuric  chloride,  the  Association 
took  a  conservative  position.  It  declared  posi- 
tively against  any  provision  in  the  U.  S.  P.  or 
the  N.  F.  prescribing  the  shape,  size,  or  color 
of  such  tablets.  It  asserted  that  human  inge- 
nuity could  not  devise  any  plan  or  scheme  more 
likely  to  prevent  poisoning  by  mistake  than 
manufacturers  had  already  adopted,  and  in- 
sisted that  the  most  effective  way  to  further 
minimize  any  dangers  that  existed  would  be  to 
enforce  the  present  State  laws  regulating  the 
sale  of  poisons  to  the  consumer. 

Furthermore,  the  Association  declared  that 
the  recent  deaths  from  bichloride  tablets  had 
for  the  most  part  been  intentional  or  suicidal 
instead  of  accidental,  and  that  nothing  could 
prevent  people  from  taking  poison  when  they 
deliberately  wanted  to  do  so.  The  position  of 
the  National  Drug  Trade  Conference,  assumed 
at  the  recent  meeting  in  the  city  of  Washing- 
ton, was  supported,  namely,  that  the  news- 
papers be  called  upon  to  omit  the  names  of 
poisons  in  all  reports  of  accidental  or  inten- 
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tional  deaths  from  poison,  so  that  the  public 
would  not  have  particular  substances  called  to 
their  attention  and  suggested  for  their  use. 

There  is  little  doubt  that  the  manufacturers 
are  right.  As  we  said  a  month  or  two  ago, 
and  as  M.  I.  Wilbert  has  since  reported  after 
a  considerable  investigation,  the  number  of 
deaths  from  bichloride  tablets  during  the  last 
year  has  been  very  small  ansrway,  compared 
with  the  total  number  resulting  from  the  in- 
gestion of  poisons.  And  of  this  small  group, 
all  but  a  very  few  have  been  cases  of  suicide. 
The  newspapers,  by  featuring  this  sort  of 
thing,  have  suggested  a  new  means  of  shuffling 
off  the  mortal  coil.  Muzzles  for  the  news- 
papers, and  not  a  lot  of  crazy  laws  on 
bichloride  tablets,  are  what  the  situation  de- 
mands. Enforce  the  present  poison  laws  and 
let  it  go  at  that ! 

4c       4c       4c 


POSITION 

OF  THE 

MANUFAGTUBEBS. 


POISONS 
BY  MAIL. 


Another  important  action 
taken  by  the  National  Asso- 
ciation of  Manufacturers  of 
Medicinal  Products,  at  its  meeting  last  month, 
was  with  reference  to  the  sending  of  poisons 
through  the  mails.  Just  as  the  Association 
convened,  Oscar  W.  Smith,  manager  of  the 
New  York  branch  of  Parke,  Davis  &  Co.,  was 
arrested  in  a  spectacular  way  because  a  bottle 
of  heroin  tablets  had  been  sent  by  mail  to 
Carter,  Carter  &  Meigs,  a  firm  of  well-known 
wholesale  druggists  in  Boston.  The  arrest  was 
featured  in  all  the  Associated  Press  reports, 
and  the  newspapers  from  coast  to  coast  made 
"front-page  news"  of  it  the  next  morning. 

Of  course  it  was  ridiculous.  In  the  first 
place,  the  sale  itself  of  these  tablets,  from  a 
manufacturer  to  a  jobber,  was  entirely  legiti- 
mate and  would  have  been  unquestioned  if 
consummated  by  freight  or  express.  In  the 
second  place,  so  far  as  the  use  of  the  mail  was 
concerned,  manufacturers  had  time  and  again 
been  assured  by  the  post-office  department  at 
Washington  that  shipments  of  medicinal 
products,  not  injurious  to  the  mails  themselves, 
would  be  permitted  pending  the  issuance  of 
long-expected  regulations. 

Regarding  the  particular  shipment  in  ques- 
tion, Parke,  Davis  &  Co.  was  acting  openly 
and  in  entire  conformance  with  what  it  deemed 
to  be  the  terms  of  the  postal  laws  as  well  as 
the  poison  and  anti-narcotic  statutes  of  the 
State  and  Federal  governments. 


The  action  of  the  Federal 
District  Attorney  in  New 
York  City,  in  causing  the  ar- 
rest of  Mr.  Smith,  and  subsequently  in  seeking 
such  wide  newspaper  publicity  of  his  pro- 
cedure, provoked  great  indignation  at  the 
meeting  of  the  Manufacturers'  Association. 
After  considerable  discussion  the  Association 
passed  a  series  of  strong  resolutions  declaring 
that  it  had  been  urging  the  Post-office  Depart- 
ment to  issue  its  long-promrsed  regulations; 
that  the  purpose  of  the  mail  poison  act  was  to 
prevent  injury  to  the  mails  themselves;  that 
the  postal  shipment  of  medicinal  agents  had 
always  been  practiced;  that  it  had  never  been 
forbidden;  that  the  officials  of  the  Post-office 
Department  had  inferentially  sanctioned  it; 
and  that  these  same  officials  had  more  than 
once  declared  that  the  practice  would  be  ap- 
proved when  the  regulations  were  finally  issued 
and  published.  President  Wilson  was  peti- 
tioned to  use  his  influence  with  the  Postmaster- 
General  to  give  the  drug  trade  and  the  medical 
and  allied  professions  the  relief  contemplated 
by  Congress  when  it  incorporated  the.  present 
law  in  the  penal  code.  In  the  meantime,  how- 
ever, the  Association  urged  its  members  to 
withhold  from  the  mails  all  substances  deemed 
to  be  poisonous,  and  this  action  will  doubt- 
less be  very  generally  taken  throughout  the 

country. 

♦     *     * 


AN 


The    procedure    against 
ASININE  ACT.       Parkc,  Davis  &  Co.  in  New 

York  was  the  outgrowth  of 
a  movement  inaugurated  by  Mrs.  W.  K. 
Vanderbilt  to  curtail  the  sale  of  narcotics. 
For  the  most  part  this  movement  has  been  ad- 
mirable. But  how  could  any  good  be  done  by 
arresting  a  legitimate  manufacturer  for  sup- 
plying legitimate  products  to  a  jobber?  Does 
this  have  anything  to  do  at  all  with  the  narcotic 
evil?  Furthermore,  why  jump  upon  manu- 
facturers who  have  done  everything  possible  to 
limit  and  control  the  illegitimate  traffic  in  nar- 
cotics, and  who  have  supported  every  means 
of  commercial  and  legislative  correction,  when 
there  are  so  many  firms  and  individuals  against 
whom  prosecutions  ought  to  be  brought? 

From  every  point  of  view,  indeed,  the  action 
of  the  district  attorney  in  New  York  City  was 
seen  to  be  so  idiotic  that  even  the  newspapers 
published  editorials  filled  with  censure.     The 
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manufacturing,  jobbing,  and  retail  branches  of 
the  trade  were  all  up  in  arms,  and  even  phy- 
sicians were  indignant  because  they  foresaw 
that,  if  living  out  in  the  country  somewhere, 
on  a  rural  route,  they  could  not  receive  supplies 
promptly  by  mail  from  a  druggist  or  phy- 
sicians' supply  house  in  the  nearest  town. 

Public  officials,  vested  with  a  little  brief 
authority,  and  hungering  for  notoriety,  often 
make  veriest  asses  of  themselves. 


NATIONAJL 

DKUG  TKADE 

CONFBKENCE. 


In  one  of  the  foregoing 
paragraphs  reference  has 
been  made  to  the  National 
Drug  Trade  Conference.  We  are  happy  this 
month  in  being  able  to  present  the  portraits  of 
nine  of  the  fifteen  men  comprising  this  very 
important  body.  As  everybody  knows,  the 
Conference  is  made  up  of  three  delegates  each 
from  the  five  national  associations  in  the  drug 
trade — ^the  American  Pharmaceutical  Associa- 
tion, the  National  Retail  Druggists'  Associa- 
tion, the  National  Association  of  Wholesale 
Druggists,  the  American  Association  of  Phar- 
maceutical Chemists,  and  the  National  As- 
sociation of  Manufacturers  of  Medicinal 
Products.  As  a  great  clearing  house  of  legis- 
lative ideas  in  the  drug  trade,  the  Conference, 
although  only  a  little  over  a  year  old,  is  acquit- 
ting itself  admirably.  So  far  only  one  meeting 
has  been  held  in  Washington  this  winter,  and 
on  that  occasion,  as  has  been  generally  re- 
ported, the  Harrison  anti-narcotic  bill  was 
approved  after  some  minor  changes  had  been 
suggested  in  it.  The  principle  of  price-main- 
tenance was  supported;  a  protest  was  regis- 
tered against  the  elimination  of  the  variation 
clause  in  the  Federal  food  and  drugs  act;  the 
Postmaster-General  was  urged  to  issue  a  regu- 
lation formally  approving  of  the  sending  of 
medicinal  poisons  through  the  mails ;  and  reso- 
lutions were  adopted  deferring  any  action  on 
bichloride  legislation  until  after  the  U.  S.  P. 
and  the  N.  F.  Committees  had  made  reports 
on  the  subject. 

*     *     * 


PUCE 
MAINTENANCE. 


The  advocates  of  price-pro- 
tection or  price-maintenance 
are  working  hard  to  get 
favorable  action  from  Congress  this  winter. 
The  group  of  trade  bills  fostered  by  President 
Wilson  and  known  as  the  "five  brothers,"  af- 


fect the  question  of  price  control  directly  and 
indirectly,  and  vigorous  attempts  have  been 
made  to  have  this  legislation  so  amended  as  to 
permit  a  manufacturer  to  regulate  the  resale 
prices  of  his  goods.  President  Finneran  and 
Legislative  Chairman  Nixon,  of  the  N.  A.  R. 
D.,  appeared  recently  before  one  of  the  con- 
gressional committees  to  present  the  evils  of 
cut-throat  competition.  The  representatives, 
too,  of  the  American  Fair  Trade  League  have 
been  active,  and  among  other  things  a  bill  has 
been  introduced  into  Congress  of  a  unique  sort. 

This  bill  provides  that  the  owner  of  every 
patent,  copyright,  or  trade-mark  shall,  as  a 
condition  of  such  patent,  copyright,  or  trade- 
mark, be  required  to  file  in  the  patent  office  a 
statement  showing  the  wholesale  and  retail 
prices  of  his  article,  and  giving  all  the  rebates, 
commissions,  and  discounts.  Any  violation  of 
these  terms  by  himself  or  anybody  else  is  then 
to  be  considered  unlawful !  This  bill  is  offered 
as  an  amendment  to  one  of  the  five  bills 
fathered  by  the  president,  and  many  influential 
manufacturers,  and  practically  all  of  the  retail 
organizations  of  the  country,  are  heartily  in 
favor  of  it. 

We  have  already  stated  in  the  foregoing 
paragraphs  that  the  principle  of  price-protec- 
tion has  been  approved  recently  at  the  meetings 
of  the  National  Drug  Trade  Conference  and 
the  National  Association  of  Manufacturers  of 
Medicinal  Products.  Furthermore,  Secretary 
Redfield,  of  President  Wilson's  cabinet,  infer- 
entially  spoke  in  favor  of  the  fixing  of  retail 
prices  in  his  annual  report  to  Congress  not  long 
since. 

*  *  * 

It  will  be  remembered  that 

woBD  "CURE."     ^^^   Sherley   amendment  to 

the  Federal  food  and  drugs 
act  extends  the  definition  of  misbranding  to 
cover  any  statement  on  the  package  or  label 
regarding  the  curative  or  therapeutic  effects  of 
a  product  of  a  false  and  fraudulent  character. 
The  constitutionality  and  the  efficacy  of  the 
Sherley  amendment  is  now  about  to  be  decided 
by  the  Supreme  Court  of  the  United  States. 
The  case  arose  in  Omaha,  and  resulted  in  the 
seizure  by  the  Federal  authorities  of  several 
cases  of  Eckman's  Alterative.  The  offending 
statements  on  the  packages  were  these:  "It  is 
effective  as  a  preventive  for  pneumonia," 
and  "we  know  it  has  cured,  and  that  it  will 
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cure,  tuberculosis."  Whether  these  statements 
are  mere  matters  of  opinion,  or  whether  they 
are  misstatements  of  actual  fact,  and  as  such 
constitute  misbranding,  will  now  be  definitely 
decided  once  and  for  all.  We  shall  then  know 
just  how  far  the  word  *'cure"  may  be  used 
with  reference  to  proprietary  medicines. 


At  last  a  reply  has  been  made 

A  DEFENSE  OF        .^    .f  •*.•    •  r 

WOOD  ALCOHOL.    ^^  ^^^  vanous  criticisms  of 

wood  or  methyl  alcohol  ut- 
tered during  the  last  ten  years.  The  Woods 
Products  Company,  of  Buflfalo,  large  manu- 
facturers of  this  substance,  have  come  out 
with  a  pamphlet  entitled  "The  Truth  About 
Wood  Alcohol."  This  pamphlet  strikes  us  as 
being  inspired  by  honest  motives.  It  is  frankly 
admitted  that  wood  alcohol  is  toxic;  that  its 
use  should  never  be  permitted  in  either  internal 
or  external  medicinal  or  other  preparations; 
and  that  laws  looking  toward  this  end  should 
be  supported.  On  the  defense  side,  however, 
the  company  asserts  indignantly  that  there  is 
no  proof  at  all  that  wood  alcohol  is  dangerous 
to  use  in  the  room,  and  that  its  fumes  destrov 
the  eyesight.  Dr.  Charles  Baskerville  is  quoted 
as  saying  that  "as  ordinarily  used,  especially 
with  ample  ventilation,  wood  alcohol  is  quite 
harmless,  and  safer  to  use,  in  fact,  than  many 
staple  chemicals  like  cyanide  used  in  extracting 
gold,  for  electroplating,  and  so  on." 

Furthermore,  the  company  protests  against 
the  present  demand  for  legislation  changing 
the  name  of  wood  alcohol  into  something  else. 
Handling  the  substance  as  a  poison,  and  affix- 
ing to  each  container  a  poison  label,  with  the 
conventional  skull  and  cross-bones,  ought  to 
be  sufficient. 


THE 

SYLLABUS 

OUT! 


At  last,  after  several  years 
of  most  earnest  and  con- 
scientious work,  the  Com- 
mittee of  Twenty-one  has  finished  its  labors 
on  the  Pharmaceutical  Syllabus,  and  the  book 
will  doubtless  issue  from  the  press  about  the 
time  this  number  of  the  Bulletin  is  being 
read.  The  price  is  $1.00,  and  orders  will 
doubtless  be  filled  by  the  secretary — Dr.  H.  L. 
Taylor,  Education  Building,  Albany,  N.  Y. 
The  publication  of  the  second  edition  of  this 
book  will  have  a  marked  influence  upon  the 
future  of  educational  pharmacy.    The  Syllabus 


is  the  most  vital  link  between  the  schools  of 
pharmacy  on  the  ont  hand,  and  the  boards  of 
pharmacy  on  the  other,  and  it  provides  a  de- 
tailed and  minimum  course  of  studv  for  the 

guidance  of  both. 

«     «     * 

The  Detroit  Drug  Club  is  an 

^^^DRUcrciiiB.     organization     which     might 

well  be  duplicated  in  other 
cities  throughout  the  country.  We  believe 
there  are  similar  clubs  already  in  Chicago, 
Minneapolis,  and  certain  other  cities.  The 
Detroit  club  is  purely  a  social  organization,  in- 
cludes everybody  and  anybody  connected  in 
anywise  with  the  drug  trade,  and  principally 
has  four  entertainments  a  year.  The  annual 
banquet  was  held  a  few  weeks  ago  and  was  a 
most  enthusiastic  and  successful  aflFair.  Re- 
tiring-President R.  W.  Rennie  presided  as 
toastmaster,  and  the  programme  was  an  inter- 
esting one,  comprising  speeches,  music,  and 
performances  by  several  "teams"  •  from  the 
local  vaudeville  theaters. 


It  has  often  been  stated  that 
VICIOUS  FAKES,     so-called  "remedies"  for  the 

cure  of  drug  habits  have 
usually  contained  the  very  narcotics  against 
which  they  were  supposed  to  protect  the  vic- 
tim. This  is  a  form  of  viciousness  which  it 
would  be  hard  to  flay  too  vigorously.  One  of 
the  recent  convictions  secured  by  the  Federal 
government,  in  the  enforcement  of  the  food 
and  drugs  act,  had  to  do  with  just  such  a  prod- 
uct. The  stuflf  contained  morphine  when  it 
was  intended  to  correct  the  morphine  habit. 
The  substance  was  prescribed  by  a  physician  in 
charge  of  a  "sanitarium,"  but  the  courts  held 
that  a  prescription  was  no  defense  in  a  case  of 
this  kind,  and  that  physicians  could  not  hide 
under  such  a  cloak  in  an  effort  to  transact  an 
interstate  business  of  so  nefarious  a  character. 


The  London  Dailv  Mail  re- 

'"  ww^EsSIf  "'''  lates  that  while  the  steam- 
ship Maheno  was  on  its 
course  from  Sydney,  Australia,  to  New  Zea- 
land, a  marconigram  was  received  from  the 
ship  Wimmera,  going  in  the  other  direction, 
inquiring  if  a  physician  was  on  board.  One 
of  the  travelers  on  the  Maheno  happened  to  be 
a  member  of  the  medical  profession,  and  when 
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the  announcement  was  made  to  the  Wimmera 
the  news  was  flashed  back  that  the  captain  of 
the  vessel  was  ill  and  in  need  of  medical  ad- 
vice. His  symptoms  were  described  in  detail, 
upon  which  the  doctor  made  his  diagnosis  and 
sent  back  a  prescription  by  wireless,  perhaps 
the  first  ever  transmitted  in  this  way.  What 
next? 

Ernest  C.  Marshall,  who  has  for  several 
years  had  charge  of  propaganda  work  for  the 
Boston  Association  of  Retail  Druggists,  and 
who  has  been  Boston  correspondent  for  the 
Journal  of  the  N.  A.  R.  D.,  has  been  appointed 
assistant  to  Dr.  James  H.  Beal  in  the  conduct 
of  the  Journal  of  the  A.  Ph.  A.,  and  will 
shortly  move  to  Columbus,  Ohio.  He  will 
principally  confine  himself  to  the  duties  of  ad- 
vertising manager. 


The  National  Insurance  Act  in  Great  Brit- 
ain, concerning  which  reference  has  already 
been  made  in  these  columns,  has  frequently 
given  pharmacists  50  or  60  prescriptions  a  day 
to  dispense,  where  formerly  they  were  glad  to 
get  a  dozen  a  week.    And  yet  pharmacists,  like 


physicians,  fought  the  insurance  act  bitterly 
during  its  passage  through  Parliament. 


The  Harrison  anti-narcotic  bill,  passed  by 
the  lower  house  of  Congress  last  summer,  has 
now  been  voted  out  of  committee  in  the  Senate. 
It  is  therefore  on  the  Senate  calendar  for 
action,  and  it  may  come  up  for  debate  or  vote 
at  any  time.  This  bill  as  a  law  would  go  far 
to  wipe  out  the  narcotic  evil. 
*     *     * 

The  New  York  City  branch  of  the  N.  A. 
R.  D.  was  resurrected  a  few  weeks  ago  under 
the  name  of  the  Metropolitan  Association  of 
Retail  Druggists,  on  which  occasion  speeches 
were  made  by  James  F.  Finneran,  Charles  F. 
Nixon,  Frederick  A.  Hubbard,  and  J.  Leyden 
White,  all  well-known  workers  in  the  N.  A. 
R.  D.  vineyard. 

«     *     « 

The  action  of  the  Drug  and  Chemical  Club 
of  New  York  City  in  erecting  a  tablet  to  the 
memory  of  Thomas  P.  Cook  has  resulted  in 
wide-spread  approval.  The  drug  trade  has  had 
few  men  so  universally  beloved  as  Tom  Cook. 


L  Dbito  Broas.— Thl«  ptctore,  •cut  to  m 


T  F.  W.  Chnrchill.  Proctor,  Termcui 
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EDITORIAL 


SHOULD  INTEREST  ON  THE  INVESTMENT 

BE  INCLUDED  IN  THE  EXPENSE 

ACCOUNT? 

The  title  of  this  editorial  brings  up  a  moot 
point.  We  have  often  declared  in  the  Bulle- 
tin that  we  did  not  consider  it  legitimate  for 
the  druggist,  in  keeping  business  records,  to 
include  an  interest  charge  on  the  investment 
in  his  expense  account.  Sometimes,  however, 
our  position  has  been  contested,  and  now  we 
have  a  letter  from  a  professor  of  commercial 
practice  in  a  college  of  pharmacy  who  declares 
that  he  has  invariably  taught  his  students  that 
they  should  make  an  expense  item  of  the  in- 
terest charge.  For  this  reason  we  think  it  is 
perhaps  essential  that  we  should  go  into  the 
question  at  considerably  more  length  than  we 
have  done  on  previous  occasions. 

In  making  money  in  the  management  of  a 
retail  store,  a  druggist  expects  returns  from 
two  sources — from  his  own  services  as  a 
worker,  and  from  his  capital  as  an  investor. 
He  can  earn  money  from  the  business  in  no 
other  way.  If  he  pays  himself  an  adequate 
salary  as  the  business  manager  of  the  enter- 
prise, he  gets  what  he  is  worth  as  a  worker. 
What  he  makes  beyond  that  he  makes  as  an 
investor,  and  this  shows  up  in  his  net  profits. 

The  whole  purpose,  indeed,  of  keeping  an 
expense  account  and  other  records  is  to  show 
what  the  net  profits  are  from  the  business — in 
other  words,  the  dividends  or  interest  returns 
on  the  money  invested.  This  is  what  the  net 
profits  are — dividends.  Do  you  see  the  point  ? 
Is  it  perfectly  clear?  The  earnings,  the  net 
profits,  are  themselves  the  dividends  or  interest 
rate  yielded  by  the  business.  To  put  an  inter- 
est charge  in  the  expense  account  therefore  be- 
trays an  entire  ignorance  of  what  net  profits 
really  are.    It  shows  confusion  of  thought. 

A  druggist  has,  let  us  say,  five  or  six  or 
eight  thousand  dollars  invested  in  his  business. 
He  expects  to  make  10  or  12  per  cent  on  his 
sales,  and  perhaps  20  or  25  per  cent  on  his 
capital.  This  amount  is  his  dividend  return 
from  the  investment.  It  shows  him  what  his 
money  is  actually  earning.  It  does  not  change 
'  the  matter  in  the  slightest  degree  if  his  capital 
is  borrowed,  and  if  he  has  to  pay  6  per  cent 


for  it.  Even  then  he  shouldn't  charge  the  6 
per  cent  in  the  expense  account,  for  it  isn't  an 
expense  in  the  sale  of  goods.  It  is  a  charge, 
not  against  the  conduct  of  the  store,  but 
against  the  capital  account.  Do  you  see  the 
difference?  If  a  merchant  pays  6  per  cent  for 
the  money  he  is  using,  he  should  then  strive  to 
make  this  money  yield  him  8  or  10  or  20  per 
cent,  thus  making  a  profit  on  it  as  he  does  in 
the  purchase  and  sale  of  goods. 

No  corporation  anywhere  makes  a  charge 
for  interest  in  its  expense  accotmt.  The  re- 
turns from  the  investment  show  up  at  the  end 
of  the  year  in  the  net  profits,  and  if  an  interest 
charge  were  put  in  the  expense  account,  re- 
turns would  then  be  looked  for  on  the  same 
basis  in  two  places.  This  would  be  a  duplica- 
tion for  which  there  is  no  excuse  either  in 
reason  or  in  business  accounting.  It  would  be 
nothing  on  earth  but  repetition. 

Furthermore,  if  a  corporation  did  put  an 
imaginary  interest  charge  in  the  expense  ac- 
count, it  would  have  to  take  it  out  again.  It 
doesn't  represent  money  that  has  actually  been 
spent — like  money  paid  for  rent  or  heat  or 
salaries.  The  corporation  still  has  this  money. 
It  hasn't  gone  anywhere.  What,  therefore, 
shall  be  done  with  it  ?  It  could  go  in  only  one 
place — in  the  column  of  net  profits  for  the 
year.  It  has  actually  accumulated  in  the  form 
of  net  earnings,  and  it  would  either  have  to  be 
paid  out  in  dividends  or  put  in  the  surplus  or 
reserve  account.  This  one  illustration  is 
enough  to  show  the  error  of  putting  an  imag- 
inary interest  rate  in  the  expense  account. 

Mistaken  though  this  practice  is,  it  is  per- 
haps true  that  no  particular  harm  is  done  ex- 
cept that  it  makes  the  percentage  of  expense 
too  high,  and  the  percentage  of  net  profit  too 
low.  It  thus  causes  the  retailer  to  believe  that 
it  costs  him  too  much  to  do  business.  It  tends 
to  make  him  dissatisfied  and  disgruntled.  It 
makes  him  believe  that  he  isn't  doing  as  well 
as  other  merchants  are  doing,  when  the  fact  is 
that  he  is  using  an  accotmting  method  that 
others  do  not  employ,  and  his  comparisons  are 
therefore  faulty.  There  ought  to  be  imi- 
formity  in  accounting  practice  as  in  pretty 
much  everjrthing  else  of  this  nature. 

The  fundamental  point  is,  however,  that  if 
you  include  an  interest  charge  in  your  expense 
account,  and  then  calculate  net  profits  beyond 
that,  you  are  looking  for  earnings  as  an  in- 


BULLETIN  OF  PHARMACY 


95 


vestor  in  two  places.  This  is  absurd  on  the 
face  of  it.  You  can  only  expect  returns  in  one 
place,  and  the  figures  ought  to  show  the  total 
percentage  of  earnings  from  the  capital  in- 
vested. If  the  return  is  then  not  what  you 
could  get  for  your  money  if  it  were  invested 
elsewhere,  you  had  better  sell  your  store,  put 
the  money  out  in  another  place,  and  work  for 
somebody  else  on  a  salary— or  start  a  store  in 
another  location  under  more  favorable  condi- 
tions. 


physician  who  never  looks  at  a  medical  jour- 
nal to  see  what  new  and  superior  treatment 
has  been  worked  out  for  the  diseases  confront- 
ing him  daily  in  his  practice. 


THE  GREAT  VALUE  OP  THE  TRADE  PAPER. 

At  the  recent  annual  convention  of  the  Fed- 
eration of  Trade  Press  Associations  in  New 
York  City,  A.  I.  Findley,  editor  of  the  Iron 
Age,  uttered  a  profound  truth  when  he  spoke 
as  follows: 

If  I  were  to  try  to  tell  what  is  the  chief  contribu- 
tion of  technical  and  trade  journalism  to  the  business 
of  the  country  I  would  put  it  this  way:  To  the  aver- 
age man  in  any  trade — and  his  name  is  legion — ^to  the 
isolated  concern,  working  out  its  own  salvation  away 
from  the  great  centers  of  activity,  the  latter-day  busi- 
ness paper  brings  the  standards,  the  methods  and  the 
successes  of  the  composite  brains  of  that  particular 
trade.  It  is  thus  a  tremendous  force  in  toning  up  the 
commercial  and  industrial  life  of  the  smaller  cities  and 
towns.  It  puts  in  the  hands  of  the  smaller  merchant 
one  of  the  tools  with  which  he  will  make  his  way  in 
the  fac6  of  the  present  drift  toward  concentration. 

This  is  the  more  or  less  conscious  ideal  to- 
ward which  the  Bulletin  of  Pharmacy  has 
always  been  striving.  It  has  sought  to  set 
forth  the  methods  and  successes  of  "the  com- 
posite brains"  of  the  drug  trade.  It  has  at- 
tempted to  make  of  itself  a  great  clearing 
house  of  ideas.  The  plans  and  methods  of  the 
live,  virile,  wide-awake  men  have  been  spread 
broadcast  for  general  emulation.  The  meth- 
ods of  the  large  city  store  have  been  laid  at 
the  disposal  of  the  "isolated  concern'*  out  in 
the  country,  but  it  is  just  as  true  that  the  fre- 
quently resourceful  methods  of  the  "isolated 
concern"  have  likewise  been  brought  with 
profit  to  the  attention  of  the  city  man. 

The  trade  paper  is  about  the  only  available 
means  by  which  a  merchant  may  keep  in  touch 
with  what  other  merchants  in  his  line  of  busi- 
ness are  doing  to  capture  trade  and  to  conduct 
their  stores  intelligently.  It  is  thus  an  agency 
of  great  educational  value.  The  merchant  who 
does  not  make  a. close  study  of  the  trade  press 
is  making  a  more  serious  mistake  than  the 


AS  TO  DRUGGISTS'  CALENDARS. 

Some  druggists  believe  in  calendars  as  ad- 
vertising mediums.  They  get  out  a  different 
one  every  year  and  use  them  with  regularity 
season  after  season.  Desiring  to  find  out  what 
sort  of  calendars  druggists  were  distributing, 
and  how  they  compared  with  one  another,  we 
asked  our  readers  two  or  three  months  ago  to 
send  in  their  1914  specimens  to  us  for  repro- 
duction. As  a  result  we  are  devoting  pages  100 
and  101  of  this  issue  of  the  Bulletin  to  an 
exhibition  of  some  of  the  calendars  thus  ob- 
tained. 

The  exhibit  is  quite  an  interesting  one. 
Some  of  the  specimens,  in  particular,  are  un- 
usually attractive — ^very  artistic.  We  have  a 
quiet  suggestion  to  make  to  you:  In  case  you 
are  especially  interested  in  some  of  the  calen- 
dars, and  want  to  know  how  much  they  cost 
and  where  they  were  purchased,  drop  a  line  to 
the  druggists  themselves  and  ask  them  for  par- 
ticulars. All  druggists  are  good  fellows  and 
are  anxious  to  help  one  another  out. 


SOME  PICTURES  WANTED! 

The  editors  of  the  Bulletin  would  like  to 
get  several  kinds  of  photographs  for  reproduc- 
tion in  this  journal.    Here  they  are: 

1.  Photographs  taken  on  druggists'  hunting 
trips. 

2.  Photographs  of  druggists*  summer  cot- 
tages. 

3.  Photographs  of  druggists'  motor  boats. 

4.  Photographs  of  druggists'  automobiles. 

5.  Photographs  of  druggists'  daughters. 
We  have  printed  this  list  before,  and  while 

we  have  received  quite  a  number  of  pictures, 
we  haven't  had  anything  like  as  many  as  we 
want.    Please  send  us  a  lot  more ! 


We  repeat :  What  proportion  of  your 
annual  sales  is  represented  by  your 
rent?  We  want  to  get  some  light  on 
this  subject.    Let  us  hear  from  you. 
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THE  HALL  OF  FAME 


IN  BUSINESS  FORTY  YEARS. 

Forty  years  in  business  in  one  location  is  in- 
deed a  rare  distinction  in  this  shifting  country 
of  ours.  Yet  that  is  a  part  of  the  most  com- 
mendable record  of  Sol  A.  Eckstein,  president 
of  the  Wright  Drug  Company,  112  Wisconsin 
Street,  Milwaukee. 

'Just  ten  years  less  than  half  a  century  ago 
Mr,  Eckstein  saw  a  sign  in  a  drug-store  win- 
dow— "Boy  Wanted."     He  went  in  and  got 


A  QUARTER-CENTURY  ANNIVERSARY. 

John  C.  Spratt,  manager  of  the  Department 
of  Traveling  Service  of  Parke,  Davis  &  Co., 
recently  celebrated  the  completion  of  his 
twenty-fifth  year  of  service  in  his  house  by 
giving  a  dinner  at  the  Detroit  Qub  to  36  of 
his  business  friends  and  associates  in  the  estab- 
lishment. Joseph  Helfman  presided  as  toast- 
master,  and  speeches  were  made  by  Frank  G. 
Ryan,  president  of  the  corporation;  George 
Hargreaves,  treasurer;  James  E.  Bartlett,  as- 
sistant secretary  and  assistant  treasurer;  Oscar 
W.  Smith,  manager  of  the  New  York  branch ; 
H.  L.  Russell,  of  the  General  Business  Depart- 
ment ;  W,  F.  Whelan,  manager  of  the  Buffalo 
depot;  Dr.  J.  M.  Francis,  chief  chemist;  and 
James  Wilkie,  mechanical  superintendent.  It 
would  be  exceedingly  difficult  to  find  a  man 
with  a  greater  number  of  enthusiastic  friends 
than  Mr.  Spratt.  The  speeches  all  testified  to 
the  warmest  esteem,  and  Mr.  Spratt's  response 
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the  job.  Nothing  was  said  about  wages;  all 
the  boy  asked  was  a  chance. 

He  is  right  there  yet  • 

Mr.  Eckstein  has  seen  his  city  grow  from  a 
mere  village  to  a  municipality  of  nearly  half  a 
million,  and  during  all  these  years  he  has  not 
been  entirely  asleep  himself.  He  isn't  worry- 
ing much. 

Mr.  Eckstein  is  a  figure  in  the  drug  world. 
A  year  ago  he  retired  from  the  presidency  of 
the  Wisconsin  Pharmaceutical  Association, 
having  held  the  office  two  cotisecutive  terms — 
the  only  man  so  honored  since  1887.  He  is  a 
prominent  member  of  the  N,  A.  R.  D.,  being 
first  vice-president.  Besides  this  he  is  Presi- 
dent of  Post  B,  Travelers'  Protective  Associa- 
tion; chairman  of  the  press  committee,  Wis- 
consin Division  T.  P.  A. ;  Supreme  Repre- 
sentative of  the  Royal  Arcanum;  chairman  of 
the  Sane  Fourth  of  July  Commission;  chair- 
man of  the  Committee  on  National  Legisla- 
tion, Wisconsin  State  Association;  and  presi- 
dent of  the  Temple  B'ne  Jeshurun. 


at  the  close  of  the  evening  aroused  prolonged 
applause.  The  guests  combined  in  presenting 
the  host  with  a  complete  set  of  table  silver,  and 
a  neat  presentation  speech  was  made  by  Harry 
Skiilman.  Other  gifts  were  presented  by  sev- 
eral individuals,  and  altogether  the  evening 
was  one  of  rare  enjoyment  and  unique  interest. 


FIRST  TO  MATRICULATE. 

Arthur  Von  Rohr  of  Winona,  Minnesota, 

enjoys  the  distinction  of  being  the  first  student 

to  matriculate  at  the  Department  of  Pharmacy 

of  the  University  of  Minnesota.     That  was 
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'way  back  in  1893,  when  the  Pharmacy  De- 
partment first  came  into  being,  Mr.  Von  Rohr 
was  20  years  old  then,  having  been  born  in 
1872. 

In  1907  Mr.   Von  Rohr  was  appointed  a 


Mr.  Coley  is  an  alderman  of  the  city  of 
Milan,  Tennessee,  and  also  city  treasurer.  He 
lias  been  in  the  drug  business  since  he  gradu- 
ated from  high  school.  For  two  years  he  was 
engaged  with  the  Van  Vleet-Mansfield  Drug 
Co.,  Memphis;  then  went  to  Milan  and  has 
conducted  the  affairs  of  the  Coley  Drug  Com- 
pany ever  since. 

Mr.  Coley's  father,  now  connected  with  the 
Van  Vleet-Mansfield  Company,  has  been  in  the 
drug  business  since  1874. 


A  DRUGGISTS  WIFE. 

Mrs.  Coller  is  the  wife  of  Dr.  Adotph  H. 

CoUer,  who  owns  two  drug  stores  in  New 

York  City.    Mrs.  Coller  is  extremely  active  in 

church  and  charitable  work,  her  efforts  being 


member  of  the  State  Board  of  Pharmacy,  and 
in  1912  he  was  made  its  president.  In  1913  he 
was  reappointed  to  the  Board  and  reelected 
president.    :* 

Mr.  V^  Rohr  is  in  business  in  his  native 
citys  Winona. 


A  REAL  THIRD-TERHBR. 

Not  satisfied  with  one  office,  this  druggist 
annexed    two.     More  than   that,    (a  certain 


BOBBBT  Ii.  CDL«V. 


valiant  huntsman  please  notice),  at  the  last 
municipal  election  he  was  elected  to  each  office 
the  third  consecutive  time ! 


centered  chiefly  in  the  interest  of  the  Hebrew 
Home  for  the  Aged,  East  Tenth  Street,  and 
the  Hebrew  Orphan  Asylum,  on  Second  Street. 
Mr.  and  Mrs.  Coller  celebrated  the  seventh  an- 
niversary of  their  marriage  on  January  23, 
1914,  a  large  company  of  friends  being  present, 
including  several  members  of  the  medical  pro- 
fession. 
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John  C  WaUaoik  pnddant,  Raw  Cartle. 


(Aarlea  F  NIzon.  Id  TJot-preaidnit,  Leo-  Ctaarliia  M  WoodmS,  spcretair  and  tieaa-  Janm  H.  Beal.  manbar  Kucnilte  O 

miuMar,  HaM.— nDreaaDtlnv  tb«  nnr.  Detroit.  Ulch.—reprMentlnatha  mlttM.  fldo,  Ohio— tepreaenttay  th 

N.  A.  E.  D.  N.  A.  M.  M,  P.  A.  Pta.  A. 


C.HakloBKlilw,iiwoib«rBiaoatlTeCoiD.         B.  L.  HOton.  Waahlncton,  D.  C— i 
Blltoe.  FUladtf  phla,  Pa.    rapraaant-  aenUnf  tha  A.  Ph.  A. 

InCthaN.  W.  D.  A. 

Offlovra  amd  Soma  of  tha  ll*nib«»  of  th*  NslloHal  Dra^  Tvado  CoafoNHC*. 

in  on  raaa  n.) 
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Cal«*dara  Usad  by  DnUl«to  Ibia  Tur. 
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Calaadua  llMd  by  DniMlals  tku  Yaar. 


COME  TO  THE  DETROIT 

Plans  have  been  pretty  well  decided  upon  now  for  the  Detroit  meeting  of  the  Amerioui  Pharmaceutical 
Association.  The  meeting  will  be  held  during  the  week  beginning  Monday,  August  24.  The  Hotel  Pontchartrain 
will  be  the  headquarters.     This  hotel  is  admirably  suited  to  the  purpose. 

It  has  a  convention  floor  up  at  the  top  of  the  building,  with  eight  or  ten  rooms  of  various  sizes,  thus  being 
well  adapted  to  an  organization  like  the  A.  Ph.  A.,  which  is  split  up  into  so  many  sections  and  auxiliaries  of  one 
kind  and  another.  Furthermore,  the  convention  floor  of  the  Pontchartrain  is  so  high  up  that  it  is  away  from  the 
dirt  and  noise  of  the  street  on  the  one  hand,  and  on  the  other  is  subjected  to  the  cooling  breezes  from  the  river. 

The  Detroit  meeting,  indeed,  is  going  to  be  delightfully  cool  and  pleasant.  Detroit  is  not  at  all  like  the 
usual  American  city — hot  and  stuffy  in  the  summer.  It  is  located  on  the  Great  Lakes,  gets  the  benefit  of  the 
water  breezes,  and  is  furthermore  a  city  of  great  beauty  and  charm.  Thousands  of  people  come  to  Detroit  annually 
to  spend  their  summer  vacations  instead  of  frequenting  the  customary  resorts.  It  is  a  city  that  everybody 
wants  to  visit  who  hasn't  already  seen  it,  while  the  man  who  ha%  seen  it  is  not  satisfied  until  he  can  return  to 
it  again. 

Many  delightful  features  are  planned  for  the  convention.  There  will  of  course  be  the  customary  recep- 
tion and  ball  on  Monday  evening.  On  Wednesday,  from  4  to  6,  there  will  be  a  reception  for  the  ladies.  The 
afternoon  and  evening  of  Thursday  will  be  devoted  to  a  boat- r ide '  tendered  hy  Parke,  Davis  &  Co.,  and  many 
of  the  attractive  spots  will  be  viewed  that  have  helped  to  make  the  environs  of  Detroit  so  noted.  On  Friday 
there  will  in  all  probability  be  an  automobile  ride  to  the  parks  and  to  the  famous  shore  drive  around  Lake 


Belle  Ue.  ths  ohM  park  in  Detroit.  t>  as  UUnd  three  milw  ScllB  IiIb  <■  thitmiti  with  euuli  nuudnc  ha*  mad  th<re  all 

lone  ont  Id  tlie  middle  Hi  the  Detroit  Btm.    Tlii>  ilioin  one  of  tliroogh  the  park,  and  oanoeiiv  is  ODeot  the  freat  d^ta  dnr- 

the  drfTenji  alone  the  ihorea  d  the  Utaod,  with  the  itrer  1<W  the  helcht  of  the  nunnier  na«m.    In  the  eveolnc  the 

■oene  it  anile  Venetian. 


Thig  (howa  ni  anothar  one  of  the  nomerou  canali  on  Bella  Plowore  IxNita  In  Detroit  offer  one  Of  the  dalltht/nl  and  into- 

lele.  with  the  toot-nalk  aklrtlnt:  It  on  the  left,  and  the  rich  eeti&K  experlcncee  dnrlnc  the  nunmer.    Ther  ClT  back  and 

(oliase  berond.    In  the  evenlnc  band  oonoerta  are  held  on  a  forth  from  the  lower  ad  at  the  dtr  to  Belle  Isle  up  the  rlTai. 

plmUarm-brbUre  over  the  water,  and  canoee  ■ofUj  tUde  back  and  one  or  two  of  theee  boata  will  be  need  tor  the  a 

and  forth  nndemeath  in  romantic  taehion.  mant  o(  the  A.  Hi.  A.  nMmbenhlp  in  Antnlt. 


MEETING  IN  AUGUST! 

St.  Clair.  Other  contemplated  entertainments  are  a  smoker  for  the  men.  and  either  a  theater  party  or  a  ride 
to  Boi>  Blanc  Island  for  the  Udies.  Of  course  smaller  entertainments  for  the  ladies  will  be  sandwiched  in  all 
through  the  entire  week. 

Detroit  has  come  to  be  a  great  manufacturing  center — famous  in  three  particulars.  In  the  manufacture  of 
drugs,  stoves  and  automobiles  Detroit  unquestionably  leads  the  world.  It  may  be  that  some  of  those  in  attend- 
ance upon  the  convention  will  want  to  visit  industrial  plants  in  various  lines.  Thus,  for  instance,  ten  or  fifteen 
people  may  want  to  go  through  the  Ford  or  the  Cadillac  or  the  Packard  automobile  factories.  Others  may 
want  to  visit  the  Solvay  Process  Works,  or  any  one  of  a  hundred  other  interesting  places  in  the  city.  It  is 
expected  that  arrangements  will  be  made  for  a  number  of  small  trips  of  this  kind  if  sufficient  interest  is  shown 
by  the  members.  It  is  up  to  them.  If  you  are  interested  please  write  now  to  the  local  secretary  so  that  he  may 
get  an  idea  of  what  is  wanted.    Address  your  letter  to  Leonard  A.  Seltzer,  32  Adams  West,  Detroit,  Mich. 

It  may  be  interesting  to  state,  too,  that  certain  reforms  are  going  to  be  inaugurated  at  the  Detroit  meeting 
in  the  conduct  of  the  convention  business.  All  the  sessions  will  be  held  in  the  daytime,  and  the  evenings  will 
be  left  free  for  rest,  recreation,  and  enjoyment.  The  Council,  only,  will  meet  at  that  time,  and  this  will  give 
a  chance  for  the  Sections  to  begin  their  work  in  the  morning  promptly  at  9.30.  Mr.  Seltzer,  the  local  secretary, 
it  working  out  a  plan  of  bulletin-boards  so  that  a  member  who  is  sitting  in  one  Section  may  know  what  is  going 
on  in  others  at  the  same  time,  thus  making  for  a  maximum  of  interest.  Promptness  will  be  exercised  all  along 
the  line,  and  there  is  every  expectation  that  the  Detroit  meeting  will  be  a  hummer! 


The  Detroit  Boat  CSnb,  one  el  the  oldett,  and  In  nunj  ro- 
«Mb  «■•  «(  tba  flDMt  dobi  ol  tha  kind  In  the  Unltod  8t>taa, 
li  lontad  out  In  tlw  Demit  Blnr  iMtmni  (be  Amerlovi  ihon 
and  Belto  Ida.    Tb*  arehlUotiiK  U  Venettan. 


This  la  anoUier  braathiiic  apot.  amnewlwt  amaUw  In  atie.  Tbe  saw  Ulchlaui  Cantral  mllroad  ataticm  haa  baen  oom- 

TbaHotelPontchartraIn,  QlDcfalhflkdiinKiteTBOf  tlwA.Pb.  A..  i>let«d  within  tlie  last  taw  months,  and  la  one  of  tlie  Dnaat 

ti  tha  t»ll  bnlldlnc  tn  the  exact  oantar  ol  the  plctnie.  with  the  depoU  now  to  be  toond  ui/whsn  In  the  United  SUtea.    It  coat 

Cttr  Han  tnat  bcrond.  aomethlnc  like  aiitatm  million  doUara. 


PRIZE  QUESTIONS  AND  ANSWERS. 

The  following  questions  are  announced  for  the  next  monthly  contest,  and  we  cordially 
invite  our  readers  to  send  in  answers  to  them : 

1.  What  is  the  most  satisfactory  method  of  fiadng  prices  in  prescription  wo  A?  Sub. 

mitted  by  Walter  P.  Braiulon,  New  York  City. 

2.  What  are  the  best  articles  to  display  on  and  in  the  show  case,  and  why  ?  Sub- 
mitted by  L.  J.  StreU,  Paterson,  N.  J. 

3.  What  are  the  best  means  of  attracting  children  to  the  store  and  making  ens- 

tomers  of  them?     Submitted  by  P.  L  Minton.  Pkinfield,  N.  J. 

For  the  best  answer  to  each  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other 
answers,  if  printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least 
500  words  long,  and  in  our  hands  by  April  1 0. 

We  announce  also  diat  we  have  now  just  about  exhausted  our  stock  of  prize  questions 
for  this  department  We  invite  our  readers  to  submit  questions  for  this  purpose.  IVe  shall 
pa}f  $1,00  in  cash  Jor  every  accepted  question,  and  the  more  we  receive  the  happier  we  shall  be. 

Hease  send  us  plenty  of  questions  for  future  use,  and  also  plenty  of  answers  to  die  duree 
printed  above. 


SHOULD  A  DRUGGIST  MEET  CUTS  IN  PRICE  MADE  BY  COMPETITORS? 


PRICE  CUTTERS  AND  QUACKS. 
By  Waltkr  H.  Varnum,  Lawsencb,  Kansas. 

Somewhere  I  have  seen  the  statement  that 
"price-cutters  stand  to  the  drug  trade  just  in 
that  relation  that  quacks  do  to  the  medical  pro- 
fession.'' This  may  be  an  extreme  statement, 
but  there  is  an  element  of  truth  in  it,  and  a 
large  one  at  that. 

The  effect  of  price-cutting  in  the  drug  trade 
is  twofold.  It  has  a  tendency  to  drive  an 
honest  man  out  of  the  business.  The  other 
tendency  is  to  cause  the  man  who  isn't  so 
honest  to  substitute  inferior  goods  for  goods 
of  quality. 

Department  stores,  as  a  rule,  fall  into  the 
latter  class.  What  do  department  stores  know 
or  care  about  therapeutic  values.'^  If  a  bottle 
of  acidulated  water  is  labeled  hydrogen  perox- 
ide and  can  be  sold  at  a  profit,  how  much  moral 
responsibility  does  the  mere  head  of  a  depart- 
ment in  a  big  store  feel  ?  What  concerns  him 
is  making  good  on  his  job. 

The  man  who  really  wants  to  be  square 
bases  his  prices  on  the  cost  of  goods,  plus  the 
cost  of  doing  business,  plus  a  reasonable  profit. 
If  he  cuts,  he  necessarily  cuts  his  margin  of 
profit;  he  loses  some  real  money.  This  he 
cannot  afford  to  do,  usually. 


WHEN  THE  CUT-RATE  MAN  SMILES. 

There  is  nothing  that  pleases  the  cut-rate 
store  so  much  as  to  have  a  quality  store  at- 
tempt to  meet  cut-rate  figures.  Cuts  are  made 
on  staples  that  are  advertised  and  have  estab- 
lished prices,  but  the  cutter  makes  enough  on 
other  goods,  concerning  the  cost  of  which  the 
customer  knows  nothing,  to  more  than  pay  for 
his  losses  on  staples. 

If  he  sold  quality  goods  all  along  the  line, 
he  would  experience  considerable  difficulty.  If 
the  one-price  druggist  attempts  to  meet  cut 
prices  on  the  one  hand,  and  handle  reputable 
goods  throughout  his  entire  stock  on  the  other 
hand,  he  is  seriously  handicapped  and  brought, 
not  infrequently,  face  to  face  with  bankruptcy. 

Then,  again,  there  is  the  effect  on  the  cus- 
tomer— on  the  general  public.  When  a  patron 
goes  into  a  store  and  asks  the  price  of  an  ar- 
ticle, he  likes  to  know  that  the  figure  quoted 
is  the  price  everybody  pays  for  that  article. 
If  this  customer  knows  that  this  particular 
merchant  is  in  the  habit  of  wavering  in  the 
matter  of  price,  he  is  apt  to  experience  a  feel- 
ing of  uncertainty  which,  to  say  the  least,  docs 
not  promote  the  highest  degree  of  confidence. 
If  he  buys,  the  question  naturally  arises,  did 
he,  or  did  he  not,  pay  what  others  pay?    This 
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is  a  bad  feeling  to  have  customers  carry  around 
with  them. 

When  you  sell  a  man  an  article  at  a  cut 
price,  you  have,  right  then  and  there,  started 
a  small  cutting  campaign  throughout  that 
man's  circle  of  relatives  and  friends. 

THE  INCOMPETENT  CLERK. 

There  is  one  source  of  price-cutting  which* 
though  fortunately  small,  nevertheless  de- 
serves incidental  mention.  It  is  that  brought 
about  by  the  incompetent  clerk— -one  who  does 
not  know  the  price  on  a  certain  article,  and 
does  not  want  to  inquire  about  it  before  the 
customer.  He  does  not  care  to  create  a  scene 
by  pricing  the  article  too  high,  and  so,  in  a 
subdued  tone,  he  sets  the  figure  low  enough 
to  cause  the  sale  to  be  made  without  argument 
If  the  price  is  exceptionally  low,  the  informa- 
tion spreads  that  Druggist  Smith  is  selling  this 
article  at  such  and  such  a  price,  and  the  trou- 
ble begins.  You  will  find  such  clerks  every- 
where, and  I  believe  they  are  one  of  the  chief 
causes  of  such  wide  variations  in  the  prices  of 
611ing  prescriptions. 

If  your  price  is  above  that  of  every  other 
store  in  the  community  which  carries  the  same 
quality  of  goods  that  you  carry,  it  is  time  that 
you  looked  the  situation  squarely  in  the  face. 
You  are  not  doing  the  business  you  ought  to, 
and  "there  is  a  reason.'^  Find  it  If  your 
price  trend  is  too  high,  readjust  your  figures, 
satisfied  with  a  reasonable  profit 


NOT  A  COMMSNDABLS  PRACTICS. 

By  Nora  I.  Mitchxij^  Spabta,  Michigan. 

One  of  the  largest  drug  stores  in  a  western 
coast  city  made  it  a  rule  never  to  be  tmdersold. 
I  had  been  working  there  only  about  a  week 
when  I  was  called  into  the  office  one  morning. 
The  proprietor  knew  nothing  about  drugs ;  he 
coulda't  tell  gum  tragacanth  from  quassia 
chips.  However,  I  was  scared  stiff  when  I 
got  the  summons.  I  soon  recovered  my  com- 
posure, though,  for  all  he  wanted  was  that  I 
walk  three  blocks  around  the  comer  to  another 
drug  store  and  buy  a  bottle  of  a  well-known 
sarsaparilla.  He  wanted  to  learn  if  they  were 
really  selling  it  at  their  advertised  price,  for 


the  figure  they  set  was  much  less  than  we  were 
selling  it  for.  I  was  a  new  derk  and  would 
not  be  recognized  as  a  spy. 

I  bought  the  article  at  the  advertised  price. 
Later,  the  advertiser  went  into  bankruptcy. 

We  met  the  price.  Later,  my  "boss"  went 
into  bankruptcy! 

DIFFICULT  TO  SAY  NO. 

It  is  sometimes  extremely  difficult  to  steel 
oneself  against  price-cutting.  For  instance,  a 
customer  comes  in  and  wants,  say,  a  bottle  of 
Kenned/s  Discovery.  You  wrap  it  up,  and 
place  it  on  the  cotmter,  in  front  of  the  waiting 
patron.    He  shells  out  a  dollar  bill. 

"One-fifty,"  you  say. 

"Why,  I  can  get  that  for  a  dollar  over  at 
White's,"  the  customer  says. 

There  you  are !  What  are  you  going  to  do  ? 
The  temptation  is  to  say: 

"Well,  take  it  along.  I  can  sell  goods  as 
cheaply  as  old  White  can !" 

But  can  you? 

Again,  has  the  customer  told  the  truth? 

To  determine  what  to  do  is  often,  in  all 
walks  of  life,  a  troublesome  question.  Decision 
is  said  to  be  the  highest  mental  process.  It 
can  sometimes  be  the  lowest 

PRICE-CUTTING  AND  AUTOMOBILES. 

In  these  days  of  our  Lord  the  man  who  wins 
in  the  drug  business  is  he  who  survives  an 
application  of  commercial  "survival  of  the  fit- 
test" It  is  not  the  druggist  who  has  the  best 
knowledge  of  drugs,  or  the  greatest  skill  in 
handling  them  pharmaceutically,  that  bunches 
up  money  enough  to  "speed  away"  in  an  auto^ 
mobile.  Rather  is  it  he  who  has  shrewd  busi- 
ness ways,  who  can  get  ahead,  and  keep  ahead, 
of  the  other  fellow. 

Can  any  man  get  ahead,  and  keep  ahead,  by 
cutting  prices? 

A  yotmg  man  entering  the  drug  business  is 
always  urged  to  make  his  personality  count, 
to  put  himself  into  his  work,  to  develop  indi- 
viduality— and  then  to  capitalize  it  I 

Gin  any  young  man  successfully  capitalize 
himself  by  beginning  with  a  discount  ? 

Competition  may  be  the  life  of  trade,  but 
price-cutting  isn't. 


The  department  of  **  Prize  Questions  and  Answers  **  will  be  better  than  ever  in  the  April 
Bulletin.  Two  of  the  liveliest  topics  imaginable  will  be  discussed,  and  the  papers  are  about 
the  snappiest  we  have  had  yet 


Magazines  as  a  Side-line:  Four  Views. 

We  are  brlnithiil  toitether  nnder  this  head  lonr  practical, 
meaty  articles  on  different  phaaea  of  aelllnit  maitaslnes  In  the 
drnit  store.  How  to  start  a  magazine  department  i  how  (o 
conduct  a  snbscriptlon  agency  i  how  to  nse  maitazlne  snbscrlp-. 
tlons  as  special  premlmns — these  are  the  subjects  treated, 
and  treated  by  men  who  have  had  actual,  personal  experi- 
ence out  on  the  firlnif  •  line.  In  addition  we  are  reprodn- 
clniE   a   novel   and  effective   window    display.  —  The    Editobs. 

BUILDING  UP  A  SUBSCRIPTION  AOBNCY. 

By  Ray  S.  Sissoh,  Dxckeb,  Ins. 


During  the  last  year  or  two  drug  journals 
have  had  more  or  less  to  say  about  carrying 
magazines  and  newspapers  as  a  side-line.  All 
well  and  good;  but  we  have  a  little  different 
method,  and  what  we  consider  a  better  method, 
of  extracting  the  dollar  almighty  from  period- 
icals.   We  sell  subscriptions. 

About  four  years  ago  the  idea  occurred  to 


us,  and  we  have  been  persistently  in  the  game 
ever  since.  We  have,  with  practically  no  cap- 
ital tied  up  therein,  built  up  quite  a  respectable 
local  subscription  agency.  The  first  year  we 
cleared  $400. 

On  October  of  each  year  a  certain  news- 
paper puts  on  a  subscription  contest  Last  Oc- 
tober we  secured  S35  subscriptions  for  this 
paper.  A  year's  subscription  sold  for  $2,  and 
we  got  a  twelve-and-a-half-cent  commission  on 
each  sale,  besides  winning  one  of  the  prizes 
awarded  agents  for  securing  subscriptions. 


Now|  the  getting  of  these  subscriptions  at 
the  cut  rate  and  consequent  cut  commission  is 
just  the  beginning  of  this  particular  branch 
of  our  agency  business.  Next  year  the  paper 
will  pay  us  fifty  cents  commission  instead  of 
twenty-five  cents,  and  we  will  get  the  benefit 
of  renewals. 

Some  magazines  offer  special  commis»ons 
to  those  agents  who  get  ten  or  more  subscrip- 
tions per  month.  The  Cosmopolitan  and  Mod- 
em Priscilia,  as  well  as  others,  offer  special 
inducements  of  this  character. 

Certain  other  magazines  offer  subscriptions 
at  a  very  low  figure.  We  get  one  of  the  best- 
known  three-dollar  magazines  in  the  world 
for  $1.35.  Another  three-dollar  magazine 
costs  us  $1.60.  Others  are  not  so  liberal,  and 
these  we  give  a  good  letting  alone.  The  first 
one  mentioned — the  $1.8S  one — net  us  $41.35 
last  year ;  the  second—the  $1.60  one— $2fi.20. 

Another  phase  of  the  business  is  compre- 
hended in  the  clubbing  offers  with  which  every- 
body is  more  or  less  familiar.  There  is  seldom 
a  clubbing  offer  made  that  will  not  yield  the 
dealer  a  good  profit.  Qubbing  agencies  accord 
dealers  extremely  businesslike  and  satisfactory 
treatment,  and  often  through  these  agencies  a 
man  is  put  in  touch  with  "special  inducement" 
deals.  For  instance,  last  fall  a  certain  standard 
dolhir-and-a-half  magazine  offered  a  two- 
year's  subscription  for  $2.00,  giving  the  dealer 
forty  cents  commission  on  every  new  name 
secured. 

A  leading  agency,  located  in  the  State  of 
New  York,  supplies  us  with  a  general  sub- 
scription catalogue  for  distribution.  Our  namt 
only  as  agents  appears  on  this  catalogue. 

We  keep  a  book  and  every  subscription  taken 
is  put  down  in  it    The  date  of  expiration  is 
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plainly  marked,  so  that  a  renewal  can  be  looked 
after  when  the  time  comes. 

Renewals  come  easy.  Over  half  are  taken 
over  the  telephone.  We  call  up  the  subscriber, 
notify  faim  that  his  subscription  has  expired, 
and  ask  if  we  shall  have  it  renewed  for  him 
and  charge  the  amount  to  his  store  account. 
Very  much  more  than  half  the  time  the  answer 
is  in  the  affirmative.  Our  subscription  accounts 
dot  two  counties,  and  many  of  those  who  re- 
new year  after  year  over  the  telephone  have 
never  been  inside  of  either  of  our  two  stores. 


One  clerk  has  almost  entire  charge  of  our 
subscription  business,  is  responsible  for  renew- 
als and,  to  a  degree,  for  collections. 

We  do  not  see  how  you  could  very  well  beat 
this  as  a  side-line.  It  means  talk,  of  course, 
and  work;  but  nothing  worth  while  comes 
without  a  struggle. 

There  are  some,  possibly,  who  might  not 
like  the  word  "agent,"  who,  in  fact,  might  pro- 
nounce the  entire  performance  unprofessional. 
But  is  it? 

Possibly  it  is ;  but  it's  mighty  good  business  I 


STARTING  A  MAGAZINE  COUNTER. 
By  Bramton  FIshol 


It  would  be  quite  impossible  to  conceive  of 
a  better  side-line  than  magazines.  Thousands 
of  druggists  handle  them  to-day,  and  I  have 
never  known  of  a  case  where  they  were  put 
out,  once  a  magazine  counter  was  given  space 
in  the  store. 

While  there  are  thousands  of  druggists  al- 
ready in  the  game,  I  am  confident  that  thou- 
sands more  would  stock  the  line  were  they  not 
in  some  vague  way  afraid  of  it.  Some  think 
that  a  man  must  be  a  broad  magazine  reader, 
must  be  fnagaeine<vise,  in  order  to  handle  pe- 
riodicals successfully.  This  is  not  true.  It  is 
altogether  improbable  that  any  retail  dealer 
ever  started  a  magazine  department  with  a  full 
knowledge  of  the  field.  Yes,  we'll  go  farther 
than  that  We'll  say  that  there  isn't  to-day  a 
retail  dealer  handling  magazines  who  has  a  full 
knowledge  of  the  field.  There  are  too  many 
magazines.  A  mere  list  of  their  names  fills  a 
book.    No  man  knows  them  all. 

And,  of  course,  no  man  wants  to  handle 
them  all.  Perhaps  thirty  would  constitute  a 
good  opening  stock.  These,  say:  The  Satur- 
day Evening  Post  and  C oilier^ s,  weekly; 
Everybody's,  the  American,  the  Cosmopolitan, 
the  Ladies^  Home  Journal,McClure*s,  Hears fs. 
Metropolitan,  Outing,  Popular,  Red  Book,  Ad- 
venture, Argosy,  Popular  Mechanics,  Woman's 
Home  Companion,  Smith's,  Field  and  Stream, 
Munseys,  National,  World's  Work,  Black 
Cat,  Delineator,  Blue  Book,  Good  Housekeep- 
ing, Modern  Priscilla,  New  Story,  Lippincotfs, 
Scribner's  and  Harper's,  monthly. 

No  attempt  has  been  made,  mind  you,  to 


pick  the  best  list.  The  above  names  were  put 
down  just  as  they  came  to  mind,  without  ref- 
erence to  a  catalogue.  It  is  not,  probably,  the 
list  you  might  select  for  your  particular  lo- 
cality, if  you  had  had  a  year's  experience  as  a 
magazine  dealer.  But  that  isn't  the  point. 
The  point  is  that  this  list  will  serve  as  a  starter, 
if  one  cares  to  use  it.  It  can  be  added  to  or 
subtracted  from  at  some  later  day — and  will 
be,  many  times,  as  time  rolls  on. 

How  many  of  each  ought  to  be  ordered  is 
something  that  no  mere  earthly  human  knows. 
But  it  doesn't  matter,  much,  provided  you  get 
enough,  for  most  of  them  are  returnable.  The 
retailer  pays  transportation  charges  both  wajrs, 
though,  and  the  heavier  the  btmdle  that  goes 
back,  the  less  his  profits  will  be.  There  are 
special  magazine  rates,  however,  which  lighten 
the  burden  a  little. 

A  fifteen-cent  magazine  costs  the  retailer 
eleven  cents,  usually,  plus  transportation 
charges.  Not  much  of  a  profit,  it  wotdd  seem 
at  first  glance.    But  it  is  20  per  cent,  at  that 

And  it  isn't  the  profit,  altogether,  that 
cotmts.  It's  getting  new  people,  and  old  ones 
of  tener,  into  your  store.  Herein  lies  much  of 
the  benefit  of  a  magazine  business. 

Every  large  city  has  its  wholesale  news 
company.  If  one  feels  like  trying  the  game, 
he.  can  write  to  this  company,  send  his  list  and 
ask  for  instructions.  Once  the  order  is  placed 
the  magazines  keep  coming  according  to  the 
original  draft,  only  sometimes  more  so,  until 
the  dealer  changes  his  specifications,  which  he 
is  privileged  to  do  at  any  time. 


USING  SUBSCRIPTIONS  TO  BOOM  SALES. 
By  Glen  D.  Qtarrat,  Ph.G^ICeknb,  N.  H. 


There's  a  certain  old  saying  anent  the  re- 
moval of  the  feathers  from  a  cat  There  are 
several  different  makes  of  ways,  they  say. 

Well,  we  use  one  way,  if  poetic  license  will 
permit  us  stretch  the  simile  wide  enough  to 
cover  our  method  of  selling  subscriptions  to 
magazines.  And  the  way  has  been  a  good 
way,  we  think. 

We  use  a  card  somewhat  similar  to  a  meal 
ticket  or  a  barber's  ten-shaves-for-a-doUar 
card.    Here  it  is: 


5  5  5  5  25  25  25  25  25  25  50  50  50  75 
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This  Ticket  Elntitles. 


To  »  Half  Tear's  Sabsoiiptlon  to  aoyof  theaebeftntifiilly 
fUmtnted  MONTHLY  MAGAZINES!  MniiMy,  CMm«- 
politra,  Aigoigr.  Ballroad,  Utd  Book,  or  Stuidard  Dwlcnor. 
After  hATlnc  porchMed  goods  to  the  Mnonnt  of  $10.00  from 
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Bbad  OoNDinoNS— Tickets  will  be  pancfaed  on  cash 
imroluuMS  only,  and  only  one  ticket  dven  with  a  $10.00 
sale  or  more. 
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25      25    25    25     25     50     50    50     50    50    50    50 


The  ticket  used  by  Mr.  GrifiEbi. 

The  idea  was  suggested  by  noting  the  stir 
created  annually  by  a  friend  of  ours.  Begin- 
ning in  the  fall,  usually,  this  man  would  give 
corresponding  cash  register  checks  with  every 
cash  purchase.  At  a  certain  date,  stated  in  ad- 
vance, and  usually  60  days  from  the  date  of 
the  beginning  of  the  campaign,  he  would  give 
one  of  what  got  to  be  called  the  "White  Store 
Concerts." 

This  was  a  bona  fide  high-grade  entertain- 
ment at  the  opera  house.  One  year  he  had  a 
noted  reader;  possibly  the  next  a  singer  or 
company  of  singers,  maybe;  or  it  might  be 


something  like  the  Dunbar  Handbell  Ringers. 
These  entertainments  were  engaged  through 
some  Lyceum  bureau,  like  White's  or  Rid- 
path's,  and  were  always  good. 

No  tickets  were  sold.  Cash  register  checks 
were  exchanged  for  seats  at  the  ratio  of  ten 
to  one;  that  is,  it  took  $3.50  in  sales  to  get  a 
86-cent  ticket.  A  ten  per  cent  discount,  vir- 
tually. 

The  "town"  contained  5000  people,  the  the- 
ater seated  1056  and  was  always  jammed  to 
the  sidewalk. 

Now  we  did  not  care  to  go  into  the  show 
business,  so  we  modified  the  idea  somewhat 
and  adapted  it  to  magazines. 

We  have  a  quantity  of  the  red  cards  printed 
each  year,  and  give  them  as  wide  a  distribution 
as  we  can.  Every  time  a  purchase  is  made,  we 
punch  the  corresponding  number:  a  twenty- 
five-cent  purchase,  punch  25 ;  a  fifty-cent  pur- 
chase, punch  50;  and  so  on.  When  all  the 
numbers  have  been  punched,  ten  dollars'  worth 
of  goods  have  been  bought:  we  then  give  the 
patron  a  six  months'  subscription  to  any  maga- 
zine mentioned  on  the  card. 

We  used  to  send  the  customer's  name  to  a 
subscription  agency  and  have  the  magazine  go 
direct  by  mail,  but  soon  hatched  up  a  better 
plan  than  that.  We  carry  magazines  now. 
Each  month  we  write  the  subscriber's  name  on 
the  proper  magazine  and  he  can  get  it  by  call- 
ing for  it.  This  brings  him  into  the  store — 
brings  many,  possibly,  who  might  not  come 
under  any  other  conditions. 

We  like  the  plan.  It  has  increased  our  busi- 
ness. And  more  business  is  what  we're  all 
after. 


FEATURING  MAGAZINES  IN  THE  WINDOW. 

By  J.  Earl  Taylor^  Ph.G.,  Gridley^  III. 


I  am  a  firm  believer  in  window  publicity  for 
magazines,  and  arrange  magazine  trims  peri- 
odically. We  have  augmented  a  number  of 
subscription  campaigns  in  this  manner,  and  we 
have  effected  dozens  of  single  sales  through 
the  agency  of  a  single  simple  trim. 

The  window  in  the  accompanying  illustra- 
tion proved  unusually  effective.  It  was  de- 
voted exclusively  to  the  Ladies'  Home  Journal, 
and  aside   from  what  might  be  termed   its 


decorative  setting,  contained  nothing  but  the 
magazine— except  the  placard  shown  in  the 
center,  on  which  was  inscribed,  "Look  Over 
the  Contents.    Buy  it    15  cents." 

In  connection  with  the  card,  a  little  humor- 
ous incident  might  be  mentioned.  A  local  wag 
made  another  sign  on  which  he  transposed  the 
words  "Look"  and  "Over,"  making  the  in- 
scription read,  "Over  Look  the  Contents."  He 
substituted  the  freak  card,  and  it  remained  ia 
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the  window  a  number  of  hours  before  we  dis- 
covered the  double-shuffle  I 

A  wooden  frame  was  first  constructed,  and 
it  will  be  noted  that  the  comers  of  this  upper- 


length  were  fastened  here  and  there  to  the 
pufHng,  and  a  string  of  daisies  ran  its  entire 
length.  Large  white  flowers  (snowballs)  were 
used  as  shown  in  the  engraving.    One  of  the 


A  Dundn*  wtodow. 


structure  are  bowed  out.    The  frame  was  cov- 
ered with  white  puffing,  and  the  entire  edging 
at  top  and  sides  laid  over  with  circular  gold 
patches— disks  cut  from  gold  paper. 
Red  and  white  roses  with  stems  of  proper 


effective    features    was    the   magazine    itself, 
rolled  into  cylinders. 

This  window  brought  results,  and  we  felt 
amply  r«paid  for  the  outlay  of  time  consumed 
in  putting  it  into  shape. 


THE  NEW  LEASE. 


An   Impvovld«Bt    Dra^lat   la   Saddaaly   AroaamI  to  •    Baallaatlon   of   His    Inaolvaat   CondlttoM— K«- 

fnaaa  to  Jwopaidlaa  Ilia  Proapacta  of  a  Yonng  Han  fay  Adnlllla^ 

Hm  to  P«rtHarablp— A  Sarprlaa. 

By  AKTHUK  L.  BUZZELL. 


Late  in  the  afternoon  a  slim,  alert  young 
man  entered  the  pharmacy  above  the  door  of 
which  hung  the  sign,  "Holbrooke  Hemmen- 
way.  Druggist."  The  sign  was  faded  and 
weather-beaten.    It  had  been  there  a  long  time. 

"How  do  you  do,  Mr.  Hemmenway,"  said 
the  young  man  cheerily. 

"How  do  you  do,  Mr,  Collins,"  responded 
the  druggist.  He  did  not  arise ;  merely  laid 
Cariyle's  French  Revolution  on  the  little  table 
beside  him  and  peered  at  the  intruder  over  the 
top  of  his  old-fashioned  spectacles. 

"I'm  here  again,"  pronounced   the  young 


man  with  the  merest  trace  of  constraint "  in 
tones  meant  to  be  cordial. 

"Yes,"  responded  the  dru^ist  non-com- 
mittaliy. 

"A  slightly  different  mission  this  time. 
Harder  for  me  than  for  you,  probably." 

The  old  man  removed  his  spectacles,  folded 
the  bows  down  carefully,  and  laid  them  on 
the  table  beside  the  outspread  book. 

"I  can't  say  that  I  blame  you,  young  man," 
he  said,  finally.  "Somebody  has  got  to  run 
around  and  hound  people.  You  might  as  well 
do  it  as  anybody." 
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"It  isn't  that.    What  I- 
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it" 


**What  did  they  say  yesterday?" 

"Fd  rather  not  tell  you,  Mr.  Hemmenway." 

"Why?'' 

"Well,  rd  rather  not,  that's  all  Still  I  sup- 
pose  you'd  ought  to  know.  They  said  they 
were  going  to  begin  action." 

The  old  man  made  no  response.  He  leaned 
an  elbow  on  the  table  and  rested  his  head  in 
the  hand  thus  supported,  while  with  unseeing 
eyes  he  seemed  to  be  gazing  at  something  a 
thou^nd  miles  away.  A  sunbeam  slanted 
from  the  edge  of  a  window  down  onto  the  un- 
covered side  of  the  face,  intensifying  its  ashen 
hue,  its  weary,  baffled  expression. 

The  young  collector  felt  his  footing  slipping. 
He  had  known  the  old  man,  in  a  way,  all  his 
life. 

Suddenly  the  druggist  arose  and  threw  back 
his  head  defiantly.  "Go  tell  the  Acme  G)llect- 
ing  Agency,"  he  cried,  "that  Holbrooke  Hem- 
menway  has  gone  into  bankruptcy !" 
'What !"  exclaimed  the  young  man. 
'Yes.  There  isn't  any  other  way.  It's  no 
use.    I'm  snowed  under." 

"As  bad  as  that?"  There  was  real  sympathy 
in  the  tones.  "Mr.  Hemmenway,  I — I  didn't 
know." 

"Nobody  knows,  or  understands,  rather. 
For  myself,  I  could  bear  it;  but  uertie! — 
Gertie!  Boy,  may  this  never  come  to  you: 
penniless  at  64 !" 

I — I  didn't  know,  Mr.  Hemmenway." 
'Oh,  you're  not  to  blame,  as  I  said  before. 
I  don't  blame  the  Crandall  Company,  either.  I 
owe  the  money ;  they  ought  to  have  it.  I  owe 
others ;  they  ought  to  have  it.  I'll  do  the  best 
I  can ;  I'll  give  them  all  I've  got.  They'll  have 
to  split  it  up." 

"Gin't-— can't  you  pull  out,  Mr.  Hemmen- 
way? I  can  fix  this  particular  account  up  for 
you,  I  think;  get  you  more  time,  you  under- 
stand." 

"Time !    I've  had  time  enough." 

"You've  been  here  nearly  half  a  century. 
You  have  a  host  of  friends.  Won't  the  banks 
help  you?" 

"Banks!  Friends!  They  all  took  my 
measure,  long  ago.  I  haven't  been  a  business 
man.  I've  lived  with  Carlyle  and  Chaucer 
and  Tennyson,  instead  of  with  John  D. 
Rockefeller,  Andrew  Carnegie,  and  Elbert 
Hubbard." 
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There  was  silence  for  a  full  three  minutes; 
then  the  young  man  spoke. 

"Where's  your  key,  Mr.  Hemmenway,"  he 
said.  "Let  me  lock  the  door,  we'll  go  back  of 
the  prescription  case,  and  you  show  me  your 
books." 

The  little  bent  druggist  produced  the  key. 
More  than  that,  he  assisted  in  the  closing,  pull- 
ing down  the  front  curtains  with  benumbed 
fingers.  In  a  vague  way  he  had  foreseen  the 
end  for  a  long  time.  He  had  not  permitted 
himself  to  dwdl  upon  it,  though,  having  years 
before  learned  the  trick  of  dismissing  from  his 
mind  an}rthing  approaching  a  practical  consid- 
eration of  what  the  future  might  hold. 

The  young  man  returned  the  worn  key  to 
the  equally  worn  owner,  who  held  it  uncer- 
tainly an  instant  and  then  tossed  it  on  the  little 
table  beside  his  Carlyle.  He  picked  up  his 
spectacles  and  led  the  way  to  the  battered  desk, 
back  of  the  case.  He  welcomed  a  little  assist- 
ance on  his  books.  He  did  not  know  himself 
where  he  stood. 

For  an  hour  they  worked,  the  young  man 
questioning  and  tabulating,  and  the  old  man 
supplying  the  data  as  best  he  could. 

At  last  yoimg  Collins  cleared  his  throat  prep- 
aratory to  announcing  the  totals. 

"It  isn't  so  bad,  Mr.  Hemmenway,"  he  said  ; 
that  is — I  don't  know — ^but  I  don't  think  it 
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'What  is  it  ?    Out  with  it.    Read  the  figures. 
Can  I  pay  in  full  ?" 

"Well,  yoU  owe,  if  we've  got  it  all  in  here, 
exactly  $2328.17.  Now,  what  did  your  last 
inventory  show?" 

"Inventory!  I  haven't  taken  an  inventory 
for  over  30  years." 

The  young  man  smiled. 

"Well,  what  would  you  place  the  stock  at? 
What's  your  estimate  ?" 

"That  isn't  the  point — ^what  I'd  place  it  at. 
It's  what  it  would  sell  for.  And  no  one  knows 
better  than  I  do  that  it  won't  fetch  much.  Boy. 
I  haven't  kept  up.  No  one  needs  to  tell  me 
wherein  I've  failed.  I  know.  More  than  that, 
/  have  knozvn  all  the  time!  And  I  didn't  do 
different!    It's  too  late,  now." 

'You're  the  best  druggist  in  the  city." 
'I  know  it!     And  I  had  a  good  business 
once.    But  I  didn't  keep  up!" 

The  old  man  folded  his  arms  on  the  desk, 
and  his  head  sank  onto  them.     "I— didn't — 
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keep— up/'  he  murmured.  Almost  instantly 
he  sprang  to  his  feet  and  brought  a  fist  down 
onto  the  desk  with  a  resounding  thump. 

"Boy,"  he  said,  "I'm  64  years  old  and  a 
bankrupt,  but  I'm  a  long  way  from  being  dead 
yet !  Whom  do  I  turn  my  keys  over  to  ?  I've 
got  to  find  work.  I've  got  to  eat,  and  so  has 
Gertie ;  she's  all  I've  got,  and  if  there's  a  God 
in  Israel  she  shan't  go  hungry  I" 

Young  Collins  placed  a  restraining  hand  on 
the  druggist's  shoulder. 

"Sit  down,  Mr.  Hemmenway,"  he  directed. 
"I've  got  a  proposition  to  make  to  you." 

Mr.  Hemmenway  obeyed  and  looked  up 
doubtfully. 

"What  is  it?"  he  asked. 

"Now    please   consider   this    seriously.      I 
mean  it,"  continued  the  young  man  quietly. 
"Briefly,  this:  will  you  sell  me  a  half-interest 
in  your  business?" 
Eh,  what's  that?" 

I  repeat :  I  mean  it.  But  wait !  Before  you 
commit  yourself,  let  me  do  a  little  talking. 
This  is  a  city  of  60,000  inhabitants,  and  if  I 
were  to  go  out  into  any  comer  of  it  and  ask 
the  first  ten  men  I  met  whom  they  considered 
the  best  druggist  inside  the  corporate  limits — 
'r  outside  of  it,  for  that  matter— every  last 
mother's  son  of  'em  would  say:  'Holbrooke 
Hemmenway!'  You  are  known  throughout 
the  entire  community  as  a  reliable,  competent 
pharmacist  and  as  a  thoroughly  honest  man. 
Now,  isn't  such  a  reputation  a  valuable  asset? 
Isn't  it  worth  something  in  dollars  and  cents? 

"According  to  your  own  diagnosis,"  con- 
tinued the  young  man,  "you  fell  flat  as  a  busi- 
ness man.  Now  I  may  not  turn  out  to  be  a 
J.  P.  Morgan  myself,  but  that's  my  trend. 
That's  the  way  my  mind  runs,  and  I'd  like  to 
take  a  whirl  at  it  I've  got  a  little  money,  and 
all  kinds  of  backing.  Now,  let's  you  and  I 
double-team  it.  You  put  up  the  pills  and  let 
me  keep  the  books;  you  buy  the  goods  and 


leave  it  to  me  to  get  the  customers  into  our 
store  to  take  them  away.  Leave  the  hustle,  the 
going-right-out-after-it  to  me.  You  do  the 
rest.    Do  you  understand  ?" 

"Yes,  but ^" 

'We'll  have  to  move  out  of  here,  of  course. 
We'd  go  over  to  the  comer  that  the  First 
National  Bank  is  moving  out  of " 

"Good  Lord,  boy,  that  rents  for  $200  a 
month !   That's  the  best  comer  in  town !" 

"That's  just  why  we  want  it  Then,  too,  all 
these  old  fixtures  wotdd  have  to  be  tumed  over 
to  the  junk  dealer.  New  fixtures  from  A  to 
Z,  about  a  ten-thousand-dollar  soda  fountain, 
and  three  or  four  clerks ;  a  modem  up-to-date 
drug  store  in  every  respect!    What  d'ye  say?" 

Mr.  Hemmenway  shook  his  head.  "No,"  he 
said  sadly.  "You've  got  no  idea,  Mr.  Collins, 
how  great  the  temptation  is.  An  old  codger 
likes  to  have  it  said  of  him,  after  he's  gone, 
that  he  was  successftd.  And  we  might  suc- 
ceed ;  I  dpn't  know.    But " 

There  was  a  rap  on  the  back  doon 

The  old  man  sank  into  his  chair  and  seemed 
to  shrink  as  from  some  ghostly  apparition. 

"Gertie!"  he  whispered  hoarsely.  "It's 
Gertie !  She's  brought  my  lunch.  How  can  I 
tell  her?" 

The  door  opened  and  a  rosy-cheeked  little 
woman  of  twenty  stepped  in  and  stood  hesi- 
tating. 

"Oh,  excuse  me  I  I'm — I'm  interrupting," 
she  said  with  evident  embarrassment 

Mr.  Hemmenway  arose.  "No,  no,  not  at 
all,  girlie,"  he  assured  her.  "This  is  Mr. 
Collins.    Gertrude,  my  daughter,  Mr.  Collins." 

"We  have  met  before,  thank  you,"  said  the 
young  man,  his  brown  eyes  'glowing  won- 
drously.  "In  fact,  it  was  with  the  intention  of 
speaking  to  you  about  Gertrude  that  I  came 
here  to-day.  The  tmth  of  the  matter  is,  Mr. 
Hemmenway,  we  want  to  get  married !" 

(To  be  continued,) 


SPECIAL  FEATURES  OF  THE  BULLETIN  FOR  NEXT  MONTH. 

1.  "How  I  as  a  Druggitt  Keep  Myself  in  Good  Health"— three  papers  which  won  the  prises 
in  our  recent  contest. 

2.  *Ttfy  Best  Paying  Side  Line"— one  prize  article. 

3.  "Do  Special  Sales  Pay  F**— several  live  contributions  from  experienced  druggists. 

4.  "What  are  the  Faults  in  'Bosses'  I  have  Worked  For?"— three  frank  articles. 

5.  An  illustrated  paper  hy  an  expert  pharmacist  on  'The  Hand  Filling  of  Capsules." 

6.  Six  or  seven  pages  of  pictures — ^wivcs  of  well-known  jobbers,  homes  of  well-known  manu- 
facturers, children  of  prominent  druggists,  presidents  of  the  State  pharmaceutical  assodations,  etc*  etc. 


If  I  Married  Again  Would  I  Marry  a  Druggist  ? 

Shortly  after  the  dawn  of  the  new  years  the  Bulletin  offered 
prizes  for  the  best  three  answers  to  the  seml-hmnorous  ques- 
tion printed  above.  Responses  betfan  comlnil  In  at  oncet  and 
are  still  comlnii.  The  subject  Is  undeniably  a  popular  one. 
From  the  papers  submitted  the  Judf{es  have  picked  three  prize- 
wlnnerst  but  It  was  not  an  easy  task  In  the  face  of  so 
many  f{ood  contributions.  So  much  excellent  material  has 
been  recelvedt  Indeedt  that  we  shall  doubtless  print  another 
flroup    of    papers    later    on    In    the   Bulletin. — The  Editois. 

1.  THE  NOBLEST  CALLING  OF  THEM  ALL. 
By  Mks.  Claud  A.  Smith,  Crown  Point,  Indiana. 


If  I  married  again,  would  I  marry  a  drug- 
gist? 

Would  I? 

"Why  yes,  of  course,"  says  the  druggist's 

wife. 

Isn't  "her  John"  a  druggist,  and  isn't  that  all 
there  is  to  it? 

Disadvantages  there  are,  to  be  sure;  many 
of  them.  But  there's  a  brighter  side,  and  one 
has  but  to  look  to  see  it. 

No*  fair-minded  person  can  deny  that  a  drug- 
gist has  long  hours,  heavy  responsibilities  and 
many  irksome  demands  on  his  time  and  pa- 
tience. Still,  when  everything  is  considered, 
the  story  does  not  end  there. 

Why  would  I  choose  a.  pharmacist  ?  I  will 
tell  you.  It's  because  I  know  of  no  other  line 
of  business  which  is  preferable  to  the  drug 
business.  Pharmacy  is  stable,  it  is  fascinating, 
it  is  profitable.  It  is  more  than  highly  re- 
spectable. It  ranks  as  a  profession.  I  can 
think  of  no  business  or  profession  that  I 
would  rather  my  husband  would  be  in  than 
pharmacy. 

It  is  true  that  the  druggist  is  confined  to  his 
business  the  greater  part  of  his  waking  hours, 
and  that,  being  on  duty  and  away  from  home 
so  much,  he  cannot  give  his  wife,  his  home  and 
his  children  the  time  and  attention  he  desires. 

But  what  worth-while  profession  or  business 
is  there  which  is  not,  in  some  measure  at  least, 
confining  ?  The  physician  hasn't  a  minute,  day 
or  night,  to  call  his  own.  Does  a  successful 
lawyer  find  time  hanging  heavy  upon  his 
hands?  Can  a  man  in  public  life  have  any 
time  that  is  really  his  and  his  family's?  A 
merchant's  wife  can  claim  very  little  (if  any) 


more  of  her  husband's  time  than  can  the  drug- 
gist's wife. 

Before  real  success  can  be  attained  in  anv 
profession  or  business,  a  man  must  give  it 
close,  unremitting  attention,  concentrated  ef- 
fort, and  the  greater  portion  of  his  time.  So 
why  consider  a  druggist  especially  unfortunate 
because  he  sticks  to  his  job? 

As  to  the  responsibilities  of  a  druggist,  why 
shudder  and  murmur  in  an  awe-stricken 
whisper,  "Oh,  if  he  should  make  a  mistake!" 
The  druggist  just  isn't  there  to  make  mis- 
takes. His  years  of  careful  training  go  for  the 
highest  skill  and  accuracy. 

Certainly  he  has  a  great  responsibility.  But 
is  a  man  really  worth  while  if,  shirking  a  re- 
sponsible position,  he  accepts  the  coward's 
place  of  "something  that  it  doesn't  matter 
much  whether  he  does  it  right  or  wrong?" 
The  men  who  help  most  in  the  world's  progress 
are  those  who  manfully  assume  and  faithfully 
discharge  the  duties  of  responsible  positions. 

One  of  the  greatest  reasons  why  I,  as  a 
druggist's  wife,  like  my  husband's  profession 
is  found  in  the  double  nature  of  the  vocation 
of  pharmacy.  It  is  both  a  business  and  a  pro- 
fession. It  calls  for  a  broad  and  comprehen- 
sive knowledge  of  pharmacy,  no  less  than  keen 
insight  into  commercial  affairs.  To  me,  it  is  a 
source  of  true  satisfaction,  knowing  that  my 
husband,  as  a  successful  druggist,  must  con- 
tinually increase  his  knowledge,  even  as  he 
must  be  an  alert,  progressive  business  man.  I 
am  glad  he  is  in  a  business  that  will  not  let  him 
stand  still. 

Another  phase  of  the  drug  business  most 
satisfactory  from  a  wife's  point  of  view  is  its. 
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stability.  The  drug  business  has  never  been 
known  for  its  "Get-Rich-Quick- Wallingford" 
schemes  and  possibilities.  It  does,  however, 
offer  undeniable  profit  for  money  invested;  a 
safe,  sure  source  of  income,  steadily  increas- 
ing, with  good  management,  from  year  to 
year.  This  conservative,  safe-and-sure  ele- 
ment makes  a  very  strong  appeal  to  a  wife 
vitally  interested  in  her  husband's  work  and 
welfare. 

"You  don't  see  a  druggist  fail,  if  he  keeps 
straight  and  perseveres."  So  my  husband 
sums  up  the  situation. 

Safe,  clean,  profitable.  What  more  could 
one  ask  in  the  very  nice  problem  of  choosing  a 
vocation  for  a  prospective  husband  ? 

And  yet  I  have  not  touched  upon  one  of  the 
greatest,  if  not  the  greatest,  reason  why,  if  I 
married  again,  I  would  marry  a  druggist    It 


is  because  of  the  druggist's  place  in  the  com- 
mtmity  and  the  esteem  in  which  he  is  held  by 
his  neighbors. 

A  skilful,  reliable,  up-to-the-minute  drug- 
gist is  a  real,  live,  working  force  in  any  com- 
munity; an  aid,  never  an  impediment,  to 
progress.  The  influence  of  the  druggist  is 
coming  more  and  more  to  be  recognized  and 
valued  at  its  own  true  great  worth. 

A  successftd  druggist  must  combine  the 
qualities  of  true  manhood,  rugged  persever- 
ance, rare  business  ability  and  faithful  per- 
formance of  exacting  duties.  He  must  have 
skill  and  professional  knowledge.  He  must  be 
a  man  allied  with  the  forces  for  progress  and 
the  betterment  of  humanity.  Are  not  these  the 
qualities  a  woman  would  desire  in  her  hus- 
tramd? 

I  think  so. 


2.  MOST  EMPHATICALLY,  NO  I 
By  Mbs.  John  F.  Schsobder^  Audubon,  Iowa. 


"If  I  married  again  would  I  marry  a  drug- 
gist ?"    No,  emphatically  No  I 

No  one  but  a  druggist's  wife  knows  what  it 
means  to  be  the  wife  of  a  druggist — strange, 
but  true.  His  hours  are  too  long,  though  not 
as  long  as  they  used  to  be.  I,  for  one,  shall  be 
glad  when  the  drug  stores  adopt  a  six-o'clock 
closing  hour. 

Half  of  the  late  hour  business  is  merely 
habit.  If  people  would  realize  what  the  life 
of  a  druggist's  wife  is,  they  might  think  a  little 
of  their  drug-store  wants  before  bedtime— or  a 
half-hour  later. 

Of  course  soda-fountain  work  in  the  sum- 
mer is  evening  trade;  but  perhaps  some  day 
drug  stores  will  once  more  be  drug  stores 
and  not  lunch  counters  and  ref resjiment  em- 
poriums. 

A  druggist's  wife  has  a  boarder  for  a  hus- 
band. He  comes  home  to  sleep,  eat,  and  leave 
his  laundry.  He  is  on  his  feet  all  day,  and 
when  a  man's  feet  are  sore  he  isn't  blessed  with 
that  inclination  or  disposition  his  wife  would 
care  to  exhibit  to  her  friends. 

Oh  yes,  one  can  drown  one's  sorrow  at  a 
moving  picture  show,  occasionally  I  But  even 
a  wild  west  blood-and-thunder  gets  monoto- 
nous when  your  husband  falls  asleep  and 
snores. 


There  are  many  seasons  in  the  year  when  a 
druggist  has  to  put  in  extra  time ;  has  to  work 
on  his  nights  off,  and  'way  late,  at  that.  His 
wife  sits  at  home  alone,  night  after  night, 
awaiting  his  return.  And  when  he  does  come, 
about  all  the  attention  she  gets  from  him  is, 
"Hello,  wifey!    Good  night." 

My  husband  works  every  Sunday  morning. 
There  isn't  much  to  do,  but  he  is  on  duty  just 
the  same,  and  is  away  from  home  until  after 
the  noon  hour.  Sunday  afternoons  we  might 
take  a  walk  or  go  calling,  but  some  rest  is  due 
to  the  poor  man,  and  perhaps  he  doesn't  al- 
ways feel  like  walking,  especially  if  his  feet 
hurt. 

In  the  winter,  of  course,  the  store  fire  must 
be  kept  up.  It  does  not  take  very  long  to  give 
it  the  proper  attention,  but  he  has  to  make  the 
trip  down  to  the  store,  just  the  same.  In  sum- 
mer he  has  to  repack  the  ice  cream,  if  there  is 
any  left  over.    Oh,  it's  a  fine  game  I 

Other  stores  close  at  6.80  in  the  winter,  8 
o'clock  in  the  summer,  making  an  exception, 
usually,  of  Saturday  nights. 

Drug  stores  are  open  all  the  way  from  8.80 
to  12,  but  even  during  the  dull  winter  season 
they  seldom  close  before  9,  and  on  Saturday 
nights,  10.  And  when  some  special  event,  like 
a  Qiautauqtia,  comes.  Oh  Lord  I    The  store  is 
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open  until  one  or  two  o'clock  in  the  morning, 
and  a  wife  scarcely  knows  whether  her  hus- 
band is  coming  or  going. 

Grocery  and  shoe-store  clerks  draw  about 
the  same  salary  that  a  registered  drug  clerk 
does.  A  bricklayer  or  a  plumber  gets  a  price 
for  his  labor  that  is  equal  to  the  wage  of  a 
druggist.  If  a  woman  had  one  of  them,  or 
even  a  cobbler,  for  a  husband,  she  might  have 
somebody  who  would  have  time  to  devote  a 
little  attention  to  her,  take  her  out  to  visit  her 


friends,  or  out  in  the  country  once  in  a  while. 
He  wouldn't  be  too  tired  to  talk,  or  to  go  some 
place.  A  man  on  the  section  has  a  better 
chance  to  make  a  companionable  husband  than 
a  druggist  has. 

Until  the  time  comes  when  druggists  close 
at  6.30  (p.m.,  not  a.m.),  and  people  refrain 
from  getting  sick  on  Sundays,  druggists  ought 
to  permit  the  girls  to  marry  the  other  fellow. 
A  woman  is  entitled  to  a  husband,  not  a 
boarder. 


3.  AFTER  EIGHT  YEARS— YES  I 

By  Mrs.  Ethel  Dean,  Nhjbs,  Michigan. 


This  question  brings  to  my  mind  a  sum- 
mer's evening  eight  years  ago.  My  husband — 
my  fiance  then — ^was  taking  me  home  about  ten 
o'clock,  and  we  passed  the  residence  of  a  fel- 
low druggist ;  his  young  wife  sat  at  the  piano, 
all  alone.  My  fiance  drew  me  doser  to  him, 
and  said,  "Girlie,  that  is  what  will  be  your 
fate,  as  my  wife." 

Well,  it  has  been  my  fate  for  eight  years, 
and  many  times  I  have  wished  that  my  hus- 
band was  a  banker,  so  that  his  hours  of  toil 
would  be  shorter.  Still,  I  would  not  trade  with 
Mrs.  A.,  whose  grocer  husband  has  to  deal  out 
dill  pickles  and  lard ;  nor  with  Mrs.  B.,  whose 
merchant  husband  measures  calico  and  rib- 
boils;  nor  with  Mrs.  C,  and  have  my  husband 
fitting  shoes  on  all  kinds  of  feet,  clean  and 
otherwise. 

I  would  not  have  him  a  lawyer,  telling  all 
manner  of  lies  to  win  a  case  for  a  man  he  knew 
was  guilty ;  nor  a  doctor,  whose  time  is  never 
his  own,  night  or  day.  A  minister — I  never 
could  stand  that;  around  the  house  all  the 
time,  and  criticized  or  adored  (I  really  do  not 
know  which  I  should  object  to  most)  by  all 
the  women  in  his  congregation.  A  teacher 
wouldn't  be  much  better,  having  to  cater  to  all 
the  parents  in  town. 

I  certainly  should  not  want  him  to  be  a 
traveling  man,  and  if  he  was  a  railroad  man, 
I  should  never  have  a  peaceful  moment  in  this 
day  of  speed  and  wrecks. 


I  am  not  sure,  even,  that  I  should  like  him 
to  be  a  financier  or  a  multi-millionaire,  as  the 
majority  of  such  men  are  not  with  their  fam- 
ilies even  as  much  as  a  druggist  is,  and  when 
they  do  find  it  possible  to  be  at  home  they  are 
not  always  agreeable. 

No,  the  warning  before  I  tried  it  did  not 
stop  me,  and  my  experience  so  far  has  not  em- 
bittered me  against  the  life  of  a  druggist's 
wife.  I  can  telephone  to  my  husband  any  hour 
of  the  day ;  I  always  know  where  to  find  him. 

I  can  get  rid  of  most  of  the  agents,  too,  no 
matter  what  they  have — from  pencils  to  per- 
fumes— ^by  just  saying,  "My  husband  is  a 
druggist,  so  I  have  all  those  things." 

And  then,  again,  only  think  what  a  training 
the  druggist  has  in  the  matter  of  patience! 
He  has  to  be  pleasant  to  Mrs.  X.,  who  would 
like  to  leave  this  package  for  Mrs.  Y. ;  to  the 
girls  who  come  in  every  few  hours  to  use  the 
telephone,  please;  to  the  man  who  calls  him 
from  putting  up  a  prescription  to  give  him  a 
two-cent  stamp — and  all  the  rest.  Taking  care 
of  suitcases,  looking  up  trains,  calling  hacks, 
and  furnishing  chairs  and  entertainment  for 
people  who  are  "just  waiting"  all  come  in  the 
day's  work,  till  a  charming  consideration  for 
others  is  a  part  and  parcel  of  the  druggist's 
make-up.  What  woman  does  not  appreciate 
such  a  man  ? 

If  I  married  again^  would  I  marry  a  drug- 
gist?   Most  certainly  YES — if  I  loved  him ! 


WAITING,  LISTENING,  WAITING! 

Oh!  those  lonesome  winter  evenings  when  you'd  like  your  hubby  home, 
When  the  kiddies  are  in  dreamland,  and  you're  waiting  all  alone, 
When  you're  waiting,  listening,  waiting  till  you're  wrought  to  nervous  chills— 
But  your  husband  can't  be  with  you.  for  he's  down  a-roUing  pills! 

Mrs.  Andrew  Kramer,  Buffalo,  N.  Y. 


TWO  SEASONABLE  WINDOW  TRIMS. 

A  Palat  Dlaplay  whloh  la  la  EM«aa*  a  Chalk  Talk  on  Onallly— A  Toliat  Goods  AocaMory 

Wladow  wkloh  Sa^aata  tha  Naraary — InatracHoBa  for  Makla^  Saltabla  Back^ronnda. 

By  I.  W.  BLAKLEY. 


The  prestige  enjoyed  by  many  articles  of 
every-day  consumption  was  not  created  in  a 
day,  a  month,  or  a  year,  but  through  a  con- 
sistent and  persistent  hammering  policy,  which 
extended  through  years. 

A  local  prestige  can  be  created  for  almost 
any  meritorious  line  of  merchandise  in  just  ex- 
actly the  same  way,  and  the  show  -window  is 
the  least  expensive  means  toward  that  end. 

The  display  of  paints  here  illustrated  is  one 
that  is  simple  to  make  and  install.  It  is,  io 
essence,  a  chalk  talk.     Crude  drawings,  each 


manner  other  points  of  significance  are  taken 
up  and  illustrated. 

THE  BACKGROUND. 

Every  window  should  have  a  background 
ot  some  sort,  either  permanent  or  portable. 
It  not  only  enhances  the  attractiveness  of  the 
display  but  causes  the  attention  to  become  con- 
centrated  on  the  exhibit  When  no  background 
is  used,  the  interior  of  the  store  and,  in  many 
instances,  staring  idlers  on  the  inside  tend  to 
divert  or  divide  the  attention  of  the  beholder. 


A  paint  window. 


illustrating  a  pertinent  talking  point  in  favor 
of  the  wares  on  exhibition,  are  executed  on 
slates.  This  idea  can  be  adapted  equally  well 
to  other  lines  of  merchandise. 

The  central  slate  has  a  drawing  of  a  man 
in  thoughtful  attitude.  The  word  "think"  ap- 
pears in  large  letters  and  forms  a  connecting 
link  between  the  arguments  as  set  forth  and 
the  brand  of  paint  advertised.  Any  paint  man 
can  think  of  a  number  of  such  arguments,  any 
one  of  which  can  be  used. 

The  next  slate  to  the  right  bears  an  illustra- 
tion of  a  burning  house  with  an  argument  as 
follows:  "You  insure  your  house  against  fire. 
Insure  against  decay  with  Jones."     In  like 


The  background  shown  in  the  accompany- 
ing cut  is  quite  simple  and  inexpensive  of  con- 
struction; in  fact,  most  any  one  handy  with 
tools  can  make  it.  The  size,  especially  the 
width,  is  necessarily  governed  by  the  dimen- 
sions of  the  window.  The  height  should  not 
be  less  than  five  nor  more  than  six  feet.  A 
framework  is  first  constructed,  similar  in  shape 
to  the  one  shown  in  the  illustration,  using 
1-inch  lumber,  3  or  4  inches  wide.  Care 
should  be  exercised  to  join  the  pieces  together 
nicely  so  that  the  frame  will  be  perfectly 
square.  To  the  back  of  this  framework  tack 
heavy  muslin,  which  should  be  sized  with  glue 
water  and  then  kalsomined  some  light  color. 
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preferably  cream  or  light  tan.  The  wooden 
part  of  the  frame  should  be  stained  with  a 
dark  mission-oak  wood-dye.  At  a  small  ex- 
pense a  painting  can  be  executed  in  the  top 
panel,  to  conform  to  the  season  of  the  year — 
in  summer  a  green  landscape;  in  winter  a 
white,  snowy  one,  etc.  If  this  is  considered 
impracticable,  the  scenic  panel  may  either  be 
dispensed  with  entirely,  or  scenic  borders,  pro- 
curable at  any  first-class  wall-paper  store  for 
a  few  cents,  may  be  substituted. 

In  another  display  is  shown  an  arangement 
which  cleverly  exploits  the  uses  of  two  very 
necessary  toilet  preparations.  The  cut-glass 
vase  filled  with  artificial  violets,  on  the  central 


The  left  side  of  the  display  is  devoted  to 
the  exhibition  of  Violet  Ammonia.  Just  below 
the  square  fixture,  upon  which  is  arranged  a 
few  articles  suggestive  of  the  bath,  such  as  a 
sponge,  a  bath  towel,  etc.,  is  placed  a  large 
wash-bowl  to  further  emphasize  the  idea. 
From  the  bottle,  which  is  fastened  in  place  cm 
the  fixture,  ribbon  streamers  extend  to  the 
cards  outlining  the  points  of  excellence,  as: 
"Softens  the  Skin,"  "Removes  Odors,"  and 
"Qeanses  the  Pores," 

In  the  center  of  the  display  outlinmg  the 
"money-back"  feature  is  posted  the  guarantee 
of  the  manufacturer. 

The  backgroimd  used  in  this  display  consists 


oonlk  and  Violet  Talcnni. 


pedestal,  is  suggestive  and  symbolical  of  the 
products  shown. 

FEATURING   TOILET   PREPARATIONS. 

The  right  side  of  the  display,  as  is  indicated 
by  the  card,  is  devoted  to  Talcum  Powder  for 
infants.  At  the  base  of  the  square  display  fix- 
ture, on  a  slightly  raised  platform,  is  exhibited 
an  infant's  toilet  basket,  which  contains,  be- 
sides the  necessary  baby  accessories,  a  can  of 
the  powder  in  question.  The  cards  connecting 
with  the  package  outline  the  various  points  in 
favor  of  the  commodity:  "Removes  irrita- 
tions," "Soothes  the  Skin,"  and  "Allays 
Chafing." 


of  a  narrow  violet-colored  curtain  strung  on 
a  brass  curtain  rod  and  fastened  at  each  side 
of  the  window.  The  draperies  covering  the 
different  fixtures  can  be  of  a  like  color,  al- 
though this  need  not  be  strictly  observed.  Any 
other  dark-colored  material  will  do  equally  as 
well. 

It  will  be  noticed  that  a  very  few  articles 
of  merchandise  are  placed  on  exhibition. 

Owing  to  the  size  and  shape  of  the  window, 
it  is  sometimes  impracticable  to  install  the  dis- 
play exactly  as  shown.  However,  by  exercis- 
ing a  little  judgment  almost  any  ambitious 
clerk  or  trimmer  ought  to  be  able  to  reproduce 
these  windows. 


//exi  month  Mr.  Blakley  will  describe  two  simple  and  effective 
a  particularly  seasonable  character. 


THE  BUSINESS  THEY  DO. 

Ten   RepreaentaHve   Dratf  Stores*  Widely  Separated*  Subjected  to  a  Brief  Analyaii 
Volvme  of  Income  Tabnlated  and  the  Goat  of  Dolntf  Bnalneaa  Ascertained 

— Some  Erroneova  Impreaalona  Corrected. 


-The 


Are  these  store  statements  of  general  inter- 
est? Are  our  analyses  of  them  read  and  pon- 
dered? Or  does  the  subject  appeal  to  those 
only  whose  statements  are  discussed?  We 
wish  we  knew. 

However,  in  this  article  we  are  going  to 
take  up  ten  somewhat  widely  separated  stores 
and  look  into  them.  A  glance  at  the  accom- 
panying table  will  show  that  these  stores  are 
located  in  Illinois,  Nevada,  Oklahoma,  Iowa, 
Indiana,  Kansas,  North  Dakota,  and  Alberta, 
Canada.  There  are  two  in  Kansas  and  two 
in  North  Dakota. 

It  is  not  the  intention  to  institute  a  general 


This  is  an  excellent  showing.  We  have  be- 
fore us  a  table  giving  the  gross  earnings  of 
twenty-five  drug  stores.    The  average  is  87%. 

A  NORTH  DAKOTA  STORE. 

There  is  very  little  in  the  way  of  comment 
that  can  be  advanced  in  connection  with  the 
statement  supplied  by  "North  Dakota  No.  1." 
A  very  important  item  has  been  omitted — ^that 
of  "cost  of  goods  sold."  Our  correspondent 
concerns  himself  more  with  %ills  payable"  and 
"bills  receivable"  than  with  the  data  essential 
to  an  analysis  of  his  business  as  such.  We 
have  no  interest  other  than  that  of  ascertain- 


Inwitoiy 

Annual  nles 

Oogtof  soodi  lold.. 
GiosB  pvoflts 


Hclpfoflts 

teomtnte  of  groM  proflt  (on  nles).. 
tawntnte  of  coipcnM  (on  mXn) 


niinola. 

N.  D.  1. 

Nemda. 

lown. 

Okla. 

Alberto, 
GUI. 

Indiana. 

Kanaatl. 

Kanaat9. 

$9608  81 

$611188 

$9976  48 

$8074  92 

$4292  16 

$14062  61 

$8860  00 

$6846  61 

$8618  98 

82578  91 

9988  71 

14168  00 

7286  87 

9816  10 

27990  16 

8800  48 

19046  71 

10100  41 

1998186 

8198  21 

6160  81 

6091  62 

804198 

7816  68 

6018  47 

12692  86 

6869  79 

2186  86 

8694  48 

4980  08 

4190  94 

8412  76 

9082  68 

4626  66 

1480  60 

1746  09 

846  11 

9880  99 

8675  88 

4179  49 

1844  94 

706  86 

1879  89 

6199  90 

1649  16 

816  61 

89% 

49% 

99% 

9tH% 

86% 

41% 

96% 

91% 

82HX 

90% 

18% 

19% 

92% 

86% 

N.D.9. 


$9M6  76 


1716  06 


46% 

84% 


Tabulated  oomparlson  of  the  annnal  stotementa  made  by  the  ten  dmggiats. 


comparison.     Each  store  will  be  considered 
independently. 

AN  ILLINOIS  STORE. 

The  Illinois  man  carries  a  stock,  according 
to  his  1914  invoice,  of  $9898.61 — stock  and 
fixtures.  He  paid  $19,981.66  for  the  gocds 
he  bought  last  year,  and  his  cash  sales  footed 
the  respectable  total  of  $82,573.91.  A  nice 
business ! 

Expense  for  the  year  1918  was  $8412.76, 
which  includes  $531.23  for  depreciation  on 
fixtures,  which  is  right  and  proper.  We  find 
ao  mention  made  of  proprietor's  salary,  but 
infer  that  it  is  included.  This  leaves  a  net 
profit  of  $4079.49.  Transposed  into  the  mu- 
sical language  of  percentage,  this  store  is  yield- 
ing a  gross  profit  (figured  on  sales)  of  39  per 
cent,  a  net  profit  of  13  per  cent,  and  has  an 
expense  of  26  per  cent. 


ing  whether  or  not  a  store  is  run  according  to 
approved  scientific  and  up-to-date  business 
methods.  What  the  individuaFs  financial  con- 
dition is  is  quite  another  story. 

From  the  incomplete  data  supplied,  how- 
ever, we  are  able  to  learn  that  the  cost  of  do- 
ing business,  figured  on  the  sales  basis,  is  21 
per  cent,  which  is  very  good  indeed.  Annual 
sales  are  not  what  they  should  be,  though.  An 
investment  of  $5000  should  mean  a  business 
of  from  $10,000  to  $12,000,  to  be  normal. 

A  NEVADA  STORE. 

"Nevada"  presents  a  decided  contrast  in  this 
respect  Here  we  have  a  man  who  does  an 
annual  cash  business  of  $14,168  on  an  in- 
itial investment  of  $2975.48.  How  does  he 
do  it?  Well,  we'll  show  you,  in  part,  quoting 
from  his  letter:    "I  get  twenty-five  cents  for 


117 


118 


BULLETIN  OF  PHARMACY 


3  ounces  of  castor  oil,  twenty-five  cents  for  8 
ounces  of  glycerin,  twenty-five  cents  for  4 
ounces  of  Rochelle  salts,  twenty-five  cents  for 
8  ounces  of  Epsom  salts.  For  ordinary  tinc- 
tures, sweet  spirit  of  nitre,  spirit  of  camphor, 
etc.,  I  get  twenty-five  cents  for  2  ounces.  For 
an  ordinary  ten-cent  letter  tablet  I  get  twenty- 
five  cents.  On  prescriptions  I  get  seventy-five 
cents  for  8-  and  4-ounce  mixtures;  one  dollar 
for  20  capsules  or  powders." 

Yet,  in  spite  of  all  this,  our  correspondent 
is  able  to  put  in  the  bank  but  a  little  more  than 
$1500  per  year,  for  the  reason  that  ever3rthing 
else  in  his  locality  is  equally  as  high  and,  con- 
sequently, it  costs  more  to  live. 

This  man's  gross  profit  is  $6969.79,  and 
from  this  we  must  deduct  his  expenses, 
$4625.65,  to  get  his  net  profit,  which  is 
$1344.24.  The  proprietor's  salary,  $1900,  is 
included  in  the  expense  account. 

AN  IOWA  STORE. 


"Iowa"  had  it  figured  that  he  was  making 
a  net  profit  of  16  per  cent.  He  is  making  9 
per  cent,  which  is  vastly  different  Stock  and 
fixtures,  $3574.22;  annual  sales,  $7286.67; 
cost  of  goods,  sold,  $5150.31;  gross  profit, 
$2136.36;  expense,  $1430.50;  net  profit, 
$705.86;  gross  profit  in  percentage,  29;  per- 
centage of  expense,  20 ;  net  profit,  9  per  cent — 
that's  the  way  the  record  reads.  And  there's 
no  escaping  figures !  The  expense  account  in- 
cludes a  manager's  salary  of  $900. 

AN  OKLAHOMA  STORE. 

"Oklahoma"  does  an  annual  business  of 
$9616.10  on  an  investment  of  $4222.15,  which 
is  a  trifle  better  than  turning  his  stock  twice. 
Cost  of  goods  sold  is  $5991.62,  the  gross  profit 
is  $3624.48,  the  annual  expense  $1745.09 
($1200  proprietor's  salary),  and  the  net  profit 
is  $1879.39.  This  man's  expense  is  unusually 
low — 18  per  cent. 

A  CANADIAN  STORE.* 

"Alberta,  Canada,"  writes  an  extremely 
breezy  letter,  but  fails  to  supply  the  material 
with  which  to  do  much  calculating.  We  shall 
have  to  take  his  word  for  it  all.  He  says  that 
his  stock  invoices  $14,052.51,  that  his  sales  for 
the  year  1913  were  $27,220.15,  that  his  net 
profit  was  $5122.20,  and  that  he  deducted  his 
salary  from  the  profits  before  submitting  the 
figures.    A  wise  move. 


AN  INDIANA  STORE. 

"Indiana"  does  not  give  us  the  benefit  of  an 
entire  year,  the  statement  covering  the  period 
from  May  to  November — six  months.  An  in- 
ventory gives  the  figures,  $3950.  Sales  dur- 
ing the  period  indicated  $3300.43;  cost  of 
goods,  $3041.28 ;  expense,  including  manager^ 
salary,  $646.11. 

The  percentage  of  expense,  ascertained  b\ 
dividing  the  total  expense  by  the  total  sales, 
is  19. 

Our  correspondent  has  bought  to  the  amount 
of  $3041.28  and  sold  to  the  amount  of 
$3300.43,  the  gain  being  $259.15.  There  has. 
however,  been  an  expense  of  $646.11.  Sub- 
tracting $259.15  from  $646.11  we  find  that 
this  store  has  lost  $386.96  in  six  months.  The 
claim  is  made,  however,  that  this  deficit  has 
gone  into  additional  stock. 

TWO  KANSAS  STORES. 

"Kansas  No.  1"  won't  recognize  his  figures. 
He  had  the  item  "freight,  drayage  and  ex- 
press" charged  to  the  expense  account.  Ii 
doesn't  belong  there,  so  we  took  it  out  and  pui 
it  where  it  does  belong:  added  it  to  the  cost 
of  goods. 

The  revised — or  our  correspondent  might 
say  disguised — ^record  reads  like*  this:  inven- 
tory, $6845.51;  annUal  sales,  $12,045.71;  cost 
of  goods,  $7815.68 ;  gross  profit,  $4230.08 ;  ex- 
pense, $2680.92.  Percentage  of  gross  profit 
is  35,  and  cost  of  doing  business,  expressed  in 
percentage,  is  22. 

Neither  will  "Kansas  No.  2"  recognize  his 
figures,  we  fear.  We  have  eliminated  book 
accounts,  cash  on  hand,  and  cash  in  bank  f  ron^ 
his  inventory.  The  revised  version  is  $8618.93. 
Annual  cash  sales,  $10,109.41;  cost  of  goods 
sold,  $5918.47;  gross  profit,  $4190.94;  ex- 
pense, $3575.33;  net  profit,  $615.61.  This 
man's  cost  of  doing  business  is  35  per  cent, 
and  his  gross  profit  is  41  per  cent,  leaving  a 
net  profit  of  only  6  per  cent 

His  expense  account  includes  a  proprietor's 
salary  of  $1300. 

ANOTHER  IN  DAKOTA. 

"Dakota  No.  2"  makes  a  claim  of  116.4  ptri 
cent  gross  profit,  45.8  per  cent  net  profit,  anc^ 
an  expense  percentage  of  70.6! 

Let  us  see.  The  inventory  shows  stock  and 
fixtures  to  the  value  of  $2405.75.  The  annual 
sales  are  $5082.60;  cost  of  goods,  $2803.65; 
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gross  profit,  $2278.96;  expense,  $1716.06;  and 
net  profits,  $562.89.  The  expense  item  in- 
cludes a  manager's  salary  of  $1200. 

Now  to  find  the  percentage  of  gross  profit 
we  divide  the  gross  profit  by  the  sales.  Our 
correspondent  has  reversed  die  order,  or  com- 
mitted some  sort  of  a  similar  offense,  equally 
as  grievous,  against  the  memory  of  his  Robin- 


son's Practical.  The  actual  figures  are  45  per 
cent.  The  percentage  of  expense  is  34,  and 
the  net  profit  11  per  cent. 

Viewed  by  and  large,  as  the  saying  is,  this 
group  of  stores  shows  an  average  gross  profit 
of  38  J^  per  cent,  an  average  net  profit  of  13^ 
per  cent,  and  an  average  expense  of  251/^  per 
cent.  B. 


HOW  272  DRUGGISTS  PRICE  PRESCRIPTIONS. 

Date  Gather^   from  All   Parts   of  the  Ualted  States  Reveal  a  Host  InteresHntf  GoodlHon— Lack  of 

Ueifformlty  Startllntfly  Apparent,  and  No  Standard  In  Evidence  to  Serve  as 

a  Basts  for  Compotatton^Hany  Deem  It  Inadvisable  to 

Baise  Prices  Gommensvrate  with  the 

Advanced  Cost  off  Llvlnd* 


In  January  a  certain  inquisitive  post-card 
went  into  every  section  of  the  United  States — 
east,  west,  north,  south.  It  went  into  the 
largest  cities,  and  into  the  smallest  towns.  No 
store  was  big  enough  to  awe  it,  no  burg  boast- 
ing a  drug  store  too  unimportant  to  merit  its 
attention.  Its  one  cry  was,  "Give  us  a  line 
on  your  prescription  prices!" 

These  cards  did  not  go  to  every  drug  store 
in  the  United  States:  do  not  get  that  idea. 
Five  hundred  were  sent  out;  not  nearly 
enough,  you  see,  to  go  around.  But  quite  suf- 
ficient, on  the  other  hand,  to  answer  our 
purpose. 

The  card  bore  these  questions: 


1.  In  keeping  with  the  advance  of  the  much- 
talked-of  cost  of  living,  have  you  advanced  your 
prescription  prices? 

2.  If  so,  how  much? 

3.  What  would  you  charge  for  the  following? 

Q  Potaasium  iodide  • 4  drachms. 

Syrup  Sarsaparilla  Compound. 8  ounces. 
Elixir  Lactated  Pepsin,  q.  8..6  ounces. 


Two  hundred  and  seventy-two  responses 
were  received. 

The  smallest  town  represented  contains  431 
persons;  the  largest  was  New  York  City. 


FROM   POLE  TO   POLE. 


The  prices  that  druggists  would  charge  for 
the  iodide  mixture  range  from  fifty  cents  to 
a  doUar-and-a-half !  Here  is  the  schedule:  2 
would  charge  fifty  cents ;  6  would  charge  sixty 


cents;  32  would  charge  sixty-five  cents;  2 
would  charge  seventy  cents ;  102  would  charge 
seventy-five  cents;  4  would  charge  eighty 
cents;  34  would  charge  eighty-five  cents;  28 
would  charge  ninety  cents;  4  would  charge 
ninety-five  cents ;  44  would  charge  one  dollar ; 
10  would  get  a  dollar  and  a  quarter;  and  4 
would  get  a  dollar  and  a  half. 

One  of  those  who  sets  the  price  at  fifty 
cents  has  this  to  say:  "I  charge  according  to 
the  cost  of  the  material  used."  One  of  those 
who  sets  the  figure  at  one-fifty,  the  topmost 
price  mentioned,  writes  as  follows:  "I  con- 
sider our  prices  Very  much  too  low,  but  how 
are  we  going  to  remedy  them  when  the  prices 
are  already  established  by  old  heads  in  the 
business  ?" 

A  wide  disparity,  truly.  Unwittingly  the 
poor  patient  is  as  much  a  gambler  as  the  red- 
nosed  lord  who  garners  heart-throbs  at  Monte 
Carlo.  Whether  his  medicine  costs  him  fifty 
or  seventy-five  cents,  or  a  dollar  or  a  dollar 
and  a  half,  would  seem  to  depend  almost  en- 
tirely on  what  door  he  happens  to  enter. 

Neither  the  fifty-cent  man  nor  the  dollar- 
and-a-half  man  has  advanced  his  prices  to 
keep  pace  with  the  high  cost  of  living. 

One  hundred  and  twelve  of  the  272  drug- 
gists under  discussion  have  not  advanced  their 
prescription  prices;  4  have  advanced  them 
thirty-three  and  one-third  per  cent ;  8  have  ad- 
vanced them  thirty  per  cent;  14  twenty-five 
per  cent;  86  twenty  per  cent;  26  fifteen  per 
cent;  38  ten  per  cent;  and  4  five  per  cent. 
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Thirty-one  have  advanced  prices  somewhat, 
but  do  not  state  how  much.  One  has  advanced 
his  schedule  seventeen  and  two-thirds  per  cent, 
while  another — z,  thorough  business  man,  evi- 
dently, at  least  a  man  who  keeps  records — ^has 
gradually  increased  his  rates  a  total  of  32.94 
per  cent  in  thirteen  years.  In  1900  this  man's 
average  price  per  prescription  was  42.1  cents; 
in  1905,  49.60  cents;  in  1910,  52.23  cents;  in 
1912,  55.97  cents. 

THREE-QUARTERS  OF  A  DOLLAR. 

One  hundred  and  two  druggists  out  of.  a 
total  of  272  would  charge  seventy-five  cents 
for  the  six-ounce  mixture  under  discussion, 
and  that  it  may  be  understood  that  these  drug- 
gists do  not  all  live  in  a  certain  section  of  the 
country,  let  it  be  known  that  the  102  cards 
bear  the  postmarks  of  the  following  States: 
Oregon,  New  York,  Colorado,  Maine,  Illinois, 
Minnesota,  North  Carolina,  Virginia,  Ohio, 
New  Hampshire,  South  Carolina,  Arkansas, 
Missouri,  South  Dakota,  Nebraska,  California, 
Alabama,  Georgia,  Connecticut,  Iowa,  Penn- 
sylvania, Rhode  Island,  Vermont,  Oklahoma, 
Florida,  Texas,  Virginia,  Mississippi,  Michi- 
gan, North  Dakota,  Montana. 

Now,  how  did  these  men — ^nearly  half  the 
number — ^arrive  at  the  price,  seventy-five  cents? 
Is  there  any  system  in  general  use,  or  is  pre- 
scription price-making  a  matter  of  tradition 
and  of  individual  judgment? 

On  each  card  was  a  space  reserved  for  re- 
marks. Here  is  what  a  man  from  a  Southern 
State  says:  "If  a  dose  is  a  half  a  teaspoonful, 
$1.00;  if  a  teaspoonful,  75  cents;  if  two  tea- 
spoonfuls,  65  cents.  Make  the  charge  accord- 
ing to  the  cost,  dose,  and  customer's  circum- 
stances. Never  charge  less  than  25  cents  for 
any  prescription."  A  man  from  Ohio  says: 
"We  base  our  charges  on  about  100  per  cent 
advance  on  actual  cost."  A  South  Carolina 
druggist  writes:  "Our  schedule  of  prices  on 
prescription  work  is:  1  ounce,  20  cents;  2 
ounces,  30  cents;  3  ounces,  45  cents;  every- 
thing above  3  ounces,  12 J^  cents  per  ounce." 
A  man  from  New  York  says:  "I  believe  6 
ounces  of  Elix.  Lact.  Pep.  and  Syr.  Spla.  Co. 
should  sell  for  65  cents.  The  iodide  adds  10 
cents."  A  man  from  New  Hampshire  says: 
"We  get  25,  35,  45,  65,  75,  and  $1.25  for  2-, 
3-,  4-,  6-,  8-,  and  16-ounce  prescriptions.  We 
add  65  cents  per  hour  for  time  required."  And 


this  from  a  man  from  Maine:  "Twice  the 
cost  of  material — 50  cents ;  compounding  fee, 
20  cents;  container,  5  cents.    Total,  75  cents." 

NO  FIXED  RULE  IN  VOGUE. 

So  it  will  be  seen  that,  so  far  as  this  data 
goes,  there  is  no  fixed  rule.  With  one  eye  on 
the  price  of  beef,  and  the  other  on  his  com- 
petitors, each  individual  druggist  follows  a 
course  of  his  own.  Little  wonder  that  a  man 
from  Missouri  complains  that  "we  have  quite 
a  lot  of  trouble  in  hitting  the  price  on  refills, 
especially  if  the  prescription  was  originally  put 
up  in  a  large  city." 

This  interesting  card  comes  from  an  Arkan- 
sas store  doing  a  large  business:  "We  put  up 
a  great  many  prescriptions,  running  from  100 
to  200  a  day,  and  we  think  that  75  cents  is  the 
proper  price  for  the  mixture  mentioned." 

Forty-four  druggists  would  charge  an  even 
dollar,  and  this  figure  seems  to  have  been  ar- 
rived at  in  much  the  same  manner  that  the 
lesser  price  was.  A  man  from  Georgia  says: 
"I  see  no  reason  why  a  druggist  should,  hesi- 
tate to  charge  for  prescriptions.  The  public 
expects  it."  Another  one,  this  time  from 
Rhode  Island,  says:  "A  druggist  should  not 
be  in  business  for  either  health  or  pleasure. 
There  ought  to  be  a  net  profit  at  the  end  of 
the  year."  A  man  from  Virginia  writes:  "One 
dollar,  if  given  in  teaspoonful  doses;  if  in  two- 
drachm  doses,  you  would  have  to  price  between 
75  and  90  cents."  From  Boston,  Massachu- 
setts, comes,  "I  don't  believe  in  cutting." 

A  man  from  Minnesota  contributes:  "We 
now  get  65  cents  for  four  ounces,  ordinary 
mixtures;  for  four  otmces  of  a  ready-made 
cough  syrup,  without  codeine,  50  cents;  syr. 
red  spruce  and  codeine,  for  instance,  65  cents 
for  four  ounces;  ointments,  40  cents  for  one 
ounce:  if  it  contains  several  ingredients,  then 
50  cents." 

A  Connecticut  man  writes:  "When  pricing 
I  take  into  consideration  the  number  of  pre- 
scriptions to  be  filled  at  the  time,  whether  the 
customer  buys  anything  else,  whether  he  is  a 
regular  customer  or  not,  what  the  dose  of  the 
medicine  is,  and  the  time  consumed  in  com- 
pounding." 

And  lastly  a  man  from  Kansas:  "No  pre- 
scription should  be  filled  for  less  than  a  50- 
cent  filling  fee.  If  a  doctor  can  get  a  dollar 
for  the  know-how  of  writing  a  prescription. 
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then  a  druggist  should  get  at  least  fifty  cents 
for  the  know-how  of  filling  it." 

The  doUar-and-a-quarter  and  the  dollar-and- 
a-half  men  were  not  very  liberal  in  the  matter 
of  filling  in  the  "remarks"  space  on  the  post- 
card. Most  of  them  merely  stated  their  price, 
and  gave  the  percentage  of  increase.  A  man 
from  Illinois,  however,  has  this  to  say:  "We 
are  all  a  set  of  cowards.  Every  one  is  afraid 
to  ask  the  price  he  knows  he  ought  to  get,  for 
fear  of  the  other  fellow."  A  man  from  Ari- 
zona says:  "I  see  no  reason  why  we  shouldn't 
increase  our  prices.  Other  merchants  have." 
A  man  from  Pennsylvania  remarks:  "We 
charge  25  cents  per  ounce  for  all  prescription 
work."  And  lastly,  again,  a  man  from  Iowa 
says:  "I  am  guided  considerably  by  circum- 
stances and  the  ability  of  the  customer.  I  lay 
down  no  cast-iron  rules,  but  prefer  to  indi- 
vidualize." 

A  HUNDRED  AND  TWELVE  REMAIN. 

One  hundred  and  twelve  druggists  out  of  a 
total  of  272  have  not  advanced  their  prescrip- 
tion prices.  In  spite  of  the  marked  increase 
in  the  cost  of  nearly  everything  that  costs  at 
all,  41  per  cent  of  the  druggists  represented  by 
the  cards  under  discussion  have  not  increased 
their  prescription  charges.  It  seems  almost 
incredible ! 

There  are  a  great  many  notations  on  the 
cards  that  we  have  not  quoted.  Some  of  them 
bear  on  this  particular  point.  A  man  in  New 
Hampshire  says:  "We  have  not  advanced  our 
prescription  prices  for  the  reason  that  we  are 
up  against  a  most  virulent  form  of  local  com- 
petition." Another,  this  time  from  California: 
"Owing  to  local  conditions,  we  have  not  been 
able  to  advance  our  prescription  charges."  A 
Maryland  man  says:  "Local  conditions  pre- 
vent a  decided  increase.    We  must  be  careful." 


A  man  from  Ohio  writes:  "Physicians  dis- 
pense widely  and  we  cannot  get  better  prices." 
A  man  from  Connecticut  remarks :  "Ordinarily 
we  should  get  75  cents,  but  local  conditions 
prevent  us  from  getting  more  than  60  cents." 
A  Michigan  man:  "You  will  find  that  the  pre- 
scription business  in  the  smaller  towns  is  a 
thing  of  the  past."  A  Rhode  Island  man:  "I 
would  like  to  advance,  but  do  not  dare  to  be 
alone  in  this  section."  A  Virginia  man:  "A 
large  percentage  of  the  prescriptions  in  this 
vicinity  are  shopped  from  store  to  store  and 
filled  by  the  lowest  bidder."  A  man  from  New 
Jersey:  "An  increase  would  be  a  rational  and 
justifiable  procedure,  but  the  minority  must 
concede  to  the  majority." 

Quite  in  contrast  is  a  card  from  Kentucky: 
"We  have  always  received  fair  prices.  Neither 
customers  nor  competitors  run  our  store !" 

There's  war  blood  in  the  Colonel's  veins! 
Incidentally  it  might  be  mentioned  that  this 
man  priced  our  prescription  at  one  dollar. 

RECAPITULATION. 

Now,  out  of  it  all  what  do  we  get? 

We  find  first  a  wide  disparity  in  price,  fifty 
cents  being  the  lowest  figure  set  on  our  hypo- 
thetical mixture,  a  dollar-and-a-half  the  high- 
est. We  find  that  what  might  be  termed  the 
prevailing  price  for  a  mixture  of  this  nature 
is  75  cents.  We  find,  furthermore,  that  there 
seems  to  be  no  set  rule  in  vogue  for  the  deter- 
mination of  price;  that  price-making  is  gov- 
erned by  tradition,  local  conditions,  and  "indi- 
vidualism." 

In  the  matter  of  price  advance,  we  find  that 
59  per  cent  of  the  druggists  who  responded  to 
our  inquiry  have  advanced  their  schedules, 
and,  conversely,  that  41  per  cent  have  not  ad- 
vanced them.  We  find  that  the  41  per  cent 
would  like  to  advance,  but  feel  that  local  con- 
ditions will  not  permit  them  to  do  so. 


So  far  we  have  confined  ourselves  almost  exclusively  to  the  reportorial  task 
of  boiling  down  and  trying  out  the  cards.  Next  month  we  shall  take  up 
another  pha^e  of  this  really  vital  matter — a  more  constructive^  practical 
phase.      We  shall  draw  some  morals  from  the  conditions  portrayed. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 

''LET  GONORRHEA  REMEDIES  ALONE." 

To  the  Editors: 

Permit  me  to  thank  you  and  to  congratulate 
you — ^and  in  doing  so  I  am  sure  I  am  voicing 
the  sentiments  of  the  entire  medical  profession 
of  America — for  your  excellent  editorial  in 
the  January  issue  of  the  Bulletin  of  Phar- 
macy entitled  "Let  Gonorrhea  Remedies 
Alone." 

All  nostrums  recommended  for  the  self- 
treatment  of  serious  diseases  are  vicious,  and 
I  know  of  nothing  more  vicious  than  ready- 
made  remedies  for  gonorrhea  and  syphilis.  It 
requires,  as  you  correctly  state,  the  skill  and 
knowledge  of  a  competent  specialist  who  has 
made  the  treatment  of  the  disease  his  life-work 
to  treat  gonorrhea  properly  and  prevent  it 
from  being  converted  into  a  chronic  incurable 
case,  and  to  avoid  the  numerous  dangerous 
complications  to  which  it  may  give  rise.  To 
put  up  a  ready-made  "rapid  and  complete  rem- 
edy" is  therefore  positively  criminal. 

The  criminality  of  it  will  be  more  apparent 
when  we  take  into  consideration  the  fact  that 
no  patient  himself  is  competent  to  state  even 
whether  he  has  gonorrhea  or  not,  because  not 
every  urethral  discharge  is  necessarily  gonor- 
rheal. I  have  now  under  treatment,  for  in- 
stance, a  man  who,  on  noticing  a  discharge, 
foolishly  began  treating  himself  with  internal 
balsamics  and  injections,  kept  it  up  for  three 
weeks,  and,  the  case  getting  worse  instead  of 
better,  applied  for  medical  advice.  A  cursory 
examination  showed  beyond  doubt  that  what 
the  patient  was  suffering  from  was  not  gonor- 
rhea but  chancre  within  the  urethra.  He  had 
thus  lost  valuable  time,  and  instead  of  getting 
antisyphilitic  treatment  had  permitted  the  poi- 
son to  circulate  untrammeled  in  his  system. 
Htmdreds  of  such  cases  could  be  reported. 

Keep  it  up,  editor!  I  am  not  an  extremist. 
I  know  there  are  numerous  household  and 
otherwise  harmless  remedies  which,  under  our 
present  social-economic  conditions,  the  drug- 
gist cannot  help  putting  up  and  pushing;  but 
let  him  leave  such  serious  and  dangerous  dis- 


eases as  gonorrhea,  syphilis,  nephritis,  etc., 
alone.  They  tax  the  skill  of  the  most  compe- 
tent and  most  conscientious  physicians,  and  it 
is  criminal  to  delude  oneself  and  the  public 
with  the  belief  that  there  are  ready-made,  bot- 
tled and  sealed,  "rapid  and  complete"  remedies 
for  them. 

Wishing  your  journal,  which  fully  deserves 
the  subtitle  "A  Live  Magazine  for  Druggists," 
all  the  success  it  deserves,  I  am,  sir,  very  cor- 
dially yours, 

William  J.  Robinson,  M.D. 

New  York  City. 


IN  DEFENSE  OF  A  TIME-HONORED 

CUSTOM. 

To  the  Editors; 

I  am  a  coimtry  druggist  of  38  years'  grind 
at  the  pestle,  and  until  I  read  Mr.  Maxwell's 
article  in  the  February  Bulletin  I  did  not 
know  that  the  old,  time-honored  custom  of 
asking  a  customer,  "Is  there  anything  else  to- 
day?" "Do  you  think  of  anything  more  now 
in  our  line?"  "Is  that  all  at  present?"  "Can 
we  show  you  something  else  along  that  line?" 
and  other  remarks  of  a  like  nature,  was  taboo. 

It  has  never  made  much  difference  to  me 
just  what  I  said  to  a  customer,  but  it  has  al- 
ways made  a  vast  difference  in  what  manner 
I  said  it.  I  always  use  the  particular  phrase 
and  inflection  that  I  think  will  best  impress  the 
particular  customer  whom  I  address. 

I  have  voiced  this  little  set  phrase  in  one 
form  or  another  perhaps  on  an  average  of  100 
times  a  day  for  28  years.  That  makes  over 
1,000,000  times. 

I  am  an  old  fossil  and  set  in  my  ways,  and 
if  I  continue  in  the  drug  business  28  years 
longer  (and  I  suppose  I  shall  if  I  live,  for  I 
don't  know  anything  else  except  the  drug  busi- 
ness— and  not  much  about  that),  if  I  continue 
28  years  longer,  I  say,  I  shall  have  voiced  that 
little  phrase  about  two  and  a  half  million 
times ! 

Moreover,  I  always  thank  a  customer  when 
he  pays  me  for  a  purchase.  I  suppose  that's 
out  of  style,  too! 

Well,  I  don't  care;  I  am  going  to  keep  on 
being  old-style,  in  some  ways. 

I  am  going  to  try  to  keep  up  with  the  newer 
remedies,  the  new  methods  of  doing  business 
and  of  advertising,  and  in  touch  with  the  new 
laws  regulating  the  practice  of  pharmacy;  but 
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I'm  going  to  keep  right  on  in  the  old  rut  when 
it  comes  to  asking  my  customers,  "Is  there 
anything  else  to-day?" 

I  agree  with  Mr,  Maxwell  that  there  isn't 
a  great  deal  of  sense  in  it.  But  what's  the 
sense  in  asking  your  friend,  every  time  you 
meet  him,  "How  are  you?"  What  business  is 
it  of  yours,  unless  you  happen  to  be  his  family 
physician  or  a  possible  beneficiary  of  his  will? 
In  either  of  which  cases,  while  it  would  be 
your  business,  it  would  be  rather  impolite  to 
inquire  into  details  regarding  his  health. 

Then  there's  that  equally  bright  remark 
always  made  to  the  party  on  the  other  end  of 
the  line,  and  to  "chums,"  or  to  well-known 
acquaintances,  namely,  "Hello!" 

We  make  fun  of  Orientals  for  bowing  when 
they  meet  an  acquaintance,  and  politely  inquir- 
ing as  to  the  heilth  of  their  "most  honorable 
and  distinguished  great-grandfather,"  etc. 
But,  after  all,  is  there  really  any  more  sense 
in  our  silly  way  of  saying,  "How'de  do!" 

Mr.  Maxwell  opines  that  "the  use  of  such 
questions  by  a  salesman  shows  either  ignorance 
of,  or  indifference  to,  the  possibilities  of  sales- 
manship." Sure  it  does!  That's  just  as  clear 
as  mud !  The  clerk  should  grab  a  tooth-brush 
or  hair-brush,  or  something  else,  quick !  And 
if  it's  a  brush  he  gets  his  hand  on  first,  stick  it 
out  in  front  of  the  customer  who  has  just 
made  the  purchase.  If  the  customer  happens 
to  be  a  woman,  tell  her  its  bristles  won't  shed 
any  more  than  those  on  an  Arkansas  razorback 
hog;  that  the  firm  buys  them  in  large  quanti- 


ties direct  from  the  manufacturer  in  Moscow ; 
that  they  are  made  from  genuine  Russian  bris- 
tles; and  that  they  are  now  on  sale  at  the  re- 
markably low  price  of  18  cents  each. 

If  the  customer  is  a  man,  snatch  up  a  safety- 
razor — do  it  with  speed — and  lay  it  out  in 
front  of  him,  and  tell  him  each  blade  will  shave 
from  20  to  30  times  without  a  pull,  and  will 
make  the  skin  as  soft  and  smooth  as  a  baby's. 
Tell  him  King  George  of  England  and  Presi- 
dent Wilson  each  uses  this  particular  brand 
of  safety-razor. 

Do  anything;  it  doesn't  make  much  differ- 
ence what;  but  for  the  love  of  Mike,  don't  be 
so  old-fashioned  as  to  politely  and  pleasantly 
ask  a  customer,  "Is  there  anything  else 
to-day !" 

I  am  sorry  that  I  am  a  dyed-in-the-wool  old 
mossback,  but  I  am  going  to  stick  to  it ! 

Is  there  anything  else  to-day,  Mr.  Maxwell? 

Lamed.  Kansas.  M.  K.  BaRBER. 


MEETINGS: 
THREE  LETTERS. 
To  the  Editors : 

I  read  with  much  interest  your  paper  in  the 
last  number  of  the  Bulletin  making  sug- 
gestions as  to  changes  of  procedure  in  the 
manner  of  conducting  the  annual  convention  of 
the  American  Pharmaceutical  Association. 
Your  suggestions  meet  with  my  hearty  ap- 
proval, and  I  hope  that  opportunity  will  be  af- 
forded to  give  these  proposed  changes  a  trial 
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at  the  coming  meeting  in  Detroit,  to  which  we 
are  all  looking  forward  with  much  pleasant 
anticipation.  W.  B.  Day. 

Chicago,  111. 
To  the  Editors : 

To  say  that  the  propositions  put  forward  by 
you  on  page  67  of  the  Bulletin  of  Phar- 
macy for  February  meet  my  hearty  approval 
is  putting  it  rather  mildly,  and  I  sincerely  hope 
that  you  will  see  your  way  clear  to  devote 
some  additional  space  in  the  pages  of  the 
Bulletin  of  Pharmacy  during  the  coming 
months  to  a  further  discussion  of  the  subject, 
and  to  secure  if  possible  the  cooperation  of 
members  of  the  Council  of  the  American  Phar- 
maceutical Association  in  bringing  about  the 
adoption  of  a  revised  programme  for  the  De- 
troit meeting. 

I  believe  that  the  annual  meetings  of  the 
Association  could  be  very  materially  improved 
if  they  were,  like  the  meetings  of  the  American 
Medical  Association  and  the  American  Chem- 
ical Society,  restricted  to  four  days  instead  of 
six.  This  would  allow  men  who  have  other 
business  to  attend  to,  and  who  are  nevertheless 
interested  in  the  progress  of  pharmacy,  to  at- 
tend the  meetings  of  the  A.  Ph.  A.  with  the 
least  possible  waste  of  time  and  secure  a  maxi- 
mum of  profit.  M.  I.  WiLBERT. 

Washington,  D.  C. 
To  the  Editors : 

■ 

I  have  read  your  article  on  page  67  of  the 
Bulletin  of  Pharmacy  and  am  glad  that 
some  one  has  taken  up  this  subject  of  con- 
fusion and  lack  of  coordination  in  the  Ameri- 
can Pharmaceutical  Association.  What  the 
Association,  as  a  body,  needs  is  not  new 
clothing.  It  needs  to  be  stripped  to  the  waist 
and  exercised  in  a  good  gymnasium  so  that  the 
muscular  portion  of  the  body  will  coordinate 
with  the  gray  matter,  and  the  latter  needs  to 
be  oxygenated  somewhat. 

I  hope  that  Brother  Seltzer  will  carry 
through  to  effect  the  systematic  blackboard 
scheme  mentioned  by  you.  This  is  done  to 
perfection  in  the  American  Chemical  Society, 
so  that  members  know  what  is  going  on  in  the 
different  sections  at  any  given  hour  of  the  day. 

I  agree  with  you,  too,  that  we  should  have 
our  breakfasts  earlier  and  our  smoking  time 
over  the  "pipe  of  peace"  in  the  evening. 

Lawrence,  Kansas.  L.  K.  Sayre. 


AN  EASY  WAY  TO  MAKE  ELIXIR  OF 

CALISAYA. 

To  the  Editors: 

The  following  formula  will  be  found  a 
quick  way  to  make  clear  elixir  of  calisaya  with- 
out filtering: 

Quinine  sulphate  50  grains. 

Cinchonidine  sulphate   15  grains. 

Cinchonine  sulphate  15  grains. 

Tr.  cudbear  1  fluidounce. 

Alcohol   8  fluidounces. 

Water    8  fluidounces. 

Syrup  q.  s.  to  make 32  fluidounces. 

Tr.  sweet  orange  peel 2  fluidounces. 

Put  the  alkaloids  in  a  quart  graduate  and  add  8 
fluidounces  of  alcohol;  stir,  and  then  add  8  ounces  of 
water,  to  dissolve.  Add  the  tincture  of  sweet  orange 
peel,  the  tincture  of  cudbear,  and  then  syrup  enough  to 
make  32  fluidounces.  Stir,  and  a  clear  elixir  will  be 
made  without  need  of  filtering. 

If  a  stronger  orange  flavoring  is  desired,  add 
more  of  the  tincture  of  sweet  orange  peel. 

San  Francisco,  Cal.  G.  J.  CeRVELLI. 


SOME  PRESCRIPTION! 

To  the  Editors : 

We  are  handing  you  herewith  a  "prescrip- 
tion" written  not  long  since  by  one  of  our  local 
"doctors."    What  do  you  think  of  it?    When 


finally  deciphered  we  found  that  it  called  for 
20  grains  of  zinc  sulphate,  20  grains  of  acetate 
of  lead,  and  10  grains  of  powdered  opium. 

Louisville,  Miss.  ^'  ^'  ^OX, 


HE  IS  RIGHT  ABOUT  IT. 

To  the  Editors: 

I  quite  often  read  your  articles  on  "Profits 
and  Earnings,"  but  there  is  one  thing  I  have 
never  noticed  in  your  calculations.  If  I  have 
overlooked  it  I  offer  my  apologies. 

The  average  druggist  occupies  the  house 
over  his  store,  and  the  rent  for  this  portion  of 
the  building  should  certainly  not  be  included 
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in  the  store  expenses.  I  believe,  however,  that 
many  druggists  charge  the  rent  of  the  whole 
building  to  store  expense.  The  maximum  rent 
to  pay  for  one's  residence  certainly  should  not 
exceed  one-fourth  the  man's  salary.  Therefore 
if  a  druggist  allows  himself  $1000  a  year 
salary,  and  occupies  the  house  over  the  store, 
$250  of  the  total  rent  of  the  building  should 
come  out  of  this  $1000,  and  the  balance 
charged  to  store  expense. 

If  I  am  wrong  I  will  appreciate  any  criti- 
cism. M.  Joseph  Fadgen. 

Baltimore,  Md. 


FXORAL  DEPARTMENT. 


TWO   PRIZE  SPECIMENS. 

The  orders  shown  in  the  accompanying  re- 
production have  recently  come  to  us  from 
readers  of  the  Bulletin.  The  first  order 
comes  to  us  from  W.  Z.  Gibson,  prescription 
dniggist,  Gibson,  N.  C.  Mr.  Gibson  says  that 
after  a  careful  study  of  the  order  he  fotmd 
that  hydrogen  peroxide  was  the  article  desired. 


Guy  F.  Howe,  proprietor  of  the  Howe  phar- 
macy, Narka,  Kansas,  sends  the  second  one 
and  explains  that  while  it  was  a  hard  proposi- 
tion at  first,  he  found  after  a  few  questions 
that  his  customer  wanted  potassium  perman- 
ganate. 

HERE  YOU  ARE— A  PROBLEM  I 

To  the  Editors : 

I  have  just  had  a  puzzling  mathematical 
problem  to  work  out,  and  it  occurs  to  me  that 
it  might  prove  of  interest  to  the  readers  of  the 
Bulletin  of  Pharmacy.  Will  you  not  print 
it  and  call  for  answers  from  your  subscribers? 

We  have  580  pounds  of  a  liquid  having  a 
specific  gravity  of  1.37.  The  volume  is  50.8 
gallons.  To  what  volume  will  this  have  to  be 
reduced  to  raise  the  specific  gravity  to  1.41? 
Only  water  is  evaporated. 

Detroit,  Mich.  E.  KiMMICH. 


Just  simply  can't  do  without  the  Bulletin  ! 
Of  all  my  journals,  which  consist  of  thirteen 
others,  I  anticipate  and  appreciate  most  the 
coming  of  the  Bulletin.  I  have  never  pos- 
sessed or  purchased  but  one  other  article 
"Made  in  Detroit"  that  rendered  me  more 
pleasure  and  service,  and  that  was  my  Ford 
Benzine  Buggy.  With  the  two  I  pass  my 
leisure  moments  most  enjoyably.  When  I 
can't  ride,  I  read !  H.  E.  Read. 

Altamont,  Kansas. 

I  like  every  department  of  the  journal  and 
wish  you  a  prosperous  year  in  1914.  Have 
been  a  constant  reader  of  your  journal  for  six 
years,  ever  since  I  went  into  the  drug  business, 
and  feel  that  I  need  no  other  drug  journal  than 
the  Bulletin.  Jewell  Still. 

Arkansas  City,  Ark. 

I  find  that  other  journals  suffer  by  compari- 
son with  the  Bulletin.  It  contains  more 
points  for  more  people  than  any  other  journal. 
More  power  to  you !  E.  C.  Hanford. 

Stamford,  N.  Y. 

You  have  the  best  drug  magazine  on  the 
market.  I  only  wish  it  were  published  once  a 
week  instead  of  monthly.      R.  H.  Scruggs. 

Laurel,  Miss. 

In  your  efforts  for  the  betterment  of  the 
druggists  in  general,  I  extend  to  you  my  sin- 
cerest  wishes  for  unbounded  success. 

Colorado  City,  Colo.  DaVID  L.  PoE. 

I  shall  be  very  disappointed  to  miss  even  a 
single  number  now  that  I  know  its  value  to 
pharmacists.      Miss  Margaret  Strickler. 

Wheeling,  W.  Va. 

I  always  have  a  dollar  for  the  Bulletin, 
and  read  it  from  cover  to  cover. 

Bokoshe,  Okla.  H.  A.  VOLLMER. 

The  Bulletin  is  the  only  drug  journal 
which  gives  me  satisfaction. 

Aylmer,  Ont.  E.  A.  RiCHARDS. 

Couldn't  keep  house  without  the  Bulletin. 
It  beats  them  all.    Harry  A.  Underriner. 

Effingham,  111.  * 
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DOLLAR  IDEAS 


One  dollar  it  paid  by  rtUtm  waiJ  for  all  conlrUnt' 
tioiu  accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 

DISPLAYING  MIRRORS  AND  HAIR-BRUSHES. 

Walter  M.  Chase,  Bangor,  Maine:  The 
proper  displaying  of  mirrors  and  hair-brushes 
has  always  been  a  question  of  considerable  dif- 
ficulty with  us.  If  the  brushes  are  piled  into 
a  show-case  in  a  mixed-up  jumble  it  is  neces- 
sary when  showing  them  to  paw  over  the 
whole  lot,  and  then  not  always  can  we  find  the 
one  we  were  hunting  for.  With  mirrors  the 
task  is  even  more  difficult.  We  cannot  pile 
them  one  on  the  other,  for  the  surface  of  the 
backs  mars  very  easily,  and  to  display  each  one 
resting  on  the  bottom  of  the  case  would  require 
too  much  show-case  space.  Of  course,  we 
could  keep  them  stowed  away  in  drawers,  but 
no  one  is  reminded  to  buy  an  article  he  does 
not  see.  To  overcome  these  difficulties  we 
have  devised  the  following  arrangement: 

We  secured  at  a  local  hardware  store  a  num- 
ber of  "fanlight  eyes"  four  inches  high  and 


time  obviated  the  chance  of  scratching  or  mar- 
ring the  polished  woods.  All  this  in  a  space 
24  by  54  inches. 

Since  adopting  this  means  of  display  we 
have  found  that  our  sales  on  these  articles 
have  nearly  doubled. 


two  inches  wide  at  the  base.  Five  of  these 
were  secured  by  screws  to  one  end  of  the  show- 
case at  intervals  of  four  and  one-half  inches. 
At  a  distance  of  54  inches  toward  the  center 
of  the  case  were  secured  five  more  "fanlight 
eyes"  parallel  to  the  first  five.  Between  the 
"eyes"  of  each  set  was  placed  a  three-eighth- 
inch  glass  rod  54  inches  in  length.  This  gave 
us  five  rods  4  inches  from  the  bottom  of  the 
case  and  extending  54  inches  in  the  direction 
of  the  length  of  the  case.  Against  the  rods 
were  placed  the  brushes  and  mirrors  in  an  up- 
right position.  We  were  enabled  in  this  man- 
ner to  display  about  50  brushes  and  40  mirrors 
in  such  a  manner  that  each  one  showed  plainly 
to  the  prospective  customer  and  at  the  same 


A  JUG  WHEEL. 
Fred  B.  Potter,  Republic,  Kansas:  The  pic- 
ture supplied  herewith  will  illustrate  our  jug 
rack.  It  occupies  a  comer  which  we  could  not 
otherwise  use,  aJid  effects  a  considerable  saving 
of  space.  It  is  made  from  a  pair  of  old  buggy 
wheels  set  on  a  shaft,  the  latter  fastened  per- 


pendicularly. The  upper  surface  of  each 
wheel  is  made  into  a  shelf:  on  this  shelf  we 
place  our  jugs.  When  it  is  stated  that  each 
wheel  is  capable  of  being  turned,  or  revolved, 
the  philosophy  of  the  device  will  be  readily 
understood. 

A  curtain  hangs  across  the  comer. 


A  NON-EXPLOSIVE  CLEANING  FLUID. 

Thomas  Francis,  Philadelphia,  Pa.:  The 
following  is  a  formula  for  a  cleaning  fluid  that 
won't  burn  or  explode.  We  have  been  selling 
this  preparation  with  increasing  success  for  the 
last  three  years.  We  sell  a  two-ounce  bottle 
for  fifty  cents.  The  oil  of  wintergreen  is 
added  to  give  it  a  more  pleasing  odor. 

Carbon  tetrachloride 12  fluidounces. 

Benzine    4  fluidounces. 

Oil  of  wintergreen,  synth 16  drops. 

Mix. 
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PRACTICAL  PHARMACY 


Improving  Liniment  Formnlat.— 

"Though  coifiparatively  unimportant  as  medicinal 
agents,  liniments  are  frequently  dispensed,  and  would 
long  since  have  been  discarded  from  works  of  authority 
were  they  considered  by  the  medical  profession  to  be 
entirely  worthless,"  says  Thomas  Latham,  of  New 
York,  in  the  Journal  of  the-  A.  Ph.  A,  Following  this 
introductory  statement,  Mr.  Latham  suggests  a  number 
of  improvements  in  formulas.  For  making  liniment  of 
ammonia  he  advances  the  following: 

AmmonUi  water  400  Cc 

Liq.  paraflin  oil 660  Cc 

Oleic  acid   60  Cc. 

The  latter  remains  a  constant  emulsion,  never  con- 
gealing as  when  made  with  vegetable  oils.  Alcohol  is 
not  needed  to  maintain  liquidity. 

LINIMENTUM  CALCIS,  U.  S.  P. 

The  title,  liniment,  scarcely  describes  this  valuable 
compound,  much  used  under  the  name  of  carron  oil. 
The  lime-water  should  be  of  the  best,  and  placed  in  the 
bottle  first  On  adding  the  linseed  oil  in  exactly  equal 
volume  emulsification  takes  place  at  once. 

LINIMENTUM  CAMPHORS,  U.  S.  P. 

Camphor,  in  coarse  powder 200  grammes. 

Cottonseed  oil 800  grammes. 

Improved  by  using  yellow  paraffin  oil  at  one-third 
the  price  of  cottonseed  oil.  There  is  no  valid  reason 
for  retaining  the  cottonseed  oil. 

UNTMENTUM  SAPONIS,  U.  S.  P. 

Soap,  dried  and  granulated 60  grammes. 

Camphor  46  grammes. 

Oil  rosemary 10  Cc 

Alcohol 726  Cc. 

Water  to  make 1000  Cc. 

The  directions  are  to  heat  the  soap  on  a  water-bath 
with  the  water  until  a  clear  gelatinous  mass  results.  To 
this  the  alcohol  is  to  be  gradually  added,  having  had 
the  other  ingredients  previously  dissolved  in  it. 

Suggested  formula:  Dissolve  the  soap  in  fine  powder 
in  the  alcohol  containing  the  other  ingredients.  Any 
bottle  of  8u$cient  capacity  may  be  used,  and  the  opera- 
tion conducted  cold  and  finished  in  an  hour  or  two. 
Filtration  concludes  it. 

UNIMENTUM  SAPONIS  MOLLIS,  U.  S.  P. 

Soft  soap  660  grammes. 

Oil  of  lavender  flowers 20  Cc. 

Alcohol  to  make 1000  Cc. 

Amended  by  using  the  cheap  methyl  salicylate  in- 
stead of  the  dear  oil  of  lavender,  with  better  covering 
effect.  No  need  to  use  imported  green  soap  (which,  by 
the  way,  is  never  green),  we  now  having  a  most  ex- 
cellent domestic  article  made  with  linseed  oil,  at  one- 
fourth  the  price. 

UNIMENTUM  ACONITI  ET  CULOROFORMI,   N.   P. 

Fid.  ext.  aconite 46  Cc. 

Alcohol    80  Cc. 

Chloroform    126  Cc. 

Soap  liniment  760  Cc. 

This  excellent  liniment  can  be  improved  by  the  ad- 
dition of  menthol,  20  grammes,  in  which  combination 
it  is  a  great  favorite  with  physicians. 


The  author  also  recommends  the  following  formulas 
as  yielding  preparations  which  give  good  satisfaction : 

ANALGESIC  LIQUID  BALM. 

Methyl   salicylate    80  Cc. 

Menthol     8     grammes. 

Saponin    1.80  grammes. 

Hrdrous  lanolin   80  grammes. 

Water  to  make 180  Cc. 

Weigh  the  lanolin  into  a  mortar,  dissolve  the  methyl 
salicylate,  menthol,  and  saponin  successively  together, 
triturate  with  the  lanolin,  and  add  water  gradually  to 
complete  an  emulsion. 

A  solid  form  of  the  above  for  tubes  can  be  made 
with  the  same  ingredients,  omitting  the  water,  and  sub- 
stituting cold  cream  made  with  liquid  paraffin. 

UNIVERSITY  RUB. 

Methyl  salicylate   1.00  Cc. 

Spt  camphor    80.00  Cc 

Ext.  witch-hazel   86.00  Cc 

Alcohol   60.00  Cc. 

A  favorite  with  athletes. 

BOSTON  UNIMENT,  OR  VETERINARY  UNIMBNT. 

Ess.   oil  mustard 8.00  Cc 

Oil  turpentine    80.00  Cc 

Castor  oil 10.00  Cc 

Alcohol    67.00  Cc 

Tr.  red  saunders  to  color. 

Collapsible  Tubes  and  Ointments.— 

"Physicians  are  coming  more  and  more  to  order 
ointments  dispensed  in  collapsible  tubes,"  said  George 
M.  Beringer  in  a  paper  read  before  his  State  associa- 
tion. "The  usual  methods  of  filling  the  tubes  are  by 
means  of  a  spatula  or  by  melting  and  pouring  the  oint- 
ment into  the  tube  before  the  ointment  has  quite  solidi- 
fied. The  first  of  these  is  rather  troublesome  and 
'messy.'  The  second  cannot  be  used  in  very  many  cases 
without  having  an  uneven  admixture  of  the  ingredients 
and  an  ointment  far  from  smooth. 

'The  following  has  been  found  a  convenient,  clean, 
and  rapid  method:  The  prepared  ointment  is  placed  in 
a  thin  streak  along  the  center  of  a  piece  of  suitable 
paper  (preferably  parchmentized)  about  one  and  a 
quarter  times  the  length  of  the  tube  to  be  filled  and 
about  three  or  four  times  the  diameter  of  the  tube,  in 
such  a  manner  that  the  paper  and  ointment  may  be 
rolled  into  a  pipe  of  slightly  smaller  diameter  than  that 
of  the  tube.  This  pipe  is  inserted  into  the  tube  and  the 
outer  end  of  the  paper  folded  over.  The  folding  over 
is  continued  and  the  paper  withdrawn  as  the  ointment 
is  expressed  into  the  tube. 

"In  this  way  the  tube  is  filled  as  solidly  as  by  a 
machine,  and  with  little  or  no  loss  or  smearing." 

Should  Be  Destroyed.— 

F.  M.  Apple,  writing  in  the  Spatula,  says  there  is  one 
shelf  bottle  that  is  commonly  found  in  the  pharmacy 
that  should  be  taken  out  and  destroyed  without  delay, 
viz.,  that  intended  for  cod-liver  oil.  This  is  filled  and 
refilled  until  it  renders  first-class  oils  unfit  for  use,  the 
cause  for  which  is  well  known  to  every  experienced 
pharmacist.  He  makes  it  a  custom  to  bottle  his  cod- 
liver  oil  in  containers,  not  holding  over  one  pint,  thor- 
oughly cleansed  and  perfectly  dry.  One  of  these  filled 
bottles  serves  as  a  shelf  bottle  until  it  is  emptied,  when 
it  is  thrown  away  and  another  filled  one  takes  its  place. 
Thus  he  always  has  a  fresh  bottle  open — and  the  rank- 
smelling  container  is  eliminated,  or,  better  stated,  pre-^ 
vented. 
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of  druggists  adverliiing  are  solicited  for 
or  comment  in  Ihia  department  of  the 


A  Hotat-taaAa  Calendar.^ — 

The  calendar  pictured  herewith  was  assembled  and 
put  into  shape  at  the  store  from  which  it  emanated. 
The  South  Side  Drug  Store,  Bluefield,  West  Virginia. 
S.  H.  Bradley  manager,  make  their  own  calendars  this 
way  every  year. 

The  mats  are  bought  from  a  company  whose  bun- 


Showers  of  Perftnne:  A  Novel  Eaater  Displajr,— 

We  are  reproducing  an  Easter  window  arranged  last 
year  with  good  effect  by  Robert  K  Wood,  of  Owosso, 
Michigan.  The  idea  hinges  on  the  use  made  of  a  com- 
mon, every-day,  garden  sprinkler,  which  was  hung  well 
up,  as  illustrated. 

Through  the  numerous  holes  in  the  "nozzle"  of  the 
sprinkler  as  many  strings  (druggists'  twine  of  differ- 
ent colors)  as  there  were  holes  were  passed.  This  was 
easily  accomplished  by  unscrewing  the  nozzle,  thereby 
detaching  it.  The  strings  were  knotted  on  the  inside, 
and  the  nozzle  screwed  back  in  place  again. 

The  unattached  ends  of  the  strings  extended  down 
to  the  floor  of  the  window,  and  were  then  run  into 
what  appeared  to  be  bottles  of  perfume  of  correspond- 
ing colors— that  is  to  say,  a  red  string  went  into  a  bot- 


tle of  red  perfume,  a  green  string  into  green  perfume, 
etc.  To  accomplish  this  the  stoppers  in  the  bottles 
were  removed,  the  string-ends  put  in,  and  the  stoppers 
replaced. 

There  was  no  actual  perfume  in  the  bottles,  merely 
colored  water.  The  bottles  were  not  all  filled,  either; 
some  filled,  perhaps,  some  half-filied;  some  a  quarter- 
filled,  and  so  on.  For  months  empty  bottles  having 
good,  clean,  bright  labels  were  laid  aside  and  kept  for 
the  purpose  of  making  this  window,  as  fast  as  the  per- 
fume was  sold  out. 

Crepe  paper,  artificial  flowers,  and  placards  com- 
pleted the  trim.  The  general  effect  was  good;  the 
■hower  effect  excellent.  This  idea  can  be  greatly  im- 
proved upon  by  arraitging  a  more  attractive  and  artis- 
fic  background. 


nesa  it  is  to  supply  photographic  material,  and  the  cal- 
endar pads  from  a  wholesale  drug  house.    The  aid  of  a 
near-by  printer  is  invoked,  a  local  view  post-card  is  in- 
serted, and  the  job  is  completed! 
Not  a  bad  idea. 

A  Conqwtitive  Sales  System,^ 

In  a  paper  read  before  the  Massachusetts  Pharma- 
ceutical Association,  James  A.  S.  Woodrow  outlined 
the  salesmanship  methods  in  use  at  his  store,  and  there 
are  several  whole  lectures  hidden  away  in  his  conclud- 
ing paragraphs,  which  we  quote: 

"When  the  customer  asks  for  a  certain  article,  wrap 
it  up,  give  him  his  change,  and  start  your  salesmanship 
talk  in  an  ofFhand  way  as  if  it  were  an  afterthought. 
Youll  find  he  gets  interested  pretty  quick.  Many  times 
we  do  not  show  the  article  we  casually  mention  until 
he  asks  a  couple  of  times  to  see  it.  Finally  we  hear, 
"Would  you  mind  exchanging  this  for  the  one  you  were 
telling  about?'  Sounds  good,  doesn't  it? — and  he  gladly 
pays  the  difFerence  in  price. 

"Have  the  right  goods. 

"Know  the  goods. 

"Believe  in  the  goods. 

Tackle  every  customer. 

"Make  up  your  mind  you  are  going  to  sell  him  and 
you  will. 

"Once  in  a  while  you  will  meet  defeat,  but  that 
makes  you  all  the  stronger  and  more  determined.  You 
say  to  yourself.  Can  my  selling  talk  be  improved?  Did 
1  handle  the  case  right? 

"We  each  keep  a  daily  sale  card  which  not  only 
shows  our  successes  but  our  failures.    This  card  is  al- 
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most  as  valuable  as  the  selling-talk  card.  None  of  us 
vrants  to  turn  in  an  empty  card  or  nearly  so,  and  for 
our  own  satisfaction  we  see  to  it  that  our  individual 
cards  make  a  good  showing.  The  failures  make  us  all 
the  more  determined  to  win  out. 

"In  closing,  1  will  answer  a  question  that  is  often 
put  to  me,  'Does  this  method  of  selling  injure  your 
business?'  I  have  asked  myself  the  same  question  a 
number  of  times,  and  to  answer  it  have  watched  the  ef- 
fect closely  OR  customers,  and  from  experience  I  can 
say  it  does  not ;  it  increases  business." 

An  Attractive  Window.— 

The  trim  shown  in  the  accompanying  illustratioa 
was  one  that  attracted  considerable  attention  in  To- 


wanda,  Pennsylvania.  It  appeared  in  the  window  of 
E.  P.  Kester,  druggist,  and  is  decidedly  novel  in  con- 
ception and  arrangement. 

Announdng  an  Opcning^^ 

Within  certain  limits  the  best  the  printer  can  do  is 
considered  not  one  wfak  too  good,  when  the  time  comea 
to  prepare  the  message  which  is  to  serve  the  doable 
purpose  of  announcement  and  invitation. 

After  all  has  been  said,  an  announcement  of  the 


opening  of  a  new  store  is,  in  essence,  a  call  for  patron- 
age, and  for  that  reason  may  be  looked  upon  as  a  matter 
of  much  more  than  passing  importance. 

Due  consideration  was  given  this  point  by  Harold  S. 
Overman  and  Sidne:^  G,  Etheridge,  who  opened  a  new 


store  at  Elizabeth  Gty,  North  Carolina,  on  December 
23,  1913.  We  are  ihowing  one  side  of  their  announce- 
ment, which  was  printed  in  Ught  green  on  deckle-edged 
white  paper  of  excellent  quality. 


DiqilaTing  Pipea  c 

The  most  advantageous  method  of  displaying  pipes 
is  on  a  tack,  says  Tobacco.  Of  these  there  are  a  great 
variety  to  be  obtained  on  the  market,  which  vary  in 
price,  size,  beauty,  and  convenience.  In  some  the  back- 
ing is  the  wood  in  natural  grain ;  in  others  the  wood  is 
grained ;  ia  some  it  is  neatly  covered  with  flannel,  baize, 
silk,  satin,  velveteen,  velvet,  and  phish. 

In  still  others  gaudy  wall-papers  or  the  delicate 
tissue-papers  are  utilized.  The  best  backing  has  a  color 
which  throws  the  pipe  into  relief.  It  is  also  important 
that  the  background  of  the  pipe  rack  should  be  in  har- 
mony with  the  general  effect  of  the  window. 

Robbw  Bands  for  Wnv^ng. — 

Innumerable  rubber  bands  are  used  daily  ia  dmg 
■tores,  and  their  use  is  decidedly  a  convenience.  Bnt 
whether  it  pays  or  not  is  quite  another  story.  Where 
the  element  of  time  is  not  an  object,  string  undoobtedly 
comes  under  the  wire  a  little  in  the  lead.  S.  U.  Smith, 
contributing  to  System,  states  that  a  large  retail  drug- 
gist after  a  careful  test  and  a  comparison  of  the  rela- 
tive cost  of  the  time  of  the  cleric  (especially  during  the 
busier  times  of  day),  and  the  difference  between  the 
colt  of  twine  and  rubber  bands,  concluded  band  wrap- 
ping was  better. 


TELEPHONE  SALESMANSHIP. 

Mrs.  Smith  was  washing  the  baby  when  the  telephone  bell  rang.  She  rolled  the  little  oac  in  a 
bath  towel,  and  hastened  to  respond. 

"Mrs,  Smith?"  Inquired  a  deep,  bass  voice. 

"Yes." 

"Well,  Mrs.  Smith,  do  you  ever  use  castor  oil  in  your  home?" 

"Why,  yes ;  iOmetimes." 

"Well,  I  hope  you'll  pardon  me,  but  I  want  to  tell  you  about  our  new  Tasteless  Castor  Oil" 

And  in  twenty  words  he  told  her. 

Next  day  Mrs.  Smith  received  a  form  letter  befpnning  with :  "Referring  to  our  telephone  con- 
versation yesterday,  etc." 

Down  to  the  minute,  this  I 
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QUERIES 


. .  In/ormaiion  is  ^ven  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  15th  of  the  month  to  be  answered  in  the  Bui«i«E- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Removing  Varnish  from  Floors. 

A.  H.  K. — ^Whcre  oil  colors  or -varnish  arc  to  be  re- 
moved from  the  surface  of  floors  or  furniture,  it  is 
usual  to  treat  them  with  soda.  As  a  rule  a  solution  of 
ordinary  washing  soda  is  employed,  and  applied  cold. 
This,  in  time,  accomplishes  its  task,  but  its  action  is 
slow  and  not  very  efficient.  A  far  better  way  is  to  use 
caustic  soda,  which  can  be  bought  in  iron  cans,  and  use 
the  solution  hot.  With  a  hot  lye  of  this  sort  oil  color 
can  be  removed  in  a  few  minutes,  and  varnishes  nearly 
as  rapidly.  As  the  solution  attacks  the  skin,  it  should 
be  applied  with  a  cotton  or  hemp  swab.  A  bristle  brush 
is  useless  for  the  purpose,  as  the  bristles  dissolve  al- 
most immediately  in  the  lye,  leaving  nothing  but  the 
handle  of  the  brush,  while  cotton  or  hemp  is  not 
affected.  When  the  wood  is  clean  it  should  be  well 
washed  with  water.  The  strong  soda  lye  darkens  the 
color  of  oak,  but  if  this  be  objectionable,  it  can  easily 
be  corrected  by  brushing  the  wood  over  with  dilute 
muriatic  acid,  washing  it  thoroughly  as  soon  as  the 
color  is  satisfactory,  and  finishing  with  a  weak  solution 
of  soda  to  neutralize  the  last  traces  of  acid.  In  apply- 
ing the  acid,  neither  cotton  nor  hemp  can  be  used,  as 
they  are  quickly  destroyed,  but  bristle  brushes  are  not 
a^ected  unless  they  are  bound  with  iron.  In  general, 
care  should  be  taken  never  to  use  muriatic  acid  in 
rooms  or  workshops  where  iron  tools  are  lying  about, 
as  the  vapor,  even  from  dilute  acid,  is  quickly  diffused 
through  the  rooms,  and  attacks  all  iron  or  steel  that  it 
can  reach.  The  best  way  is  to  make  all  acid  applica- 
tions in  the  open  air.  It  is  hardly  necessary  to  say 
that  cotton  or  linen  clothes  should  be  worn  in  using  the 
soda  lye,  as  a  drop  of  lye,  falling  on  woolen  cloth,  im- 
niedifttely  makes  a  hole. 


Two  Partners:  How  Should  They  Divide  Upf 

B.  D.  S.  writes:  "Kindly  help  us  out  in  the  follow- 
ing situation: 

"A.  &  B.  pays  $600  cash  on  a  drug  stock  and  give 
notes  for  the  balance  due  on  stock.  At  the  end  of  a 
certain  period  the  business  stands  as  follows:  Stock 
and  fixtures  to  the  value  of  $3000  clear,  the  notes  hav- 
ing been  paid  out  of  the  proceeds  of  the  business. 

"A.  is  charged  with  all  cash  and  merchandise  with- 
drawn and  is  credited  with  money  paid  in.  So  is  B. 
But  the  total  debtor  balance  of  B.  exceeds  that  of  A. 
by  $1000. 

"Please  state  how  the  stock  should  be  divided." 

Easy  enough.  B.  owes  the  firm  $1000;  that  is,  he 
owes  A.  $500  and  himself  $500.    He  may  either  pay  the 


entire  $1000  to  the  firm  and  get  back  half  of  it  when 
the  division  is  made,  or  he  may  pay  A.  $500,  which  A. 
keeps. 

Now  in  case  it  is  not  convenient  to  cancel  'the  obli- 
gation by  paying  cash,  when  the  property  is  divided 
B.  will  get  less  than  A.— $1000  less. 

To  simplify  matters,  let  them  first  divide  evenly: 
$1500  each.  Then  let  B.  pay  A.  the  $500  in  stock.  B. 
has  $1000  left.  A.  has  $2000— his  first  $1500  plus  the 
$500  from  B. 

Gear,  isn't  it? 


Clothes  Cleaning  Compounds. 

T.  M. :  This  is  a  subject  which  has  been  discussed 
quite  frequently  in  the  Bulletin,  as  you  will  see  by 
consulting  volumes  of  the  journal  for  several  years 
past.    We  may,  however,  reprint  a  few  of  the  formulas : 

(1)  White  Castile  soap 1  drachm. 

Alcohol ^  fluidounce. 

Glycerin    1  fluidounce. 

Ammonia   water   1  fluidounce. 

Sulph.  ether 1  fluidounce. 

Water to  make  16  fluidounces. 

Dissolve  the  soap  in  the  water,  then  add  remaining  ingre- 
dients. Then  take  a  4-ounce  wide-mouth  bottle,  add  8  draehmi 
of  the  above  solution,  and  then  add  benzin,  little  by  little,  shak- 
in^  well  after  each  addition  until  the  bottle  is  fulL  The 
finished  product  will  be  a  thick,  white  cream. 

(2)  Sulphuric   ether    %  ounce. 

Alcohol     8  ounces. 

Aqua  ammonia   (88-per-cent) 1^  ounces. 

Mix  and  add  to  the  following: 

1  gallon  of  water  in  which  has  been  dissolved 
8  cakes  of  ivory  soap. 

This  mixture  congeals,  forming  a  paste  which  is  ex- 
cellent for  cleaning  clothes,  etc.,  and  is  so  cheap  that  it 
can  be  sold  by  the  gallon  for  cleaning  carpets  and  rugs. 

(8)     Borax    1  ounce. 

Castile    soap 1  ounce. 

Sodium    carbonate 8  drachms. 

Ammonia    water 5  ounces. 

Alcohol   4  ounces. 

Acetone 4  ounces. 

Hot  water  to  make 4  pints. 

Dissolve  the  borax,  sodium  carbonate,  and  soap  in  the  hot 
water,  mix  the  acetone  and  alcohol  together,  unite  the  two  solu* 
tions,  and  then  add  the  ammonia  water.  The  addition  of  a 
couple  of  ounces  of  rose  water  will  render  it  aomewhat  fragrant. 

See  also  the  formula  which  appears  this  month  in 
the  department  of  "Dollar  Ideas."  This  may  after  all 
be  nearer  what  you  want. 


The  Silver  Plating  of  Metals, 

D.  &  B. — It  would  not  be  practicable  for  us  to  give 
you  a  process  for  the  silver  plating  of  metals  by  elec- 
trolysis. It  would  require  a  page  or  more  of  our  space, 
and  it  would  not,  we  think,  prove  of  sufficiient  interest 
to  our  readers  in  general.  You  can  find  such  processes, 
moreover,  in  all  of  the  standard  formularies  in  any  of 
the  public  libraries.  A  simple  process  for  the  silver 
plating  of  metals  is  as  follows : 

Nitrate  of  silver,  30  parts,  by  weight ;  caustic  potash, 
30  parts ;  distilled  water,  100  parts.  Put  the  nitrate  of 
silver  into  the  water;  one-quarter  hour  afterwards  add 
the  potash^  and,  when  the  solution  is  done,  filter.  It  is 
sufficient  to  dip  the  objects  to  be  silvered  into  this  bath, 
moving  them  about  in  it  for  one  or  two  minutes  at 
most;  then  rinsing  and  drying  in  sawdust.  It  is  neces- 
sary to  pickle  the  pieces  before  using  the  bath.  To 
make  the  nitrate  of  silver,  take  30  parts  of  pure 
silver  and  60  parts  of  nitric  acid,  and  when  the  metal  is 
dissolved  add  the  caustic  potash  and  the  water. 
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Liver  Medicines, 

S.  Bros. — ^We  gather  from  the  nature  of  your  query 
that  you  want  some  old-fashioned  liquid  liver  products. 
Possibly  the  following  formulas  will  serve  your  pur- 
pose: 

(1)     Senna     IS  ounces. 

Buchu    2  ounces. 

Serpentaria     6  ounces. 

Bitter    root 4  ounces. 

Wild  cherry 4  ounces. 

Cinchona 4  ounces. 

Digest  the  senna  and  buchu  for  84  hours  with  10  pints  of 
boiling  water;  then  add  6  pints  diluted  alcohol,  and  let  stand 
84  hours  longer;  express.  Treat  likewise  the  serpentaria  and 
bitter  root  with  6  pints  of  boiling  water,  and  add  8  pints  diluted 
alcohol  as  above;  express.  Treat  likewise  the  wild  cherrv  and 
cinchona  with  a  pint  of  boiling  water,  add  8  pints  diluted  alco- 
hol, and  express.  Mix  all  these  expressions,  let  stand  84  hours, 
and  strain. 

<2)     Fluidextract  of  rhubarb 8  fluidounces. 

Fluidextract  of  leptandra 2  fluidounces. 

Fluidextraet  of  mandrake 8  fluidounces. 

Compound  tincture  of  cardamom  4  fluidounces. 
Compound  tincture  of  gentian. ...  8  fluidounces. 

Tincture   of   ginger 8  fluidounces. 

Simple    elixir 12  fluidounces. 

The  dose  is  one  or  two  teaspoonfuU  three  times  a  day. 

(8)     Fluidextract   of  leptandra 1  fluidounce. 

Fluidextract  of  mandrake 1  fluidounce. 

Fluidextract    of    serpentaria 8  fluidounces. 

Fluidextract  of  senna 6  fluidounces. 

Diluted  alcohol,  to  make 82  fluidounces. 

This  is  to  be  used  like  the  preceding. 


Some  of  the  Board  Secretaries. 

R.  S. — The  secretaries  of  the  boards  of  pharmacy 
mentioned  by  you,  with  their  addresses,  are  as  follows : 

Louisiana — E.  H.  Waldorf,  New  Orleans. 

Tennessee — Ira  B,  Clark,  Nashville. 

Texas — R.  H.  Walker,  Gonzales. 

Alabama — E.  P.  Gait,  Selma. 

Arkansas— J.  A.  Gibson,  Little  Rock. 

Georgia — C.  D.  Jordan,  Monticello. 

Florida— D.  W.  Ramsaur,  Palatka. 

We  cannot  tell  you  which  of  these  States  will  ex- 
change certificates  with  your  own  board.  The  different 
pharmacy  boards  are  constantly  changing  their  rules  ui 
this  respect,  and  we  suggest  that  you  write  to  the  sec- 
retary of  the  board  of  the  particular  State  in  which 
you  are  especially  interested. 


"Fortified  Oil." 

J.  A.  D.  writes  as  follows :  "A  few  days  ago  I  got 
a  prescription  for  'fortified  oil.'  What  would  you  dis- 
pense? This  is  one  for  the  old-timers  to  solve.  I  am 
up  a  tree  this  time." 

Prof.  Wilbur  L.  Scoville  says  this  looks  to  him  like 
a  "code"  prescription.  He  remarks  that  there  are  plenty 
of  them  going  the  rounds.  One  druggist  evidently 
knows  what  this  means — others  do  not.  We  haven't 
especially  searched  the  literature  for  this  title,  but  we 
assume  that  Professor  Scoville's  guess  is  correct. 


Where  Should  Corks  and  Bottles  he  Charged? 

M.  E.  C.  writes  as  follows:  "I  would  like  to  have 
you  answer  through  your  query  department  whether 
you  should  charge  corks  and  bottles  off  to  the  expense 
account  as  part  of  the  cost  of  doing  business,  or  should 
they  be  charged  to  the  merchandise  account.  I  have 
followed  your  articles  on  accounting  closely  and  am 
much  interested  in  them." 

They  should  be  charged  to  the  merchandise  account. 


They  are  properly  a  part  of  the  cost  of  the  goods  sup- 
plied over  the  counter.  When  you  dispense  a  pre- 
scription, for  instance,  you  charge,  or  at  any  rate  should 
charge,  for  the  container.  You  also  have  the  cost  of 
the  container  in  mind  when  you  establish  a  price  on  one 
ounce,  two  ounces,  or  four  ounces  of  anything  else 
sold  over  the  counter. 

Masking  the  Taste  of  Quinine. 

L.  E.  G.  Co.  write  us :  "Is  there  any  quinine  salt  or 
preparation  that  we  can  add  to  the  following  formula, 
say  two  grains  to  the  drachm,  that  will  avoid  the  bitter 
taste  of  quinine  and  still  provide  the  quinine  effect :" 

.  Acetanilide     16  grains. 

Sodium  salicylate 82  grains. 

Alcohol    8  drachms. 

Elixir  of  lactated  pepsin,  enough  to 

make    1  ounce. 

We  asked  Prof.  Wilbur  L.  Scoville  what  he  thought 
about  this  mixture,  and  he  observed  that  the  trouble 
lay  in  the  fact  that  the  product  was  strongly  alcoholic 
— containing  from  30  to  40  per  cent.  Such  a  mixture 
will  develop  the  bitterness  of  things  like  quinine  tan- 
nate,  euquinine,  etc.,  as  aqueous  fluids  will  not.  He 
doesn't  think  it  is  practicable  to  get  a  bitterless  quinine 
combination  in  an  alcoholic  or  acid  medium. 


Regarding  an  Elixir  of  Aspirin. 

F.  W.  D. :  We  cannot  r.ecommend  any  formula  for 
elixir  of  aspirin  compound,  for  the  reason  that  aspirin 
should  never  be  dispensed  in  elixir  form.  Aspirin  is  so 
readily  decomposed  by  water  into  salicylic  acid  and 
acetic  acid  that  it  is  entirely  impracticable  to  dispense 
it  in  solution.  When  aspirin  is  dissolved  in  water,  and 
tested  with  ferric  chloride  for  salicylic  acid,  the  violet 
color  will  appear  quite  strongly  in  the  solution  after  it 
has  stood  5  or  10  minutes.  In  the  course  of  several 
hours,  it  will  be  noted  that  a  large  amount  of  the  aspirin 
has  been  decomposed. 

It  might  be  possible  to  prepare  an  elixir  of  aspirin 
in  which  the  base  consisted  entirely  of  glycerin  and 
alcohol,  but  the  cost  of  such  a  preparation  would  be  too 
great  for  general  use. 

Elixir  of  Pepsin  Compound. 
O.  A.  R. — ^The  proprietary  preparation  mentioned 
by  you  cannot  be  duplicated.  It  would  be  folly  for  us 
to  attempt  to  give  you  a  formula  for  it.  We  find  in 
the  literature  a  formula  for  compound  elixir  of  pepsin, 
but  it  is  our  duty  to  tell  you  that  it  will  not  duplicate 
the  product  in  question : 

Wine    of    pepsin 100.0 

Aromatic    tmcture 8.0 

Bitter    tincture 5.0 

Vinous  tincture  rhubarb 10.0 

Syrup   orange  peel 60.0 


Short  Answers, 

J.  D. — We  are  unable  to  give  you  a  formula  for  the 
proprietary  hair  tonic  mentioned,  but  we  refer  you  to 
two  formulas  for  tonics  given  in  this  department  of  the 
Bulletin  last  month. 

E.  G.  R. — We  do  not  know  of  any  "school"  for  the 
study  of  chiropody.  Perhaps  some  of  our  readers  can 
help  you  out. 

J.  L.  B. — ^We  are  unable  to  give  you  a  formula  for 
the  proprietary  dental  product  mentioned  by  you. 
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CAPSULES  OF  SCIENCE 

Prepared  b;  Pkof.  W.  L.  Scoviujb. 


Coagulated  CogiUtioni. — 

The  beta  radiatioQ  from  radium  is  expelled  with  an 
energy  which  so  far  has  proved  immeasurable.  An 
electric  energy  of  150,000  volts  has  been  found,  but  it 
exceeds  this. 

There  is  evidence  that  butter  and  eggs  contain  some 
principle  which  is  as  yet  unidentified  and  which  is 
necessary  to  the  system  for  normal  growth  and  de- 
velopment. 

Cottonseed  meal  is  poisonous  to  rabbits  vrfaen  used 
AS  a  food,  unless  iron  is  given  with  it.  With  iron  it 
serves  satisfactorily  as  a  food. 

Lecithin  is  said  to  reduce  the  toxic  power  of 
strychnine,  chloral  hydrate,  curare,  morphioe,  veronal, 
and  alcohol,  when  administered  with  these. 

Gennan  chemists  find  that  some  fruit  juices  contain 
traces  of  methyl  alcohol  before  feiroentation,  and  all  of 
them  after  fermentation. 

It  is  stated  that  most  of  the  American  laundries  are 
now  using  sodium  perborate  for  bleaching  in  place  of 
hypochlorite.  Perborate  has  less  action  on  the  doth, 
and  is  a  strong  antiseptic  as  well  as  bleach. 

An  artificial  mother-of-pearl  is  made  according  to  as 
English  patent  by  alternate  layers  of  collodion  and  an 
ammonia  solution  of  lime  silicate  containing  casein. 
Colors  may  be  added  if  desired. 

French  chemists  find  that  roasted  coffee  contains 
traces  of  pyridine,  which  is  an  essential  portion  of  the 
flavor.  They  obtained  about  0.25  gm.  of  pyridine  from 
1000  gm.  of  cofFee. 

Freshly  precipitated  phosphates,  hydroxides,  or  stli~ 
cates  of  the  heavy  metals  are  absorbed  by  skins  to  form 
leather.  A  good  leather  has  been  made  by  simply  shak- 
ing a  piece  of  hide  for  two  hours  with  precipitated 
copper  phosphate. 

Recent  patents  for  making  coffee  substitutes  employ 
roasted  figs,  roasted  prunes,  dandelion  root  roasted  with 
molasses,  rye  grains,  soy-beans,  and  juniper  berries. 

New  Mexico  has  a  mountain  of  alum  covering  two 
Huare  miles  and  900  feet  high,  and  pure  enough  to  be 
■.mariceted  in  its  natural  condition.  It  promises  to  be  a 
specially  cheap  source  of  aluminum. 

Water  is  composed,  according  to  the  physical  chem- 
ists, of  "ice"  and  "hydrol,"  and  a  French  chemist  has 
discovered  the  proportion  of  each.  At  32°  F.  water 
contains  29.1  per  cent  of  "ice,"  and  at  212*  F.  1  per  cent 
of  "ice"— that  is,  not  real  ice,  but  hypothetical  "ice." 

Two  natural  gas  wells  in  Germany  pour  out  an- 
nually as  much  helium  as  would  be  given  out  by  193,000 
tons  of  radium.  If  it  really  comes  from  radium  a  lot 
of  internal  heat  is  accounted  for. 

Water  is  sterilized  in  one  European  city  by  subject- 
ing it  to  ultraviolet  rays  from  an  electric  lamp.  It  is 
claimed  to  he  efficient  and  economical  for  city  water 
supplies. 

Boulder  county,  Colorado,  furnishes  60  per  cent  of 
the  tungsten  found  in  the  United  States. 

A  Japanese  chemist  finds  that  most  vegetable  juices 


possess  a  diastasic  action,  and  to  some  extent  a  tryptic 
action.  That  means  that  raw  vegetables  save  "Fletcher- 
icing." 

Injuiy  is  found  to  increase  the  amount  of  alkaloids 
in  plants  containing  them.  If  this  works  out  it  may  be 
possible  to  improve  the  quality  of  our  alkaloidal  drugs. 

A  French  surgeon  says  that  cocaine  arabinate  pro- 
duces insensibility  to  pain  two  to  four  times  as  pro- 
longed as  that  produced  by  the  hydrochloride,  and  is 
much  less  toxic  because  less  readily  absorbed. 

Theoretical  Rain.— 

H.  J.  Pronmen  has  a  new  theory  to  account  for  rain 
in  cities  and  after  explosions,  namely,  that  the  gases 
formed  by  combustion  are  highly  and  persistently 
ionized — which  he  has  proved — and  these  ionized  gases 
act  as  condensers  for  the  vapor-saturated  air  with 
whidi  they  come  in  contact  Thus  the  fact  that  rain  ii 
more  frequent  in  manufacturing  cities,  and  after  battles 
and  volcanic  eruptions,  may  be  explained  by  the  excess 
of  combustion  gases  in  the  air. 

Eye  Ointments. — 

P.  Abel  says  that  petrolatum  frequently  contains 
irritating  impurities  which  make  it  undesirable  for  use 
in  eye  ointments,  and  which  cannot  be  detected  chem- 
ically. He  recommends  that  eye  remedies  be  mixed 
with  enough  paraffin  oil  to  insure  metUng  at  the  tem- 
perature of  the  body.  This  produces  a  minimum  of  ir- 
ritation. He  also  states  that  white  petrolatum  will 
become  yellow  if  exposed  to  the  light 

A  Han'i  Valuer 

The  medical  press  says  that  a  150-pound  man  con- 
tains about  $2.50  worth  of  fat,  enough  lime  to  white- 
wash a  chicken-coop,  enough  phosphorus  to  make  2000 
matches,  iron  for  on  inch  nail,  enough  magnesium  for 
a  flashlight,  and  enough  albumin  for  100  eggs.  The 
total  monetary  value  is  $7.80.  But  it  costs  more  than 
that  to  buiy  him. 


Thb  Ji 


br  the  membcn  of  tbe  Natl 
to  Havana  last  November,  roUowins  tbe  annual  moettnK  at  Jaok- 
■Onrtlle.  Fls.  We  now  pmcDt  two  aildltlonBl  photocrapha— cme 
■hoiibut  a  view  of  the  colMlnka  at  the  Havana  Oonntor  Olnb.  and 
the  other  the  moniunsnt  erected  in  Ee7  West  In  memoir  of  tbe 
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The     foolish     and     idiotic 
"""oF^woNS.    prosecution  of   one   of   the 

manufacturing  houses  for 
mailing  a  bottle  of  heroin  tablets,  l/24th 
grain,  to  a  legitimate  jobber,  is  bidding  fair 
to  clear  up  the  whole  subject  of  sending  poi- 
sons by  mail.  The  authorities  in  Washington 
have  practically  confessed  that  the  arrest  in 
question  was  a  blunder,  and  the  proceedings 
against  the  manufacturer  have  virtually  been 
abandoned. 

In  the  first  place,  heroin  tablets  containing 
l/24th  of  a  grain  each  are  scarcely  to  be  con- 
sidered in  the  category  of  poisons.  In  the  sec- 
ond place,  the  purpose  of  the  Federal  act, 
under  which  the  proceedings  were  brought, 
was  to  prevent  the  mailing  of  poisons  which 
were  injurious  to  the  mails  themselves — ^acids, 
explosive  compounds,  disease-producing  sub- 
stances and  the  like.  A  regulation  had  already 
been  issued  permitting  the  mailing  of  medici- 


nal "poisons,"  but  this  was  unfortunately  so 
vague  and  imcertain  in  its  language  that  the 
drug  trade  had  for  over  a  year  been  urging 
the  publication  of  a  new  ruling,  pending  the 
issuance  of  which  the  government  authorities 
had  practically  said:  "Go  ahead  with  the  mail- 
ing of  legitimate  medicines,  and  we  shall  not 
proceed  against  you." 


WHAT  IS 

A  POISON? 


Now,  aroused  by  the  storm 
of  indignation  which  has  de- 
veloped in  all  branches  of 
the  drug  trade,  the  officials  in  Washington  are 
anxious  to  frame  a  regulation  which  will  per- 
mit the  use  of  the  mails  for  legitimate  trans- 
actions. But  a  difficulty  at  once  arises:  how 
shall  a  "poison"  be  defined?  Here  is  indeed 
a  hard  nut  to  crack.  There  are  999  defini- 
tions, and  no  two  of  them  agree.  As  Prof. 
W.  B.  Day  wittily  said  not  long  ago,  "If  a 
dose  is  enough,  a  poison  is  too  much."  The 
National  Drug  Trade  Conference,  at  a  meet- 
ing held  in  Washington  a  month  or  two  ago, 
foresaw  this  situation^^  and  called  upon  the 
pharmacopoeial  revisers  to  insert  the  definition 
of  a  poison  in  the  preface  of  the  forthcoming 
edition  of  the  U.  S.  P.  Now  Professor  Rem- 
ington is  throwing  up  his  hands  in  despair  and 
is  calling  for  assistance.  Many  people  agree 
with  the  American  Druggist,  which  declares 
that  the  only  way  out  of  the  woods  is  to  make 
a  purely  arbitrary  list  of  drugs  which  may  be 
regarded  as  poisons,  and  then  enumerate  the 
exact  quantities  of  these  substances  which 
shall  be  considered  to  be  poisonous  in  effect. 


BICHLORIDE 
AGAIN. 


This  brings  us  to  the  con- 
sideration of  a  somewhat 
allied  topic — ^tbe  regulation 
of  sales  of  tablets  of  bichloride  of  mercury. 
We  are  glad  to  see  that  the  confusing  demand 
for  legislation  is  abating  considerably  in  the 
light  of  reason.  Every  once  in  a  while  our 
country  experiences  a  wave  of  legislative  ac- 
tivity constituting  a  grave  peril  to  individual 
liberty,  as  Giswell  A.  Mayo  pointed  out  con- 
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vincingly  in  an  admirable  speech  delivered  at 
the  recent  New  York  meeting  of  the  National 
Association  of  Manufacturers  of  Medicinal 
Products.  If  the  legislative  reformers  all  had 
their  way,  no  man  could  move  without  offend- 
ing against  some  statute.  Most  of  this  bi- 
chloride agitation  is  mere  hysteria.  People 
bent  on  suicide  have  recently  been  educated 
by  the  newspaper  accounts  to  take  bichloride 
instead  of  carbolic  acid,  and  that's  about  all 
there  is  to  the  question!  You  can't  dissuade 
people  from  killing  themselves  by  making  tab- 
lets of  any  color  or  shape  under  Heaven.  If 
the  newspapers,  in  publishing  reports  of  self- 
inflicted  deaths,  would  refuse  to  mention  the 
agent  or  the  substance  used,  the  whole  prob- 
lem would  be  solved. 

:¥      ^      * 

The  fight  to  make  price  fix- 
PRiCE  FIXING,      ing    legal    goes    on    before 

Congress.  Last  month  we 
referred  to  a  measure — ^the  Stevens  bill — 
drawn  up  and  supported  by  the  American  Fair 
Trade  League.  Since  that  time  another  bill 
of  similar  nature  has  been  introduced  into  the 
lower  house  by  Congressman  Herman  A. 
Metz,  president  of  H.  A.  Metz  &  Co.  and 
Victor  Koechl  &  Co.,  two  houses  well  known 
in  the  drug  trade.  Mr.  Metz  has  enlisted  him- 
self in  the  cause  of  price  maintenance,  and  it 
seems  evident  that  a  strong  and  determined 
effort  will  be  made  all  along  the  line  to  secure 
some  sort  of  a  law  this  winter,  or  at  least  to 
write  an  amendment  into  one  of  the  trust- 
regulation  measures  fathered  by  President 
Wilson.  In  the  meantime  it  is  proposed  to  call 
a  general  mass  meeting  in  New  York  City  to 
be  attended  by  retailers  in  all  lines,  and  to  be 
utilized  for  the  purpose  of  indorsing  the  prin- 
ciple of  price  protection  and  of  calling  upon 
Congress  to  adopt  one  of  the  bills  now  before 
it  for  consideration. 


BILLS  IN 

CONGRESS. 


Both  the  Stevens  and  the 
Metz  measures,  as  we  ex- 
plained in  connection  with 
the  former  bill  last  month,  are  intended  to 
make  it  possible  for  the  manufacturer  to  dic- 
tate and  to  enforce  the  resale  prices  of  his 
products.  All  such  attempts  on  the  part  of 
the  manufacturer  have  heretofore  been  held 
by  the  Supreme  Court  of  the  United  States 
to  be  contrary  to  the  Sherman  act  and  the 


common  law  alike.  Furthermore,  the  Court 
has  apparently  believed  that  they  were  against 
public  policy  also.  The  theory  has  been  that 
the  public  was  entitled  to  the  lowest  possible 
prices,  and  that  nothing  should  be  done  to 
keep  prices  up  to  any  particular  level.  The 
present  advocates  of  price-maintenance  insist, 
however,  that  the  cutter  uses  a  low  price  on 
an  advertised  article  merely  as  a  bait;  that  in 
so  doing  he  injures  the  reputation  of  the  article 
itself  and  the  business  of  the  manufacturer; 
that  he  fails  to  benefit  the  public,  in  the  last 
analysis,  because  he  advances  prices  sufficiently 
on  other  things  to  compensate  himself  for  the 
loss ;  and  that  the  whole  cut-rate  proposition  is 
wrought  in  dishonesty,  injustice,  and  public 
injury. 

This  is  new  gospel.  It  will  have  to  make 
its  way  gradually  against  the  philosophy  of 
the  past,  but  apparently  the  American  Fair 
Trade  League  and  other  agencies  are  deter- 
mined to  continue  the  fight  until  the  battle 
has  been  won. 


A   number   of    Ohio   drug- 

REREGunuTiON.  g^sts  havc  apparently  sug- 
gested the  repeal  of  that 
portion  of  the  State  pharmacy  act  which  re- 
quires the  triennial  registration  of  druggists 
at  a  fee  of  $2.00  for  pharmacists  and  $1.00 
for  assistant  pharmacists.  We  find  this  pro- 
posal made  the  subject  of  a  sjrmposium  or  de- 
bate in  the  March  issue  of  the  Midland  Drug- 
gist. The  contributors  are  just  about  equally 
divided  in  their  views. 

Those  who  favor  the  repeal  of  the  offend- 
ing section  declare  that  there  is  no  reason  why 
pharmacists  should  be  subjected  to  such  tax- 
ation. They  insist  that,  since  the  pharmacy 
act  is  primarily  for  the  protection  of  the  pub- 
lic, the  public  should  pay  for  its  enforcement. 
The  opposition,  however,  headed  by  Professor 
Beal,  argue  that  reregistrations,  or  renewals, 
while  originally  intended  to  raise  money  for 
the  enforcement  of  the  pharmacy  acts  of  the 
various  States,  have  incidentally  been  found 
to  be  of  great  advantage  in  keeping  the  rolls 
clean.  In  States  where  the  renewal  idea  has 
not  been  adopted,  certificates  are  in  full  force 
and  effect  whose  owners  have  long  since  died 
or  gone  into  another  business. 

Thus  has  arisen  the  abuse  of  renting  or 
loaning  certificates,  and  the  State  boards  have 
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been  more  or  less  crippled  in  the  absence  of 
an  up-to-date  record  of  the  registered  men  in 
actual  practice.  Another  evil  is  that  where, 
in  the  absence  of  reregistration,  a  man  will 
leave  the  practice  of  pharmacy  for  eight  or 
ten  years,  forget  all  he  ever  knew  about  it, 
and  then  come  back  into  the  calling  without 
let  or  hindrance  under  the  full  consent  of  the 
law.  ♦     ♦     ♦ 

Professor     Remington    has 
NE™Y  READY,     recently  been  reporting  upon 

pharmacopceial  progress  be- 
fore a  number  of  associations  in  the  drug 
trade.  On  two  or  three  occasions  he  has  de- 
clared that  the  ninth  edition  of  the  U.  S.  P. 
would  in  all  probability  be  in  the  hands  of 
the  publishers  by  July  1.  Which  means  final 
publication  perhaps  two  or  three  months  later. 
Two  or  three  questions  are  in  the  meantime 
holding  up  the  revisers  in  rather  an  embar- 
rassing way.  The  trouble  experienced  in 
framing  the  definition  of  a  poison  we  have  al- 
ready referred  to  in  one  of  the  foregoing 
paragraphs.  Equal  difficulty  is  being  expe- 
rienced in  finding  an  answer  to  the  now  his- 
toric query:  "What  is  whisky?"  A  third 
question  is:  "Shall  proprietary  articles  be  in- 
cluded in  the  U.  S.  P.  ?"  The  manufacturers 
are  against  the  "recognition"  of  their  prod- 
ucts, on  the  ground  that  they  would  lose  con- 
trol of  their  composition,  and  on  the  further 
ground  that  property  rights  would  in  a  sense 
be  taken  away  from  them. 

Volatile  oils,  too,  are  causing  a  good  deal 
of  trouble.  Some  of  them  vary  to  such  an 
extent  that  the  specific  gravity  test  is  prac- 
tically worthless.  Much  the  same  thing  is 
true  with  the  angle  of  rotation.  Genuine  oils 
have  been  found  which  are  sometimes  levogy- 
rate  and  sometimes  dextrogyrate.  As  soon  as 
these  several  problems  have  been  ironed  out, 
the  work  of  revision  will  practically  be  com- 
plete. ♦     *     * 


THE 


Some  reference  was  made  in 
PHAiHACEUTiCAL   this  department  a  month  or 

SYLLABUS.  .  X       i.u  ur      i.' 

two  ago  to  the  publication 
of  the  second  edition  of  the  Pharmaceutical 
Syllabus.  This  book  is  now  ready  for  distri- 
bution. The  regular  price  is  one  dollar  and 
a  quarter,  plus  ten  cents  for  postage.  The 
wholesale  price  in  quantities  of  ten  or  more  is 
one  dollar  a  volume,  plus  postage  or  express. 
This  book  ought  to  be  in  the  hands  of  every 


member  of  every  board  of  pharmacy,  and  like- 
wise in  the  hands  of  every  teacher  in  every  col- 
lege or  school  of  pharmacy.  The  Syllabus  out- 
lines in  great  detail  a  minimum  course  of  study 
for  the  colleges  to  use  in  their  curricula  and 
for  the  boards  to  use  in  framing  their  exam- 
inations. It  links  the  schools  and  boards  to- 
gether to  a  degree  which  is  very  necessary  for 
the  benefit  of  pharmacy  as  a  whole.  Copies 
of  the  Syllabus  may  be  secured  from  H.  L. 
Taylor,  treasurer,  2  Woodlawn  Avenue,  Al- 
bany, N.  Y.  4>     4>     4> 


PHARMACEUTICAL 

EXPERIMENT 

STATION. 


Wisconsin  has  the  honor  of 
securing  and  organizing  the 
first  pharmaceutical  experi- 
ment station  to  be  established  in  the  United 
States.  A  law  authorizing  such  a  station  was 
enacted  by  the  State  legislature  a  year  ago, 
and  there  is  to  be  annually  appropriated  $2500 
for  its  conduct.  The  station  is  under  the  con- 
trol of  the  Department  of  Pharmacy  of  the 
State  tmiversity,  of  which  Dr.  Edward  Kre- 
mers  is  the  director.  The  purpose  of  the  sta- 
tion is  to  cooperate  with  the  Bureau  of  Plant 
Industry  at  Washington  in  the  cultivation  of 
medicinal  plants  and  in  the  dissemination  of 
information  along  this  line.  This  is  a  move- 
ment which  might  well  be  taken  up  in  other 
States — especially  in  the  Western  States, 
where  education  centers  in  the  State  universi- 
ties. s|c     #     >^ 

Michigan    pharmacists    will 

oppoirnjNiTY.      ^^  particularly  interested  in 

the  decision  to  have  the  an- 
nual meeting  of  the  Michigan  State  Pharma- 
ceutical Association  held  this  year  in  conjunc- 
tion with  the  annual  meeting  of  the  American 
Pharmaceutical  Association.  Both  conven- 
tions will  be  held  the  week  of  August  24  at 
the  Hotel  Pontchartrain  in  Detroit,  Mich.  For 
the  most  part  the  M.  S.  P.  A.  will  hold  its 
own  separate  sessions,  but  provision  has  been 
made  one  day  for  the  members  to  attend  the 
afternoon  session  of  the  Commercial  Section 
of  the  A.  Ph.  A.  On  the  next  afternoon  they 
will  attend  a  session  of  the  Section  on  Prac- 
tical Pharmacy  and  Dispensing.  These  two 
sessions  will  be  of  uncommon  interest  to  prac- 
tical druggists,  and  it  is  therefore  to  be  ex- 
pected that  Michigan  pharmacists  will  turn  out 
in  large  numbers  to  the  annual  meeting  this 
year.  Altogether  it  looks  as  though  the  De- 
troit convention  of  the  A.  Ph.  A.  would  be 


136 


BULLETIN  OF  PHARMACY 


one  of  great  interest,  attended  by  an  unusually 
large  number  of  people. 


UP  TO 
THE  N.  A.  R.  O. 


The  trustees  of  the  Drug- 
gists' National  Home,  lo- 
cated at  Palmyra,  Wis., 
have  apparently  experienced  difficulty  in  get- 
ting donations  enough  to  make  promised  pay- 
ments on  the  property.  Under  the  circum- 
stances it  has  been  proposed  to  turn  over  the 
Home  to  the  N.  A.  R.  D.,  and  formal  action 
has  been  taken  by  the  trustees  in  this  particu- 
lar. It  is  for  the  Executive  Committee  of 
the  N.  A.  R.  D.  to  decide  whether  or  not  it 
wants  to  add  this  institution  to  its  jurisdiction. 
The  N.  A.  R.  D.  succeeded  so  well  in  looking 
after  the  earthquake  sufferers  in  San  Fran- 
cisco, and  the  flood  sufferers  in  Dayton,  that 
it  may  decide  to  take  this  additional  step.  The 
backing  of  the  N.  A.  R.  D.,  and  the  close 
supervision  and  control  of  the  Executive 
Committee,  would  give  the  Home  a  standing 
that  would  invite  further  contributions  and 
perhaps  secure  the  success  of  the  enterprise. 
The  movement  for  the  Druggists'  Home  was 
inaugurated  by  the  National  Association  of 
Drug  Qerks. 


ANOTHER 


The  fourth    edition  of  the 

PHARMACOPOEIA.   Norwcgiau     Pharmacopoeia 

has  now  been  issued  and  will 
be  official  from  January  1  of  this  year.  It  will 
replace  the  work  published  in  1896,  so  that 
with  the  exception  of  Portugal,  Great  Britain 
now  possesses  the  oldest  Pharmacopoeia  now 
in  force.  In  accordance  with  an  existing  agree- 
ment, the  Latin  nomenclature  is  in  accord  with 
that  of  the  other  Scandinavian  countries,  Swe- 
den and  Denmark,  and  is  quite  distinct  from 
that  of  other  European  countries.  The  require- 
ments of  the  Brussels  Conference  are  repro- 


duced in  tabular  form,  and  the  articles  corre- 
sponding to  these  that  have  been  included  in 
the  Pharmacopoeia  are  designated  by  the  addi- 
tion of  the  letters  "P.  I,"  to  the  sub-title. 
Somewhat  striking  is  the  relatively  small  num- 
ber of  galenical  preparations  included,  196  in 
all ;  thus  there  are  only  29  tinctures  in  the  Nor- 
wegian Pharmacopoeia  as  compared  with  67  in 
the  British  Pharmacopoeia  and  41  in  the  Ger- 
man Pharmacopoeia. 

♦  ♦     * 

What  is  this  we  hear?     A 
WELL  I  WELL  11     Oiicago  dispatcfe  to  the  iST^zc/ 

York  Times  contains  the 
statement  that  the  Council  on  Health  and 
Public  Instruction  of  the  American  Medical 
Association  is  contemplating  a  movement  to 
remove  the  ethical  ban  on  medical  publicity. 
Heretofore  doctors  have  never  been  able  to 
advertise  their  services  to  the  public.  Adver- 
tising was  taboo.  It  is  now  proposed,  appar- 
ently, to  let  physicians  use  the  advertising  col- 
umns of  the  secular  press  to  remind  the  public 
of  their  existence  and  skill,  and  to  solicit 
patronage,  ♦     ♦     ♦ 

Mrs.  Good,  wife  of  Prof.  J.  M.  Good,  a 
prominent  druggist  in  St.  Louis,  and  a  mem- 
ber of  the  faculty  of  the  St  Louis  College  of 
Pharmacy,  died  early  in  March  at  the  age  of 
70  years.  Mrs.  Good  frequently  accompanied 
her  husband  to  meetings  of  the  American 
Pharmaceutical  Association,  and  was  widely 
esteemed  for  her  womanly  qualities,  her  quiet 
modesty,  and  her  charm  of  character. 

♦  *     « 

Fred  N.  Oxley,  of  Chicago,  western  repre- 
sentative of  Seabury  &  Johnson,  and  a  well- 
known  figure  at  N.  A.  R.  D.  conventions, 
died  in  March  at  the  Henrotin  Hospital  in 
Chicago. 


SPECIAL  FEATUEES  OF  THE  BULLETIN  FOE  NEXT  MONTH. 

1.  *'  Why  I  Failed  in  the  Drug  Bnsiiiess  "—three  prize  papers  of  great  interest. 

2.  *'My  Best  Paying  Side-line  ''—one  prize  article. 

8.  Several  live  papers  from  experienced  druggists  on  the  fixing  of  prices  in  prescription  work. 

4.  A  symposium  on  the  best  methods  of  systematizing  the  stock  in  a  drug  store. 

5.  A  paper  of  startling  novelty  on  weights  and  measures  by  a  prominent  pharmaceutical  educator. 

6.  Druggists  photographed  on  their  outings. 

7.  Eighteen  portraits  of  leaders  in  the  national  associations. 

8.  Interesting  pictures  of  druggists  in  their  automobUes. 

9.  More  snapshots  of  druggists  taken  on  hunting  and  fishing  trips. 
Many  other  special  features  of  unusual  interest  and  practicality. 


BULLETIN  OF  PHARMACY 


137 


EDITORIAL 


THAT  PRICELESS  THING--GOOD  HEALTH  1 

Rarely  have  we  printed  in  the  Bulletin  of 
Pharmacy  a  more  interesting  series  of  con- 
tributions, on  a  theme  of  more  vital  impor- 
tance, than  the  three  papers  appearing  this 
month  in  which  druggists  tell  how  they  keep 
themselves  in  good  health.  The  pharmacist's 
occupation  is  a  confining  occupation.  It  keeps 
a  man  fbr  long  hours  at  a  definite  routine,  and 
it  prevents  him  from  getting  sufficient  out- 
door air. 

These  two  tendencies,  if  not  deliberately  and 
carefully  overcome  in  some  manner,  are  likely 
to  make  the  druggist  a  victim  of  ill-health. 
How  can  they  be  overcome  ?  To  this  question 
our  three  contributors  return  somewhat  vary- 
ing answers.  What  is  meat  for  one  is  some- 
times poison  for  another.  Thus  Mr.  Magee 
feels  that  for  him,  after  walking  about  the 
store  all  day,  rest  and  relaxation  are  better 
than  exercise  and  stimulation.  Mr.  Bruun, 
however,  finds  that  in  his  case  vigorous  physi- 
cal work,  resulting  in  perspiration,  is  needed 
to  keep  his  body  in  good  physical  trim. 

And  so  different  men  reach  health  by  the  use 
of  different  methods.  Miss  Frick  is  enthusias- 
tic over  the  merits  of  a  cold  tub  in  the  morning, 
while  Mr.  Magee  believes  that  cold  baths  are 
not  good  for  a  man  of  sedentary  habits.  Both 
Mr.  Magee  and  Miss  Frick  are  right — so  far 
as  they  themselves  are  personally  concerned. 
It  is  for  each  man  to  study  the  requirements  of 
his  own  body,  and  to  reach  results  in  his  own 
way. 

We  have  been  much  impressed  by  Mr. 
Bruun's  contribution.  The  interesting  story 
he  tells  is  probably  typical  of  thousands  of  men 
— in  and  out  of  the  drug  business.  Up  to  the 
time  a  man  is  35  or  40  years  old  he  has  a  great 
store  of  health  and  vigor  to  draw  upon.  It 
never  occurs  to  him  that  he  is  squandering 
recklessly  a  bank  account  which  one  day  he  will 
find  has  been  checked  out  nearly  to  the  bottom. 
He  discovers  at  the  age  of  40  or  thereabouts 
that  health  is  about  the  most  priceless  of  his 
assets  after  all,  and  that  if  he  would  retain  it 
he  will  have  to  go  after  it  as  carefully  and  as 
systematically  as  he  goes  after  anything  else 
that  he  must  have  and  is  determined  to  get. 

The  means  are  at  evierybody's  disposal,  no 


matter  how  he  is  situated  and  what  are  the  con- 
ditions of  his  employment  and  his  occupation. 
A  sufficient  amount  of  sleep  is  the  first  re- 
quirement. Freedom  from  worry  is  the  sec- 
ond. Fresh  air  and  suitable  food  are  the  third 
and  the  fourth.  Beyond  that  there  are  all 
sorts  of  things  like  tennis,  golf,  walking,  gar- 
dening, g3minastic  exercises,  sailing,  canoeing 
—and  so  on  ad  libitum.  For  the  druggist, 
however,  who  gets  a  reasonable  amount  of 
physical  exercise  in  the  store,  the  main  require- 
ment is  outdoor  air  and  a  change  of  scene. 
Automobile  driving,  which  is  an  unfortunate 
thing  for  the  desk  man,  is  certainly  beneficial 
to  the  druggist.  What  he  needs  to  do  pri- 
marily is  to  get  away  from  his  store  at  certain 
intervals  and  to  get  out  in  the  open.  The  de- 
mand is  quite  as  much  for  mental  as  for  phy- 
sical change. 

But  the  druggist  mustn't  think  that  his  occu- 
pation is  the  most  deadly  in  its  effect  upon 
health.  What  about  the  poor  editor  who  sits 
at  a  desk  all  day  long,  cramped  over  it,  fur- 
thermore, with  a  round-shouldered  stoop  ?  He 
isn't  exercising  his  body  as  the  druggist  is.  He 
isn't  squaring  his  shoulders  so  frequently. 
He  needs  vigorous  exercise  more  than  the 
druggist  does,  and  if  he  doesn't  go  after  it,  and 
practice  it  regularly,  he  is  going  to  find  his 
grip  and  his  energy  gradually  slipping  away 
from  him. 

This  question  of  reducing  vigor,  facing  a 
man  from  40  onward,  is  a  question  of  vital 
importance.  He  ought  to  think  about  it.  He 
ought  to  face  the  problem  directly  and  know 
what  it  means.  If  he  wants  a  robust,  a  happy, 
and  a  comfortable  old  age,  he  must  conserve 
his  health  while  he  has  it  to  conserve. 

Taking  thought  is  all  that  is  necessary.  But 
some  men  never  take  thought  until  it  is  too 
late. 


BUSINESS  STUPIDITY— A  TALE  WITH  A 

MORAL. 

This  is  a  "true  story."  It  actually  happened 
— ^and  quite  recently  at  that. 

There  is  a  candy  manufacturer  in  New 
York  City  who  has  a  number  of  retail  stores 
sprinkled  over  town. 

A  woman  went  into  the  Brooklyn  branch, 
ordered  and  received  a  pound  box  of  choc- 
olates, and  handed  the  salesgirl  a  five-dollar 
bill.  The  girl  returned  change  for  a  two-dollar 
bill. 
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The  customer  explained  that  she  had  given 
the  clerk  five  dollars.  The  clerk  declared  that 
she  had  done  nothing  of  the  kind,  and  when 
the  customer  politely  but  firmly  stood  her 
ground,  and  refused  to  be  victimized  out  of 
three  dollars,  the  clerk  went  for  the  manager 
of  the  store. 

He  listened  to  the  story  on  both  sides  like  a 
judge,  and  then  proceeded  to  decide  in  favor 
of  his  own  employee — ^the  salesgirl.  He 
clearly  doubted  the  word  of  the  customer,  and 
said  practically  as  much. 

Not  only  the  customer  herself,  but  her  com- 
panion, both  of  them  visibly  women  of  char- 
acter and  standing,  declared  indignantly  that 
a  five-dollar  bill  had  been  handed  over  the 
counter.  The  manager  refused  to  yield,  how- 
ever, and  finally  said  that  if  a  mistake  had 
really  been  made  by  his  clerk,  it  would  show 
up  when  the  cash  was  counted  at  the  end  of 
the  day.  If  it  did  show  up,  he  would  promptly 
send  a  check  for  three  dollars  to  the  customer. 

A  few  days  later  the  woman  received  a 
short,  curt  letter  from  the  manager  saying  that 
no  surplus  had  been  fotmd  in  the  day's  cash 
and  that  she,  the  customer,  would  doubtless 
realize  under  the  circumstances  that  she  had 
been  mistaken. 

That  was  all. 

Now  can  you  imagine  a  piece  of  greater 
stupidity  from  start  to  finish? 

As  a  matter  of  fact,  the  woman  had  actually 
handed  the  clerk  a  five-dollar  bill — ^there  was 
no  possible  room  for  doubt  about  it.  She  had 
needed  some  money  for  a  friend  only  a  few 
minutes  before,  and  had  then  discovered  to  her 
chagrin  that  she  had  nothing  left  but  a  five- 
dollar  bill  and  could  not  therefore  give  her 
friend  the  two  dollars  she  had  wanted  to  turn 
over  to  her. 

But  suppose  the  woman  was  really  mistaken 
— suppose  she  had  given  the  clerk  a  two-dollar 
bill  only.  Even  so,  she  was  sure  in  her  own 
mind  that  the  bill  was  a  five.  She  felt  that  she 
was  being  imposed  upon.  She  thought  she  was 
being  deliberately  robbed  of  three  dollars. 
More  than  that,  she  felt  deeply  insulted  and 
humiliated  that  her  honesty  was  doubted,  and 
that  she  had  to  go  through  a  scene  in  which  a 
common  thief  or  a  pickpocket  might  have  fig- 
ured. 

Now  does  any  sane  merchant  want  a  cus- 
tomer to  go  out  of  his  store  in  such  a  frame  of 
mind?    Perish  the  thought! 


In  this  particular  case  the  woman  had  been 
a  patron  of  the  establishment  for  upwards  of 
ten  years.  She  would  have  remained  a  patron 
for  another  ten  years.  She  went  out  of  the 
store  that  day  determined  never  to  return. 
Her  friend  was  of  the  same  mind.  And  the 
tale  was  presently  told  to  the  friends  of  both 
of  them.  The  story  was  repeated — and,  like 
all  stories,  it  lost  nothing  by  repetition. 

Is  this  good  business?  Isn't  it  about  the 
worst  possible  kind  of  business  that  you  can 
imagine? 

But,  the  manager  of  the  store  might  answer, 
this  woman  may  have  been  one  of  those 
women,  sometimes  met  with,  who  try  to  "do" 
people.  But  couldn't  a  man  who  is  intelligent 
enough  to  be  the  manager  of  a  store  size  up 
people  better  than  that?  Doesn't  he  know 
breeding  and  cultivation  and  honesty  when 
brought  face  to  face  with  them? 

Furthermore,  suppose  he  was  being  held  up? 
Hadn't  he  better  be  held  up  occasionally  for 
$3.00  than  run  the  chance  of  robbing  people, 
of  losing  good  customers,  and  of  driving  his 
trade  away? 

All  of  which  simply  goes  to  show  how  short- 
sighted stome  merchants  are — ^how  easily  they 
kill  the  goose  that  lays  the  golden  eggs. 

Satisfied  customers  are  the  best  advertise- 
ments you  can  have — ^grip  them  to  you  with 
bands  of  steel. 


MORE  A.  PH.  A.  SUGGESTIONS. 

Since  an  article  was  published  in  the  Feb- 
ruary Bulletin,  pointing  out  certain  changes 
that  ought  to  be  made  in  the  work  of  the 
American  Pharmaceutical  Association,  par- 
ticularly toward  the  simplification  of  the  an- 
nual meetings,  we  have  discovered  that  other 
members  of  the  organization  have  been  think- 
ing along  similar  lines.  In  the  March  Bul- 
letin we  printed  three  letters  from  leading 
members  of  the  association — Messrs.  Day, 
Wilbert,  and  Sayre — ^all  of  whom  agreed  that 
reform  measures  were  necessary.  In  the 
meantime,  too,  we  find  that  one  of  the  changes 
suggested  in  our  February  issue  has  already 
been  adopted.  We  refer  to  a  recent  decision 
of  the  Council  that  its  meetings  at  the  Detroit 
convention  in  August  shall  all  of  them  be  held 
in  the  evening  except  for  the  opening  session 
on  Monday  morning. 

This  represents  an  advance  step  of  consider- 
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able  importance,  and  we  trust  it  will  never  be 
withdrawn.  Of  late  years,  as  the  Council  has 
grown  larger,  and  has  had  more  and  more  to 
do,  its  morning  sessions  have  been  so  pro- 
longed as  to  delay  and  almost  to  ruin  the  reg- 
ular sittings  of  the  different  sections.  Let  the 
comparatively  few  men  who  comprise  the 
Council  do  their  work  in  the  evening,  and  let 
the  great  mass  of  the  membership  therefore 
benefit  by  being  able  to  start  their  work  rela- 
tively early  in  the  morning  while  they  are  fresh 
and  interested. 

Eugene  G.  Eberle,  editor  of  the  Southern 
Pharmaceutical  Journal,  has  sent  us  clippings 
from  the  October  and  November  issues  of  his 
paper  bearing  on  the  subject.  Mr.  Eberle 
agrees  with  Professor  Scoville,  a  letter  from 
whom  appeared  in  the  February  Bulletin, 
that  the  association  papers  and  addresses 
should  be  printed  prior  to  the  annual  meeting 
and  then  distributed  to  the  members  at  the 
time  they  are  read.  If  it  is  the  desire  to  con- 
tinue the  present  policy  of  preventing  the  pub- 
lication of  papers  in  other  than  the  official 
Journal,  this  could  easily  be  accomplished  by 
printing  a  statement  on  each  leaflet  notifying 
editors  to  keep  hands  off.  One  incidental 
benefit  would  be  that  new  members,  taking  the 
papers  home  with  them,  would  find  them  inter- 
esting and  helpful,  and  would  be  impressed 
with  the  value  of  membership  in  the  organiza- 
tion. Another  inducement  to  membership 
would  thus  be  secured. 

In  one  respect,  however,  we  do  not  agree 
with  Mr.  Eberle.  He  coincides  with  our 
opinion  that  too  much  is  attempted  at  the  an- 
nual meetings,  but  he  would  use  the  pnming 
knife  where  we  would  not.  He  thinks  that 
papers  ought  to  be  read  in  abstract  and  that  the 
discussion  of  them  should  be  discouraged.  On 
the  contrary,  our  position  is  that  the  discussion 
of  important  and  interesting  papers  form  the 
backbone  of  the  annual  convention.  It  is  be- 
cause in  the  past  there  has  not  been  time  af- 
forded for  it  that  the  meetings  have  frequently 
been  tminteresting  to  the  membership  as  a 
whole.  So  far  as  a  given  paper  is  concerned, 
it  can  be  read  with  far  more  satisfaction  in  a 
journal  at  home.  The  discussion  of  the  paper, 
however,  can  take  place  only  at  a  convention, 
and  this  is  precisely  what  gives  the  convention 
much  of  its  value  and  interest.  By  all  means 
cut  out  or  reduce  the  routine  work  at  the  an- 
nual meetings,  so  that  time  will  be  afforded  for 


the  leisurely  reading  and  discussion  of  good 
papers. 

We  look  upon  it  as  very  f ortimate  that  this 
whole  subject  of  convention  reform  is  being 
discussed  in  a  charitable  spirit  during  the 
months  prior  to  the  Detroit  meeting.  Let  us 
all  get  together  and  see  if  we  cannot  improve 
the  old  association  that  is  so  dear  to  the  hearts 
of  us  all.  The  Bulletin  will  welcome  letters 
from  those  who  are  interested  in  the  subject. 


PROFITS  AND  EARNINGS 


A  JAPANESE  STORE. 

This  business  statement  comes  all  the  way 
from  the  land  of  the  Mikado  for  our  consid- 
eration. It  will  be  noted  that  the  store  has  an 
excellent  patronage. 

Stock  and  fixtures,  Nov.  1,  1912 $12,000  00 

Stock  and  fixtures,  less  10%  for  depreciation 

on  fixtures.  Nov.  1,  1913 20,530  00 

Purchases  during  1913,  including  freight  and 

duty    49,145  16 

Total  cash  sales 62,164  14 

Cash  on  hand  Nov.  1,  1913 650  20 

Bills  payable  Nov.  1,  1913 1,290  51 

Bills  collectable,  Nov.  1,  1912 3,918  52 

Bills  collectable,  Nov.  1,  1913,  less  10%  for 

bad  accounts  5,461  02 

Expenses : 

Freight  and  cartage $     879  68 

Salaries,  including  the  manager's 7,793  50 

Advertising  and  printing 1,347  65 

Rent    2,08284 

Repairs    240  60 

Light  and  fuel 374  92 

Taxes  and  insurance 176  46 

Telephone    33  40 

Petty  cash  purchases — stamps,  car  tickets, 

etc.,  etc 960  40 

Total    $13,889  45 

We  shall  be  obliged  to  perform  a  surgical 
operation,  right  at  the  start.  The  item  freight 
is  included  in  both  the  cost  of  goods  and  the 
expense  accoimt.  It  must  be  eliminated  from 
the  latter.  This  reduces  the  expense  account 
by  $879.68. 

It  will  be  noted  that  a  large  credit  business 
is  done,  $6007.12  being  the  amount  on  the 
books  at  the  time  this  statement  was  made. 

The  percentage  of  expense  is  not  quite  21. 

The  cash  sales  are  listed  at  $62,164.14  and 
the  purchases  at  $49,145.16.     The  difference 


BULLETIN  OF  PHARMACY 


is  $13,018.&8.  Subtracting  the  expense, 
$13,009.77,  from  this  we  get  $9.31 ! 

The  statement  shows  us,  however,  that  there 
has  been  an  inventory  gain  of  $8636.  Where 
did  this  $8630  come  from?  It  represents 
goods  bought  and  paid  for  during  the  year 
v/hich  remain  unsold. 

Our  correspondent  still  has  these  goods  on 
his  shelves.  He  has  therefore  gained  during 
the  year  $8630  in  stock  plus  $9.21  in  cash,  or 
$8639.21.  This  is  the  net  profit,  which  ex- 
pressed in  percentage  is  13  5/6, 

StricUy  speaking,  however,  our  analysis  is 
not  altogether  accurate,  for  the  reason  that 
both  the  10-per-cent  depreciation  on  fixtures 
and  the  10  per  cent  marked  oflf  for  bad  ac- 
counts should  have  gone  into  the  expense  ac- 
count instead  of  being  set  against  the  items 
themselves.  We  had  no  way  of  knowing  what 
the  fixtures,  alone,  would  invoice,  and  there- 
fore had  no  alternative  other  than  letting  the 
figures  stand  as  they  appear  in  the  tabulation. 


THE  HALL  OF  FAME 


GREGORY— THE  SYLLABUS  MAKER. 

Prof.  Willis  G.  Gregory,  of  Buffalo,  N.  Y., 
has  just  finished  a  laborious  task  for  which  he 
deserves  great  credit.  He  has  brought  to  suc- 
cessful completion  the  second  edition  of  the 
Pharmaceutical  Syllabus.  Everybody  under- 
stands, of  course,  that  the  Syllabus  has  been 
undergoing  revision  by  a  committee  of  twenty- 
one  made  up  of  seven  members  each  of  the 
American  Pharmaceutical  Association,  the 
National  Association  of  Boards  of  Phar- 
macy, and  the  Conference  of  Pharmaceutical 
Faculties. 

Dr.  Gregory  is  chairman  of  this  committee. 


NOT  ENOUGH  BUSINESS. 
A  Minnesota  correspondent  writes: 

I  have  the  only  store  in  a  town  of  600,  but  am  not 
satisfied  with  results.  I  have  a  $3500  stock,  including 
kodaks  and  phoaograph  side-lines,  and  I  do  not  em- 
ploy any  help,  doing  all  my  own  work.  Rent  is  $15  a 
month,  light  $3,  insurance  $3,  and  my  sales  average 
about  $15  a  day. 

What  net  profit  should  I  expect?  And  do  you  think 
I  am  getting  my  share  of  the  business? 

This  is  a  thickly  settled  community  of  rich  farmers. 
and  the  nearest  competition  is  seven  miles  on  all  sides. 

The  only  drug  store  in  a  Minnesota  farm 
town  of  600  ought  to  yield  a  profit.  There  is 
a  great  difference  in  towns,  however. 

But  our  correspondent  should  remember 
this:  merely  having  a  drug  store  won't  get  the 
business,  any  more  than  having  a  farm  will 
raise  a  crop.    The  field  must  be  worked. 

Fifteen  dollars  per  day  in  the  way  of  sates 
isn't  enough.  It  would  seem  as  if  that  amount 
ought  to  be  doubled,  at  least.  No  man  is  justi- 
fied in  being  satisfied  with  a  fifteen-dollar-a- 
day  business. 

The  average  net  profit  is  10  per  cent.  Our 
correspondent's  sales  will  run,  probably,  $4500 
per  annum.  This  would  mean  a  net  yield  of 
$450. 

No,  we  do  not  think  our  correspondent  is 
getting  his  share  of  the  business. 


Dm.  WlLUB  a.  aBBOOBT. 

and  he  has  done  admirable  work.  It  would 
not  easily  be  possible  to  overpraise  him. 
When  you  get  21  men  together  on  any  propo- 
sition under  the  stars,  you  are  pretty  apt  to 
have  21  sets  of  opinions.  It  is  no  secret  that 
there  has  been  many  a  fight  in  the  revision  of 
the  Syllabus,  and  it  needed  in  the  chair  a  man 
of  strategy  and  strength  of  character — a  man 
who  had  the  capacity  to  harmonize  conflicting 
opinions  and  to  reach  definite  results.  Dr. 
Gregory  always  had  everybody's  respect,  and 
he  has  stood  by  his  guns  and  gotten  pretty 
much  what  he  wanted  without  causing  offense. 
His  is  a  gloved  and  not  a  mailed  hand. 
Well,  the  Syllabus  is  out,  and,  as  we  said  a 
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month  or  two  ago,  it  is  bound  to  have  a 
marked  influence  upon  the  future  of  pharmacy. 
It  is  a  bond  between  the  boards  of  pharmacy 
and  the  colleges  of  pharmacy,  and  it  repre- 
sents the  one  systematic  effort  being  made  to 
rationalize  and  elevate  educational  standards 
in  the  calling.  By  standing  at  the  head  of  this 
work,  and  by  doing  more  for  it  than  any  other 
single  individual,  Dr.  Gregory  deserves  the 
thanks  of  American  pharmacy  for  his  services. 

We  are  particularly  fortunate  in  being  able 
this  month  to  present  a  portrait  of  Dr. 
Gregory  which  faithfully  represents  him  at 
the  present  time.  It  may  be  unrepresentative 
in  a  few  weeks,  and  it  is  for  this  reason  that 
we  hasten  to  reproduce  it  while  it  is  fresh. 
There  was  a  time,  not  many  years  ago,  when 
the  Doctor's  face  was  adorned  with  a  luxurious 
set  of  whiskers.  Little  by  little  the  supply  has 
been  reduced,  until  now  nothing  remains  of 
what  was  once  so  great  an  embellishment.  It 
has  been  exceedingly  difficult  to  keep  up  with 
these  rapid  transformations,  and  two  or  three 
times  we  have  printed  portraits  of  Dr.  Gregory 
only  to  find  that  they  were  out  of  date.  .  We 
wrote  him  the  other  day  that  if  he  had  stopped 
taking  things  off,  we  should  be  glad  to  have  a 
photograph  for  pubHcation,  and  we  promised 
to  use  it  right  away. 

Hence  the  portrait. 


Kraemer,  a  well-known  member  of  the  faculty 
of  the  Philadelphia  College  of  Pharmacy,  was 
elected  president  of  the  club.  Dr.  Kraemer 
received  a  degree  from  Columbia  in  1895,  and 
has  been  a  loyal  alumnus  ever  since.  Recently 
the  varsity  Glee  and  Mandolin  Oubs  gave  a 
concert  in  Philadelphia  tmder  the  auspices  of , 
the  Columbia  Alumni  Qub,  and  Dr.  Kraemer 
was  active  on  that  occasion  in  making  the  af- 
fair a  success. 


A  PRIZE-WINNING  NEVADA  YOUNGSTER. 
Francis  M.  Piercy  is  the  little  fellow's  name, 
and  he  is  the  two-and-a-half-year-old  son  of 
Joseph  C.  Piercy,  Ph.G.,  who  conducts  a  suc- 
cessful drug  business  at  Tonapah,  Nevada. 


A  TRIBUTE  TO  PROF.  HENRY  KRAEMER 

At    the    seventh    annual    meeting    of    the 

Columbia  Alumni  Club  of  Philadelphia,  repre- 


FBUfOIl  M.  PiBBCT. 

Francis  scored  96  per  cent  in  the  Best 
Babies'  contest  held  in  Nevada  last  fall,  being 
at  the  time  twenty-six  months  old. 

These  contests  were  held  at  various  points 
in  the  United  States,  and  96  is  a  high  mark. 
Little  Francis  was  presented  with  a  beautiful 
silver  cup. 

Mr.  and  Mrs.  Piercy  have  good  reason  to  be 
proud  of  their  boy. 


senting  the  local  alumni  of  the  different  depart- 
ments  of    Columbia    University,    Dr.    Henry 


Don't  overlook  Mr.  Al.  Falkenhain- 
er's  article  in  this  issue  entitled  "How 
We  Built  Up  a  Cut-Flower  Business." 
If  you  have  any  additional  ideas  about 
the  sale  of  flowers,  we  should  be  glad 
to  get  a  short  letter  from  you  on  the 
subject. 
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Hn.  H.  B.  Ftonch.  PhUadelpbU.  Pft.  Hn.  W.  A.  Sonr  and  dMwhtir,  DmTa,  COL 

Wlv«s  of  W«II>kaowB  Jabbara. 
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t.  tonrteen-mouthaHdd  Otathbu  of  W.  C.  IfoOouacIa,  Hon-       D»vtd  Lae  Soott,  flfteon-moatbi-old  son  ot  J.  C.  Boott.  ol  Bethel. 


A  pmi»  of  DniU>*t«*  Chlldran. 
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Rcaldenee  ot  H.  K.  Mnltoid,  president  dI  the  B.  E.  If  nltoH  Co.. 


Hamas  ot  W«U-kaown  liattiifa«lnr«r«. 


BULLETIN  OF  PHARMACY 


iw.  B.  C  bU  him 
kc."  and  ft  nice 
"itrliv"  of  quail. 


D.  L.  Femme.  tt  the  *T«b«M>no  Drai 

Co.,  San  Fiauoiioo,  Ii  amlchtr 

dDck  hunter. 


■  dnmUt  c£  Colondo  Cltr.  OdL,  1(  tlie  (gntlemu 
IT.    It  would  look  ai  If  thaae  t 


Colonrdo  Cltr. 


-the  auna  STOnp  acaln.  wlUi  DnmM  Poa  In  U» 
r«.  and  with  Dr.  B.  F.  Kohlflnr.  nfty  phrddau  of 
D  the  riaht. 


"Aimbalene"  Btku,  i 


of  this  Intenatlnc  ctdu; 


wnafsr  of  tba  Ferrr  Dnc  Co.,  Ifarkst 
to  be  Hen  In  tba  Iowa  left-hand  oonur 
mapped  In  I^ke  Ooontr.  OaL 


Store,  Ban  Frandaoo,  I 


Dratf  laU  ■■  th«  Kol*  of  HoBtera. 
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Bklph  E.  I>arlmiiil.:allle«[ila,  IiTMldoit  of 
tbelUlootiPI 

AiBoaktioii. 


k  J.  Campbell,  Lowcdl.  pnaidsiit  of 

AjMOOlKtlOIl. 


I.  0.  JmIuod,  Anitln.  picafdeut  a 


Edmud  Behl.  N«w   Phllmddphla,  pnd- 
dsnt  ot  tlH  Ohio  P! 

Auodation. 


Pr«»ld«Bts  of  Soma  of  tk«  Stata  Pk«rin«ca«tlc«l  Aaaootattoi 
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C  C   BmO,    Salliim,    pmsUeot  erf   U»  Bd.  G.  Bchroan,  St.  Jowpli.  pnaident  or  Robert  a  WQkiii,  Atbcsa.  prgaldtmt  af 


>.  Pnak  Hart.  Colamblft.  wwidmit  of  T.  A.  Bobiiuon.  HttnpU*.  pmUeat  of  <>'  A.  C.  HntOlaon.  MICholMTiUe.  pn^ 

"     ~      "   ~       "      ~  ileiitof  tha  BantackrFbMina* 


rrMld«Bta  of  Sow*  of  tha  Stata  rharmaoaMUcal  AMOClaUaas. 


''How  I  Keep  Myself  in  Good  Health/' 

The  drug  biubieas  b  a  confining  busbieaa.  The  draggiat  ia  kept  on  duty  a  greater  number  of  hoars  every 
day  than  almost  any  other  man  in  the  community  unless  it  be  ihe  phyakian — but  the  physician's  anplo}iment  has 
the  advantage  of  carrying  him  out'of-doors  and  giving  him  fresh  air,  a  conatanl  change  of  scene,  and  a  reason- 
able degree  of  exercise.  Hoia  do  druggists  offset  their  aomtwhat  unhygienic  mode  of  living?  How  do  ihey 
keep  ihemseloea  in  good  physical  trim,  instinct  wUk  health  and  life  and  vigor  ?  These  important  questions  are 
answered  in  the  three  papers  that  follow.  They  were  winners  in  oar  recent  contest,  and  We  received  such 
a  surprising  number  of  excellent  conlrihuliora  that  it  was  very  difficult  for  the  judges  to  decide  upon  the  awards. 


1.  SIX  SIMPLE  RULES. 
By  E.  E.  Magee,  Klauath  Falls,  Oki 


The  first  great  tenet  of  my  faith  is  regu- 
larity. Regular  hours  for  sleep  and  regular 
hours  for  meals  are  the  two  most  important. 

Regular  hours  for  sleep  restore  and  refresh 
the  body  amazingly,  much  more  than  any  ir- 
regular hours  for  tJiis  purpose  can  possibly  do. 

Aside  from  being  regular  at  meals,  I  have 
no  particular  fads  and  fancies  as  to  diet.  I 
eat  the  things  I  like,  but  those  that  I  know  will 
not  agree  with  me  I  leave  severely  alone,  even 
though  I  may  be  fond  of  them.  One  thing  I 
carefully  observe  and  that  is  not  to  overeat. 
It  has  been  my  experience,  as  well  as  observa- 
tion, that  most  of  us  eat  far  too  much — more 
than  our  system  really  demands,  or  can  prop- 
erly digest.  This  leads  to  all  manner  of 
troubles,  causing  indigestion  and  constipation 
with  their  attendant  misery  and  suffering. 

I  eat  a  great  deal  of  butter,  far  more  than 
the  average  man.  It  is  certainly  good  for  me. 
and  aside  from  its  great  food  value  I  am  con- 
fident that  it  assists  digestion  and  elimination 
of  waste  products.  Also  I  drink  a  great  deal 
of  water.  This  I  do  both  during  and  between 
meals.  I  am  aware  that  many  will  tell  you 
that  drinking  during  meals  is  positively  in- 
jurious. It  is  not  so  in  my  case,  and  I  have  a 
theory  that  it  is  a  positive  aid  to  digestion. 

But  whether  water  during  meals  is  bene- 
ficial or  not,  there  is  no  doubt  that  the  large 
majority  of  people  drink  far  too  little  between 
meals.  Two  or  three  glasses  between  meals 
will  do  a  great  deal  towards  keeping  one  in 
physical  trim. 

I  find,  also,  that  my  system  demands  quite 


a  little  sugar.  At  times  it  becomes  a  positive 
craving.  Hence  I  eat  candy,  a  lot  of  it  at 
times,  and  I  believe  that  it  is  beneficial.  I 
may  remark,  in  passing,  that  I  indulge  in  no 


alcoholic  beverages  whatever,  neither  do  I  use 
tobacco  in  any  form.  I  have  never  used  either 
and  so  could  not  say  as  to  whether  or  not  they 
would  be  beneficial  in  my  case,  but  am  inclined 


J^exi  month  we  shall  have  three  prise  papers  entitled  ' '  Why  I  Failed  in  the 
Drug  Business."  Don't  miss  them — they  tell  stories  of  remarkable  in- 
terest on  the  one  hand,  and  of  suggestive  value  on  the  other. 
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to  think  that  neither  ever  added  anything  to 
any  man's  health. 

REST  RATHER  THAN  EXERCISE. 

It  is  continually  dinned  into  the  ears  of  the 
business  man  that  he  should  exercise.  This 
may  be  true  as  to  the  man  who  sits  at  a  desk, 
but  in  my  own  case  I  have  found  that  rest  is 
the  thing.  After  being  on  my  feet  most  of  the 
time  for  ten  or  twelve  hours  I  am  inclined  to 
think  that  I  have  had  enough  exercise. 

So  my  method  of  renewing  my  vitality  is  to 
seek  an  easy  chair  and — relax,  I  try  to  forget 
all  about  the  business  end  of  life  at  such  times, 
and  to  assist  in  doing  so  I  occupy  this  idle  time 
in  reading.  I  take,  and  read,  most  of  the  lead- 
ing journals  in  the  drug  line,  and  also  several 
good  magazines. 

In  reading  a  magazine  I  reverse  the  usual 
order,  commencing  with  the  back  page  and 
reading  the  "ads."  first.  I  find  many  new 
things  that  interest  me  generally,  and  some 
bearing  upon  lines  we  handle.  These  receive 
special  attention.  It  pays,  too,  for  many  times 
a  customer  will  make  inquiry  that  can  only  be 
answered  intelligently  if  you  have  seen  the  ad., 
even  though  you  may  not  have  the  goods  in 
stock. 

Perhaps  some  might  call  such  resting  down- 
right laziness.  Perhaps  it  is,  but  it  answers  the 
needs  of  my  body.  Most  of  my  evenings  are 
spent  this  way,  and  many  of  my  Sunday  hours 
also,  although  I  would  not  have  it  thought  that 
social  life  is  altogether  neglected. 

HIS  METHOD  OF  EXERCISING. 

As  to  exercise,  aside  from  that  obtained  in 
business,  I  have  but  two  forms.  First,  and 
most  important,  is  deep  breathing.  This  has 
proved  to  be  a  great  thing  for  me,  and  will,  I 
am  sure,  well  repay  any  one  who  will  practice 
it  systematically.  By  this  I  mean  to  indulge  in 
deep  breathing  every  time  you  are  in  the  open. 
With  head  and  shoulders  well  back,  inhale  as 
deeply  and  as  often  as  possible.  The  dia- 
phragm is  an  excellent  pump  for  filling  the 
lower  part  of  the  lungs  with  fresh  air,  but 
quite  a  number  of  us  have  almost  forgotten 
that  we  possess  such  an  organ. 

At  the  time  these  breathing  exercises  are  be- 
ing carried  out  the  muscles  of  the  shoulders 
and  arms  can  be  contracted  and  relaxed  time 
after  time.  This  will  give  the  benefits  of  phy- 
sical exercise  without  the  inconvenience  and 
bother  of  paraphernalia. 


If  the  reader  does  not  understand  exactly 
what  is  meant  by  the  foregoing  let  him  try  the 
following  experiment:  Place  the  arms  at  the 
side  of  the  body,  stiffen  them  by  contracting 
the  muscles  and  then  lift  them  slowly  to  the 
level  of  the  head,  keeping  the  muscles  taut  as 
though  you  were  really  lifting*a  weight  in  each 
hand.  You  will  find  that  a  glow  such  as  ac- 
companies real  lifting  will  soon  make  itself 
manifest. 

These  exercises  can  be  given  to  muscles  in 
all  parts  of  the  body,  and  the  manner  of  doing 
it  will  suggest  itself  after  a  few  trials.  The 
advantage  of  such  exercise  is  that  it  requires 
no  apparatus  nor  special  preparation  and  can 
be  carried  out  at  any  time  and  place,  when  you 
have  a  minute  to  spare. 

As  to  bathing  I  advance  only  one  thought. 
I  believe  that  cold  baths  and  plunges  are  not 
good  for  a  man  of  sedentary  habits.  The 
shock  is  too  great. 

I  have  found  that  violent  exercise  of  any 
kind  does  not  agree  with  me.  Hence,  I  do  not 
care  to  hunt.  I  am  usually  exhausted  by  such 
a  trip,  because  it  is  too  strenuous  for  an  indoor 
man ;  and  surely  exhaustion  is  not  beneficial. 

LONG  WALKS. 

I  frequently  take  long  walks  when  the 
weather  is  fine,  and  at  such  times  put  into  prac- 
tice my  deep  breathing  and  exercise  theories. 
I  have  a  hobby.  I  think  it  a  good  thing  for 
every  man  to  have  a  hobby.  It  takes  his  mind 
from  his  business  cares  and  gives  him  some- 
thing else  to  think  about.  If  you  have  a  hobby 
of  any  sort,  ctdtivate  it!  Mine  happens  to  be 
photography,  and  it  occasions  me  much 
pleasure  and,  I  may  add,  profit  also. 

Th6  foregoing  simple  rules  are  sufficient  for 
my  well-being.  As  I  said  before,  my  health  is 
splendid.  I  sleep  soundly,  my  digestion  is  per- 
fect, and  such  things  as  laxatives  are  unknown 
to  me,  save  as  I  deal  them  out  to  unfortunates 
who  need  them. 

Once  in  a  great  while  I  feel  just  a  bit  "off 
color."  At  such  times  I  have  found  that  omit- 
ting a  meal  or  two  is  the  finest  remedy  in  the 
world. 

IN  A  NUTSHELL. 

'  To  sum  up  my  philosophy  I  would  say:  (1) 
cultivate  regularity;  (2)  drink  plenty  of 
water;  (3)  breathe  deeply;  (4)  avoid  stim- 
ulants; (5)  exercise  moderately;  (6)  rest. 


2.  A  GYMNASIUM  PULLED  HIM  OUT! 
By  Habald  N.  Bruun,  Chicago,  III. 


If  the  title  of  this  paper  had  been  put  to  me 
in  the  form  of  a  question  ten  years  ago,  I 
should  have  looked  at  the  inquirer  in  amaze- 
ment. I  had  good  health  then,  and  it  was  not 
necessary  for  me  to  do  anything  to  keep  it. 
But  the  years  have  passed,  and  now  at  the  age 
of  forty  I  find  that  my  health  and  well-being 
requires  considerable  attention. 

Like  most  men  I  used  up  my  health  and 
strength  in  a  rather  reckless  manner.  Stag 
dinners  and  dancing  parties  drew  heavily  on 
my  reserve  until,  I  must  confess,  I  began  to 
feel  tired. 

When  a  man  reaches  this  state  of  mind  some 
cynic  has  said  that  he  marries.  This  may  be 
true  or  not;  I  will  not  vouch  for  it;  however, 
in  the  process  of  my  development  I  did  marry. 
Whether  it  was  due  to  a  state  of  mind,  des- 
tiny, or  mere  sentiment  is  quite  beside  the 
question. 

WORRY   FATAL   TO    HEALTH. 

The  first  year  of  my  married  life  was  one 
of  peace  and  contentment.  Then  the  babies 
came,  and  we  lost  our  first-born  at  the  age  of 
twenty-two  months.  Business  conditions 
changed  in  my  neighborhood,  also,  and  a  com- 
petitor started  across  the  street  from  me.  My 
earnings  became  rather  less  than  formerly  and 
my  living  expenses  considerably  more. 

To  sum  it  all  up,  worry  began  to  creep  in: 
and  when  worry  comes  in  through  the  door, 
health  flies  out  through  the  window. 

When  health  leaves,  pessimism  takes  its 
place.  I  began  to  embrace  the  philosophy  of 
Omar  Khayyam,  until  I  saw  nothing  in  life 
but  the  six  feet  of  earth  at  the  end. 

One  night  after  closing  hours,  and  while 
seated  in  my  easy-chair,  I  fell  into  one  of  my 
philosophical  moods.  I  got  very  blue,  and 
could  see  all  sorts  of  things— even  the  wreath 
and  the  sexton  with  his  shovel. 

As  I  sat  musing,  my  little  son,  my  second- 
bom,  called  to  me  in  his  sleep.  I  went  to  his 
bedside,  and  as  I  gazed  down  at  the  innocent 
little  fellow  resting  in  peaceftd  slumber,  a  new 
responsibility  awakened  within  me.  I  realized 
that  my  life  was  not  my  own,  and  that  the 
future  of  my  children  was  dependent  upon  me. 

I  resolved  then  and  there  to  divorce  myself 


from  the  false  philosophy  of  the  Orient,  which 
asks,  "Is  life  worth  living?"  and  to  apply  to 
myself  the  western  test,  "Am  I  worthy  to 
live?" 

DETERMINED  TO  "COME  BACK."' 

The  little  fighting  blood  that  was  in  me  came 
to  my  rescue,  and  I  made  up  my  mind  to  show 
my  friends  that  I  could  "come  back." 

The  first  thing  I  did  was  to  provide  a  sleep- 
ing porch,  where  I  slept  at  all  times,  except  in 
the  most  severe  weather.  Then  I  joined  the 
Y.  M.  C.  A.  and  went  into  the  gymnasium.  I 
did  not  feel  as  though  I  had  enough  vitality  at 
the  time  to  join  one  of  the  regular  classes,  be- 
ing six  feet  tall,  weighing  only  140  pounds, 
and  pale,  so  I  went  it  alone. 

In  the  beginning  I  was  only  able  to  put  in 
about  fifteen  minutes  on  the  chest-weights,  fol- 
lowed by  a  swim.  Now,  however,  I  am  in  my 
third  year.  I  have  taken  on  albout  twelve 
pounds  of  good  solid  flesh,  and  can  play  hand 
ball  for  an  hour  at  a  time.  Boxing  is  also  one 
of  my  means  of  retaining  health,  and  I  can 
now  hold  my  own  fairly  well  with  the  gloves. 

The  question  naturally  arises,  how  to  find 
time  for  all  this? 

I  do  not  find  the  time.    I  take  it. 

THREE  TIMES  A  WEEK. 

Every  Tuesday,  Thursday  and  Saturday,  I 
go  to  the  gymnasium,  spending  from  an  hour 
and  a  half  to  two  hours  there,  and  retuminc: 
to  my  business  so  refreshed  that  I  can  usually 
make  up  an)rthing  neglected  by  being  away. 

I  go  to  dinner  at  one  o'clock,  eat  fairly  well, 
and  rest  about  half  an  hour.  Then  I  go  to  the 
gym.  for  a  "work-out,"  which  means  sufficient 
exercise  to  induce  a  good  sweat.  Then  comes 
a  shower  bath  and  a  plunge  in  the  tank. 

There  is  nothing  mystical  or  secret  about 
retaining  or  regaining  one's  health.  Neither 
is  it  necessary  to  follow  the  dictation  of  an 
extensive  system  of  exercise.  But  good  health. 
like  everything  else  that  is  worth  while,  re- 
quires work  and  persistence  to  attain,  and 
work  and  persistence  to  retain. 

I  believe  that  good  health  is  within  the  pos- 
sibilities of  nearly  every  man,  provided  he 
makes  up  his  mind  to  attain  it,  and  then  sticks 
to  the  job. 


ISO 


3.  SOME  COMMON-SENSE  HABITS. 
By  Daisy  A.  Fuck,  Audubon,  Iowa. 


Worry  kills  more  people  than  work.  If  you 
don't  believe  it,  just  try  it.  Just  begin  to  count 
up  your  troubles,  worry  over  a  few  common- 
place things,  and  put  on  a  real  grouch  at  your 
lot  in  life,  and  see  how  quickly  your  digestive 
apparatus  and  other  organs  will  cease  their 
natural  functions. 

I  am  five  feet  six  inches  tall,  weigh  one  hun- 
dred and  thirty  pounds,  and  have  a  chest  ex- 
pansion of  four  inches.  I  attribute  my  good 
health  to  a  few  simple,  good,  common-sense 
habits.  The  first  is  the  "happy  habit."  I  cul- 
tivate a  cheerful  disposition.  I  like  the  opti- 
mistic view  of  life.  It  is  easier  to  be  pleasant 
than  to  be  a  grouch,  and  the  effect  upon  your- 
self and  every  one  you  meet  is  conducive  to 
the  joy  of  living. 

Next  comes  the  "fresh-air  habit."  I  sleep 
with  the  windows  wide  open,  and  for  several 
years  I  slept  in  a  window  tent.  The  sleeping 
porch  and  the  window  tent  afford  excellent  op- 
portunities for  fresh  air  at  night  when  it  is 
convenient  or  at  all  possible  to  have  them. 

Whenever  I  am  out  in  the  open  air  I  make  it 
a  point  to  breathe  deeply.  Oxygen  is  free ;  just 
help  yourself.  Hold  your  head  up  high,  throw 
out  your  chest,  walk  briskly,  with  swinging 
arms,  and  take  long,  deep  breaths.  Before  re- 
tiring at  night,  take  a  few  more  deep  breaths 
of  fresh  air  in  the  open. 

COLD  WATER  AND  LONG  WALKS. 

The  "cold-water  habit"  is  my  chief  tonic. 
Cold  air  (in  season)  and  hot  and  Cold  water 
are  always  plentiful,  and  are  nature's  best  rem- 
edies. 

Every  morning,  winter  and  summer,  upon 
rising,  I  take  a  cold  sponge  or  shower  bath. 
Nothing  like  it  for  an  eye-opener.  I  follow 
this  with  a  good  brisk  rub,  which  brings  a  glow 
and  tingle  to  the  surface  as  nothing  else  will. 

I  know  I  am  wide-awake  by  this  time  and  I 
feel  ready  to  tackle  almost  anything  that  is 
ready  to  confront  me.  A  glass  of  cold  water 
before  breakfast  gives  a  like  tone  to  the  stom- 
ach. 

At  different  seasons  of  the  year  I  have  in- 
dulged in  a  two-mile  walk  before  breakfast, 
rising  at  six  o'clock  to  do  it.  I  vary  this  walk 
exercise  according  to  inclination  and  the  de- 
mands upon  my  time.     When  my  work  keeps 


me  on  my  feet  all  day  and  late  at  night  I  do 
not  feel  the  necessity  of  the  walk. 

The  "work  habit"  is  of  course  taken  for 
granted.  Success  in  anything  means  working 
for  it.  I  work  hard  and  eagerly  at  any  task 
before  me.  When  it  is  with  my  brain  I  apply 
myself  right  to  the  point  at  hand.  If  I  have 
any  physical  labor  to  do  I  stick  to  it  until  the 
job  is  completed,  barring  unavoidable  interrup- 
tion. When  I  am  at  the  prescription  case,  my 
attention  is  all  there. 

WORK  HARD — PLAY  HARD! 

When  I  am  off  duty  I  play  with  the  same 
zeal  with  which  I  work.  I  just  forget  work 
and  enter  into  the  spirit  of  the  thing  at  hand. 
Sometimes  an  automobile  drive  is  offered  me 
imexpectedly,  and  if  it  is  possible  to  be  absent 
at  that  time,  I  embrace  the  opportunity.  More 
frequently  it  is  necessary  for  me  to  decline. 

There  is  a  picture  show  now  and  then,  and 
an  evening  out  about  once  a  week.  Once  in 
two  weeks  I  meet  regularly  with  the  P.  E.  O.'s. 
I  am  also  a  member  of  the  M.  E.  church,  and 
several  of  its  organizations,  and  it  all  counts 
in  keeping  me  healthy. 

The  Columbian  Club  and  Commercial  Qub 
'take  some  of  my  attention,  also,  and  thus  my 
mind  enlarges  upon  subjects  that  are  in  a  way 
foreign  to  business  and  yet  essential  to  mental 
equilibrium. 

One  feature  of  business  that  gets  me  out 
into  the  open  is  detail  work  with  a  salesman, 
for  stock  remedies.  I  have  personally  made 
trips  into  the  country  calling  on  the  farmers. 
Besides  getting  more  business  I  get  better  ac- 
quainted with  my  customers,  and  very  often 
make  new  patrons  in  this  way.  This  provides 
an  excellent  opportunity  to  store  up  ozone. 

When  there  is  an  opportunity  during  slack 
business  hours,  it  is  very  easy  to  rustle  up  a 
little  outside  business  or  errand  that  will  take 
you  out-of-doors  for  at  least  thirty  minutes  to 
an  hour,  or  longer.  Don't  hire  a  boy  to  make 
every  move  for  you.  Just  play  the  boy  once 
in  a  while  yourself.     It  will  do  you  good. 

EATING  HABITS. 

I  can  hardly  do  justice  to  this  subject  with- 
out mentioning  diet.  My  diet  is  mostly  plain, 
wholesome  food,  but  T  eat  anything,   every- 
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thing,  and  at  any  time  my  appetite  calls  for  it, 
when  I  can  get  it.  Caution  here.  An  appetite, 
like  a  conscience,  may  be  seared  by  disobeying 
its  voice.  It  is  possible  to  develop  it  to  an 
abnormal  degree,  so  that  its  voice  will  not  be 
true. 

Quantities  of  cold  water,  buttermilk,  and 
apples  enter  largely  into  my  diet.  Right  now 
I  am  enjoying  the  luscious  flavor  of  a  rich, 
red,  juicy,  cold  Jonathan  apple. 

Pie,  cake,  pudding  and  candy  are  a  very 
small  part  of  my  joys,  so  I  seldom  indulge  in 
them.  Pills,  powders,  and  potions,  almost 
never!  If  all  people  regarded  these  sometimes 
necessary  agents  as  I  do,  I  should  have  to 
change  my  vocation. 

I  take  a  summer  outing  of  several  weeks' 
duration,  as  well  as  trips  to  the  cities  and  at- 
tendance upon  conventions.  I  enter  into  these 
things  with  zest  and  pleasure,  and  derive  all 
the  benefit  possible.  When  I  am  in  Rome  I  do 
as  the  Romans  do^within  reason. 

OUT  ON  THE  FARM. 

Last  Thanksgiving  time  I  visited  my  father, 
who  is  temporarily  farming  our  471  acres,  bor- 
dering Lake  Okoboji,  Iowa.  I  entered  into 
everything  at  hand,  from  rising  at  4:30  in  the 


morning,  cooking  for  com-huskers,  churning 
butter,  feeding  the  chickens  and  cattle,  assist- 
ing in  fence  repairing,  to  driving  right  out  into 
the  corn-field  and  actually  husking  com.  I 
could  not  speed  it  up  to  100  bushels  a  day,  but 
Daddy  and  I  brought  in  several  loads.  I  did 
not  shoot  the  rabbits,  but  I  fried  them  to  the 
king's  taste,  and  I  can  roast  a  fowl  almost  as 
well  as  mother  can.  Pumpkin  pie  with 
whipped  cream  is  not  beyond  me,  either.  I 
was  just  proving  to  Daddy  that  I  could  keep 
the  pace. 

Did  I  enjoy  it?  Most  assuredly.  Did  it 
lend  anything  to  my  happiness  and  good 
health?  Why,  I  stored  up  enough  of  both  to 
last  me  all  winter  through.  I  spent  three 
weeks  there,  working  hard  all  the  time,  taking 
in  all  the  fresh  air  possible  and  getting  so  gen- 
uinely tired  that  I  fell  asleep  almost  the  instant 
my  head  touched  the  pillow.  And  yet  it  was 
a  rest  for  me. 

Keep  busy  and  good-natured  and  you  can  • 
keep   happy.       Keep   happy    and   you    keep 
healthy.     Keep  healthy  and  you  live  a  long 
life. 

But  a  long  life  is  not  enough  for  me.  I  want 
four  dimensions.  I  want  to  live  my  life  long, 
and  wide,  and  high,  and  deep. 


SIMPLICITY  THE  KEY-NOTE  OF 
THESE  TWO  WINDOWS 


All  rights  reserved 

Note  the  simplicity  and  pleasing  balance  of 
the  windows  herein  treated.  Displays  of  this 
nature  are  sure  to  attract  attention  and  sell  the 
goods  to  a  far  greater  extent  than  will  the 
time-worn  pyramid  and  group  types  of  display, 
which  literally  bewilder  through  sheer  force 
of  numbers. 

Simplicity  is  the  key-note.  No  window  is 
large  enough  for  two  ideas. 

In  the  first  illustration  a  very  snappy  candy 
display  is  shown,  one  that  is  easily  constructed 
and  is  very  suitable  for  any  size  of  window. 
Care  should  be  exercised,  however,  to  avoid 
overcrowding  a  display  of  this  nature,  else  the 
general  idea  will  suffer.  But  scant  informa- 
tion is  needed  to  insure  its  easy  installation,  as 
the  cut  is  practically  self-explanatory. 

The  large  white  cardboard  square  in  the 


By  J.  W.  BLAKLEY 

center  forms  an  ample  background.  A  cir- 
cular portion  is  cut  out  on  the  left,  allowing 
the  cut-out  piece  to  form  a  ledge,  upon  which 
is  placed  an  open  traveling  bag  with  a  box  of 
the  candy  protruding  from  it.  On  the  back- 
ground is  the  wording,  "Slip  a  box  of  

in  your  grip.  'Twill  take  but  little  room  and 
make  you  doubly  welcome."  On  either  side, 
nicely  grouped,  are  arranged  a  few  boxes  of 
the  merchandise.  One  or  two  packages  should 
be  opened,  showing  the  contents. 

People  remember  this  kind  of  display  and 
mention  it  to  their  friends. 

The  second  illustration  shows  a  simple 
though  effective  display  of  shaving  requisites. 
Many  men  shave  themselves  and  others  are 
learning  to  daily.  To  swing  into  line  with  this 
movement  and  to  impress  on  the  minds  of  the 
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passers-by  that  your  store  is  prepared  to  fur- 
nish anything  in  this  line,  the  window  por- 
trayed was  designed. 

In  the  center,  as  though  in  complete  readi- 
ness for  the  shaver  to  commence  operations, 
is  a  small  stand  on  which  are  placed  the  dif- 


display  of  the  various  toilet  ;irticles  that  go  to 
make  the  operation  a  success,  such  as  powder, 
creams,  soap,  etc. 

A  few  pieces  of  advertising  matter  relating 
to  the  different  articles  on  exhibition  are  ar- 
ranged on  the  floor  of  the  window. 


IS  a  small  stana  on  wnicn  are  piacea  tne  an-     rangea  on  tne  noor  oi  me  wmaow. 

ferent  necessary  articles,  such  as  a  mirror,  a         A  large  card  above  the  display  serves  to  at- 


An  effeetln  cun!;  window . 

razor,  a  strop,  a  hone,  a  can  of  talcum  powder,  tract  the  attention  of  the  passer-by.  It  reads, 
a  bottle  of  lotion,  a  jar  of  cream,  a  package  of  "Are  You  a  Shaver?"  Another  one.  at  the 
shaving  soap,  etc. — in  fact  any  article  carried      right    reads,    "For    the   Shaver   We    Offer    a 


Catcbinff  the  mui  who  abkT 


in  stock  which  might  be  deemed  a  requisite  for 
painless  shaving. 

At  the  left  of  the  display  are  shown  a  few 
articles  each  of  razors,  hones,  strops,  shaving 
brushes,  etc.,  while  at  the  right  is  arranged  a 


Complete    Line    of    the     Most    Dependable 
Requisites !" 

A  direct,  positive  statement,  or  a  command, 
or  a  question  asked  in  a  few  words — these 
make  the  best  window  cards. 


PRIZE  QUESTIONS  AND  ANSWERS. 


The  following  queationa  are  announced  for  tbe  next  monthly  contest,  and 
invite  our  readers  to  send  in  answers  to  them ; 


I.  What  is  the  best  location  in  t 


cordially 
•t«we  for  the  cigar  counter,  aind  whT  7     Submittml 


by  Frank  B.  Manhmll,  New  York  Gty. 

2.  What  are  the  best  methods  of  diminating  waate  in  the  drug  attHre?    SnbmittMl  hy 

Samuel  Hogg,  Belfaat,  IreUuid. 

For  the  best  answer  to  each  of  diese  questions  we  shall  award  a  prize  of  $5.00.  Other 
answers,  if  printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least 
500  words  long,  and  in  our  hands  by  May  1 0. 


THE  PRIZE.WINNING  ANSWER. 

By  R,  E.  Davenpobt. 

As  I  look  back  over  the  years  and  let  the 

different  druggists,  good,  bad,  and  indifferent, 

that  I  have  worked  for  pass  in  front  of  my 

mind's  eve.  and  scan  each  one  with  a  search- 


WHAT  ARE  THE  FAULTS  OF  THE  "BOSSES"  I  HAVE  WORKED  FOR? 

Monthly  Prize  Contest — Answers  to  the  second  question  in  the  February  Balletin. 

a  waltz  to  the  accompaniment  of  a  mouth- 
organ  while  waiting  for  him  to  draw  them 
some  soda-water  from  an  old-fashioned  foun- 
tain in  the  old-fashioned  way — that  was  a  lit- 
tle too  narrow,  surely! 

The  most  charitably-inclined  man  I  ever 
worked  for  was  a  hunchback.  I  never  heard 
him  say  an  unkind  word  to  any  one.  I  sup- 
pose a  sort  of  self-consciousness  incited  him 
to  overcome  his  physical  defect,  as  far  as  pos- 
sible, by  pleasing  actions;  and  although  every 
one  who  got  to  know  him  valued  his  friend- 
ship very  highly,  yet  one  could  not  help  but 
see  that  he  was  too  "easy"  for  his  own  good. 

Shortly  after  starting  to  work  for  him — 
about  two  months  afterward,  I  think  it  was — 
he  made  me  a  present  of  the  first  watch  I  ever 
owned ;  a  gold  one,  too.    I  have  it  yet. 

SLEEP  AND  BIG  PROFITS. 

We  all  like  to  sleep  more  or  less,  but  I  think 
une  can  get  too  much  of  a  good  thing. 

One  of  my  bosses  was  a  single  man  who 
slept  in  a  room  off  of  the  store.  I  opened  up 
in  the  morning,  and  every  day  at  11.30,  when 
it  was  time  for  me  to  go  to  dinner,  I  had  to 
wake  this  man  up.  Almost  invariably  he 
would  complain  about  not  getting  enough 
sleep. 

Many  times  I  found  myself  wondering  if  he 
would  ever  leave  his  bed  if  he  was  not  com- 
pelled to. 

Did  you  ever  work  for  a  man  who  was  not 
a  druggist,  who  did  not  have  even  a  common 


ing  gaze,  I  am  impressed  by  one  thing — nearly 
all  were  conscientious. 

My  first  boss  was  a  strict  churchman.  Not 
a  very  good  druggist,  but  a  good  man — one 
whose  chief  thought  was  to  teach  his  clerks 
sound  lessons  in  morality.  That  part  of  it  was 
all  right;  but  when  it  came  to  o^ending  good 
customers  because  they  took  a  few  turns  at 
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school  education,  and  who,  on  top  of  all  the 
rest,  was  not  overly  bright  ? 

Well,  I  have  enjoyed  that  distinction. 

This  man's  father  had  bought  a  "droog- 
store"  and  put  Young  Hopeful  in  it,  dream- 
ing, doubtless,  of  the  enormous  profits  to  be 
made  in  the  drug  business. 

When  the  boy  wrote  to  me  asking  me  to 
work  for  him,  his  letter,  instead  of  beginning 
with  "Dear  Sir,"  or  something  like  that, 
started  "Gents."  He  said,  among  other 
things,  that  he  needed  a  good  registered  hired 
man,  one  with  "pus"  in  him. 

I  took  this  to  mean  "push,"  so  I  took  the 
job. 

This  man  always  claimed  that  the  reason 
the  State  Board  would  not  allow  him  to  take 
the  examination  was  because  "they  had  it  in 
for  him."    Not  an  uncommon  wail,  I  am  told. 

A  VAIN  PROPRIETOR. 

It  is  sometimes  amusing  to  work  for  a  man 
who  has  an  over  supply  of  vanity.  I  have  such 
a  one  in  mind — sl  boss  of  mine. 

This  man  enjoyed  being  called  "doctor." 
One  day  a  lady  came  in  and  began  to  com- 
plain about  some  purchase  that  was  not  satis- 
factory. I  called  the  proprietor,  addressing 
him  by  his  favorite  title.  The  lady  looked  him 
all  over  and  then  said:  "Well,  if  the  'doctor' 
would  pay  more  attention  to  his  drug  store 
and  less  to  what  little  practice  he  may  happen 
to  have  perhaps  his  customers  would  be  better 
satisfied !" 

After  that  he  lost  all  interest  in  the  word 
"doctor." 

This  man  used  to  enjoy  horseback  riding. 
Some  joker  told  him  that  the  proper  way  to 
ride  was  the  English  fashion,  by  rising  in  the 
stirrups.  He  was  somewhat  of  a  spindle- 
shanks,  weighing  about  125  pounds ;  and  when 
he  started  away  from  the  store  dressed  in 
tight  riding-breeches,  high  boots,  and  short 
coat,  with  his '  eyeglasses  clamped  to  his  nose, 
and  his  rising-in-the-saddle  motion,  I  would 
put  my  hand  over  my  mouth  and  think  of 
Washington  Irving's  description  of  Ichabod 
Crane. 

After  setting  forth  the  oddities  of  some  of 
the  men  I  have  worked  for,  as  I  have  done  in 
the  preceding  lines,  one  searches  the  retrospect 
for  a  common  fault  of  the  man  who  uses  the 
pestle. 

I  am  satisfied  that  the  great  trouble  with 


the  majority  of  the  druggists  is  that  they  are 
too  wrapped  up  in  their  work.  They  do  not 
get  enough  perspective.  Pharmacy  is  interest- 
ing I  know.  There  is  something  fascinating 
about  it;  and  the  men  who  practice  it  seem  to 
be  uneasy  if  they  get  away  from  it  for  more 
than  an  hour  or  two.  But  if  they  would  take 
a  little  exercise — play  a  game  of  baseball  occa- 
sionally, or  dig  a  little  in  their  gardens — ^they 
would  be  healthier,  broader  men,  and  their  lit- 
tle peculiarities  might  not  stick  out  so  promi- 
nently. 

Taken  up  one  side  and  down  the  other,  how- 
ever, bosses  are  a  good  sort.  With  all  their 
faults,  I  love  them  still. 


THE  FAULTS  OP  FOUR 
By  John  Bernabd  Badbr. 

The  faults  of  the  "bosses"  I  have  worked 
for  have  been  many,  although  I  never  stopped 
before  to  think  them  over  and  bunch  them  up. 

My  first  boss  had  the  not  altogether  com- 
mendable habit  of  buying  everything  in  sight. 
He  was  long  on  quantities.  The  result  can  well 
be  imagined.  We  were  swamped  with  unsal- 
able goods. 

I  can  recall  one  case  very  distinctly.  A  thin, 
emaciated  salesman  brought  in  a  large  grip 
one  day,  and  set  it  on  a  counter.  He  was  in- 
formed before  he  opened  it,  before  we  knew 
what  he  had  in  it,  even,  that  we  didn't  need 
anything.  Nevertheless  the  salesman  un- 
fastened the  straps,  split  the  young  trunk  in 
two  in  the  middle,  and  got  busy.  Result,  in 
less  than  three-quarters  of  an  hour  a  $300 
order  for  junk — ^literally  junk ! 

THE  CLERK  AT  A  DISADVANTAGE. 

And  what  could  a  poor  boy  do  ?  I  tried  my 
best  to  "push"  everything  that  we  ought  to 
get  rid  of,  but  the  boss's  buying  activity  kept 
me  hopeless.  We  had  no  chance,  either.  The 
town  was  bad,  location  bad,  business  bad. 

I  remember,  on  one  occasion,  a  disgusted 
customer  brought  back  a  jar  of  facial  cream 
which  had  dried  up  and  lost  its  odor.  She  was 
highly  indignant,  and  it  was  some  time  before 
I  could  rectify  matters. 

Customers  rarely  returned,  after  treatment 
of  this  kind.    And  who  could  blame  them  ? 

Another  boss  permitted  loafing;  in  fact,  he 
encouraged  it.  He  liked  to  hear  himself  talk, 
and  seemed  never  quite  so  happy  as  when  ob- 
scured  in   tobacco   smoke,   joshing  with  the 
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"bunch."  Our  store  became  headquarters  for 
all  the  wind-bags  in  town. 

Imagine  a  lady  breaking  through  a  cordon 
like  that  I 

A  boss  who  permits  this  sort  of  thing  makes 
it  pretty  hard  for  a  conscientious  clerk. 

LACK  OF  COORDINATION. 

In  another  place,  the  boss  I  worked  for  had 
no  system  of  clerk  management.  There  were 
three  clerks  in  his  employment,  and  very  often 
the  odd  jobs  that  should  have  fallen  to  the  lot 
of  the  apprentice  were  left  to  the  senior  clerk. 
This  state-  of  affairs  led  to  ill-feeling  and  lack 
of  harmony  among  the  clerks.  Moreover,  if  a 
clerk  asked  for  a  few  minutes  or  an  hour  off 
to  attend  to  some  personal  business  matters, 
this  boss  always  had  a  curt  answer  of  disap- 


proval which  made  him  unpopular  with  his 
subordinates.  There  wasn't  a  man  on  the  job, 
or  a  boy  either,  who  liked  him.  As  a  con- 
sequence he  didn't  get  good  service. 

Still  another  boss,  unlike  the  first  one  I  have 
mentioned,  had  the  habit  of  short  buying.  We 
never  had  enough  stock  on  hand  to  meet  the 
ordinary  demands  of  trade.  We  were  always 
running  about  among  competitors,  borrowing. 
This  policy  was  due  to  a  general  narrowness. 
The  man  was  close,  short-sighted,  overcareful. 

Taken  altogether,  my  employers  have  been 
good  men,  though.  They  were  human,  of 
course,  and  as  a  consequence  have  bad  their 
faults. 

But  I  have  no  serious  complaint  to  make. 
I  have  not,  at  all  times,  been  quite  perfect  my- 
self! 


DO  SPECIAL  SALES  PAY?    HOW  CAN  I  BEST  CATCH  THE  BARGAIN 
HUNTERS? 

Monthly  Prize  Contest— Answers  to  the  first  question  in  the  February  Bulletin. 

THE  PRIZE-WINNING  ANSWER  heard-of  sale,  which  we  are  going  to  run  be- 

By  Clifford  H.  Rudes,  Utica,  N.  Y.  ginning  next  week  and  continuing  as  long  as 

Special  sales  pay. 

There  is  no  doubt  about  it. 

We  make  a  specialty  of  special  sales.  More 
than  that,  we  watch  results  closely. 

True,  once  in  a  great  while  a  sale  proves  an 
absolute  failure.  But  most  of  our  sales  fall 
into  the  other  class.  They  are  triumphs  in 
every  way. 

Can  any  one  imagine  what  a  peculiar  insti- 
tution a  big  department  store  would  be  with- 
out a  special  sale?  What  is  good  for  a  de- 
partment store  cannot  fail  to  prove  beneficial 
to  a  smaller  store  handling  the  same  class  of 
goods.  A  department  store  does  not  hold 
sales  for  the  purpose  of  benefiting  the  public. 
Neither  does  a  drug  store.  Both  stores  hold 
sales  for  the  purpose  of  selling  other  goods 
than  those  labeled  "Special." 

A  SPECIAL  RAZOR  SALE. 

At  certain  intervals  during  the  year  we  put 
on  a  '  Razor  Sale.  We  buy  a  quantity  of 
good  razors  of  well-known  standard  makes, 
which  ordinarily  retail  at  from  $3.00  to  $2.50. 
We  mark  these  all  down  to  97  cents,  which 
price  leaves  a  small  margin  of  profit,  at  that ! 
We  run  a  good  sized  ad.  in  each  of  our  three 
daily  papers,  telling  about  our  never-before- 


the  razors  last.    The  sales  price  97  cents  is  set 
in  heavy  type. 

The  results  are  extremely  gratifying.  Sales 
are  made  over  a  radius  of  50  miles,  customers 
coming  in  and  often  buying  two  or  three 
razors.    I  once  sold  a  man  seven  at  one  time. 
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About  every  other  customer  goes  out  with 
a  razor  strop,  or  a  shaving  mug,  or  a  cake  of 
soap,  or  something  of  that  nature.  Our  sale 
of  accessories  at  such  times  is  heavy. 

MAIL  ORDERS  FILLED. 

Foreigners  like  to  buy  razors,  and  they  come 
in  btmches,  and  buy  the  goods  in  bunches!  We 
sell  many  through  mail  orders  also.  One  man 
down  in  Kentucky  sent  us  a  mail  order  for 
six. 

This  is  but  one  of  the  many  examples  I 
might  cite.  We  have  had  equal  success  with 
candy  sales,  cigar  sales,  and  others.  We  run 
all  the  sales  we  can. 

Now  the  great  advantage  of  these  sales  is 
that  they  bring  people  into  your  store.  If  you 
can't  sell  these  people  something  else  before 
they  get  out  of  your  store,  you  have,  to  say 
the  least,  lost  an  opportunity. 

In  addition  to  bringing  people  into  your 
store,  special  sales  advertise  you ;  they  get  your 
place  talked  about ;  they  tend  to  create  the  im- 
pression that  you  are  the  leader  in  your  town. 


SPECIAL  SALES  STIMULATE  TRADE. 
By  M.  F.  Cabroll,  Tboy,  N.  Y. 

There  are  two  good  reasons  why  special 
sales  should  be  held.  One  is  that  they  stimu- 
late trade.  The  other  is  that  they  afford  an 
outlet  for  slow-moving  or  unsalable  goods. 

"A  penny  saved  is  a  penny  earned"  is  the 
axiom  of  the  bargain  hunter;  and  once  you 
have  convinced  enough  bargain-hunters  that 
money  can  be  saved  through  your  special  sales, 
you  not  only  have  gained  some  new  customers 
but  have  done,  at  the  same  time,  some  very 
good  advertising.  If  the  bargain-hunters  are 
satisfied  with  the  articles  purchased  from  your 
store  during  the  sale,  they  will  pass  the  good 
word  along  to  their  friends. 

Advertising  of  this  nature  is  valuable  to  any 
store. 

In  any  line  of  retail  trade  the  dealer  finds 
that  slow  sellers  are  gradually  accumulating  on 
his  hands.  Such  a  condition  is  not  always 
brought  about  by  poor  judgment  in  buying, 
but  very  frequently  by  circumstances  over 
which  the  dealer  has  no  control. 


A  HOT-WATER  BOTTLE  SALE. 

An  example.  A  druggist  of  my  acquaint- 
ance bought  a  quantity  lot  of  low-priced  hot- 
water  bottles.  When  he  made  the  purchase 
he  had  in  mind  the  retailing  of  these  bottles  at 
49  cents  each,  without  giving  a  guarantee. 

The  bottles  didn't  go;  they  wouldn't  sell. 
After  carrying  them  six  months  the  druggist 
decided  to  mark  them  up  to  79  cents  on  a 
special  sale,  and  give  a  guarantee  with  each 
bottle. 

The  sale  was  a  big  success. 

I  am  a  firm  believer  in  a  mixed  sale ;  that  is, 
the  placing  of  a  variety  of  articles  on  the  list 
to  be  featured  at  a  special  sale.  These  goods 
should  be  selected  with  some  care,  and  the  list 
ought  to  include  some  extensively  advertised 
article,  the  regular  price  of  which  is  well 
known. 

Groods  of  this  nature  may  be  bought  in 
quantity  lots,  cash  discounts  and  free  goods 
being  thus  secured. 

COMBINATION  SALES. 

Special  combinations  of  goods  ought  to  be 
arranged,  also. 

By  this  I  mean  the  combining  of  two  articles 
as,  say,  a  hair  brush  with  a  comb  free ;  a  wash- 
cloth free  with  a  cake  of  soap;  a  tooth-brush 
free  with  a  package  of  dentifrice,  and  so  on. 

The  Peroxide  Special  is  also  a  good  number. 
It  is  made  up  of  a  potmd  bottle  of  hydrogen 
peroxide,  a  cake  of  peroxide  soap,  and  a  jar  of 
peroxide  cream.  Combinations  similar  to 
these  are  excellent  drawing  cards. 

I  believe,  too,  in  featuring  one's  own  goods. 
There  is  probably  no  other  method  outside  of 
judicious  sampling  that  will  so  quickly  bring 
your  own-make  goods  into  general  demand. 
The  profit  on  your  individual  line  is  good,  and 
some  dealers  find  it  advantageous,  on  occasion, 
to  offer  one  package  free  with  every  package 
bought.  That  is,  if  a  customer  buys  a  package 
of  special  laxative  or  kidney  pills,  or  cold 
cream,  to  give  them  another  package  without 
charge;  two  for  one,  virtually. 

If  the  sale  is  held  on  Saturday — ^and  Satur- 
day is  the  best  day — ^the  offer  of  a  line  of  40- 
cent  candy  at  89  cents  is  a  very  good  drawing 
card. 


The  subjects  for  discussion  in  this  department  next  month  are  particularly  interesting.  The 
first:  •'  What  is  the  Most  SaHsfactory  Method  of  Fixing  Prices  in  Prescription  Work?  '* 
The  second:   **  What  is  the  Best  Method  of  Systematizing  the  Stock  in  a  Drug  Store  f 


"MY  BEST  PAYING 

SIDE-LINE  "—Photographic  Supplies 

»*  pm«  By  FREDERICK  C.  CURRY,  Phm.B. 

do,  leave  him  with  the  idea  that  a  cheaper  cam- 
era would  not  take  that  subject  at  all. 


Having  passed  through  all  the  stages  of 
amateur  photography  from  the  early,  or  box 
camera,  stage  to  the  later,  or  enlarging,  stage 
before  handling  any  line  of  cameras  at  all,  I 
find  my  own  experiences  of  great  value  in  try- 
ing to  sell  an  amateur,  especially  where  the 
latter  is  uncertain  just  what  he  ne^s. 

Like  every  other  line,  it  is  necessary  to  know 


p.  C.  Canr.  PhnLB. 

how  the  goods  are  used  in  order  to  talk  intelli- 
gently of  them. 

When  you  show  a  customer  several  cameras 
differing  in  value  but  all  taking  the  same  size 
picture,  he  naturally  wonders  why  the  differ- 
ence in  cost.  Too  often  the  answer  is  given, 
"Oh,  it's  the  lens!" 

Beyond  that  the  average  salesman  cannot 
go.  When  an  advanced  stage  amateur  enters 
and  asks  about  some  special  lens  equipment, 
such  as  an  "Anastigmat  lens,"  and  finds  the 
clerk  does  not  know  anything  except  what  the 
catalog  says  of  each  model,  he  is  very  apt  to 
order  his  lens  or  shutter  direct.  Thus  the  sale 
is  lost. 

Almost  as  bad  is  the  tendency  to  talk  above 
the  customer's  head,  and  while  detailing  the 
wonderful  work  a  rapid  rectilinear  lens  will 


THE  DIFFERENT   KINDS  OF  LENSES. 

Thus  a  word  or  two  about  the  work  the  dif- 
ferent classes  of  lenses  will  do  may  help  out 
a  little. 

We'll  begin  with  the  cheapest  cameras,  those 
of  the  box  type.  In  these  the  lens  is  a  "simple 
meniscus" — that  is,  a  lens  which  in  cross-sec- 
tion is  crescent-shaped.  They  are  all  short 
focus  lenses,  which  has  the  advantage  that 
near  and  distant  objects  focus  at  the  same 
point.  Hence  their  common  name  of  "fixed 
focus  cameras." 

It  can  be  readily  understood  that  while  some 
parts  of  the  picture  are  in  exact  focus  the 
remainder  is  only  approximately  so,  and 
although  such  cameras  give  very  good  results 
in  the  smaller  sizes,  imless  the  lens  is  unusually 
well  ground,  they  are  unsatisfactory  in  the 
larger  sizes,  as  one  generally  has  to  "stop 
down"  considerably  to  cover  the  whole  plate 
sliarply. 

The  lenses  may  or  may  not  be  "achro- 
matic;" that  is,  corrected  so  that  different 
colors  focus  at  the  same  point.  This  is  ac- 
complished by  making  the  lens  of  two  pieces 
of  glass,  one  being  crown  and  the  other  flint. 
As  these  glasses  have  different  "refractive 
indices,"  they  correct  each  other. 

Next  in  popularity  are  the  cheap  folding 
cameras,  some  of  which  are  of  the  fixed-focus, 
and  others  of  the  focusing  type..  For  any- 
thing over  the  2i^x4J4  size  it  is  customary, 
for  the  reasons  mentioned  above,  to  have  the 
cameras  focus. 

The  next  type  of  camera  is  that  having  the 
"rapid  rectilinear"  lens.  If  one  examines  a 
photograph  of  a  building  which  has  been  taken 
with  a  simple  meniscus  lens,  he  will  find  that 
lines  near  the  edges  of  the  negative  which 
should  be  straight  are  more  or  less  curved. 
This  distortion  is  corrected  by  the  use  of 
double  sets  of  lenses,  spaced  a  little  distance 
apart.  From  the  fact  that  this  lens  gives 
straight  lines  it  is  known  as  a  "rectilinear;" 
and  as  shorter  exposures  may  be  given  with 
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it,  it  also  gains  the  name  "rapid."  It  is  the 
lens  most  suitable  for  all-round  amateur  work. 
Because  of  its  depth  of  focus  it  gives  a  more 
pleasing  perspective,  an  important  factor  in 
landscape  work;  and  since  the  cameras  with 
this  equipment  have,  usually,  a  good  length  of 
bellows,  it  can  be  worked  very  near  the  sub- 
ject. It  is  very  convenient  for  portraits  or 
copying.  Moreover,  if  one  wishes  to  enlarge, 
he  can  use  his  camera  for  this  purpose  and 
have  the  best  attainable  lens. 

ADVANTAGES  APPEAL  TO   BUYER. 

These  advantages,  while  not  apparent  to  the 
man  buying  his  first  camera,  wiU  very  readily 
sell  a  good  instrument  to  the  man  who  has 
tired  of  his  cheaper  equipment. 

Cameras  of  the  rapid  rectilinear  type  have, 
as  a  rule,  shutters  working  as  fast  as  1/lOOth 
second.  This  is  about  as  fast  as  a  lens  of  this 
type  will  work,  as  they  cannot  be  used  with  a 
larger  diaphragm  than  U.  S.  4,  or,  in  the  con- 
tinental system  of  marking,  f/8.  This  means 
that  the  diaphragm,  or  opening  through 
which  the  light  passes  to  the  film,  is  one- 
eighth  the  distance  between  lens  and  sensitized 
film,  or,  in  other  words,  is  one-eighth  the 
"focal  length." 

For  speed  work,  then,  a  higher  class  of  lens 
is  necessary,  and  one  finds  this  in  the  "anastig- 
matic"  type.  This  lens  is  corrected  so  that  it 
can  be  used  with  a  much  larger  diaphragm  and 
still  cover  the  film  to  the  extreme  edges;  and 
since  the  amount  of  light  admitted  in  a  given 
time  varies  with  the  square  of  the  opening,  it 
will  be  seen  that  a  negative  which  with  an  or- 
dinary lens  would  be  underexposed,  would  with 
the  same  opening  and  light  receive  a  full  ex- 
posure. Or,  using  a  larger  opening,  one  could 
cut  down  the  time  of  exposure.  Thus  an 
anastigmat  lens  working  at  f/6.63  would  ad- 
mit 60  per  cent  more  light  for  the  same  expos- 
ure than  a  rectilinear  lens  at  f/8. 

Lenses  of  this  type  are  usually  set  in  a  com- 
pound shutter  which  gives  speeds  as  fast  as 
1/300  second.  For  still  faster  speeds  one 
would  use  a  focal  plane  shutter.  These  work 
directly  in  front  of  the  face  of  the  film  and 
consist  of  a  roller  blind,  having  an  adjustable 


opening  in  it;  and  on  the  width  of  this  open- 
ing depends  the  length  of  exposure.  In  other 
t)rpes — ^which,  however,  are  not  as  reliable — 
the  speed  is  controlled  by  the  tension  of  a* 
spring,  and  the  opening  of  the  blind  is  un- 
changed. 

So  much  for  the  lenses.  The  amateur  usu- 
ally has  a  good  idea  what  he  wants  in  the 
shape  of  camera  and  what  extent  of  fixings  he 
wants  on  it — ^such  as  rising  and  sliding  fronts, 
rack  and  pinion  focusing,  or  automatic 
catches.  Any  special  advantages  one  camera 
possesses  over  another  in  these  respects  should 
be  carefully  pointed  out  by  the  clerk.  Some 
trivial  little  point  may  decide  your  customer  in 
favor  of  a  certain  size  or  type. 

FILMS  AND  DEVELOPING. 

Regarding  films,  paper  and  supplies  there  is 
only  one  rule,  "Keep  all  sizes  and  surfaces 
always  in  stock."  No  artist  will  place  a  print 
on  glossy  paper  on  the  same  page  of  an  album 
with  one  in  matt.  Consequently,  when  your 
customer  wants  a  specified  surface,  have  it  for 
him.  If  he  is  buying  a  camera,  and  wants  any 
special  equipment,  he  will  generally  wait  until 
it  can  be  procured;  but  he  will  expect  you  to 
have  exactly  what  he  wants  in  paper. 

Regarding  the  development  and  finishing  of 
the  picture,  it  is  best  not  to  undertake  this  at 
all  unless  you  can  guarantee  that  it  will  be  done 
by  competent  persons.  You  cannot  tell  every 
customer,  as  you  hand  him  back  a  bundle  of 
poor  films  and  poorer  prints,  that  the  films 
were  hopelessly  undertimed.  When  he  has 
kept  the  films  a  few  days  and  the  hypo  left 
unwashed  from  them  has  begun  to  crystallize 
out,  you  may  be  sure  that  that  is  the  last  work 
of  his  you  will  ever  get.  Sometimes  you  find 
that  your  so-called  amateur  is  a  man  who  has 
spent  years  at  the  game.  To  tell  such  a  per- 
son that  he  does  not  give  the  proper  exposure 
is  like  lighting  the  stove  with  kerosene  and 
getting  gasoline  by  mistake! 

There  is  no  side-line  that  quite  so  properly 
belongs  to  the  druggist  as  the  camera  line. 
Trained  in  the  mysteries  of  physics  and  chem- 
istry, he  has  a  good  grounding  in  the  subject 
already. 


This  series  of  artides  an  *'My  Best  Paying  Side-line'^  will  be  continued. 
The  next  paper  will  discuss  the  subject  of  sporting  goods. 


SELLING 
WALL-PAPER 


By  FRANK  SHANE 

udeol  of  Ibc  loH 


In  starting  the  wall-paper  business,  one 
should  be  careful  not  to  buy  too  much  stock 
until  he  learns  the  needs  of  his  community. 

Always  carry  a  good  assortment  of  paper 
that  retails  at  ten  and  fifteen  cents  a  double 
roll.  The  better  grades  may  be  purchased  in 
less  than  bundle  lots. 

What  one  should  invest  in  a  wall-paper 
stock  it  would  be  hard  to  state,  for  there  are 
so  many  local  matters  to  be  taken  into  consid- 
eration, such  as  lines  carried  by  competitors, 
paperhanger's  sample  books,  mail-order  com- 
petition, and  so  on. 

It  has  been  found  a  very  satisfactory  plan 
to  buy  the  better  grade  of  papers — that  is, 
those  which  retail  for  twenty-five  cents  a 
double  roll  and  over — in  two-room  lots.  This 
calls  for  a  purchase  of  eleven  double  rolls  of 
sidewall;  seven  of  ceiling;  and  three  of  border, 
if  it  is  a  one-band,  or  two  if  it  is  a  two-band 
border.    This  will  paper  two  average  rooms. 

AVOIDING  REMNANTS. 

Remnants  can  be  avoided  by  keeping  close 
tab  on  the  stock  and  reordering  as  it  gets  low 
or  out  of  proportion.  Stock  should  be  gone 
over  every  few  days  during  the  busy  season, 
and  a  reorder  made  of  enough  rolls  to  bring 
it  back  to  the  original  amount. 

Toward  the  close  of  the  season  it  is  a  good 
plan  to  order  enough  of  each  pattern  so  that 
when  the  new  goods  are  added  to  what  is  al- 
ready on  hand  you  will  have  enough  to  furnish 
only  one  fair-sized  room.  When  this  is  sold, 
you  have  cleaned  up  the  pattern  with  a  mini- 
mum loss. 

We  do  not  advise  this  plan  with  the  cheaper 
lines  of  paper,  but  our  experience  has  proven 
it  to  work  very  satisfactorily  with  the  better 
grades,  for  we  are  able  to  show  over  twice  as 
many  patterns  for  the  same  investment  in 
money  and  space.  The  more  patterns  you  can 
show  your  customer,  the  better  your  chances 
for  making  a  sale. 

When  we  first  adopted  the  two-room  system 
for  the  better  patterns,  we  found  some  jobbers 


unwilling  to  break  bundles  and  furnish  paper 
in  less  than  bundle  lots  at  the  regular  price. 
We  were  soon  able,  however,  to  get  in  touch 
with  equally  good  houses  who  were  willing  to 
make  this  concession. 

It  has  been  said  that  the  two-room  plan  of 
buying  tends  to  increase  one's  stock  of  rem- 
nants. This  is  true  imless  close  attention  is 
paid  to  the  reorders.  But  the  same  statement 
would  apply  to  purchases  in  any  quantity. 

One  of  our  most  successful  methods  of  ad- 
vertising has  been  to  have  the  mills  cut  samples 
of  a  number  of  patterns  about  the  size  to  fit 


in  a  number  ten  envelope.  We  took  these  to  a 
local  printer,  had  him  print  the  prices  on  the 
back  of  each  sample  and  bind  them  together 
at  one  end  with  a  stapling  machine.  They 
were  then  sent  out  to  the  country  trade  by  mail, 
and  also  distributed  through  the  town.  This 
plan,  although  expensive,  has  been  very  suc- 
cessful and  repaid  us  many  times  over  in  in- 
creased business.  Any  advertising  plan  must 
be  measured  by  results,  not  cost. 

HANDBILLS  FROM  OLD  SAMPLE  BOOKS. 

Old  sample  books  can  be  used  to  advantage 
by  having  the  samples  cut  to  about  the  size  of 
an  ordinary  handbill,  and  then  having  your 
advertisement   printed    on   the   back.     These 
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dodgers  should  be  thrown  in  buggies,  wagons, 
and  automobiles,  and  also  placed  in  houses. 

Newspaper  advertising  is  always  good,  but 
must  be  followed  persistently.  Copy  should 
be  changed  each  issue,  if  a  weekly;  never  let 
the  same  copy  run  on,  week  after  week.  If 
you  are  going  to  do  that,  better  pay  the  printer 
and  have  him  leave  your  ad.  out.  It  will  do 
you  more  good. 

Some  stormy  afternoon  before  the  season 
opens,  make  a  list  of  those  who  are  going  to 
use  some  of  the  better  paper,  or  who  will  be 
likely  to  use  it.  Take  your  sample  books  of 
good  patterns,  and  call  on  them  at  their  homes. 

If  you  will  try  this,  you  will  get  many  an 
order  that  otherwise  might  go  to  the  mail- 
order house  or  the  paperhanger  with  the 
sample  book. 


Don't  keep  it  a  secret  that  you  are  in  the 
wall-paper  business.    Remember  that — 

He  who  whispers  down  a  well 
About  the  goods  he  has  to  sell, 
Won't  rake  in  the  golden  dollars, 

Like  he  who 
Climbs  a  tree  and  hollers. 

I  once  met  a  druggist  who  had  an  unusually 
large  paint  and  paint  sundry  business.  On  in- 
quiry as  to  the  cause,  he  said  that  after  every 
purchase  of  wall-paper  he  called  his  customer's 
attention  to  the  paint  and  paint  sundry  line. 

Try  it. 

Try  this  plan  on  all  the  lines  you  handle. 
You  won't  have  time,  then,  to  cuss  the  medi- 
cine vender,  the  wall-paper  peddler,  the  depart- 
ment store,  or  the  dispensing  doctor. 

You'll  be  too  busy. 


THE  NEW  LEASE 


Condnocd  from  Date  109 


of   the    March  Balletin 


Mfe 
Ballc 


By  ARTHUR  L.  BUZZELL 


II. 

Banker  Bradley  paced  back  and  forth  within 
the  confines  of  his  narrow  box  of  a  private 
office.  Mr.  Hemmenway,  with  little  beads  of 
perspiration  clustered  on  his  brow,  waited  with 
what  patience  he  could. 

"I  really  don't  know,  Mr.  Hemmenway," 
the  banker  murmured,  seemingly  half  to  him- 
self. 

'*Well,  of  course ,"  began  Mr.  Hem- 
menway, reaching  for  his  hat. 

"You  say  young  Collins  made  you  a  propo- 
sition and  that  you  turned  it  down,"  inter- 
rupted the  banker.     'Why  did  you  do  that?" 

"Well,  I  can't  very  well  answer  without 
going  into  private  matters  concerning  my — ^my 
daughter." 

The  banker  smiled. 

"Been  keeping  company  with  your  daughter, 
eh?" 

"Well,  yes.  There's  no  reason  why  you 
shouldn't  know." 

"Frank  Collins  is  a  bright  young  man.  I 
congratulate  you." 

Tes,  I  have  no  objection.  I  told  them  so." 
Was  Frank  actuated  by  a  desire  to  help 
you,  or  does  he  really  want  to  learn  the  drug 
business  ?" 
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"He  wants  to  learn  the  business.  I  told 
them — ^they  were  both  there  in  the  store — I 
told  them  to  wait.  I  advised  Mr.  Collins  to 
begin  by  taking  a  full  course  at  a  college  of 
pharmacy." 

"Why  not  let  him  have  the  half  interest, 
then?" 

Mr.  Hemmenway  arose  and  put  on  his  hat. 

"Would  you  do  a  thing  like  that,  Nate 
Bradley?"  he  demanded.  "No,  you  wouldn't; 
and  neither  shall  1 1  I  didn't  come  here  to  be 
either  quizzed  or  instructed.  I  asked  for  a 
loan  of  $500.  If  you  can't  let  me  have  it,  I'll 
get  out" 

Mr.  Bradley  smiled  indulgently.  A  turning 
of  the  steel  being  a  part  of  his  creed,  he  had 
no  intention  of  permitting  the  old  man  to  de- 
part at  this  jtmcture.  There  were  sundry 
moral  principles  to  be  inculcated. 

"Don't  fly  off  the  handle  that  way,"  he  said. 
"Sit  down.    Let  me  talk  a  little." 

Mr.  Hemmenway  obeyed.  The  banker  sat 
down,  also,  and  rested  his  elbows  on  the  little 
table  between  them. 

"To  begin  at  the  beginning,"  he  continued, 
"I  want  to  say  that  I  know  your  situation  quite 
thoroughly,  for  it  is  the  business  of  institu- 
tions such  as  ours  to  know  the  financial  condi- 
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tion  of  every  commercial  enterprise  within  its 
radius.  You,  Mr.  Hemmenway,  are  prac- 
tically insolvent.  Now,  wait  a  minute!  You 
are  insolvent,  I  say.  Invoiced  at  original  pur- 
chase-price, your  stock  and  fixtures  would 
probably  foot  a  total  of  $5000,  but  when  it 
comes  right  down  to  actual  present-day  value, 
you  couldn't  realize  a  cent  over  $2500.  And 
that's  about  what  you  owe. 

"But  that  isn't  the  worst  phase  of  the  situa- 
tion. What  is  far  more  serious  is  the  fact  that 
you  haven't  any  business.  Little  by  little  it  Has 
been  won  away  from  you  by  the  more  ag- 
gressive policies  of  your  competitors.  Your 
location  is  bad;  you're  in  the  middle  of  a 
block.  Years  ago  location  was  not  the  im- 
portant matter  it  is  now,  the  reason  being  that 
a  drug  store  was  almost  exclusively  a  drug 
store,  which  it  isn't  any  more.  Your  windows 
are  bad.    Your  fixtures  are  bad.    Your  busi- 
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ness  methods  have  been  worse.  In  fact  the 
only  thing  that  isn't  bad  in  the  entire  layout  is 
your  reputation.  Wait  a  minute;  I'm  not 
through  yet!" 

Mr.  Hemmenway  had  arisen,  his  face 
purple  with  anger. 

"Nate,"  he  said,  "I'd  stick  my  fist  right  up 
against  the  side  of  that  sanctimonious  nose  of 
yours  for  a  good  deal  less  than  it  takes  to  buy 
a  reserved  seat  at  a  moving-picture  show — I 
would,  so  help  me  Lucifer,  if  it  wasn't  for  one 
thing!  And  that  is  that  every  infernal  word 
you've  said  is  true !" 

Banker  Bradley  swelled  up  like  a  pestilence 
toad,  and  walked  over  to  where  a  little  mirror 
hung,  that  he  might  glimpse  again  all  the 
saints  rolled  into  one. 

"I  am  very  sorry,  Nate,  that  I  have  taken 
so  much  of  your  valuable  time,"  said  Mr. 
Hemmenway,  presently.  "I  won't  bother  you 
any  more.  But  let  me  tell  you  something!  I 
am  a  little  along  in  years  and  from  your  nar- 
row point  of  view  I  haven't  made  good.  Yes- 
terday I  decided  to  go  into  bankruptcy,  but 
I've  changed  my  mind.  I'm  going  to  pull  out. 
I'm  not  going  to  leave  a  heritage  of  failure  to 
the  young  folks:  there's  two  of  'em  now!  I've 
taken  a  new  lease  on  life,  as  the  saying  is,  and 
I  need  a  little  money,  that's  all.  I  thought, 
possibly " 

"An  idea  occurs  to  me,"  again  interrupted 
the  banker.  "Will  young  Collins  sign  a  note 
with  you?" 

"You   go — study  your   Sunday-school  les- 
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son!"  retorted  Mr.  Hemmenway,  warmly. 
And  he  went  out,  slamming  the  door  behind 
him. 

The  old  man's  fighting  blood  was  up.  He 
went  straight  to  the  First  National,  and  in 
twenty  minutes  was  closeted  with  its  president, 
Hollis  P.  Hammer,  whose  reputation  for 
clamminess  was  State-wide. 

Mr.  Hemmenway  portrayed  his  situation 
with  frank  bluntness,  and  then  came  out  flat- 
footed  with  a  request  for  a  loan. 

President  Hammer's  eyes  never  left  the  old 
man  during  the  recital,  although  their  vision 
was  not  continuously  focused  on  the  face. 
Every  detail  was  taken  in,  from  the  polished 
crown  to  the  indifferent  shoes,  and  the  scrutiny 
was  so  shameless  and  apparent  that  a  younger 
man  than  Mr.  Hemmenway  might  have  been 
not  only  embarrassed,  but  altogether  discon- 
certed. The  banker's  mouth  was  open,  and  he 
seemed  somewhat  bored. 

"Did  it  ever  occur  to  you,"  he  inquired, 
"that  you  are  surrounded?" 
What  do  you  mean  ?" 
You  are  tucked  away  in  a  pocket.  Within 
two  blocks  of  you  there  are  three  other  drug 
stores.  To  get  to  your  place  a  patron  has  got 
to  pass  one  of  the  others." 

"Yes,  but " 

President  Hammer  had  reached  for  a  tele- 
phone and  was  now  talking  into  it. 

"Main  6-8-4-1,"  he  called. 

A  moment's  silence  followed,  and  then  he 
continued: 

"Aaron  Foster?  Well,  this  is  Hammer. 
What  have  you  done  about  the  corner  room 
in  that  new  block  in  Foster's  Subdivision? 
Nothing,  eh?  Well,  don't  do  anything  until 
you  hear  from  me  again.    Thank  you." 

He  hung  up  the  receiver  and  set  the  tele- 
phone back  in  place;  then  he  turned  to  the 
little  druggist,  who  had  failed  to  grasp  the 
significance  of  this  seemingly  irrelevant  move. 

"As  an  institution,  Mr.  Hemmenway,  we 
can't  do  anything  for  you,"  he  began.  "But 
that  doesn't  hinder  me  from  doing  what  I  see 
fit  on  my  own  responsibility;  individually,  you 
understand.  Now,  what  I  propose  is  this: 
pack  up  and  move  out  into  Foster's  Addition." 

"What!"  exclaimed  Mr.  Hemmenway, 
aghast. 

"Yes.  You're  done,  where  you  are.  I 
wouldn't  let  you  have  a  dollar,  nor  will  any- 
body else,  to  sink  in  that  place.    But  there  is  an 
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exceptional  opening  out  in  Poster's  Addition. 
You'll  need  new  fixtures,  a  soda  fountain,  and 
some  new  goods,  probably.  You  will  need  a 
good  derk ;  some  one  like  Charlie  Lathrop,  for 
instance." 

''Why,  he's  rated  as  one  of  the  best  clerks 
in  town !    He  gets  $80  a  week." 

"Why  does  Charlie  Lathrop  get  $80  a 
week?  rU  tell  you  why.  It's  because  he's 
worth  it.  He  can  win  customers,  and  he  can 
sell  goods." 

"But  the  expense — ^the  expense,  Mr.  Ham- 
mer! The  rent!  The  clerk  hire!  The  in- 
terest !" 

"What  do  you  care  for  expense  if  you  do 
the  business?  The  business  is  there,  I  tell 
you." 

Again  the  banker  reached  for  the  telephone, 
and  in  a  few  minutes  he  had  Charlie  Lathrop 
on  the  wire. 

"This  is  HoUis  P.  Hammer,"  he  said.  "I 
would  like  to  know,  Mr.  Lathrop,  if  you  would 
consider  a  change  of  employment.  The  matter 
is  now  under  discussion  of  putting  in  a  new 
store  out  in  the  edge  of  town,  and  your  name 
has  been  suggested  for  senior  clerk?  Would 
you  consider  an)rthing  like  that  ?  Eh  ?  Thirty 
dollars,  eh?  You  will.  All  right.  I'll  call  you 
up  later." 

"That's  too  much!"  pronotmced  the  drug- 
gist vehemently. 

"Well,  maybe  it  is.  We'll  see  about  that 
later.  How  much  money  will  it  take  to  pay 
your  bills?" 

'About  twenty-five  hundred  dollars." 
If  I  let  you  have  $8600  on  five  years'  time 
at  6  per  cent  can  you  go  into  the  Foster  Ad- 
dition and  make  good?" 

Mr.  Hemmenway  remained  silent  a  long 
time,  mingled  emotions  battling  for  supremacy. 
Finally  he  arose. 

"I  would  like  to  know,  Mr.  Hammer,"  he 
said,  "why  you  are  making  this  offer?  If  it  is 
out  of  sympathy,  I'll  have  to  decline  it ;  I  want 
no  man's  help.  I  came  here  in  a  business  way, 
and  beyond  the  rigid  application  of  business 
principles  I  ask  no  quarter." 

"Don't  let  that  worry  you ;  I'm  not  running 
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an  orphan  asylum,"  responded  the  banker. 
"This  is  a  strict  matter  of  business,  and  I  pro- 
pose to  safeguard  myself  in  a  business  way. 
The  plan  I  have  in  mind  is  to  put  you  and 
Charlie  Lathrop  out  there  together.  It  will  be 
your  store,  you  are  to  be  the  proprietor,  and 
are  to  bear  all  responsibility.  It  will  be  up  to 
you.  You  are  to  develop  the  business  and  pay 
your  notes  as  fast  as  they  fall  due.  If  you  fail 
to  make  a  payment  when  it's  due,  I've  got  to 
know  why,  and  from  time  to  time  I'll  want  to 
look  over  your  books.  If  that  point  is  ever 
reached  where  it  becomes  reasonably  evident 
that  you  can't  make  a  go  of  it,  you  are  to  re- 
ceive in  cash  what  you've  got  tied  up  in  the 
business,  and  turn  the  keys  over  to  me." 

"But  why  do  you  do  this?  I'd  ought  to 
know  that." 

"I  don't  mind  telling  you,  although  I  don't 
want  it  generally  known.  As  far  as  Foster's 
Addition  is  concerned,  Aaron  Foster's  interests 
and  mine  are  identical.  We've  decided  to  have 
a  drug  store  on  that  particular  corner.  Do  you 
understand  now?" 

"Draw  up  the  papers,"  said  Mr.  Hemmen- 
way, throwing  his  hat  into  a  far  comer  ex- 
citedly. 

Just  at  this  jtmcture  loud,  palpitating, 
ominous  blasts  of  the  central  fire  whistle  rent 
the  air,  and  almost  instantly  Engine  No.  2 
dashed  past,  closely  followed  by  Hose  and 
Hook  and  Ladder.  Doorways  and  windows 
immediately  filled,  and  the  excited  question 
"Where  is  it?  Where  is  it?"  was  on  every  lip. 
Then  the  shout  was  passed  up  the  street  until 
it  reached  the  First  National — "Hemmenway's 
Drug  Store !"  A  clerk  heard  it  and  rushed  to 
the  president's  private  office,  the  door  of  which 
he  opened  without  ceremony. 

"Your  store's  afire,  Mr.  Hemmenway ;  your 
store's  afire !"  he  yelled. 

"What's  that?"  inquired  Mr.  Hemmenway. 
seemingly  dazed. 

"Your  store's  afire !"  yelled  the  clerk. 

"Good  Lord !"  exclaimed  Mr.  Hemmenway, 
vainly  searching  for  his  hat.  "Gertie's  there 
alone !" 

{To  be  continued.) 


This  reatUible  tale  by  Mr.  Buzzell  will  he  amtinued  next  tnanth,  and  we  shall 
find  that  the  interest  and  suggestive  value  of  the  serial  will  increase  as  the 
story  develops. 


HOW  WE  BUILT  UP  A 
GUT-FLOWER  BUSINESS 


Our  store  is  one  of  four  in  a  city  of  about 
four  thousand  inhabitants,  and  up  to  the  time 
that  we  featured  this  side-line  we  sent  in  occa- 
sional orders  for  cut  flowers  to  a  firm  of  flor- 
ists in  Mason  City.  These  orders  were  taken 
more  as  an  accommodation  to  our  customers, 
because  there  is  no  regular  greenhouse  in  or 
near  the  city,  no  particular  effort  being  made 
to  stimulate  interest  or  increase  the  sales. 

There  is  nothing  that  helps  to  decorate  a 
store,  and  particularly  one  with  a  fountain,  like 
a  good  display  of  flowers,  and  finally  it  oc- 
curred to  us  that  we  could  get  the  benefit  of 
frequent  floral  displays  at  no  cost  to  ourselves, 
and  at  the  same  time  make  a  substantial  profit 
besides. 

Flowers  always  attract  attention.  They  add 
just  that  touch  of  color  and  perfume  that 
makes  a  drink  from  our  fountain  or  a  box  of 
candy  from  our  case  seem  a  little  better  than 
if  bought  anywhere  else.  There  is  no  ques- 
tion but  what  our  trade  in  toilet  preparations 
has  been  perceptibly  increased. 

Having  decided  to  make  the  flower  business 
a  feature,  we  made  up  a  list  of  customers  who 
had  been  ordering  flowers  from  us,  including, 
also,  those  who  might  reasonably  be  expected 
to  become  flower  customers.  This  was  about 
a  month  before  Easter.  We  then  made  ar- 
rangements with  our  florist  to  prepare  for  an 
unusually  heavy  order  for  that  day,  and  com- 
menced at  once  to  take  orders. 

GOING  AFTER  THE  BUSINESS. 

Whenever  any  of  the  people,  especially  men, 
who  were  on  the  list  came  into  the  store,  we 
would  casually  ask  them  if  they  didn't  want  to 
have  a  few  carnations,  roses,  or  other  flowers 
for  Easter,  explaining  that  it  was  difficult  to 
get  an  adequate  supply  unless  we  gave  our  flor- 
ist some  idea  of  the  probable  size  of  our  order. 
We  systematically  checked  the  list  and  it  was 
most  surprising  to  see  men  who  had  never  even 
thought  of  buying  cut  flowers  for  their  homes, 
place  orders  for  a  dozen  or  two.  A  good 
many  of  our  customers  even  thanked  us  for 
calling  their  attention  to  the  matter. 

Easter  is  just  far  enough  away  from  Christ- 
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mas  so  that  nearly  every  man  wants  to  do  a 
little  something  for  his  family,  friends  or 
sweetheart,  and  the  suggestion  of  flowers  made 
a  hit.  Inside  of  a  week  we  had  orders  for 
about  twenty  dozen,  and  this  was  over  three 
weeks  before  Easter.  We  arranged  with  the 
florist  to  send  over  a  good  selection  of  flowers 
to  be  used  as  a  window  display,  and  placed 
cards  both  in  the  window  and  in  the  store 
reading:  "Order  a  Few  Flowers  for  Easter," 
"Flowers  Make  the  Ideal  Easter  Remem- 
brance," etc. 

The  thing  kept  growing  both  with  us  and 
the  public.  At  the  end  of  the  second  week  we 
placed  an  advance  order  for  one  hundred  dozen 
and  raised  this  order  to  two  hundred  dozen 
several  days  before  Easter. 

We  kept  a  list  of  the  advance  orders  we  had, 
and  nearly  everybody  who  came  in  seemed  to 
take  an  interest  in  the  number,  and  if  they 
were  not  on  the  list  they  would  order  a  few, 
even  if  only  a  half  dozen.  Orders  were  com- 
ing in  so  fast  that  we  tried  to  raise  our  order 
again,  but  the  florist  stated  that  he  couldn't 
possibly  take  care  of  any  more. 

It  was  now  too  late  to  make  arrangements 
with  any  other  florist,  so  that  we  had  to  con- 
tent ourselves  with  what  had  been  accom- 
plished. 

Of  course   the   flower   order   had  become 
quite  a  subject  for  conversation,  and  the  Satur- 
day before  Easter  we  took  all  the  flowers  and 
made  a  display  of  them,  the  display  bearing 
the  sign,  "Not  for  Sale." 

You  can  imagine  that  two  hundred  dozen 
carnations,  roses  and  lilies  made  a  very  at- 
tractive window.  The  newspapers  commented 
on  the  fact  that  this  was  the  largest  single 
order  of  cut  flowers  that  had  ever  been 
brought  into  the  city. 

After  this  there  was  no  question  but  what 
our  store  was  recognized  as  headquarters  for 
cut  flowers. 

THE  MEMORIAL  DAY  ORDER. 

Business  along  this  line  kept  increasing,  and 
we  found  it  no  difficult  matter  to  better  our 
record  of  Easter  for  Memorial  Day.    We  ad- 
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vertised  the  fact  that  we  would  have  a  good 
supply  on  hand  for  Memorial  Day,  but  urged 
our  customers  to  place  their  orders  in  advance. 
As  a  result  of  this  advertising  we  received 
orders  from  as  far  away  as  Oregon  and  Cali- 
fornia, from  people  who  requested  that  we  de- 
liver their  orders  to  the  sexton,  or. to  local 
friends,  for  use  on  that  day. 

We  had  the  same  experience  for  Memorial 
Day  that  we  had  for  Easter;  our  florist 
couldn't  take  care  of  any  addition  to  the  ad- 
vance order  placed  with  him.  Every  flower 
we  received  was  sold  before  six  o'clodc  of  the 
evening  before. 

These  orders  made  the.  florists  sit  up  and 
take  notice,  and  it  wasn't  long  before  they 
commenced  to  send  us  some  of  their  over- 
stock. Quite  frequently  the  demand  for  car- 
nations and  roses  will  not  take  care  of  the 
stock  they  have  on  hand,  and  as  a  result  they 
can  afford  to  sell  them  at  a  decided  discount. 

Our  first  experience  was  one  Saturday 
morning  in  June.  The  expressman  brought  us 
a  box  containing  fifty  dozen  carnations,  accom- 
panied by  a  letter  from  the  florists  stating  that 
they  had  sent  them  with  the  understanding  that 
we  were  to  sell  all  we  could  at  forty  cents  a 
dozen,  and  they  would  allow  us  our  regular 
profit  of  twenty  per  cent,  and  credit  us  with 
any  remaining  unsold. 

We  took  the  entire  lot,  placed  them  in  a 
large  crock,  set  them  out  on  the  sidewalk  and 
put  up  a  large  card,  "Special  To-day,  Forty 
Cents  Per  Dozen."  They  simply  sold  them- 
selves. 

During  the  summer  months  this  happened 
quite  frequently,  and  on  very  rare  occasions 
did  we  fail  to  sell  all  that  were  sent  us. 

We  took  special  pains  to  advise  the  commit- 
tees of  the  different  secret  societies  like  the 
Masons,  the  K.  P.'s,  etc.,  that  we  were  making 
a  specialty  of  floral  designs,  and  soon  received 
practically  all  of  the  business  from  the  local 
lodges,  whenever  they  were  called  upon  for 
floral  offerings  in  case  of  funerals.  It  is  not 
unusual  for  us  to  sell  as  high  as  a  hundred 
dollars'  worth  of  flowers  for  a  single  funeral. 

Easter,  Memorial  Day,  Thanksgiving  Day, 
Christmas,  and  New  Year  are  the  really  big 
days,  although  weddings,  parties,  and  funerals 
always  call  for  special  orders. 

The  business  had  now  grown  to  such  pro- 
portions that  the  florists,  on  their  own  sugges- 
tion, placed  a  refrigerator  in  our  store  so  that 


we  could  properly  take  care  of  a  supply  during 
the  warm  weather.  They  keep  a  small  quan- 
tity in  this  refrigerator  for  us  continually,  pay- 
ing all  expenses  and  standing  all  loss  on  goods 
not  sold  and  which  spoil. 

HOW  THE  PRICES  RUN. 

CXir  regular  prices  are  established  by  the 
florists,  but  as  a  usual  thing  carnations  sell  for 
$1.00  per  dozen,  while  roses  range  from  $1.50 
up,  and  Easter  and  Canna  lilies  are  $3.00  per 
dozen.  Transportation  charges  and  expense 
of  telegrams  and  telephones  for  rush  orders 
are  borne  by  the  florists,  and  we  receive  a  com- 
mission of  twenty  per  cent  on  all  sales. 

Besides  handling  cut  flowers  we  sell  potted 
plants.  These  are  sold  on  the  same  commis- 
sion basis  and  are  furnished  us  by  the  same 
firm. 

We  do  not  carry  potted  plants  in  stock,  but 
at  certain  periods  we  will  get  a  supply  of  from 
fifty  to  one  hundred  plants,  all  in  blossom,  and 
will  fill  both  windows  with  them.  We  sell 
these  at  from  thirty-five  cents  per  plant  up  to 
$1.00  each,  and  we  never  had  to  carry  any  of 
them  longer  than  three  days. 

Of  course  we  are  protected  against  loss  on 
plants  the  same  as  on  cut  flowers,  but  we  have 
never  had  to  call  on  our  florists  to  make  good. 
We  get  in  a  shipment  of  potted  plants  about 
three  or  four  times  a  year. 

THE  PROFIT. 

Although  the  commission  on  flowers  is  not 
quite  as  large  as  we  would  like  to  have  it 
(twenty  per  cent),  yet  we  have  always  felt  that 
we  could  not  afford  to  buy  flowers  outright  in 
quantities  and  run  the  chance  of  occasional 
losses  in  goods  unsold,  for  the  difference  in 
profits.  We  attempted  this  one  year,  and  al- 
though we  made  a  little  larger  profit,  we  had 
to  go  farther  to  get  our  supply;  and  as  our 
orders  were  rather  irregular  we  were  quite 
often  disappointed  by  not  having  them  prop- 
erly filled. 

I  can  see  no  reason  why  this  side-line  cannot 
be  taken  care  of  with  equal  or  larger  success  in 
any  other  city  or  town  not  having  a  green- 
house. Even  if  there  is  a  greenhouse,  arrange- 
ments could  probably  be  made  to  handle  their 
flowers  on  a  commission  basis;  and  if  our  ex- 
perience is  any  criterion  to  go  by,  the  line  will 
surely  prove  eminently  satisfactory  in  every 
way. 


COMMENTS  ON  THE  PRESCRIPTION 
PRICING  OF  272  DRUGGISTS 


Readers  of  last  month's  Bulletin  are  fa- 
miliar with  the  investigation  we  began  in 
January,  our  aim  being  to  ascertain  what  the 
present  prescription  price-level  might  be,  and 
also  to  learn,  roughly,  what  percentage  of 
druggists  had  advanced  their  prescription 
prices. 

We  submitted  the  following  prescription: 

9    Potassiom  iodide 4  drachms. 

Syrup  Sarsaparilla  Compound. . .  .3  ounces. 
Elixir  Lactated  Pepsin,  q.  s 6  ounces. 

Two  hundred  and  seventy-two  responses 
were  received,  these  coming  from  all  parts  of 
the  United  States. 

Prices  ranged  from  60  cents  to  a  dollar- 
and-a-half. 

Fifty-nine  per  cent  of  those  responding  had 
advanced  their  prices;  forty-one  per  cent  had 
not  advanced  them. 

While  we  realize  that  we  merely  touched  a 
finger  to  the  pulse  of  the  matter,  we  contend, 
nevertheless,  that  these  figures  approximate  a 
reasonably  accurate  mirroring  of  the  situation 
as  it  actually  exists.  And  this  brings  us  face 
to  face  with  these  conclusions : 

1.  That  prescription  pricing  is  in  a  state  of 
utter  disorganisation — a  disorganisation  so 
complete  that  the  same  prescription  may  be 
priced  at  fifty  cents  at  one  store  and  at  another, 
twenty  miles  distant,  at  a  dollar-and-a-half  I 

2.  That  in  spite  of  increasing  cost  and  de- 
creasing profits,  nearly  one-half  of  the  drug- 
gists in  the  United  States  have  not  advanced 
their  prescription  prices! 

AN  ART  AND  A  SCIENCE. 

Henry  P.  Hynson  has  said  that  pricing  a 
prescription  is  at  once  an  art  and  a  science. 
And  it  is,  truly.  A  great  many  considerations 
are  involved  if  the  art  is  to  be  applied  scien- 
tifically. There  is  the  cost  of  material,  the  cost 
of  labor,  the  cost  of  doing  business.  Com- 
petitors must  be  taken  into  account,  also,  and 
not  infrequently  the  physician  whose  name  is 
signed  to  the  little  rectangular  slip,  and  the  pa- 
tient who  presents  it,  as  well.  Taken  alto- 
gether the  problem  presents  many  complexities. 


By  THE  EDITORS 

Under  the  old  h^ppy-go-lucky  system  one 
didn't  need  worry  much.  Many  druggists  can 
remember  when  the  almost  inflexible  schedule 
read:  1  ounce,  25  cents;  2  ounces,  35  cents; 
3  otmces,  40  cents;  4  ounces,  50  cents;  6 
otmces,  65  cents ;  8  ounces,  75  cents ;  12  ounces, 
one  dollar;  16  ounces,  from  a  dollar  to  a 
dollar-and-a-half.  But  that  was  in  the  good 
old  days  of  tincture  of  nux,  tincture  of  gentian 
compound,  and  infusion  of  digitalis. 

Conditions  have  changed  radically;  it  is  al- 
most impossible  to  realize  how  much  they  have 
changed;  and  those  who  have  really  kept  in 
step  with  the  rising  crescendo  have  screwed  up 
the  figures  on  the  old  chart,  from  time  to  time, 
or  abandoned  the  table  in  part  or  altogether. 
A  prescriptionist,  nowadays,  must  know  costs. 
If  a  satisfactory  margin  of  profit  can  be  found 
in  the  time-honored  figures,  well  and  good ;  if 
it  can't,  charge  more — that  seems  to  be  the  rule. 

UNCERTAINTY  ELIMINATED. 

"When  we  ignore  our  regular  schedule," 
says  C.  O.  Bigelow,  of  New  York  City,  "the 
prices  charged  are  determined  by  the  actual 
cost  of  ingredients,  and  the  amount  of  labor 
involved  in  the  operation,  the  idea  being  to 
realize  a  definite  percentage  of  profit." 

In  that  last  clause  is  found  the  essence  of  the 
modem  way:  "a  definite  percentage  of  profit" 
The  blind  following  of  a  set  price-schedule, 
with  its  consequent  uncertainty  as  to  profit,  is 
rapidly  passing  away. 

Chas.  H.  McConnell,  of  Chicago,  says: 
"Our  prices  are  based  on  the  cost  of  material, 
plus  the  cost  of  labor,  plus  what  we  deem  a 
reasonable  profit." 

Charles  F.  Mann,  of  Detroit,  says:  "We  aim 
to  make  a  reasonable  charge  for  labor  in  addi- 
tion to  100  per  cent  profit,  provided  the  result- 
ing price  does  not  fall  below  our  average." 

A  leading  New  York  man  says:  "We  have 
average  prices  for  2-,  3-,  and  4-ounce  mixtures 
at  85,  40,  and  50  cents  respectively,  providing 
the  ingredients  are  of  the  average  cost;  other- 
wise our  system  is  based  on  the  cost  of  ma- 
terials, to  which  we  add  a  profit  varjring  from 
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25  to  100  per  cent  according  to  the  actual 
money  cost  of  the  ingredients." 

The  system  employed  at  the  George  B. 
Evans  group  of  stores  in  Philadelphia  involves 
an  entire  abandonment  of  the  average-price 
schedule.  A  profit  approximating  lOO  per  cent 
on  the  bare  material  is  calculated,  and  then  the 
actual  time  consumed  in  compounding  is 
charged  for  at  the  rate  of  a  dollar  an  hour. 
This  rule  is  applied  rigidly,  even  in  those  cases 
where  expensive  ingredients  enter  into  the 
composition  of  the  prescription. 

This  plan  has  many  advantages,  and  is  the 
one  the  general  adoption  of  which  has  been 
suggested  in  the  columns  of  the  Bulletin 
from  time  to  time. 

HOW  THE  EVANS  RULE  WORKS. 

Priced  according  to  the  war-of-1812  table, 
our  post-card  prescription  would  bring  66 
cents.  Priced  by  the  Evans  rule,  it  would 
bring  90  cents,  this  figure  being  arrived  at 
thus:  Cost  of  potassium  iodide,  21  cents;  cost 
of  compound  syrup  of  sarsaparilla,  7  cents; 
cost  of  elixir  lactated  pepsin,  6  cents;  cost  of 
bottle,  label  and  container,  2  cents.  Total  cost, 
35  cents.  One  hundred  per  cent  profit  is  35 
cents  more,  making  70  cents.  Compounding 
will  consume,  say,  twelve  minutes'  time,  which, 
charged  for  at  the  rate  of  a  dollar  an  hour, 
would  create  an  additional  lien  of  20  cents  to 
be  filed  Against  the  patient's  pocketbook. 
Twenty  added  to  seventy  makes  ninety,  the 
proper  figure  according  to  the  Evans  system. 
And  this,  we  might  add,  is  in  our  opinion  the 
proper  figure  according  to  any  system. 

What  plan  could  be  at  once  more  simple  and 
effective  ? 

Isn't  some  elementary  rule  like  this  better 
than  ^'individualism,"  which  is  but  another 
way  of  expressing  guesswork  and  caprice? 

Isn't  it  better  than  a  blind  coursing  of  an 
antediluvian  rut  which  may  in  the  end  lead  un- 
comfortably close  to  the  bankruptcy  court  ? 

Know  thyself.  The  proper  study  of  busi- 
ness is  prices ! 

"Costs  are  greater,"  says  the  manufacturer. 
Net  earnings  are  lower,"  states  the  shipper. 
Margin  of  net  profit  is  closer,"  the  whole- 
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saler  and  retailer  respond.  "Prices  are 
higher,"  adds  the  consumer. 

"Cross-section  any  record  of  accotmts,  and 
you  will  find  the  same  slowly-shrinking  per- 
centage left  over  for  profits.  It's  a  big 
problem." 

These  are  the  words  of  A.  W.  Shaw,  editor 
of  System,  and  Mr.  Shaw  gives  voice  to  con- 
ditions well  known  to  every  large  business 
concern  in  the  United  States. 

To  supplement  Mr.  Shaw's  statements,  and 
to  give  them  concrete  application  to  the  drug 
business,  let  us  again  quote  Mr.  C.  O.  Bigelow, 
who  recently  said  at  a  New  York  meeting: 
"My  expenses  have  increased  very  materially 
during  the  last  ten  years.  Qerk  hire  alone  has 
advanced  50  per  cent  in  my  case." 

Nor  are  the  present  conditions  by  any  means 
temporary.  Students  of  economic  affairs  as- 
sure us  that  they  are  to  continue. 

What  does  it  all  mean?  Merely  this:  inten- 
sive  business.  It  means  application  of  the 
mind.  It  means  getting  so  close  to  your  busi- 
ness that  you  can  literally  feel  its  every  heart- 
throb. 

The  man  who  doesn't  do  this  can't  succeed. 
The  day  when  he  could  josh  his  way  to  a  com- 
petency is  gone. 

To  meet  growing  demands,  what  is  the 
rational  thing  to  do?  Manifestly,  to  raise 
prices. 

To  get  back  to  our  h3rpothetical  prescription, 
those  who  set  the  price  at  50  cents,  at  60  cents, 
at  65  cents,  aren't  charging  enough.  One  hun- 
dred and  two  out  of  the  272  who  responded 
set  the  price  at  75  cents.  Seventy-five  cents 
isn't  enough,  under  ordinary  conditions. 

One  correspondent  stated  that  his  store  com- 
pounded from  100  to  200  prescriptions  a  day, 
and  that  he  considered  75  cents  a  proper 
charge.  He  may  be  right;  he  has  an  excep- 
tional prescription  business,  and  ordinary  con- 
ditions can  scarcely  be  applied  in  this  case. 
But  in  general,  75  cents  isn't  enough. 

Turn  back  to  the  prescription  and  calculate 
its  price,  according  to  the  system  in  vogue  in 
your  store.  If  the  result  very  modestly  de- 
clines to  measure  up  to  the  Evans  figure, 
sterilize  your  hands  and  shake  up  the  system. 
It  needs  it. 
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DOLLAR  IDEAS 


One  dollar  u  paid  by  return  mail  for  all  tontribu- 
lions  accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  tftuit  not  have  been  printed  on  this 
page  before. 


not  only  appeared  upside  down,  but  it  zvas  up- 
side-down ! 

We  are  reproducing  the  illustration,  we  trust 
with  better  results.  It  is  meant  to.  picture  a 
method  of  arranging  hair  brushes  and  hand 
mirrors  in  the  show-case.    The  rods  are  four 


A  HANDY  GAUZE  HOLDER. 

IVm.  E.  Steckelmann,  Columbus,  Ind.:  The 
accompanying  sketch  illustrates  a  very  service- 
able gauze  holder,  which  is  in  use  in  our  store. 

It  consists  of  a  pasteboard  box,  Sj^xSJ^x 


or  five  inches  apart,  and  are  to  run  the  entire 
length  of  the  case;  against  them  the  mirrors 
and  brushes  are  leaned. 

The  idea  was  supplied  by  Walter  M,  Chase, 
Bangor,  Maine, 


1^  inches.  The  box  is  both  tacked  and  glued 
(on  one  side  and  one  end)  to  the  shelves  in  the 
prescription  case.  It  is  so  arranged  that  the  lid 
of  the  box  may  be  removed  from  the  back, 
when  it  is  necessary  to  renew  the  supply  of 
gauze. 

In  the  front  of  the  box,  and  at  the  bottom, 
is  a  small  opening  about  an  eighth  of  an  inch 
wide,  running  the  full  length  of  the  box.  A 
three-inch  roller  bandage  is  placed  within  the 
box  and  the  end  run  through  the  opening. 

Frequently  it  is  necessary  to  strain  a  prep- 
aration. Pull  the  amount  of  gauze  necessary 
from  the  roll  and  cut  off,  while  the  remaining 
portion  is  left  in  a  convenient  and  yet  out-of- 
the-way  place. 


SUPPORT  FOR  A  CANDY   PAIL. 

Frank  Monahan,  Philadelphia,  Pa.:  There 
are  times  when  a  druggist  wants  to  display  a 
pail  of  candy  so  that  the  contents  will  not  spill 
around  the  window  or  show-case.     The  illus- 


AN  INVERTED  ILLUSTRATION. 

An  unfortunate  error  crept  into  this  depart- 
ment last  month.  An  illustration  appeared  up- 
side down. 

We  might  make  that  a  little  stronger.     It 


tration  shows  a  support  made  from  an  empty 
cigar  box.  Remove  the  lid  of  the  box  and  one 
of  the  long  sides,  then  paint  the  box,  or  cover 
it  with  paper. 


IVe  have  received  some  ralllirtg  good  ideas /or  this  department  during  the  last 
few  weeks.  In  the  May  issue  of  the  BULLETIN  ztie  expect  to  have  two  or 
three  pages  of  suggestions  of  great  pradiadity  and  value. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


COLLECTING  ACCOUNTS. 

To  the  Editors : 

In  many  large  stores  crediting  is  unthought 
of;  but  in  small  stores  one  is  expected  to  give 
credit.  It  is  therefore  up  to  each  store  to  keep 
tab  on  these  accounts  and  minimize  this  credit- 
ing as  much  as  possible.  More  than  one  store 
has  gone  bankrupt  for  neglecting  this  im- 
portant part  of  its  business. 

It  has  always  been  our  plan  to  keep  our  ac- 
coimts  below  a  certain  figure,  for  when  articles 
are  sold  from  the  shelf  it  takes  the  cash — 
actual  cash — that  we  have  on  hand  to  replace 
them. 

One  learns  much  through  experience,  and 
although  the  most  expensive  teacher,  experi- 
ence generally  turns  out  to  be  the  best.  So 
here  are  a  few  hints  to  pass  on: 

1.  Keep  a  full  set  of  books,  and  keep  books. 

2.  Spend  a  little  of  your  time  each  week  in 
looking  over  your  accounts.  Many  accounts 
are  so  small  that  you  might  hesitate  in  sending 
out  bills;  yet  one  has  many  opportunities  of 
recalling  them  to  the  customer's  mind  when 
the  latter  is  purchasing  some  other  article. 
And  not  infrequently  you  find  that  the  matter 
has  been  forgotten. 

3.  Keep  clear  of  giving  credit  to  those  you 
find  it  difficult  to  collect  from.  Your  profit  is 
generally  eaten  up  by  the  ink,  paper  and  stamps 
you  use,  long  before  you  ever  get  your  money. 
Then,  too,  if  you  extend  credit  to  this  class,  it 
often  proves  the  case  that  you  lose  their 
patronage,  too.  Refuse  these  people  credit  and 
you  will  do  their  cash  business,  when  their  face 
runs  out  at  the  other  stores. 

4.  Collect  often.  Small  amounts  are  easiest 
paid.  Big  bills  take  the  breath  out  of  good  cus- 
tomers, and  you  don't  see  them  as  often  until 
the  bill  is  forgotten.  Then,  too,  mistakes  are 
easier  rectified. 

5.  Have  a  regular  time  for  sending  out 
statements,  preferably  once  a  month.  This 
often  saves  new  customers'  feelings,  knowing 
that  this  system  is  in  practice. 


6.  To  laboring  men  who  receive  their  pay 
every  other  week,  or  even  once  a  month,  we 
send  statements  a  few  days  in  advance  of  their 
pay-day.  If  sent  too  long  before  that  day, 
statements  do  not  prove  effective. 

7.  Often  personal  presence  is  what  turns  the 
trick.  Never  send  the  junior  clerk.  The 
"boss"  is  the  man  who  carries  the  weight. 

8.  We  never  add  interest  on  accounts  be- 
cause too  often  it  would  create  ill-will.  Better 
lose  a  little  interest  and  keep  the  customer. 

9.  We  refuse  credit,  unless  we  positively 
know  our  customer,  on  hot-water  bottles  and 
rubber  goods  in  general;  also  on  all  guaran- 
teed goods.  For  the  old  saying  is  true:  "It  is 
hard  to  get  money  for  a  dead  horse." 

10.  Sometimes  a  registered  letter  is  the  only 
thing  that  brings  results.  We  learned  of  a  case 
where  a  man's  wife  was  in  the  habit  of  putting 
all  statements  into  the  fire. 

11.  We  keep  a  record  of  all  statements  sent 
out,  as  to  amounts  and  dates  of  mailing.  In 
this  way  we  know  the  number  of  times  each 
account  has  been  presented,  when,  and  if  any 
attempt  has  been  made  to  clean  it  up. 

12.  We  avoid  going  to  law  as  much  as  pos- 
sible, and  rather  than  push  an  account  through 
the  courts  we  have,  in  a  few  cases,  marked 
it  "Paid"  and  mailed  it  to  the  delinquent. 

In  conclusion,  through  experience — some  of 
it  sad  and  tearful — I  have  learned  that  while 
one  eye  is  kept  on  my  business  the  other,  and 
perhaps  the  better  one,  has  got  to  be  kept  on 
my  accounts.  John  A.  Kennedy. 

Toronto,  Canada. 


"WE  SUPPLY  EVERYTHING  BUT 
THE  BABYr 

To  the  Editors: 

Babies  are  like  the  poor:  they  are  always 
with  us. 

How  many  of  us  have  ever  studied  the  mul- 
tifarious needs  of  the  nursery,  and  specialized 
in  a  little  department  for  supplying  these 
needs  ? 

I  have  in  preparation  a  little  booklet  for  the 
press  which,  when  printed,  I  propose  to  send 
to  the  mothers  of  all  newly-born  infants  in  my 
neighborhood.  It  commences  with  a  little 
treatise  on  baby's  diet  and  general  rules  as  to 
feeding,  etc.,  and  includes  a  price  list  of  all, 
or  most  all,  of  the  articles  commonly  in  de- 
mand both  by  those  mothers  who  nurse  their 
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children  themselves,  and  also  by  those  who 
through  nature's  deficiencies  have  to  rely  on 
artificial  feeding. 

Now  quite  a  nice  business  can  be  worked 
up  on  these  lines,  especially  if  the  druggist  is 
a  family  man  himself,  and  can  therefore  enter 
more  sympathetically  into  the  woes  and  trou- 
bles of  his  women  customers. 

There  is  also  a  considerable  business  to  be 
had  in  supplying  articles  prior  to  accouche- 
ment, such  as  rubber  sheeting,  gauze,  cotton, 
etc. 

After  baby's  arrival  the  wants  increase  at 
an  alarming  rate,  and  include  an  almost  end- 
less list  .of  possibilities. 

One  thing  may  be  noted  by  an  up-to-date 
druggist,  viz.,  the  opportunity  of  introducing 
one's  own  proprietaries,  such  as  a  good  infant's 
cough  mixture,  a  special  infant's  skin  soap,  etc. 
I  run  a  good  soap  and  sell  nearly  five  hundred- 
weight a  year. 

An  occasional  window  display  of  infants' 
goods  and  accessories  can  be  made  very  effec- 
tive. Small  explanatory  reader  cards  are  es- 
sential ;  and  I  would  have  one  extra  large  card 
for  a  centerpiece,  bearing  the  legend,  "We 
Supply  Everjrthing  But  the  Baby !" 

Very  truly  yours, 

Falmouth,  England.  JOHN  BlAMEY. 


REFILLING  THE  PRESCRIPTION?    NO! 
To  the  Editors : 

I  have  been  very  much  interested  in  the  dis- 
cussions in  the  Bulletin  anent  the  refilling  of 
prescriptions.  I  do  not  see  how  one  taking  a 
comprehensive  view  of  the  subject  can  refrain 
from  aligning  himself  with  the  minority — 
those  whose  arguments  are  negative. 

Mr.  Davenport,  in  discussing  this  matter 
in  your  February  issue,  says  "the  patient  has 
paid  the  doctor  for  the  prescription." 

But  suppose  the  doctor  dispenses.  Isn't  his 
advice  paid  for  just  the  same?  It  is  precisely 
this  that  is  paid  for  in  both  instances — ^the  ad- 
vice, not  the  prescription. 

A  prescription  is  a  message  to  the  pharma- 
cist. It  is  the  doctor  speaking  to  the  phar- 
macist and  saying  ""Put  up  this  combination 
of  drugs  for  this  patient — now,  the  10th  of 
March"  (or  whatever  the  date  may  be).  It  is 
therefore  non-existent,  so  far  as  doctor  and 
druggist  are  concerned,  after  as  well  as  before 


the  date  inscribed  thereon.  The  druggist  keeps 
it  as  a  record  only. 

Suppose  the  patient,  consulting  the  label  of 
the  bottle  or  box,  a  month  or  more  later,  tele- 
phones to  the  druggist  saying:  "Will  you 
kindly  refill  l^.No.  191468?"  What  does  this 
request  mean  in  terms  of  responsibility? 

What  can  it  mean  but  this:  "Dr. pre- 
scribed this  combination  for  me  a  while  ago 
and  it  did  me  good.  Now,  on  my  own  respon- 
sibility, I  ask  you  to  put  it  up  for  me  a  second 
time,  though  I  don't  know  what  it  is.  I'll 
give  you  the  number." 

The  druggist  is  asked  to  avail  himself  of  the 
record  of  a  professional  communication  sub- 
mitted to  him  in  confidence  and  for  a  purpose 
now  long  since  accomplished,  for  the  sake  of 
accommodating  a  customer.  If  the  customer 
knows  exactly  what  he  wants  and  not  simply 
the  key  number  which  discloses  the  formula, 
the  proposition  is  entirely  different;  the  only 
question  then  is:  Will  the  druggist  fill  his 
order,  definitely  communicated?  The  doctor 
isn't  in  it  at  all  in  such  a  case. 

It  may  be  assumed  without  argument  that 
every  physician  writes  his  prescriptions  for  one 
compotmding  only — ^unless  he  otherwise  in- 
structs patients  or  pharmacists;  so  instead  of 
expecting  him  to  write  "Non  repetatur"  on 
prescriptions  which  he,  doesn't  wish  to  have  re- 
filled, he  should  be  expected  to  write  "Repeat 
on  request"  on  all  others. 

Let  the  druggist  once  get  it  thoroughly  into 
his  head  that  the  prescription  is  a  personal 
communication— one  which  not  one  patient  in 
a  thousand  can  decipher,  and  which  is  written 
purposely  so  that  it  cannot  be  deciphered  ex- 
cept by  a  registered  pharmacist — ^he  will  then 
say  politely  to  all  those  who  ask  him  to  refill 
a  prescription:  "I  will  ask  the  doctor;"  or  "If 
you  get  me  the  doctor's  permission  I  will" — 
explaining  that  the  prescription  is  only  a 
record;  it  does  not  belong  to  the  patient,  nor  is 
the  druggist  at  liberty  to  use  it  as  if  it  were 
freshly  communicated  to  him  when  it  is  not. 

Detroit.  Mich.  W.  A.  Taylor. 


THE  BICHLORIDE  AGITATION. 

To  the  Editors : 

I  am  interested  in  the  attitude  taken  by  the 
Bulletin  of  Pharmacy  toward  the  present 
demand  for  bichloride  legislation.  If  the 
newspapers  would  stop  printing  all  they  can 
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write  up  about  selling  bichloride  tablets,  drug- 
gists and  people  alike  would  be  better  off.  A 
man  ought  to  have  a  prescription  from  a  taxi- 
dermist to  buy  a  revolver  if  a  woman  has  to 
have  one  from  a  physician  to  buy  a  bottle  of 
antiseptic  tablets  from  her  druggist.  It  is  as 
broad  as  it  is  long.  I  have  yet  to  know  of  any 
law  ever  enforced  that  would  actually  keep  a 
man  from  buying  anything  he  had  the  money 
to  pay  for.  So  what  is  the  use  of  enacting 
laws  that, do  no  good?       George  J.  Evans. 

Ocean  Grove,  N.  J. 


SHE  WAS  ''NERVEIOUS.'* 
To  the  Editors : 

I  have  received  a  great  many  curious  notes 
and  orders,  mostly  from  women  customers, 
but  as  I  have  had  eight  years  of  experience  in 
deciphering  all  kinds  of  writing  as  a  postmas- 


ter, I  have  had  little  trouble  in  understanding 
what  people  wanted.  In  this  particular  case 
what  was  expected  was  ten  cents'  worth  of  ex- 
tract of  valerian  for  nervousness. 

Pooltney,  Vt  J.  B.  Drew. 


A  COUPLE  OP  SPECIMENS. 
To  the  Editors : 

We  are  sending  you  a  couple  of  orders  re- 
ceived not  long  since  at  this  store.    They  may 


prove  of  momentary  interest  to  your  readers. 
One  is  quite  easily  made  out,  but  the  other 
might  puzzle  a  few  druggists. 

Httbbell,  Mich.  HUBBELL  PHARMACY. 


FLORAL  DEPARTMENT. 


I  am  not  actively  engaged  in  the  drug  busi- 
ness now.  City  Recorder  and  other  duties  take 
all  my  time,  but  I  couldn't  even  be  City  Re- 
corder without  the  Bulletin. 

Haines.  Ore.  N.  E.  DoDD.  Ph.G. 

Yours  is  some  drug  journal !  Have  been  a 
subscriber  for  fourteen  years  and  have  had 
twelve  volumes  bound  in  calf -skin  for  my  Ref- 
erence library.  Frank  D.  Kriebs. 

Beresford,  S.  D. 

We  all  look  forward  to  the  coming  of  the 
Bulletin,  and  especially  enjoy  other  people's 
ideas  in  the  Contributed  Articles. 

Oxford,  Ohio.  Claude  C  Neal. 

Have  been  out  of  the  drug  "biz"  for  over 
six  years,  but  always  find  something  of  interest 
in  your  valuable  paper.  Wm.  Mank. 

Columbus,  Ohio. 

The  Bulletin  is  worth  a  dollar  a  month. 
Why  don't  you  ask  it? 

West  Pelzer  Drug  Company. 

Pelzer,  S.  C. 

How  can  you  give  a  fellow  any  more  for  a 
dollar  than  you  are  now  giving? 

Bfaidwood,  111.  J-  A.  Smith. 

I  find  it  invaluable  in  keeping  me  posted  in 
up-to-the-minute  pharmacy. 

Dannemora,  N.  Y.  H.  AlpeRT,  Ph.G. 

The  best  yet!  We  enjoy  it  more  than  any 
magazine  we  receive. 

Chandler  &  Jackson  Pharmacy. 

Maysville,  Ga. 

I  would  not  like  to  be  without  the  Bulletin. 

New  Castle,  Pa.  JOHN  C.  WALLACE. 

Lots  of  good  stuff  in  the  Bulletin  for  me 
and  the  boys !  E.  S.  Dakan. 

Yuma,  Colo. 

I  like  it  best  of  all,  and  I  take  a  goodly  num- 
ber of  journals,  too.    y.  P.  Wettergreen. 

Bridgewater,  S.  D. 

It's  bully !  C.  M.  Brown. 

Geveland,  Ohio. 
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Some  Short  Cuts.— - 

John  F.  McAnulty,  Jr.,  of  Asbury  Park,  N.  J.,  writ- 
ing in  Merck's  Report,  suggests  a  few  changes  for  the 
forthcoming  Pharmacopoeia.  Speaking  first  of  solution 
of  magnesium  citrate  he  says : 

"The  Pharmacopoeia  directs  that  60  Cc.  of  syrup  of 
citric  acid  be  added  to  each  bottle  of  the  preparation. 
Then  to  standardize  the  syrup  of  citric  acid  a  formula 
is  given  elsewhere  in  the  book  for  the  syrup.  This 
makes  more  work  for  the  pharmacist,  as  he  has  to  make 
the  syrup  before  he  can  finish  the  solution  of  mag- 
nesium citrate.  Now  if  the  citric  acid  used  in  making 
60  Cc  of  syrup  were  added  to  the  citric  acid  required 
for  the  solution,  then  taking  60  Cc.  of  simple  syrup  and 
adding  the  tincture  lemon  peel  used  in  that  quantity 
of  syrup  of  citric  acid  to  each  bottle,  we  would  get  the 
same  result  without  double  work.  This  is  what  is  ordi- 
narily done  in  most  cases,  and  should  be  the  way 
directed  in  the  Pharmacopoeia. 

"Another  change  that  might  do  more  to  standardize 
some  preparations  is  to  give  a  formula  for  making 
acetic  acid  from  the  glacial  acetic  acid.  Most  of  the 
36-per  cent,  acetic  acid  on  the  market  is  below  strength. 
It  would  also  be  a  saving  in  money,  as  the  manufac- 
turers charge  a  little  higher  for  the  U.  S.  P.  acetic  acid 
than  they  do  for  the  glacial  acid.  A  good  way  to  di- 
lute this  glacial  acid,  which  contains  99  per  cent  acid, 
is  to  take  36  parts  of  the  strong  acid  and  add  water  to 
make  99  parts.  This  gives  99  parts  of  36-per-cent  acetic 
acid,  and  you  have  the  assurance  of  it  being  full  U.  S. 
P.  strength. 

"A  good  bit  of  the  trouble  experienced  with  the 
official  solution  of  iron  and  ammonium  acetate,  due  to 
its  liability  to  decompose,  is  caused  by  the  acetic  acid 
used  being  below  strength.  Quite  a  lot  has  been  said 
and  many  formulas  offered  to  improve  the  official 
Basham's  Mixture.  So  far  as  has  been  my  experience, 
I  have  found  the  official  formula  to  give  satisfaction 
as  it  stands.  A  good  way  to  keep  the  preparation  from 
spoiling  is  to  leave  the  iron  out  until  it  is  to  be  dis- 
pensed. Follow  the  official  directions  with  the  excep- 
tion of  leaving  out  the  tincture  of  ferric  chloride,  and 
make  up  with  water  to  960  Cc  This  leaves  the  prepa- 
ration just  short  of  1000  Cc.  that  would  be  obtained  by 
adding  the  tincture  of  iron.  Now  when,  say,  100  Cc. 
of  solution  of  iron  and  ammonium  acetate  is  desired, 
take  4  Cc.  of  tincture  ferric  chloride  and  enough  of  the 
above  solution,  without  iron,  to  make  100  Cc" 

Putting  Ichthyol  in  Capsules.-— 

In  a  paper  read  before  the  New  Jersey  Pharmaceu- 
tical Association,  Charles  L.  Barrett  described  a  method 
of  successfully  dispensing  ichthyol  in  capsules.  He 
submitted  the  following  prescription  and  comments: 

Q  Ichthyol,  two  drachms 
Ft  in  capsule  No.  xii. 

"Take  a  hard  gelatin  capsule — a  No.  0  will  do ;  coat 
the  body  of  the  capsule  inside  with  olive  oil,  using  a 


camel's-hair  brush.  Add  ten  minims  of  the  ichthyol. 
Having  wetted  the  edge  of  the  cap  of  the  capsule  with 
water,  place  it  carefully  over  the  body,  pressing  it 
downward  with  a  slight  twist  so  as  to  distribute  mois- 
ture uniformly  around  the  edge,  and  by  gentle  pressing 
between  the  fingers  seal  it  perfectly.  Do  not  coat  the 
cap  of  the  capsule,  as  this  will  prevent  proper  sealing. 
The  slight  excess  of  oil  in  the  body  of  the  capsule,  bein^ 
lighter  than  ichthyol,  is  floated  to  the  top,  and  when 
the  cap  is  placed  over  the  body,  sealed,  and  the  capsule 
turned  over,  it  sufficiently  coats  it. 

"Capsules  prepared  in  this  way  will  hold  up  for  a 
long  time.  If  care  is  not  exercised  in  the  coating 
process,  however,  the  ichthyol  will  quickly  soften  the 
gelatin  and  the  capsule  may  burst.  One  broken  capsule 
will  spoil  the  whole  lot  placed  in  the  box.  I  have  al- 
ways, in  filling  capsules  of  this  kind,  placed  them  first 
on  white  paper,  when  any  that  are  not  perfect  may  be 
easily  seen,  and  thrown  away. 

"I  have  sent  out  a  great  many  of  these  capsules,  and 
have  had  but  one  or  two  lots  to  replace." 

An  Empty  Capsule  Humidor. — 

When  first  made,  empty  gelatin  capsules  contain  5 
per  cent  of  water,  and  it  is  this  water  which  keeps  them 
soft  and  pliable.  When  they  lose  their  moisture  they 
become  brittle  and  break  easily. 

Considerable  care  should  be  exercised,  therefore, 
that  capsules  be  properly  stored.  If  kept  in  too  warm 
or  dry  a  place  they  will  become  brittle;  if  kept  in  too 
damp  a  place  they  will  absorb  too  much  moisture. 

The  quality  of  the  gelatin  has  nothing  to  do  with 
this.  All  grades  absorb  moisture  and,  conversely,  will 
lose  it  if  exposed  to  dry  air. 

However,  with  a  very  little  trouble  empty  capsules 
may  be  restored  to  their  original  flexibility.  Merely 
spread  them  out  on  the  bottom  of  a  jar,  tin  can,  or 
some  like  container,  and  then  cover  the  top  of  the  con- 
tainer with  a  damp  cloth — a  towel,  say.  Let  them  stand 
over  night. 

Removal  of  Warts.-— 

Ethyl  chloride  painlessly  removes  warts  without 
leaving  a  scar,  according  to  Dr.  A.  B.  Cates  in  the 
Medical  Standard.  It  shuts  off  the  nutrition  of  the 
wart  by  coagrulating  the  blood  in  the  vessels  supplying 
it,  and  the  wart  shrivels  up  and  drops  off.  A  pledget 
of  sterile  cotton  is  wet  in  cold  water  and  drawn  out  in 
a  tape  long  enough  to  protect  the  skin  for  half  an  inch 
or  more  beyond  the  margin  of  the  wart.  Then  a  fine 
stream  of  ethyl  chloride  is  played  over  the  wart  until 
it  is  covered  with  frost — and  no  longer.  Should  the 
adjacent  skin  be  frozen,  another  pledget  of  cotton  is 
wrung  out  in  cold  water,  and  the  frozen  area  is  rubbed 
gently  but  vigorously  with  it.  One  or  two  applications 
at  intervals  of  a  week  will  make  most  warts  disappear. 
The  same  is  true  of  moles  and  angiomas. 


Our  colleafiTue  at  the  adjacent  desk  has  just  cogi- 
tated this:  If  a  man  has  nothing,  he  must  do  some- 
thing to  have  anything.  But  if  a  man  has  something, 
he  needn't  do  anything  to  have  nothing  in  a  veiy  short 
time. — Boston  Transcript. 
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BUSINESS  HINTS 


Speeimttu  of  druggist/  advertising  are  solicited  for 
■reproduction  or  comment  in  this  department  of  the 

BULLBTni. 


Combating   Department  and  Five-  and  Ten-Cent 


articles  called  for.  By  doing  this  they  can  afford  to 
quote  low  or  even  sell  at  cost,  as  the  net  average  of  the 
sales  shows  a  good  profit. 

"In  the  place  of  shelf  bottles  and  'patent*  medicines, 
fill  your  front  store  with  live,  profilable  goods." 

A  Unique  Soap  Window. — 

This  display  excited  considerable  comment  in 
Charter  Oak,  Iowa,  where  it  appeared  in  the  window  of 
the  Waterhouse  Drug  G)mpaiiy*s  store.    While  nothing 


"We  must  admit  that  we  have  lost  a  portion  of  the 
^tent*  medicine  business,  a  large  share  of  the  toilet 
goods  business,  and  nearly  all  of  the  tooth-brush,  per- 
fume, and  toilet  soap  business.  The  drug  store  is  the 
It^cal  place  to  purchase  these  items,  and  we  must  win 
them  back,"  says  James  A.  5,  Woodrow  in  the  Drug- 
gist/ Cireular. 

"The  biggest  sellers  of  the  ten-cent  stores  are  five- 
cent  toilet  soaps,  ten-cent  tooth-brushes,  ten-cent  dress- 
ing combs,  and  wash  rags  two  for  five  cents,  to  people 
who  cannot  and  to  people  who  will  not  pay  more  than 
five  or  ten  cents.  These  articles  are  good  sellers,  and 
there  Is  a  good  margin  of  profit  in  them.  The  bulk  of 
the  five-cent  soaps  are  made  exclusively  for  them,  a  big 
cake,  and  mighty  good  value  for  the  money.  Finding 
that  the  exclusive  manufacturer  would  not  supply  me 
this  soap,  I  bought  five  gross  from  a  St.  Louis  firm, 
and  am  working  up  a  good  soap  trade.  I  have  heard 
of  two  other  stores,  a  large  cut-rate  store  in  Waltham 
and  one  in  Beverly,  which  have  worked  up  a  good  soap 
trade  with  this  same  soap. 

"Tooth-brushes  can  be  bought  at  six  or  seven  dollars 
a  gross.  We  put  two  gross  in  a  small  window,  marking 
them  'Genuine  Imported  Japanese  Tooth  Brushes,  9c.' 
They  sold  well,  and  are  still  going.  We  have  better 
ones  at  19,  25  and  35  cents,  for  those  who  do  not  want 
a  cheap  brush. 

"Two  gross  of  7-inch  ladies'  black  dressing  combs 
were  bought  at  seven  dollars  per  gross,  displayed,  and 
sold  well. 

"To  come  back  to  the  'patent'  medicine  and  toilet 
goods  business.  The  druggist  has  said,  'I  cannot  meet 
competition  and  sell  these  goods  at  cost  or  near  cost.' 
The  cut-rate  stores  use  these  prices  to  get  people  into 
the  stores.  They  could  not  live  on  a  5  or  10  per  cent 
profit  any  more  than  we  can.  For  each  article  called 
for  whose  sale  amounts  to  anything  they  have  a  cor- 
responding article  welt  put  up,  of  undoubted  merit,  to 
sell  in  the  place  of  the  low-priced  proprietary.  It  isn't 
a  hard  job  to  improve  on  the  average  advertised 
'patent,'  and  they  succeed  in  knocking  out  over  half  the 


in  the  way  of  originality  of  conception  is  claimed  for 
this  window  it  is  stated  that  the  general  effect  was  un- 
usually clear  and  good,  and — more  important — that  it 
brought  results. 

Getting  on  the  Job. — 

The  first  of  the  year  a  law  went  into  effect  in  Penn- 
sylvania prohibiting  the  use  of  the  roller  towel. 

Hilton  &  Heflner,  druggists  at  Lock  Haven,  were 
not  long  in  seeing  the  opportunity,  nor  did  they  permit 
a  crop  of  alfalfa  to  grow  under  their  feet  before  getting 
busy.  They  began  immediately  to  push  the  paper  towel, 
and  with  it  allied  lines,  such  as  sanitary  drinking  cups, 
liquid  soap,  soap  containers  and  holders,  etc.  They 
went  right  out  after  this  business,  callmg  on  banks, 
hotels,  factories,  barber  shops,  offices,  and  stores.  In 
some  of  these  places  they  got  good-sized  orders,  one 
totaling  $30.  Space  was  taken  in  a  local  paper,  and  the 
line  pushed  vigorously.  The  campaign  netted  a  profit 
of  several  hundred  dollars. 

A  Negative  Hint.— 

Practical  demonstration  begets  sales,  says  the  Retail 
Druggist  of  Canada,  except  in  the  case  of  a  clerk  dem- 
onstrating the  jaw-exercising  qualities  of  chewing  gum. 


A  SBRHONBTTE  ON  ADVERTISINa 

A  dealer  wants  to  sell  hay.  He  proposes  to  advertise  the  hay.  Shall  he  buy  space  and  in  that 
space  publish  a  pretty  little  Maud  Muller  story  of  the  hay  meadow,  artistically  decorated  with  a  border 
of  field  daisies  and  a  delicate  vignette  of  "The  judge  looked  back  as  he  climbed  the  hill?" 

That  advertisement  would  attract  attention,  certainly;  the  attention  of  many  of  the  readers.  But 
the  advertisement  would  be  a  much  better  salesman  if  it  merely  said  in  big,  bold,  black  type — "Hay  de- 
livered, $8  a  ton," 

The  man  in  the  market  for  hay  is  the  man  that  advertiser  is  after,  and  while  he  may  be  but  one 
out  of  100  readers  of  the  newspaper,  he  is  the  one  important  man. 

When  advertising  does  not  pay,  the  advertiser  should  put  himself  in  the  place  of  the  reader  and 
study  the  "why"  of  die  failure  of  the  ad.  to  draw. — T.  W.  Chahblise. 
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QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered hytnail;  {2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui,i,E- 
TiN  of  the  month  following:  (^)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


A   Good  Liquid  Soap. 

O.  C. — "Will  you  please  publish  a  formula  for  the 
making  of  a  cheap  but  good  liquid  soap?" 

The  following  formula  suggested  by  M.  I.  Wilbert 
some  years  ago  is  made  from  purified  cottonseed  oil 
and  will  not  cost  more  than  fifty  cents  a  gallon  in  fair 
quantities,  and  makes  a  satisfactory  product: 

Sodium    hydrate    40  Gm. 

Potassium   h^dr^te    40  Gm. 

Cottonseed  oil    600  Cc. 

Alcohol     260  Cc. 

Distilled  water,  a  sufficient  quantity  to 
make     2600  Cc. 

In  a  suitable  container,  preferably  a  glass-stoppered  bottle, 
dissolve  the  potassium  hydrate  and  the  sodium  hydrate  in  250 
Cc.  of  distilled  water,  add  the  alcohol,  and  then  add  the  cotton- 
seed oil  in  three  or  four  portions,  shaking  vigorously  after  each 
addition.  Continue  to  agitate  the  mixture  occasionally,  until 
saponification  has  been  completed.  Then  add  the  remaining 
portion  of  distilled  water  and  mix. 

The  only  precautions  that  are  at  all  necessary  are  to 
use  the  U.  S.  P.  grade  of  ingredients,  and  to  be  sure 
that  saponification  is  complete  before  adding  the  re- 
maining portions  of  the  distilled  water.  The  water 
used  must  be  absolutely  free  from  soluble  salts  of  the 
alkaline  earths  or  the  heavy  metals,  and  for  this  reason 
should  be  preferably  freshly  distilled. 

The  resulting  preparation  not  being  official,  the 
pharmacist  is  at  liberty  to  modify  the  formula  to  suit 
his  own  individual  taste  or  the  preference  of  his  cus- 
tomers. The  ^ap  can,  of  course,  be  readily  made  more 
alkaline,  and  it  can  also  be  made  with  an  appreciably 
smaller  quantity  of  the  alkali. 

For  general  use  as  a  toilet  soap  it  would  of  course 
be  necessary  to  give  it  some  distinctive  odor.  This 
can  best  be  accomplished  by  replacing  a  portion  of  the 
water  with  distilled  extract  of  witch-hazel,  rose-water, 
or  orange-flower  water,  or  by  adding  the  necessary  per- 
fume, spirit,  or  essential  oils  to  suit  the  individual  taste 
or  need.  A  satisfactory  odor  might  be  secured  by  add- 
ing the  mixture  of  essential  oils  used  as  the  flavoring 
ingredients  of  the  alkaline  antiseptic  of  the  N.  F.  or 
the  liquid  antiseptic  of  the  U.  S.  P. 


Figuring  Percentages. 

T.  D.  C.  asks :  "Kindly  give  us  through  the  columns 
of  your  paper  the  rule  for  figuring  the  percentage  of 
alcohol  in  mixtures  made  of  parts  containing  different 
percentages  of  the  same." 

This  is  a  problem  in  alligation,  and  the  "rule''  is 
somewhat  complicated — so  involved,  indeed,  that  a  con- 
crete example  is  quite  essential  to  its  demonstration. 
For  that  reason  it  would  have  been  much  better  had 


our  correspondent  supplied  us  with  the  specific  case 
which  is  troubling  him.  However,  we  will  advance  a 
hypothetical  problem,  and  then  proceed  to  work  it  out. 

A  wholesale  druggist  mixes  5  pounds  of  opium  con- 
taining 9  per  cent  of  morphine,  3  pounds  of  opium  con- 
taining 6  per  cent  of  morphine,  and  10  pounds  of 
opium  containing  12  per  cent.  What  is  the  morphine 
strength  of  the  mixture? 

The  solution:  5  pounds  of  9-per-cent  opium  con- 
tains as  much  morphine  as  45  pounds  of  1-per-cent 
opium  would  contain. 

Three  pounds  of  6-per-cent  opium  contains  as  much 
morphine  as  18  pounds  of  1-per-cent  opium. 

Ten  pounds  of  12-per-cent  opium  contains  as  much 
morphine  as  120  pounds  of  1-per-cent  opium. 

Then  the  18  pounds  of  product  (5  poundsH-3 
pounds+10  pounds)  contain  as  much  morphine  as  183 
pounds  (45  pounds-f  18  pounds+120  pounds)  of  1-per- 
cent opium  would  contain.  And  the  morphine  strength 
of  the  product  must  be  as  many  times  1  per  cent  as  18 
pounds  is  contained  in  183  pounds,  or  10.16.  Hence  the 
morphine  strength  of  the  product  is  10.16  per  cent. 

This  operation  may  be  made  the  basis  of  the  fol- 
lowing rule : 

1.  Multiply  the  amounts  of  the  several  ingredients 
(all  of  which  must  be  expressed  in  the  same  unit)  by 
their  percentage  strengths. 

2.  Add  the  products. 

3.  Add  also  the  amounts. 

4.  Divide  the  sum  of  the  products  by  the  sum  of  the 
amounts. 

The  quotient  is  the  percentage  strength  of  the 
mixture. 

In  case  the  strengths  are  given  in  volume-percentage, 
the  amounts  must  be  in  volume;  if  in  weight-per- 
centage, the  amounts  must  be  in  weight,  as  in  the  ex- 
ample we  have  given. 


A  Stock  Tonic  and  a  Poultry  Tonic. 

E.  P.  McC.  writes:  "Will  you  please  take  the  twa 
enclosed  formulas  and  after  each  ingredient  supply  the 
proper  proportipnate  amount?  No.  1  is  for  a  stock 
tonic;  No.  2  is  for  a  poultry  powder." 

NO.  1— STOCK  TONIC. 

Powd.  nux  vom Siij,  dose  11  gr. 

Powd.  quassia 3ii{,  dose  11  gr. 

Powd.  iron  sulp. Sj,  dose  80  gr. 

Powd.  sod.  sulp ti,  dose  80  gr. 

Powd.  sod.  chlor 3iv,  dose  16  gr. 

Powd.  Epsom  salt Siji  dose  60  gr. 

Powd.  pot.  nit 3iv,  dose  15  gr. 

Powd.  charcoal Siv,  dose  15  gr. 

Powd.  fenugreek Si;,  dose  60  gr. 

Powd.  alfalfa  meal,  q.  s.  ad  Sxvj. 

Dose,  1  ounce. 

NO.  2— POULTRY  TONIC. 

Powd.  nux  vom gr.  ss. 

Powd.  quassia gr.  iij. 

Powd.  iron  sulp gr.  j. 

Powd.   iron  oxide gr.  ss. 

Powd.  carbonate  of  lime gr.  xx. 

Powd.   pot.   nitr gr.  1  j . 

Powd.  sod.  chlor gr.  ij. 

Powd.  alfalfa  meal,  q.  s.  ad 5j. 

Dose,  1  teaspoonful  for  each  bird. 

The  last  column  in  No.  1  shows  the  amount  of 
each  ingredient  that  goes  into  a  single  dose.  With  the 
idea  in  mind  that  the  expense  of  the  preparation  must 
be  reduced  as  much  as  possible,  dosage  has  been  kept 
well  within  bounds. 

We    do   not   approve   of    the    nux    vomica    in    the 
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poultn-  powder.  Preparations  of  this  nature  are 
thrown  out  more  or  less  promiscuously,  and  a  greedy 
individual  might  get  not  only  her  dose,  but  also  that  of 
a  dozen  others,  the  result  being  crepe  on  the  hen-house 
door.  The  nux  may  well  be  eliminated,  there  being 
sufficient  iroh  to  answer  all  tonic  requirements. 


Liquid  Shoe  Blacking. 

E.  H.  H. — "Kindly  supply  me  through  the  columns 
of  your  invaluable  journal  a  formula  or  two  for  the 
making  of  liquid  shoe  blacking." 

The  following  formulas  are  said  to  make  products 
of  excellent  quality: 

( 1 )  Ivory    black    120  parts. 

BrowTi  sugar    00  parts. 

Olive  oil    15  parts. 

Stale  beer   600  parts. 

Mix  the  black,  sugar  and  olive  oil  into  a  smooth  paste,  adding 
the  beer,  a  little  at  a  time,  under  constant  stirring.  Let  stand 
lor  34  hours,  then  put  into  flasks,  lightly  stoppered. 

(2)  Ivory   black    200  parts. 

Molasses    200  parts. 

GaJlnuts, '  bruised    18  parts. 

Iron    sulphate    18  parts. 

Sulphuric  acid 40  parts. 

Boiling   water    700  parts. 

Mix  the  molasses  and  ivory  black  in  an  earthen  vessel.  In 
an  iron  vessel  let  the  gallnuts  infuse  in  100  parts  of  boiling 
water  for  one  hour,  then  strain  and  set  aside.  In  another  vessel 
dissolve  the  iron  sulphate;  in  another,  100  parts  of  the  boiling 
water.  One-half  of  this  solution  is  added  at  once  to  the  molasses 
mixture.  To  the  remaining  half  add  the  sulphuric  acid,  and 
pour  the  mixture,  a  little  at  a  time,  under  constant  stirring,  into 
the  earthen  vessel  containing  the  molasses  mixture.  The  mass 
will  swell  up  and  thicken,  but  as  soon  as  it  commences  to  subside 
add  the  infusion  of  gallnuts,  also  under  vigorous  stirring.  If  a 
paste  blackinff  is  desired  the  preparation  is  now  complete.  For 
a  liquid  black  add  the  remaining  portion  of  the  boiling  water 
(500  parts),  stir  thoroughly,  and  bottle. 


Massage  Cream  Without  Milk. 

\V.  F.  H.— "Will  you  kindly  publish  a  formula,  or 
any  information  you  have,  for  making  a  'rolling' 
massage  cream  without  milk?" 

Try  this: 

Casein     12  parts. 

Oleic  acid   4  parts. 

White  wax   6/10  part. 

Benzoic  acid   86/100  part. 

Water   18  parts. 

Color  and  perfume  to  suit. 

Results  obtained  depend  very  much  on  the  quality 
of  casein  used;  in  fact,  the  product  employed  should 
be  casein  especially  made  for  this  very  purpose. 

If  the  idea  is  to  get  away  from  casein  as  well  as 
milk,  the  following  will  perhaps  be  found  to  ^ive  satis- 
faction : 

Spermaceti ^    ounce. 

White  wax  ^  ounce. 

Oil  of  sweet  almond 8  fluidounces. 

Lanolin    1  ounee. 

Cocoanut  oil   1  ounce. 

Orange>flower  water  1  fluidounce. 

Tincture  of  benzoin 8  drops. 

Having  melted  the  first  five  ingredients  in  a  porcelain  pan 
remore  them  from  the  fire,  add  the  mixture  of  benzoin  and 
orange-flower  water,  and  beat  until  cold  and  uniformly  smooth 
and  creamy.  A  few  drops  of  oil  or  neroli  improves  the  odor  and 
will  be  found  an  advantage. 


The  Liquid  in  a  Storm  Glass. 

E.  A.  Y.  asks:  "Will  you  please  publish  in  your 
next  issue  full  details  concerning  chemicals  used  in 
barometers  or  storm  glasses?" 

A  storm  glass  may  be  constructed  as  follows : 
Dissolve   10  grammes  of  camphor,   5  grammes  of 


saltpeter,  5  grammes  of  sal  ammoniac  in  105  grammes 
of  alcohol  (90-per-cent)  and  45  grammes  of  distilled 
water.  After  filtering,  fill  glass  tubes  2  cm.  wide  and 
50  cm.  long  with  this  solution,  cork  up  well  below  and 
above,  seal  and  fix  on  boards  by  means  of  wire,  sim- 
ilar to  barometers. 

The  changes  of  the  solution  signify  the  following: 
Clear  liquid,  bright  weather;  crystals  at  bottom,  thick 
air,  frost  in  winter;  dim  liquid,  rain;  dim  liquid  with 
small  stars,  thunder-storms;  large  flakes,  heavy  air, 
overcast  sky,  snow  in  winter;  threads  in  upper  portion 
of  liquid,  windy  weather;  small  dots,  damp  weather, 
fog;  rising  flakes  which  remain  high,  wind  in  the  upper 
air  regions;  small  stars  in  winter  on  bright  sunny  day, 
snow  in  one  or  two  days.  The  higher  the  crystals 
rise  in  the  glass  tube  in  winter,  the  colder  it  will  be. 


Water-proof  Shoe  Dressing. 

C.  E.  F. — ^We  are  not  familiar  with  the  two  pro- 
prietary preparations  you  mention.  The  ordinary  wax 
paste  for  tan  shoes,  which  is  to  a  degree  water-proof, 
may  be  made  as  follows: 

Yellow  wax    0  parts. 

Oil  of  turpentine    80  parts. 

Soap    1  part. 

Boiling  water 80  parts. 

Dissolve  the  wax  in  the  turpentine  on  a  water-bath  and  the 
soap  in  the  water,  and  stir  the  two  liquids  together  until  the 
mixture  becomes  sufficiently  cold  to  remain  homogeneous. 

A  water-proof  shoe  dressing  may  be  made  as  fol- 
lows: 

Caoutchouc    10  parts. 

Petroleum    10  parts. 

Carbon  disulphide  10  parts. 

Shellac   40  parts. 

Lampblack   80  parts. 

Oil   lavender    1  part. 

Alcohol     800  parts. 

Upon  the  caoutchouc  in  a  bottle  pour  the  carbon  disulphide, 
cork  well,  and  let  stand  a  few  days,  or  until  the  caoutchouc  has 
become  thoroughly  gelatinized  or  partly  dissolved.  Then  add  the 
petroleum,  oil  of  lavender,  and  alcohol,  next  the  shellac  in  fine 
powder,  and  heat  it  to  about  180*  P.,  taking  care  that  as  little  as 
possible  is  lost  by  evaporation.  When  the  substances  are  all 
dissolved  and  the  liquid  is  tolerably  clear,  add  the  lampblack,  mix 
thoroughly,  and  fill  at  once  into  small  bottles. 


Two  Metal  Polish  Formulas. 

F.  W.  C. — "Will  you  kindly  furnish  us  with  a  good 
formula  far  metal  polish,  and  greatly  oblige?" 

Either  of  the  following  will  undoubtedly  answer 
your  needs: 

(1)  Oxalic    acid    1  part. 

Peroxide  of  iron  (jewelers'  rouge)....  16  parts. 

Rottenstone     80  parts. 

Palm   oil    60  parts. 

Petrolatum    6  parts. 

Pulverize  the  acid  and  the  rottenstone  and  mix  thoroughly 
with  the  rouge.  Sift  to  remove  all  grit,  then  make  into  a  paste 
with  the  oil  and  petrolatum.  A  little  nitrobenzol  may  be  added 
to  scent  the  mixture. 

(8)  Oleine     40  parts. 

Ceresine 5  parts. 

Tripoli    40  parts. 

Light  mineral  oil  (0.870) 80  parts. 

Melt  the  oleine,  ceresine,  and  mineral   oil  together,  and  stir 
in  the  tripoli;  next,  grind  evenly  in  a  paint  mill. 


Two  Preparations  Advised. 

U.  D.  C.  requests :  "Please  publish  in  your  valuable 
magazine  a  formula  for  the  extermination  of  bedbugs 
and  roaches.    We  want  to  put  this  up  in  25-cent  bottles." 

One  preparation   for  both  bedbugs  and  roaches  is 
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not  altogether  practical.  The  best  exterminator  for 
bedbugs  is  corrosive  sublimate,  and  it  could  be  con- 
sidered scarcely  a  safe  plan  to  use  this  about  the 
kitchen.  However,  here  is  a  mixture  which  is  fre- 
quently used  for  bedbugs  and  roaches,  and  seems  to 
give  good  satisfaction:  To  half  a  gallon  of  kerosene 
oil  add  a  quart  of  spirit  of  turpentine  and  an  ounce  of 
oil  of  pennyroyal.  The  pennyroyal  as  well  as  the 
turpentine  is  not  only  poisonous  but  exceedingly  dis- 
tasteful to  insects  of  all  kinds.  The  kerosene  while  less 
quickly  fatal  tor  bugs  than  benzine  is  cheaper  and  safer, 
and  when  combined  with  the  other  ingredients  becomes 
as  efficient. 


A  Question  of  Salary. 

A.  D.  T.  wants  to  know  what  salary  a  manager 
should  receive  for  conducting  a  drug  store  doing  an 
annual  business  of  $30,000. 

It  is  difficult  in  the  nature  of  things  to  answer  such 
a  question  specifically,  but  so  far  as  it  can  be  answered 
at  all  we  attempted  to  give  a  reply  on  page  490  of  the 
Bulletin  of  Pharmacy  for  last  December.  We  then 
said :  ''Both  expenses  and  salaries  are  higher  in  the  city 
than  in  the  country,  but  in  general  it  might  be  said 
that  the  proprietor  should  pay  himself  a  salary  amount- 
ing to  just  about  what  he  would  have  to  pay  a  manager 
of  equal  efficiency  and  equal  loyalty  to  the  busines.s. 
Usually  a  man  who  has  a  $10,000  business  pays  himself 
about  $1200  a  year,  sometimes  $1500,  and  ordinarily 
the  salary  keeps  pace  with  the  increase  of  the  business 
until  it  is  found  that  in  the  case  of  a  store  having  sales 
of  $25,000  a  year  the  proprietor's  salary  is  something 
Uke  $2000  or  $2500." 


Dry   Yeast. 

F.  D.  K. — "Please  state  in  your  columns  how  com- 
pressed yeast  is  made,  and  give  the  formula." 

Boil  together  for  one-half  hour,  95  parts  of  the 
finest  grated  hops  and  4000  parts  of  water.  Strain. 
Add  to  the  warm  liquor  1750  parts  of  rye  meal  or 
flour.  When  the  temperature  has  fallen  to  that  of  the 
room  add  167  parts  of  good  yeast.  On  the  following 
day  the  mass  will  be  in  a  state  of  fermentation.  While 
it  is  in  this  condition  add  4000  parts  of  barley  flour, 
so  as  to  form  a  dough.  This  dough  is  cut  up  into  thin 
disks,  which  are  dried  as  rapidly  as  possible  in  the 
open  air  or  sun.  For  use,  the  disks  are  broken  into 
small  pieces  and  soaked  over  night  in  warm  water. 
The  yeast  can  be  used  on  the  following  day. 


Ginger  Ale  Syrup. 

W.  P.  W. — We  are  able  to  answer  your  query  con- 
cerning a  formula  for  a  ginger  ale  syrup  for  use  with 
carbonated  water,  but  do  not  know  the  composition  of 
the  proprietary  preparation  you  mention.  A  formula 
for  ginger  ale  syrup  is  as  follows : 

Fluidextract  of  ginger,  U.  S.  P....l^  ounces. 

Tincturq  of  capfticum,  U.  S.  P ^  ounce. 

Spirits  of  lemon,  U.  S.  P 1  ounce. 

Carbonate  of  magnesia ^  ounce. 

Fruit  acid l}i  ounces. 

Granulated  sugar 0  pounds. 

Sugar  coloring   ^  ounce. 

Water,  a  sufficient  quantity. 

Thoroughly  mix  2  ounces  of  the  sugar  with  the  magnesia  in 


a  mortar,  and  add  the  fluidextract  of  ginger  and  the  tincture 
of  capsicum.  Then  add  8  pints  of  water  grmdually,  stirring  con- 
stantly. Filter  through  paper,  adding  water  until  4  pints  of 
dear  filtered  liquid  are  obtained.  DissoWe  in  this  solution,  with 
gentle  heat,  the  sugar;  then  strain,  and  when  cool  add  the  re- 
maining ingredients. 


Bleaching  Sole  Leather. 

G.  D.  T. — ^"Will  you  please  give  me  a  formula  for 
bleaching  oak  sole  leather  that  contains  glucose?" 

A  combination  of  sulphurous  acid  and  oxalic  acid 
would  undoubtedly  give  the  results  you  seek.  Either 
acid  used  alone  might. 

If  12^  parts  of  oxalic  acid  and  10  parts  of  sodium 
bisulphate  be  mixed  and  spread  on  the  leather  in  dry 
powder,  and  then  water  added,  sufficient  sulphurous 
acid  will  be  liberated  to  exert  the  necessary  bleaching 
qualities. 


Liquid  Court  Plaster. 

J.  L.  H. — "Would/ you  kindly  supply  me  with  a 
formula  for  making  liquid  court  plaster,  a  product 
equally  as  good  as ?" 

Concerning  the  proprietary  you  mention,  we  are  not 
in  a  position  to  advance  any  information. 

Liquid  court  plasters,  however,  are  made  by  dis- 
solving flexible  collodion  or  pyroxylin  in  methyl  alcohol 
and  amyl  acetate,  or  by  dissolving  celluloid  in  amyl 
acetate  and  alcohol. 


IVho  Makes  Sheet-gelatin  Articles  f 

H.  L.  R.,  who  has  charge  of  an  important  line  of 
correspondence  in  a  prominent  drug  house,  says  that 
he  is  often  in  receipt  of  inquiries  for  boxes  and  other 
novelties  made  from  sheet-gelatin,  and  he  doesn't 
know  the  name  of  any  manufacturer  in  this  country  to 
whom  such  inquiries  can  be  referred.  Do  readers  of 
the  Bulletin  of  Pharmacy  know  the  name  and  ad- 
dress of  any   such  manufacturer? 


Not  Feasible. 

D.  D.  writes:  "Please  publish  a  formula  for  an 
elixir  laxative  compound — one  representing  1  drachm 
of  licorice  powder  to  the  fluidrachm.". 

Our  correspondent  loses  sight  of  the  fact  that  com- 
pound licorice  powder  contains  sulphur,  which  is  insol- 
uble in  water.  A  clear  elixir,  therefore,  cannot  be 
made. 


Chemical  Solution  for  Closets. 

G.  B.  H. — "Can  you  tell  me  what  is  the  solution 
used  in  chemical  closets?" 

We  regret  to  say  that  we  cannot.  We  are  aware 
that  there  is  such  a  solution  in  use,  but  do  not  know 
what  it  is.  Perhaps  some  of  our  readers  will  come 
forward  with  the  desired  information. 


B.  F.  M. — We  are  unable  to  supply  you  with  in- 
formation concerning  the  proprietary  preparation  you 
mention. 
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CHANCES  OF 

THE   HARRISON 

BILL. 


The  important  question  of 
the  hour  is  the  Harrison 
anti-narcotic  bill  passed  by 
the  lower  house  of  Congress  and  now  pending 
in  the  Senate.  There  is  every  probability  that 
this  bill  will  become  law  during  the  present 
session  of  Congress.  It  may  even  be  laid  be- 
fore President  Wilson  before  this  issue  of  the 
Bulletin  is  read.  The  latest  news  from 
Washington  is  that  special  efforts  are  being 
made  by  the  committee  in  charge  of  the  bill 
to  get  it  out  of  the  way.  It  has  been 
sidetracked  by  the  overshadowing  importance 
of  the  Panama  tolls  bill,  and  by  other  legis- 
lation forming  an  important  part  of  President 
Wilson's  programme.  The  Harrison  bill,  how- 
ever, came  before  the  Senate  on  one  or  two 
calendar  days  and  was  amended  in  several  par- 
ticulars. 


AN  UNWISE 
AMENDMENT. 


The  provisions  of  the  Harri- 
son measure  are  generally 
known,  and  we  may  say  that 
they  were  carefully  epitomized  on  page  266  of 
the  Bulletin  for  July,  1913.  One  or  two 
changes,  however,  have  been  made  in  the  draft 
since  that  time,  and  over  one  of  them  a  mild 
fight  may  be  expected. 

Mr.  Freericks  made  a  great  struggle  last 
year  to  have  the  bill  so  amended  that  physi- 
cians who  dispensed  narcotics  would  be  put 
on  the  same  plane  with  druggists  in  keeping 
records  of  their  transactions.  The  reply  made 
at  that  time  by  the  friends  of  the  bill  was  that 
the  measure  was  not  open  to  objection  for  the 
reason  that  it  exempted  physicians  from  the 
operation  of  the  law  only  with  respect  to  pa- 
tients whom  they  were  personally  attending 
in  good  faith.  Since  then,  however,  the  sit- 
uation has  changed.  At  the  suggestion  of 
Senator  McCumber,  the  Senate  Committee  has 
written  in  an  amendment  permitting  a  physi- 
cian to  send  a  narcotic  to  a  patient  whom  he 
has  not  seen,  but  whom  he  has  been  specially 
employed  to  prescribe  for.  This  amendment 
opens  up  incidentally  a  way  for  illegal  traffic 
by  mail  or  express,  imder  the  guise  of  prescrib- 
ing for  and  supplying  distant  patients.  To  off- 
set this  danger  the  National  Drug  Trade  Con- 
ference has  asked  the  Senate  to  provide  that 
when  a  physician  dispenses  narcotics  under 
circumstances  permitted  by  the  McCumber 
amendment,  he  shall  make  a  record  in  a  suit- 
able book  kept  for  that  particular  purpose. 

So  far  so  good.  But  Senator  Nelson  of 
Minnesota,  unwisely  egged  on  by  some  of  the 
pharmacists  of  his  State,  has  gone  a  step  far- 
ther and  has  introduced  an  amendment  com- 
pelling physicians  to  keep  a  record  of  all  nar- 
cotics prescribed  or  dispensed  by  them,  so  that 
a  physician  using  morphine,  in  an  emergency 
case  of  a  critical  nature,  and  administering 
only  one  dose  at  the  bedside,  would  have  to 
stop  and  record  the  fact!  This  is  of  course 
idiotic.  A  discrimination  ought  to  be  made 
between   emergency  administration  and  pre- 
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scription  orders  on  the  one  hand,  and  actual 
dispensing  on  the  other. 


The  Nelson  amendment,  nat- 
AHENMENTS.      "rally  enough,  has  aroused  a 

good  deal  of  opposition, 
chiefly  from  physicians.  They  do  not  want 
their  plain  rights  and  privileges  restricted  to 
such  a  degree,  and  they  can  scarcely  be  blamed. 
The  amendment  suggested  by  the  National 
Drug  Trade  Conference  goes  far  enough,  and 
if  any  amendment  under  this  head  is  written 
into  the  law  finally,  that  ought  to  be  the  one. 
It  looks,  though,  as  if  the  attempt  to  push  the 
Nelson  amendment  will  have  the  final  effect 
of  killing  both  amendments,  so  that  the  Mc- 
Cumber  proposition  will  stand  imqualified. 

In  the  meantime  the  bill  has  been  amended 
in  one  or  two  other  particulars,  at  the  sugges- 
tion of  the  National  Drug  Trade  Conference. 
The  permitted  quantity  of  heroin  in  exempted 
preparations  has  been  increased  from  1/12  of 
a  grain  to  J4  of  21  grain,  the  reason  for  this 
being  that  J4  grain  is  the  amount  mentioned 
in  most  of  the  State  laws.  Another  amend- 
ment will  relieve  the  druggist  of  the  burden 
of  knowing  that  a  physician  who  writes  a  pre- 
scription for  a  narcotic  is  registered  under  the 
bill.  The  various  State  laws  prohibit  the  drug- 
gist from  dispensing  narcotic  prescriptions  un- 
less they  are  written  by  regularly  licensed  phy- 
sicians, and  this  is  thought  to  be  protection 
enough. 

4c        4c        4c 

One  of  the  new  departures 

Dsuo'cLEUs.      ^^    Public    school    work    in 

large  cities  is  what  is  known 
as  "continuation  classes."  The  director  of 
continuation  classes  at  the  Cass  Technical  High 
School  in  this  city  recently  gave  an  interesting 
talk  on  the  subject  before  the  members  of  the 
Executive  Committee  of  the  Detroit  Retail 
Druggists'  Association.  It  was  annotmced  that 
the  city  Board  of  Education  had  authorized  a 
class  in  elementary  chemistry  for  drug  clerks 
and  drug-store  apprentices.  It  would  be  an 
afternoon  class  consuming  five  hours  of  time 
weekly.  Pharmacists  were  asked  to  donate 
this  time  to  their  clerks,  and  to  encourage  them 
to  take  advantage  of  the  opportimity.  There 
would  be  no  expense  except  a  fee  of  $2.50  for 
laboratory  material  and  breakage,  and  a  regis- 
tration fee  of  $1.00  which  would  be  refunded 


if  the  student  attended  75  per  cent  of  the  time. 
The  director  explained  that  it  was  desired  to 
have  20  students  to  start  in  the  first  class. 

The  D.  R.  D.  A.  has  taken  the  thing  up,  and 
it  will  be  a  surprise  if  the  generous  offer  of  the 
city  authorities  is  not  accepted  and  utilized  reg- 
ularly in  the  future.  Here  is  a  suggestion  for 
druggists  in  other  large  cities. 


AFTER 


There  has  recently  been  or- 
THE  PEDDLERS  I     g^uized  what  is  called  the 

"National  Health  Conserva- 
tion League,"  the  purpose  of  which  is  to  pre- 
vent the  sale  of  impure  and  contraband  syn- 
thetics by  peddlers.  A  t)rpe  of  bill  has  been 
drawn  up  which  it  is  proposed  every  State 
should  enact  into  law.  This  bill  is  quite 
peculiar.  It  provides  that  before  any  person 
shall  be  permitted  to  peddle  drugs  he  must,  be 
licensed  by  the  State  board  of  pharmacy.  This 
license  may  be  given  only  upon  a  written  appli- 
cation supported  by  five  reputable  pharmacists 
in  the  man's  own  coiuity:  it  is  to  cost  $1000 
and  is  to  hold  good  only  for  one  year.  In  ad- 
dition to  that  Mr.  Peddler  must  file  a  bond  for 
$2000.  All  goods  sold  by  him  must  show  the 
exact  composition  on  the  label,  and  must  also 
bear  the  name  of  the  manufacturer  and  the 
name  of  the  peddler.  The  penalty  is  a  fine 
ranging  from  $250  to  $500  for  each  offense. 
To  make  the  law  more  effective,  it  is  provided 
that  any  druggist  who  buys  drugs  of  an  un- 
licensed peddler  shall,  by  virtue  of  that  act,  be 
considered  presumptively  guilty  of  criminal 
intent. 

A  pretty  drastic  bill !  It  remains  to  be  seen 
whether  the  courts  would  hold  such  a  measure 
confiscatory,  as  some  of  them  have  done  with 
itinerant  peddler  bills  imposing  a  license  of 
nine  hundred  or  a  thousand  dollars  a  year. 


TBE  N.  A.  R.  D.         ^^^    Exccutivc    Committee 

EXECUTIVE       of  the  N.  A.  R.  D.  held  its 

COMMITTEE,    regular  quarterly  meeting  in 

Chicago  last  month.  The  most  important  ac- 
tion was  that  of  rejecting  the  proposal  of  the 
trustees  of  the  Druggists'  National  Home  that 
the  N.  A.  R.  D.  take  the  institution  over  and 
assume  charge  of  it.  The  vexed  question  of 
delegates  who  are  not  druggists  was  settled, 
at  least  for  the  present,  by  deciding  that  any 
person  would  be  eligible  as  a  delegate  to  N.  A. 
R.  D.  conventions  if  he  were  a  member  in 
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good  standing  of  his  own  local  association. 
There  was  considerable  discussion  of  the  ac- 
tion taken  at  Cincinnati  last  August  in  favor 
of  the  extension  of  certain  service  features, 
and  it  was  finally  voted  to  put  the  whole  thing 
up  to  the  secretary,  let  him  develop  what  he 
thought  wise,  and  empower  him  to  employ  the 
necessary  assistants.  It  was  specificially  voted, 
however,  to  assume  the  publication  of  an 
almanac  designed  for  general  distribution  by 
retailers.  *     ^     * 


THE  PLAUT 
FELLOWSHIP. 


Albert  Plant  has  founded  a 
fellowship  in  the  College  of 
Pharmacy  of  the  City  of 
New  York  in  memory  of  his  father,  the  late 
Isaac  Plant.  It  is  for  the  encouragement  of 
graduate  study  and  original  research.  It  con- 
sists of  the  pa)rment  annually  of  the  sum  of 
$500,  and  it  will  provide  for  a  year  of  study 
at  a  foreign  school  or  university  by  some  grad- 
uate of  the  New  York  College  holding  the  de- 
gree of  Bachelor  of  Science  in  Pharmacy.  The 
student  selected  must  have  shown  great  taste 
and  aptitude  for  original  investigation,  and 
should  no  member  of  a  given  class  be  deemed 
worthy  of  the  award,  it  will  be  withheld  for 
that  year.  *     :|k     ♦ 

Echoes  of  the  bichloride  agi- 
BiCHLosiDE.       tation  are  occasionally  heard, 

although  the  somewhat  fool- 
ish demand  for  radical  legislation  is  lessening 
as  the  weeks  go  by.  A  drastic  bill,  introduced 
in  the  New  York  legislature,  was  killed  just 
before  final  adjournment  of  that  body.     In 


Maryland,  however,  a  law  has  been  enacted 
providing  that  bichloride  tablets  must  have  one 
of  three  or  four  stipulated  shapes,  and  must 
be  of  one  of  two  colors.  This  is  a  more  lib- 
eral measure  than  it  was  at  first  thought  the 
legislature  would  insist  upon.  It  looked  early 
as  if  one  particular,  arbitrary  shape  would  be 
demanded. 


STOLEN 
QUESTIONS. 


The  Iowa  Board  of  Phar- 
macy had  rather  a  serious 
time  at  a  recent  examination. 
A  copy  of  the  questions  had  been  stolen  from 
the  State  printer  and  sold  to  ten  of  the  stu- 
dents who  took  the  examination.  The  boys 
overdid  the  matter  somewhat,  securing  marks 
which  led  to  suspicion.  The  matter  was  inves- 
tigated, and  a  number  of  confessions  secured. 
The  men  directly  connected  with  the  selling  of 
the  questions  were  indicted  and  fined,  and  the 
guilty  students  suspended  and  prevented  from 
applying  for  examination  for  a  full  year. 


You  cannot  fill  a  telephone 

NO  'PHONED  '    J.'  r'  i.* 

PEESCEiPTioNS.     prcscnption   for  a   narcotic 

without  violating  the  law! 
This  is  the  essence  of  a  decision  recently  made 
by  a  Boston  magistrate.  A  clerk  was  com- 
pelled to  pay  a  fine  of  $25  because  he  had  fol- 
lowed out  the  request  of  a  physician  given 
over  the  telephone.  The  court  held  that  the 
law  must  be  considered  strictly  when  it  reads 
that  sales  must  be  made  only  "upon  the  written 
prescription  or  order  of  a  physician." 


SPECIAL  FEATURES  OF  THE  BULLETIN  FOR  NEXT  MONTH: 

1.  'DmggUts  and  their  Soda  Business" — an  inrestigation  ol  600  stores. 

2.  Eight   or  ten  prize-winning  formulas  ol  druggists'  best  toilet  preparations. 

3.  "Bly  Best  Paying  Side-Line" — a  prise  article  of  unusual  interest. 

4.  Several  lire  papers  on  the  best  means  of  attracting  children  to  the  store  and  making 
customers  of  them. 

5.  A  laughable  tale  told  by  Ben  Zoin*  the  Drug  Clerk. 

6.  A  page  of  photographs   snapped  by  the  publisher  of  the  BULLETIN,   now  touring 
East  India. 

7.  Two  pages  ol  drug-store  pictures. 

6.    Views  of  druggists'  summer  cottages. 
9.    Portraits  of  druggists'  children. 
10.  Photographs  of  druggists'  motor  boats  and  automobiles. 

Other  illustrations,  articles,  and  features  of  special  interest  and  helpfulness. 
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EDITORIAL 


A  SCIENTIFIC  INVESTIGATION  OF 

BUSINESS. 

The  Bureau  of  Business  Research,  estab- 
lished three  or  four  years  ago  in  the  Graduate 
School  of  Business  Administration  at  Harvard 
University,  has  been  conducting  a  careful 
study  of  costs,  expenses  and  profits  in  retail 
merchandising.  It  has  taken  up  the  work  be- 
gun by  the  Bulletin  of  Pharmacy  eight  or 
nine  years  ago,  applied  it  to  other  classes  of 
retail  stores  than  drug  establishments,  and  has 
gone  into  the  subject  with  far  more  thorough- 
ness and  scientific  care  than  we  could  devote 
to  it  as  a  mere  incident  in  the  conduct  of  a 
drug  journal.  Some  of  the  discoveries  made 
by  the  Harvard  Bureau  are  of  great  interest 
to  all  classes  of  retailers. 

Selden  O.  Martin,  Ph.D.,  director  of  the 
Bureau,  delivered  a  lecture  at  a  recent  quar- 
terly meeting  of  the  New  York  College  of 
Pharmacy.  From  this  lecture,  kindly  supplied 
us  in  manuscript  form,  we  find  that  the  Bureau 
began  an  exhaustive  investigation  of  the  retail 
shoe  business  three  years  ago.  At  first  blush 
it  might  seem  to  druggists  that  the  expenses 
and  profits  of  a  shoe  store  would  be  very  imlike 
those  of  a  drug  store,  but  as  a  matter  of  fact 
all  classes  of  retail  stores  are  quite  on  the  same 
plane  financially.  What  Mr.  Martin  and  his 
assistants  have  discovered  to  be  the  facts  in 
the  retail  shoe  business  are  practically  what  we 
have  been  declaring  with  reference  to  the  drug 
business  for  nearly  a  decade. 

Touching  here  and  there  on  the  points 
raised  by  Dr.  Martin,  we  may  say  first  that 
he  has  found  that  the  percentage  of  rent  to 
net  sales  ranges  all  the  way  from  1.8  per  cent 
to  14.6  per  cent,  with  a  marked  number  of 
cases  "centering  like  shots  about  a  bull's-eye" 
around  5  per  cent.  A  more  efficient  group  of 
stores,  enough  of  them  to  indicate  the  possi- 
bilities, attain  the  low  percentage  of  3  per  cent. 
This  squares  with  our  own  observations.  We 
have  frequently  had  occasion  to  say  that  the 
average  rental  is  about  5  per  cent  of  the  sales, 
though  this  statement  has  often  been  ques- 
tioned by  individual  retailers. 

Dr.  Martin  explained  in  New  York  that  the 
great  advantage  he  had  found  to  flow  from 
his  investigations  was  this,  that  it  enabled  a 


given  retailer  to  see  what  other  retailers  were 
doing.  A  merchant  with  a  good  accounting 
system  can  find  out  exactly  where  he  is  at,  but 
he  doesn't  know  where  he  ought  to  be  at.  For 
example,  suppose,  said  Dr.  Martin,  a  shoe  re- 
tailer finds  his  rent  to  be  7  per  cent  of  his  net 
sales.  From  the  facts  discovered  by  the  Har- 
vard investigators  he  realizes  that  his  rent 
should  be  as  low  as  5  per  cent,  while  it  is  not 
impossible  for  him  to  reduce  it  to  3  per  cent. 
He  may  then  bring  about  such  a  change  by  in- 
creasing his  sales  or  by  changing  his  location. 

So  with  the  question  of  clerical  expense. 
This  has  been  found  to  average  8  per  cent  in 
shoe  stores  in  cities  of  one  hundred  thousand 
and  upwards.  Several  investigations  of  indi- 
vidual drug  stores  point  practically  to  the  same 
average.  An  important  retail  shoe  firm  in 
Philadelphia,  however,  spent  much  more  than 
this  without  knowing  that  it  was  exceeding  the 
normal.  When  the  Harvard  figures  came 
along,  and  the  firm  discovered  its  mistake,  cor- 
rection was  promptly  made.  Hence  the  great 
value  of  knowing  the  standardized  averages 
in  all  these  directions. 

Dr.  Martin  presented  some  interesting  fig- 
ures regarding  stock  turnovers.  They  range 
all  the  way  from  1  to  3.6,  with  a  normal  turn- 
over of  1.8  and  an  attainable  turnover  of  2.5. 
These  figures  also  square  with  what  we  have 
published  from  time  to  time  regarding  the  drug 
business.  It  ought  to  be  explained,  however, 
that  in  figuring  the  turnover,  the  cost  of  goods 
instead  of  their  selling  price  should  be  divided 
by  the  inventory.  It  is  the  actual  money  paid 
for  and  invested  in  stock  that  should  be  con- 
sidered, and  not  what  the  stock  yields.  The 
amount  of  money  tied  up,  in  other  words,  and 
how  frequently  it  is  turned  over,  is  what  you 
want  to  know. 

It  is  very  interesting  to  us  to  find  Dr.  Mar- 
tin's figures  in  such  practical  harmony  with 
our  own.  It  must  be  remembered,  too,  that 
his  conclusions  are  based  upon  a  study  of  no 
fewer  than  630  retail  establishments,  so  that 
they  may  be  relied  upon  for  their  accuracy.  He 
supports  us  in  another  particular,  namely,  that 
when  a  merchant  finds  a  given  expense  is  high- 
er than  the  average,  or  a  given  profit  lower 
than  the  average,  it  is  abundantly  possible  for 
him  to  correct  the  situation.  That,  in  a  word, 
is  the  greatest  advantage  yielded  by  the  pre- 
sentation of  these  averages. 

Readers  of  the  Bulletin  will  remember 
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that  we  had  an  interesting  little  debate  on  this 
subject  with  one  of  our  subscribers  three  or 
four  months  ago.  His  contention  was  that 
one's  environment  dictated  such  things  as 
prices  and  profits  with  absolute  finality,  and 
that  a  merchant  was  helpless  in  the  grasp  of 
actual  conditions.  All  of  which  is  mere  bosh ! 
Every  merchant  can  improve  his  business  in 
this  respect  or  that,  once  he  finds  out  that  im- 
provement is  necessary. 


ANOTHER  INVESTIGATION. 

From  still  another  direction,  too,  we  find 
an  echo  of  the  work  inaugurated  by  the  Bul- 
letin OF  Pharmacy  in  discovering  the  facts 
about  the  cost  of  doing  business.  We  find  that 
System,  the  well-known  magazine  of  business 
published  in  Chicago,  has  been  conducting  an 
investigation  among  several  different  classes  of 
retail  stores.  System  finds  that  drug  store  costs 
average  as  follows: 

Rent,  4.02  per  cent. 

Salaries,  10.95  per  cent. 

Advertising,  L76  per  cent. 

Total  percentage  of  expense,  based  on  sales,  24.65. 

These  averages,  like  those  discovered  by  the 
Harvard  Bureau  of  Research,  are  in  practical 
agreement  with  our  own,  published  on  many 
different  occasions.  Several  years  ago,  for  in- 
stance, we  drew  up  a  table  showing  that  the 
average  percentage  of  expense  was  24.5,  the 
average  percentage  of  gross  profit  38.6,  and 
the  average  percentage  of  net  profit  14.1. 

Everybody  knows,  of  course,  that  expenses 
are  less  in  the  country  than  in  the  city.  System 
makes  the  interesting  comment  that  rural  deal- 
ers may  safely  deduct  3  per  cent  from  the  av- 
erage cost  of  doing  business  all  along  the  line. 
It  also  observes  that  druggists  pay  slightly 
higher  rent  than  other  dealers;  that  the  soda 
fountain  profits  make  such  rents  possible ;  and 
that  druggists  are  using  many  side-lines  to 
build  up  their  gross  returns  against  the  rising 
tide  of  expense. 

System  has  discovered  after  a  quite  exten- 
sive investigation  of  the  facts  in  all  lines  of 
trade  that  expenses  are  gradually  increasing, 
that  profits  are  gradually  decreasing,  and  that 


the  wise  merchant  is  the  one  who  fully  realizes 
the  situation,  who  grapples  with  it  earnestly, 
who  studies  ways  and  means  of  keeping  down 
his  expenses  as  much  as  possible,  and  who  puts 
in  lines  of  goods  that  yield  him  a  nice  profit 
and  enable  him  to  bolster  up  his  gross  returns. 


CANDY   IN   CIGAR  STORES. 

A  certain  wise  man  who  has  been  a  long 
time  dead  once  built  a  system  of  philosophy 
on  a  bit  of  allegory  which  sticks  in  one's  mem- 
ory. He  imagined  every  human  being  to  be 
the  sole  inhabitant  of  a  little  two-by-four 
world  of  his  own,  which  he  denominated  the 
"individual  sphere  of  action,"  and  he  declared 
that  this  sphere  was  bounded  on  all  sides  by 
the  rights  of  others. 

Now,  applying  the  philosophy  of  the  ancient 
mariner,  has  a  tobacco  store  a  moral  right  to 
sell  candy? 

While  this  sort  of  thing  is  by  no  means  a 
new  development,  it  is  only  within  the  last  six 
months  or  so  that  the  sale  of  package  goods  in 
cigar  stores  has  assumed  such  proportions  that 
some  of  those  who  oppose  the  practice  are  not 
merely  taking  notice,  but  are  taking  off  their 
coats  as  well,  and  are  assailing  the  wooden 
Indian  in  dead  earnest. 

The  chief  offender,  it  is  claimed,  is  the 
United  Cigar  Stores  Co.  The  chief  objector, 
it  is  said,  is  a  firm  in  New  York  which  both 
manufactures  candy  and  operates  a  chain  of 
retail  stores. 

The  candy  store  man  claims  that  the  candy 
will  absorb  the  taste  and  odor  of  tobacco; 
claims,  moreover,  that  a  discriminating  pur- 
chaser would  no  more  think  of  buying  candy 
in  a  cigar  store  than  Champ  Clark  would  of 
looking  for  a  bunch  of  American  beauties  in  a 
fish  market.  Deep  and  wide  space  has  been 
bought  in  the  daily  newspapers  to  promulgate 
these  views. 

Is  the  United  Company  oflf  the  reservation  ? 

Before  we  answer  we  should  not  lose  sight 
of  the  fact  that  right  and  wrong  are  relative 
terms.  What  was  wrong  last  February  may 
be  right  day  after  to-morrow. 


We  shall  soon  have  in  the  Bulletin  two  remarkably  interesting  papers  on  opposite 
sides  of  this  question:  "If  I  had  my  life  to  live  over  again  would  I  be  a  druggist?" 
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DrnnM  BahlDinbeiKW.  of  Donlwin,  lowft,  ttndi  mach  proBt  Laat  jttr  Mr.  BchlmntMraeT  cat  three  oropi  at  altaltft  with 

aod  neRBtion  In  Uie  cnlUraUon  ot  wi  84cn  Bald  ol  alUilt  a  total  rUd  of  n  tons.   Two  carloads  ware  baled  and  lold  at 

liuide  the  oily  Umita.  (ULOO  a  ton. 


fh  to  be  Thle  dellfhUnl  bnnralow.  HUToniHled  b7  traolaa]  radnn.  i> 

Notice  Uie  water  the  home  of  W.  c.  Hcaooacle,  vice-prealdait  of  Benaon,  Smith 

A  Co.,  IM..  HODolola.  H.  I. 


<ik. 


o 


Here  we  haje  a  mow  tonnel. 
Law  OennM,  Towanda.  Fa., 
bllnaid  of  March  I  and  a  c( 


and  waa  taken  dnrlnc  tbe  terrible 


Another  enow  picture  ia  aeeu  In  thta  mid-winter  riew  ot  the  reel- 
denocotJ.W.Qlnhurs.KantaaCltT.Kaoa.  Tbeanow laKlnehea 
daep,  which  la  ratber  uunanal  tor  that  arcUon  Of  tbe  ooontri. 


SU  i«t«r«stlB4  nctar«s. 
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AuBtln,  Of  MIdluid,  Utcli.,  ex-pnddent  ol  the  81*te 
en  itutlnc  oat  Id  bis  Uaiwell  BpecUI  tor  a 
Nbw  T<nk.  BoatoD,  uid  Newport. 


Here  wa  Ii&ve  U r.  Anilln  uid  hli  iHUIr  "  down  Baat,''  ftKer 
Ibej  bxl  &ooiimalBUd  >  nice  coUeatloa  of  iHumei*.  Foot  piuio- 
tana  oomprlsed  all  the  trouble  eipetleiiced  on  Uiis  Ions  trip. 


Ib«>dore  H.  Thomai,  Mn.  Thomu,  aad  the  hew!  derk.  aU  ol 
Hanball,  ltliin..on  aSandvontlnclntbemMxl*.  Mr. Thomas 
drtvei  a  Cole  60.  and  makes  Us  oar  adTcitlse  bis  bnalness. 


Here  la  certainly  a  happi'  lamll/ 1  It  comprf  sea  C.  F.  Kent,  ot 
Dewttt,  Iowa.  Mn.  Kent,  six  ohlldrcD.  the  doc.  and  the  Bap- 
moblle.    What  more  can  be  asked  T 


J.  D.  Torrence.  M  Kamrar.  Joi 
have  la  tbtt  plctnn  a  Tltw  of  Hi 
Dot  Ions  aco. 


a  Stodebaker  80.  and  be 


Drnj^aU  aad  Ttaalr  AvtomobllM. 
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Ab  latcrccllai  Ortfanlzadon. 

11.  F.  Newoomra  &  Rod,  onen  ol  tbree  druc  aloRa  In  Toledo.  Ohio,  believa  In  oaltirktlns  cloie  and  friendli  lelatloiu  with  their 
emplOTHiB.  The  clerks  Id  the  Newcomer  eatftbllihineDt*  kre  od  m  cooDentlre  bwilB.  &nd  with  the  encxiiincement  of  the  finntbey  have 
lorDied  what  the]' call  "TheHarmoD;  clab,"  A  loooi  lor  the  clnb.  In  the  bulldinc  occupied  brthe  toaln  store,  baa  been  doDat«d  br 
the  finn.  and  heie  the  boTi  mar  apend  their  lelrare  hou»  fn  dellshtfal  fashion.  The  first  picture  on  tbls  pace  shows  the  saUwoom  of 
the  headqaartan  store  ot  H.  P.  Newcomer  ft  Son.  In  the  seoand  picture  the  members  of  the  Harmanj  Club  are  seen  at  Uudr  first 
annual  banquet,  held  in  the  club  room.  The  senior  and  Jonlor  Newcomars  atl«nded  the  banaaet,  while  Dr.  W.  H.  McElbben,  Toledo 
represenUtive  ol  Parke.  Davis  *  Co..  o  aa  tbe  Kueet  at  honor.  The  clab  membrrs  prewnt  were :  R.  Qiiel.  B.  Lonll.  T.  Lewis,  P.  Shaf- 
fer, W.  Katianmejer.  W.  Zlmmennann.  J.  Da;.  L.  Lanen,  C.  Caoar.  O.  Rosa,  C.  Harper,  J.  W.  St.  Amaot,  L.  Hansen,  and  T.  Kacr. 
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W.A.SsOBTolBklUmon.HuTTSkllliiiui  C.  B.  Omuell.  wbame  nuccarfn]  itora  li  "Velvets"  Schmidt,  •on  otVal  Sdunldt. 

of  Datnilt.  aad  A.  L.  Cuter  ol  BaUhaoit.  loeaUd  at  BvmuIod,  Wromlnc.   ii  Terr  one  of  ihe  pioneer  drnttlMa  of  Ban  Pran- 

pbolocTkphed  Bt  the  IbM  meeting  ot  tin  tmd  of  vliitliw  the  wild  and  rancd  acaurr  deoo.  photocraphcd  on  a  bich  iiolDt  ovt^ 

NaUoaal  Wholesale  Dnmlata' AmdcIbIIod.  in  hiincUon  of  the  <»anti]'>  lookiDC  the  Orand  Canjontn  Aiiiona. 


John  F.  8<liioedn'  of  Aodabon,  Iowa,  it  an  amateor  pho- 
loc»»lMT  of  tarte  and  iklU.  This  miwt  Kcne  wu  taken  br 
Um  last  nunmeT  doiiiii:  hla  vacmtlon  at  L>ke  OkoboiL 


R.  L.  Waidln,  of  Nevada,  Mo„  it  ■  member  of  a  camplns  partr 
vhtoh  roocbi  It  ererj  tall  for  three  irecka.  "  indalcinc  in  hont- 
inc.  flahing,  and  tlvliy." 


DraUUta  OB  Thair  OaMa^s. 


^^Why  I  Fafled  in  the  Drug  Business/' 

//  is  an  engrossing  series  of  human  documents  that  appear  in  the  three  papers  below.  The  first  man  failed  to 
make  a  success  of  his  business  because  he  drank  not  wisely  but  too  well;  the  second  because  he  aligned  himself 
with  a  new  physician  in  the  community  and  thus  offended  all  the  others;  and  the  third  because  he  neglected  bis 
business  and  chased  will-o'-the-wisps  outside.  These  all  are  common  sources  of  failure  in  the  drug  business,  and 
the  catalogue  could  be  lengthened  almost  indefinitely.  Laziness,  inexperience,  personal  extravagance,  lack  of 
capital,  insufficient  interest,  ill-health  resulting  from  a  failure  to  grasp  the  importance  of  outdoor  exercise-  these 
and  many  other  things  work  Ihe  undoing  of  men  with  fatal  regularity.  Sheer  incompetence  is  rarely  ever  the 
explanation  of  a  man's  failure.  In  nine  cases  out  of  ten  the  fault  is  capable  of  remedy  if  only  the  victim 
himself  could  realize  it.  It  is  to  point  this  moral  that  we  have  opened  our  pages  to  the  discussion  of  the 
topic,  and  we  present  these  three  prize-wirming  redlals  of  personal  experience  with  the  assurance  that  they 
will  be  found  full  of  profit  and  human  interest.    Necessarily  the  authors'  names  are  withheld 

1.  STRONG  DRINK  THE  CAUSE  OF  HIS  DOWNFALL. 

By  C.  J.  W. 


I  am  an  old  man.  My  handwriting  will  show 
that.  For  the  past  seven  years  I  have  been 
laying  cement  sidewalk  during  the  spring,  sum- 
mer and  fall  months.  I  get  $4  a  day,  when 
it  doesn't  rain.    I  am  employed  by  the  day. 

I  have  taken  the  bankruptcy  cure  once  and 
the  Keeley  cure  twice.  And  therein,  in  part, 
is  wrapped  the  story  of  my  life- failure. 

My  father  was  a  lawyer,  and  not  a  very  suc- 
cessful one.  He  was  indifferently  successful 
for  exactly  the  same  reason  that  I  am  now  a 
day  laborer.  He  did  not  stop  at  the  bar;  he 
was  particularly  fond  of  the  poker  table  also. 

One  would  think  that  my  father's  example 
would  have  held  me  in  check,  but  it  didn't. 
Perhaps  my  failing  is  hereditary. 

I  learned  the  drug  business  in  a  store,  study- 
ing and  absorbing  in  a  haphazard  way.  It  came 
easy.  I  cannot  recall  that  I  worked  hard  with 
my  books.  But  I  was  as  inquisitive  as  a  Cen- 
tral Park  monkey.  A  burning  desire  to  know 
why  is  what  turned  the  trick,  probably. 

I  am  aware  that  the  days  of  my  youth  were 
entirely  unlike  the  present  days,  in  their  rela- 
tion to  what  a  druggist  must  know.  I  realize, 
too,  that  a  clerk  had  more  leisure  then. 

In  less  than  a  year  after  I  became  fully  reg- 
istered my  name  was  on  a  big  sign  as  half- 
proprietor.  I  am  not  going  to  tell  you  how, 
or  when,  or  where.     It  wouldn't  be  fair. 


My  partner  was  a  curly-headed  young  Irish- 
man, whom  we  will  call  Martin.  He  was  not 
a  pharmacist.  We  did  well,  and  kept  on  doing 
well  for  more  than  five  years.  Then  I  sold  out 
to  Martin.  I  had  laid  by  a  little  which,  added 
to  what  I  got  from  the  sale,  gave  me  a  work- 
ing capital  of  a  trifle  more  than  $5000.  With 
this  $5000  I  bought  a  well-located  store  doing 
a  good  business,  and  during  the  first  year  of 
sole  ownership  of  a  business  of  my  o^ti  I 
married. 

Two  children  were  born  to  us,  both  girls. 
Both,  long  since  married,  are  still  living,  and 
liave  families  of  their  own. 

In  my  youth  I  was  what  is  known  as  "one 
of  the  boys."  I  frequented  saloons  and  pool- 
rooms whenever  opportunity  and  inclination 
led  me  that  way.  At  one  period  of  my  life  it 
was  my  ambition  to  be  known  as  a  red-hot 
sport,  and  I  bent  every  effort  to  the  creating 
of  just  such  a  reputation.  As  I  developed  I 
wanted  to  become  a  politician. 

From  the  very  start  I  gloried  in  the  strength 
which  permitted  me  to  carry  unusual  quantities 
of  liquor.  I  have  taken  hundreds  of  drinks 
just  for  the  purpose  of  showing  off.  Night 
after  night  I  have  stood  steadily  in  front  of  the 
big  mirror  and  winked  at  the  bartender  as  I 
ordered  another,  while  on  each  side  of  me 
swayed  rows  of  groggy  pals.    For  a  number 


Druggists*  own  preparations  for  the  treatment  of  chapped  hands  will  be  the  subject 
of  several  prize-winning  papers  next  month.  The  formulas  themselves  will  be 
given;  sales  methods  will  be  discussed;  and  the  story  of  successful  products  will 
be  described  with  much  interest  and  helpfulness. 
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of  years  drinking  my  associates  "under  the 
table,"  which  is  but  another  way  of  saying 
drinking  with  them  until  they  dropped,  was  a 
favorite  pastime  of  mine. 

Now  all  this  was  done  nights,  after  closing- 
up  time.  No  matter  what  the  hour  may  have 
been  when  I  went  to  bed,  or  in  what  condition 
I  was  in,  I  was  always  on  hand  in  the  morn- 
ing. My  splendid  constitution  permitted  me 
to  do  this.  And  for  a  long  time  I  never  took 
a  drink  in  the  store. 

All  this  was  before  I  married.  When  I  set- 
tled down  with  my  bride  I  decided  to  mend 
my  ways,  and  for  nearly  two  years  I  kept  this 
self-made  pledge.  Then  gradually,  little  by  lit- 
tle, I  began  to  slip  back. 

I  was  not  conscious  at  this  time,  nor  for  a 
good  many  years  after,  that  I  had  an  appetite 
for  liquor.  I  do  not  believe  that  I  did.  It  was 
the  sociability  that  attracted  me. 

I  began  dropping  in  at  Bill  Ragan's  occa- 
sionally on  my  way  home  after  I  had  closed 
for  the  day.  For  a  year  or  more  after  starting 
this  habit  I  took  nothing  but  beer — ^but  the 
quantity  kept  increasing,  and  by-and-by  it  was 
the  two  little  glasses  and  the  tall  bottle  that  I 
called  for. 

My  household  expenses  were  increasing,  and 
on  top  of  this  I  bought  a  home  on  the  instal- 
ment plan.  Economy  became  necessary.  It 
suddenly  occurred  to  me  that  I  was  contrib- 
uting an  average  of  ninety  cents  a  day — I  sel- 
dom drank  alone — ^to  Bill  Ragan's  support.  I 
decided  to  yank  out  the  prop,  and  to  this  end 
I  gradually  cut  down  my  visits.  To  offset 
this,  I  took  to  drinking  in  the  store. 

Now  when  a  man  begins  to  drink  alone  he 
has  passed  that  point  where  he  can  excuse  him- 
self on  the  ground  that  he  likes  to  mix  with 
his  kind.  When  a  man  drinks  alone  he  is  sev- 
eral laps  along  on  the  road  to  ruin. 

Yet  that  road  may  be  a  long  one,  at  that.  I 
traveled  it  for  fifteen  years  before  my  cred- 
itors came. 

Were  all  the  factors  known  I  presume  it 
could  be  figured  out  in  cold  mathematics  just 
how  rapidly  the  habit  grew  on  me,  for  I  be- 
came extremely  methodical  in  my  drinking.  It 
soon  became  necessary  to  go  down  to  the  store 
before  breakfast.  Along  toward  the  finish  I 
ate  no  breakfast  and  no  supper. 

In  the  beginning  I  took  one  drink  before 
breakfast ;  this  gradually  grew  to  two,  to  four, 
to  six.    I  had  to  be  properly  attuned  before  I 


could  begin  the  day's  work.  On  certain  days 
I  have  drunk  by  the  clock — ^a  drink  every  fif- 
teen minutes.  I  got  to  know  that  such  days 
prefaced  a  debauch. 

The  habit  grew  so  gradually  that  my  busi- 
ness didn't  seem  to  be  affected  much — ^up  to 
the  point  that  my  outbreaks  became  notorious. 
But  all  this  time  I  was  not  attending  to  details 
as  I  should  have  done.  My  books  suffered  se- 
verely. I  did  not  keep  in  touch  with  newer 
developments.  I  allowed  old  stock  to  accumu- 
late. I  did  not  keep  my  place  clean,  attractive, 
and  up-to-date.  I  was  a  total  failure  as  a  con- 
sistent collector. 

However,  I  was  always  a  good  salesman. 
That  is  what  kept  me  going  so  long,  probably. 
I  formed  the  habit,  early  in  my  career,  of  mak- 
ing a  specialty  of  short,  humorous  stories, 
gathered,  for  the  most  part,  from  the  papers. 
I  would  select  one  of  these  little  humorous 
things  and  tell  it  over  and  over  again  to  my 
customers,  all  day.  They  liked  it.  It  created 
just  that  atmosphere  that  I  always  worked  in 
— ^an  atmosphere  of  "jolly." 

One  story  all  day  was  my  rule ;  the  next  day 
I  had  another. 

There  came  a  time  when  my  family  remon- 
strated. Later  my  wife  left  me,  taking  the 
children. 

Now  according  to  the  story-books,  such  a 
break  in  a  man's  closest  relationships  does  one 
of  two  things:  it  either  reforms  him  or  it  sends 
him  rapidly  to  destruction.  In  my  case  it  did 
neither.  It  did  not  move  me  from  my  accus- 
tomed channel  by  so  much  as  a  handbreadth. 
My  condition  was  the  same  the  day  after  my 
family  left  that  it  was  the  day  before  they 
went.    The  same  number  of  revolutions. 

Not  that  I  did  not  love  my  wife  and  chil- 
dren, for  I  did.  But  the  devil  that  had  taken 
possession  of  me  told  me  that  they  were  wrong. 
He  told  me  to  be  a  man  and  stand  up  for  my 
rights,  adding  in  an  undertone  that  everything 
would  come  out  all  right  in  the  end — ^meaning 
that  if  I  held  to  my  course  my  family  would 
come  back. 

By  this  time  I  had  become  pretty  well  keyed 
up.  Few,  I  think,  will  understand  this  fully. 
Those  who  have  been  there  will. 

For  more  than  two  years  I  sent  my  wife 
money  every  week.  We  corresponded  regu- 
larly. My  family  laid  down  the  rule  that  any 
time  I  quit  drinking  they  would  come  back ;  if 
I  didn't  quit,  they  would  never  come. 
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Well,  I  didn't  quit ;  and  one  day  papers  were 
served  on  me.  My  wife  had  applied  for  legal 
separation.  This  in  due  time  she  got,  and  at 
a  little  later  date  she  married  again. 

I  will  make  no  comment.  Let  this  statement 
stand:    I  do  not  blame  her. 

Matters  ran  along,  getting  a  little  worse 
all  the  time,  for  seven  years,  or  thereabout. 
My  face  became  pretty  well  blotched  up,  and 
I  began  to  get  out  of  the  store  occasionally  and 
go  on  sprees  of  several  days*  duration.  I  had 
a  good  clerk,  and  business  went  on  after  a 
fashion. 

Now  certain  straight-laced  reformers  (who, 
I  might  add  parenthetically,  do  more  harm 
than  good)  will  tell  you  that  the  drug  business 
and  drunkenness  are  absolutely  incompatible. 
And  it  would  seem  so,  surely.  But  it  didn't 
work  out  that  way  exactly,  in  my  case.  Down 
to  the  day  that  I  was  closed  up  I  held  hundreds 
of  my  old  customers,  and  some  of  them  strict 
church  people,  at  that.  I  did  not  have  what 
might  be  called  a  good  business,  but  even  to- 
ward the  last  there  was  a  living  in  it,  probably, 
if  I  had  not  been  so  lax  in  my  methods,  and 
if  I  had  not  spent  so  much  outside. 

Well,  there  could  be  but  one  result,  and  it 
finally  came.  Certain  creditors  got  together 
and  decided  to  come  down  on  me  while  there 
was  still  something  left  to  come  down  on.  I 
smuggled  ten  gallons  of  whisky  into  my  room, 
and  gave  up  my  key. 

I  had  failed  in  the  drug  business,  and,  strict- 
ly speaking,  my  paper,  or  narrative,  or  confes- 
sion, or  whatever  you  may  see  fit  to  call  it, 
should  end  here.  But  if  I  have  done  my  work 
well  in  the  putting  of  my  experience  loosely 
on  paper,  I  have  aroused  a  little  interest  in  the 
outcome.  What  followed  the  closing  of  my 
store  I  will  mention  briefly. 

When  my  ten  gallons  of  whisky  and  my 
money  were  gone  I  fell  on  stony  ways.  For 
a  month  or  more  thereafter  I  ate  and  drank 
on  my  friends,  but  that  soon  became  an  old 
story — to  them.  Then  an  old  friend  took  me 
in  charge.  He  sobered  me  up  as  best  he  could, 
and  gave  me  a  good  talking  to.  We  both  cried. 

I  took  the  "cure" — ^my  friend  advanced  the 
money — ^and  almost  immediately  went  back  to 
my  old  habits  again.  My  moral  tone  was  bad ; 
I  only  half  wanted  to  do  better. 

After  a  six  months'  period  of  debauchery 
I  took  the  "cure"  again,  the  price  coming  from 
the  same  source  that  the  first  lift  had  come 


from.  And  this  time  it  helped.  I  have  re- 
mained comparatively  all  right  ever  since. 

Let  this  be  understood,  though:  the  so- 
called  "cure"  is  not  a  cure ;  it  is  merely  a  help. 
No  man  can  be  reformed  who  does  not  want 
to  do  different.  And  it  means  fight — ^liow 
much  fight  the  man  who  has  been  through  it 
and  the  good  God  above  him  only  know. 

I  have  kept  fairly  straight,  I  say.  But  there 
has  been  little  in  life  left  for  me.  My  one  sol- 
ace since  getting  onto  my  feet  again  has  been 
books.  I  have  become  more  or  less  of  a  book- 
worm. 

I  have  not  dared  go  back  to  the  drug  busi- 
ness. Temptation  would  be  always  before  me, 
and  I  know  my  limitations  pretty  well,  I  think. 
For  a  number  of  years  I  kept  outdoors  as 
much  as  I  could,  and  I  have  gradually  become 
reconciled,  in  a  wav. 

And  now  a  word  or  two  in  conclusion.  Let 
no  man  deceive  himself  with  the  idea  that  he 
can  beat  the  drink  game.  He  can't.  Even  a 
befuddled  brain  ought  to  see  that.  Just  as 
surely  as  reaction  follows  a  single  jag,  just  so 
surely  will  a  period  of  reaction  follow  a  period 
of  jags.  And  it's  a  strong  man  who  can  live 
through  this  period  of  agony  and  come  out 
smiling.  Even  though  he  survives  the  ordeal 
his  body  is  broken,  and  frequently  his  spirit 
as  well. 

And  after  it's  all  over  and  he  turns  and  looks 
back,  what  does  he  see? 

Would  it  not  liave  been  better  had  he  never 
been  born? 


2.  BY  ENCOURAGING  A  NEW  DOCTOR. 

By  J.  J.  S. 

This  is  a  true  statement  of  the  reason  1 
failed  in  the  drug  business.  I  have  no  excuses 
or  apologies  to  make. 

In  our  town  there  were  two  drug  stores — 
Blake's  (although  that  was  not  the  name),  and 
mine.  I  was  doing  the  larger  business.  Our 
tour  doctors  were  my  friends ;  in  fact,  they  all 
made  my  store  their  headquarters.  But  they 
were  not  antagonistic  to  my  competitor.  Per- 
haps things  might  have  gone  on  that  way 
indefinitely. 

But  one  day  there  blew  into  the  store  a 
young  man,  fresh  from  college  and  in  search 
of  a  location.  It  was  one  of  those  damp,  dis- 
agreeable days  in  early  spring.  I  can  see  young 
Dr.  S.  as  he  was  then ;  slender  of  frame,  with 
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black  hair  and  mustache,  and  with  piercing 
eyes  set  just  a  trifle  closer  together  than  are 
the  average  person's. 

Well,  I  introduced  him  to  the  old  doctors, 
who  shook  hands  somewhat  coolly,  I  remem- 
Ijcr,  and  were  rather  silent.  It  seemed  as  if 
they  let  the  stranger  do  nearly  all  the  talking, 
which  evidently  suited  him.  He  talked  by  the 
hour  in  an  offhand,  slangy  dialect. 

Dr.  S.  afterward  went  to  several  other 
towns  in  search  of  a  more  favorable  location, 
but  eventually  returned  and  made  his  office 
temporarily  in  my  store. 

I  mtroduced  the  "new  doctor"  to  my  cus- 
tomers when  they  came  in,  but  in  no  instance 
did  I  give  him  my  indorsement  or  recommen- 
dation. He  made  friends  readily.  Every  one 
v/ho  met  him  liked  him,  just  as  I  had  from 
the  first. 

Along  about  this  time  I  became  aware  of  the 
absence  of  the  four  older  doctors  from  my 
store.  Dr.  S.  began  to  have  a  few  patients, 
who  were  much  pleased  with  him.  One  old 
lady,  who  was  subject  to  some  kind  of  spells, 
and  who  had  tried  all  the  other  physicians  in 
the  town  without  experiencing  any  relief,  de- 
cided to  send  for  him.  In  a  short  time  it  was 
circulated  around  that  he  had  cured  her.  Cer- 
tain it  was  that  she  improved  rapidly  after  Dr. 
S.  began  to  treat  her.  Of  course  this  gave  the 
newcomer  a  great  boost. 

After  that  all  the  other  doctors  quit  my  store 
entirely.  They  appeared  to  blame  me.  And 
the  more  patients  Dr.  S.  had  the  harder  they 
knocked  my  store. 

Dr.  A.  would  call  on  a  patient,  and  some- 
thing like  this  would  happen: 

"How  are  you  feeling  this  morning?" 
"No  better,"  the  patient  would  answer. 
"Let  me  see  that  bottle  of  medicine.  Where 
did  you  get  it  put  up?"  Dr.  A.  would  demand, 
although  my  label  would  be  plainly  before  his 
eyes. 

The  patient  would  tell  him.  Whereupon  he 
would  shake  his  head  ominously. 

Without  a  moment's  loss  of  time  he  would 
write  a  new  prescription,  and  direct  the  patient 
to  be  sure  and  get  it  compounded  at  Blake's. 
The  patient  and  his  family  could  infer  only  one 
thing — ^that  I  had  made  a  mistake  in  putting 
lip  the  prescription.  At  intervals  the  other 
three  physicians  would  follow  his  example. 
This  adroit  knocking  soon  began  to  affect  my 


trade.  It  was  rumored  that  I  was  no  longer 
to  be  trusted  in  compounding. 

What  chance  had  a  druggist  against  a 
crooked  deal  like  that? 

Realizing  I  had  but  a  ghost  of  a  show  there, 
I  moved  my  stock  to  an  adjoining  town.  But 
conditions  were  such  there  that  in  a  few 
months  I  perceived  that  I  had  made  a  serious 
blunder.  Then  I  resolved  to  return  to  my  for- 
mer place  of  business,  and,  with  my  only 
friend  among  the  five  doctors,  make  a  fight 
to  regain  my  former  customers. 

It  seems,  however,  that  after  my  departure 
the  old  doctors  had  seen  that  Dr.  S.  was  not 
to  be  run  out  of  town,  and  so  had  buried  the 
hatchet  with  him.  When  I  set  up  again  at  my 
old  stand,  great  was  my  surprise  to  find  that 
Dr.  S.  absolutely  refused  to  help  me !  He  had 
gone  over  to  Blake's  store. 

While  there  was  little  hope  for  me  before 
I  moved,  there  was  certainly  none  now. 

So  it  is  that  I  attribute  my  failure  in  the 
drug  business  to  thoughtlessly  encouraging  a 
new  doctor  to  locate  in  my  town. 


3.  TOO   BIG  A  SIDE.LINE. 
By  J.  P.  R. 

It  seems  to  be  a  rule  that  when  a  man  has 
gone  up  against  an  adverse  experience  his 
senses  become  keener,  in  a  way.  Perhaps  it 
is  because  he  has  become  sensitive.  At  any 
rate,  he  seems  to  be  constantly  on  the  lookout 
for  cases  resembling  his  own. 

Since  I  lost  my  business  I  have  known  of 
five  failures  which  were  somewhat  like  mine. 
These  men  have  all  failed  for  exactly  the  same 
reason  that  I  did. 

I  failed  in  the  drug  business  because  I  did 
not  attend  to  my  business.  While  the  running 
of  my  store  should  have  been  my  chief  occu- 
pation, I  permitted  an  outside  interest  to  crowd 
out,  for  a  time,  all  other  interests — ^and  to 
crowd  me,  eventually,  to  the  wall. 

I  had  the  second  store  in  a  town  of  2800  in- 
habitants, and  it  was  the  second  store  literally. 
I  did  about  one-third  of  the  drug  business  of 
the  town.  This  showing,  I  hold,  was  in  no 
sense  due  to  lack  of  ability  on  my  part.  It  was 
l)ecause  of  the  extreme  popularity  of  the  man 
who  ran  the  other  store.  He  had  been  on  the 
same  comer  for  a  great  many  years,  and  held 
his  trade  remarkably  well  in  spite  of  every- 
thing that  a  number  of  competitors  could  do 
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to  break  up  the  combination  and  get  on  an 
even  footing  with  him.  I  was  the  seventh 
proprietor  of  the  store  I  was  in  at  the  time 
of  which  this  paper  treats. 

It  is  somewhat  disgusting,  when  you  see  the 
bulk  of  the  business  going  somewhere  else ;  at 
least,  I  found  it  so ;  and  realizing  that  I  would 
never  be  able  to  make  much  headway  in  this 
direction,  I  determined  to  take  on  other  and 
outside  interests. 

Now  the  little  city  I  was  in  was  not  very 
progressive ;  it  had  seen  its  best  day.  In  keep- 
ing with  general  conditions,  its  lighting  sys- 
tem was  not  what  it  should  have  been.  The 
plant  was  run  by  an  old  man  who,  before  tak- 
ing it  over  from  a  relative,  had  been  a  farmer. 
What  he  did  not  know  about  the  electric  light 
business  would  have  made  several  encyclope- 
dias. 

The  old  man  knew  his  shortcomings, 
though,  and  during  a  period  of  disgust  caused, 
undoubtedly,  by  a  multiplicity  of  complaints, 
he  advertised  the  plant  for  sale. 

To  get  down  to  copper  rivets  without  un- 
due waste  of  words,  I  bought  the  plant.  In 
order  to  raise  the  necessary  cash  with  which 
to  make  the  first  payment,  I  placed  a  chattel 
mortgage  on  my  stock  of  drugs.  Of  course 
there  was  a  mortgage  on  the  plant  also:  I  went 
into  the  venture  without  capital. 

I  did  not  go  into  it,  however,  without  what 
I  considered  a  sufficient  amount  of  fore- 
thought. Before  purchasing  the  plant  I  made 
a  canvass  of  the  business  districts,  and  felt  out 
the  business  men.  They  made  all  sorts  of 
pledges  and  promises;  and  basing  a  series  of 
calculations  on  these  seemingly  brilliant  pros- 
pects, I  could  see  a  neat  profit  of  $275  a  month 
-i^-on  paper. 

It  was  not  my  original  intention  to  cut  loose 
from  the  drug  business.  What  I  proposed  to 
do  was  to  increase  the  office  facilities  at  my 
store,  and  run  the  lighting  business  as  a  sort 
of  a  side-line.  I  intended  to  take  care  of  the 
business  part  of  the  new  enterprise,  and  to 
hire  help  to  look  after  the  mechanical  depart- 
ments. It  seemed  to  me  that  my  drug  inter- 
ests must  necessarily  profit.  I  would  be 
brought  into  close  personal  contact  with  a 
great  many  of  my  competitor's  customers.  I 
hoped  to  be  able  to  win  some  of  them. 

My  real  troubles  began  the  day  the  transfer 
was  made.  Within  a  week  I  realized  that  I 
had  got  into  water  which  was  several  fathoms 


deeper  than  it  had  any  right  to  be.  I  found 
the  electric  light  business  a  strictly  technical 
enterprise ;  one  which  must  be  learned  the  same 
as  pharmacy  must  be  learned.  I  had  figured 
on  employing  three  men;  I  found  that  I  must 
employ  five  men — either  that  or  get  out  and 
do  the  work  of  two  myself.  I  determined  to 
attempt  the  latter,  and  to  that  end  I  hired  a 
druggist  to  run  my  store. 

I  did  not  plan  to  make  this  arrangement 
continuous.  In  two  months'  time,  I  calculated, 
I  would  have  the  new  undertaking  .fairly  in 
hand,  and  could  then  go  back  into  the  store. 

I  put  up  a  hard  fight.  No  man  ever  worked 
harder  than  I  did.  I  put  on  climbers  and  went 
up  poles ;  I  stretched  wires  and  installed  lights ; 
I  shoveled  coal;  in  short,  I  worked  to  the  ut- 
most limit  of  my  endurance — ^and  then  a  little 
beyond. 

Now  the  physical  exertion  would  never 
have  caused  the  period  of  sickness  that  ensued. 
It  was  the  extreme  hard  work  coupled  with 
health-destroying  worry,  and  principally  the 
latter,  which  brought  on  the  trouble. 

During  all  this  time  I  was  trying  to  dispose 
of  one  or  both  of  my  interests.  I  listed  them 
for  sale  with  brokers  and  advertised  them  in 
technical  and  daily  papers ;  but  in  no  case  did 
I  succeed  in  interesting  a  prospective  buyer 
who  would  offer  a  figure  to  any  degree  ap- 
proaching what  it  would  require  to  let  me  out. 

Well,  I  broke  down.  My  physician  advised 
a  rest  of  three  months'  duration ! 

I  was  in  bed  two  weeks,  and  by  the  time  I 
became  sufficiently  strong  to  go  on  a  visit  to 
a  brother,  who  lived  in  a  neighboring  State, 
papers  had  been  served  which  meant  a  double 
foreclosure.  I  found  myself  in  the  clutches 
of  a  bank,  one  of  the  heavy  stockholders  of 
which  was  the  proprietor  of  the  other  drug 
store.  I  did  not  recover  a  single  cent  from 
either  interest. 

I  have  no  doubt  that  this  is  an  extreme  case. 
There  are  few  men  with  sense  enough  to  be 
druggists  who  would  do  so  foolhardy  a  thing 
as  I  did.  But,  as  I  said  before,  it  looked  good 
— on  paper! 

And  right  here  let  me  mention  a  peculiar 
fact  which  had  its  bearing  on  the  unwise  move 
I  made — ^and  that  is  this:  just  at  the  time  when 
I  had  the  departure  under  consideration,  I  read 
in  a  trade  journal  that  it  was  a  good  thing  for 
a  druggist  to  have  an  outside  interest;  some- 
thing to  divert  him,  to  broaden  him.  and  to 
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give  him  a  faint  hope  that  he  might  be  able 
to  retire  with  a  competency.  This  was  bad 
advice,  in  my  case. 

I  have  observed  five  other  cases,  I  say,  sim- 
ilar in  character  to  mine.  These  men  were  not 
all  in  the  drug  business,  but  they  each  made 
the  same  mistake  I  did.  They  did  not  attend 
to  the  intensive  cultivation  of  their  own  spe- 
cific fields.  They  undertook,  on  the  other  hand, 
to  jump  into  a  field  concerning  which  they 
knew  nothing,  and  to  make  good  by  simply 
stirring  up  the  animals.     It  won't  work. 

I  did  not  meet  with  disaster  because  I  am 
not  a  good  druggist;  I  have  been  a  successful 


clerk  in  a  large  store  for  the  past  five  years. 
Neither  did  I  go  down  because  I  did  not  like 
my  vocation.  It  was  because  I  wanted  to  cover 
too  much  ground ;  to  get  rich  too  quickly. 

To  make  money  is  a  laudable  ambition ;  but 
if  I  could  not  have  made  what  I  felt  was  due 
me  where  I  was  located,  I  should  have  moved, 
or  sold  out  and  bought  another  store  elsewhere. 
One  can  look  back  and  see  what  should  have 
been  done. 

My  failure  in  the  drug  business  was  due  to 
the  lack  of  concentrated  effort  along  lines  be- 
vond  which  it  was  extremely  unwise  for  me 
to  wander. 


ANOTHER  PRIZE 
WINDOW  DISPLAY 


Both  as  a  business-getter  and  a  prize-winner 
this  trim  proved  very  effective.  It  was  entered 
in  the  Freeman's  Face  Powder  Window  Dis- 


By  E.  C.  HAMLER 

here  and  there  cancelled  the  objection  of  there 
being  too  much  sky  shown  on  the  canvas. 
"The  Pathway  to  Beauty"  was  the  linking 


play  Contest,  and  was  awarded  not  only  a  prize  designation,  and  the  path  may  be  seen,  running 

in  cash  but  some  free  goods  as  well.  the  entire  length  of  the  picture. 

The  backgroimd  consisted  of  an  oil  painting  Cut-outs  and  posters  featuring  the  goods 

on  cloth,  depicting  a  modem  dwelling  set  a  were  made  use  of,  and  packages  of  the  powder 

little  back  from  the  edge  of  a  ravine.    Trees  itself  were  used  as  well. 


Monthly  Prize  Questions  and  Answers. 

We  are  printing  this  month /our  of  the  papers  received  in  response  to  the  question,  "What  is  the  most  satis^ 
factorjf  method  of  fixing  prices  in  prescription  work?  "  The  subject  is  one  of  extreme  importance  to  druggists, 
and  one  to  the  earnest  consideration  of  which  much  thought  and  attention  are  now  being  directed  A  gradually 
increasing  scale  of  costs,  rwt  onl^  of  material  but  of  labor,  would  seem  to  render  an  increase  in  prescription 
prices  imperative.  Moreover,  the  general  adoption  of  some  simple  rule  for  the  determirmtion  of  prices  in  this 
important  department  of  the  store  would  prooe  an  unquestionable  advantage.  How  should  the  prescription  he 
priced?  What  factor,  or  factors,  should  serve  as  the  basis  for  computation?  What  is  the  best  method? 
Three  different  systems  are  discussed  in  the  following  articles. 


What  Method  of  Fixing  Prices  in  Prescription  Work? 

Answers  to  a  question  announced  in  March. 


THE  PRIZE- WINNING  ANSWER. 

By  W1U.IAM  C.  Kraemer,  Ph.G. 

Prescription  pricing  is  a  subject  of  vital  im- 
portance, for  it  concerns  not  only  the  little 
independent  druggist,  but  the  large  corpora- 
tions as  well. 

The  establishment  of  a  satisfactory  method 
for  the  regulation  of  prices  will  prove  a  dif- 
ficult task.  The  fact  that  such  a  schedule  must 
cover  an  area  almost  limitless,  and  that  it 
would  be  obliged  to  contend  with  all  sorts  and 
degrees  of  conditions,  makes  the  adoption  of 
one  single  satisfactory  rule  well-nigh  hopeless. 
The  citv  and  the  countrv  differ.  Then  there 
are  the  unprofessional  "cut-raters."  On  top 
of  this  is  the  peculiarity  of  human  nature 
which  frequently  says  one  thing  and  does  an- 
other. 

TOO  LOW  AND  TOO  HIGH. 

Before  proceeding  further  in  this  direction, 
let  us  turn  our  attention  for  a  moment  to  the 
extremely  interesting  canvass  the  result  of 
which  was  published  in  the  March  and  April 
issues  of  the  Bulletin. 

Responses  were  received  from  two  hundred 
and  seventy-two  druggists,  representing  nearly 
all  our  States,  as  well  as  both  rural  and  city 
conditions.  These  responses  showed  a  wide 
and  startling  difference  of  opinion.  Some 
druggists  are  extremely  philanthropic,  appar- 
ently. But  we  must  remember  that  local  con- 
ditions frequently  have  a  great  deal  to  do  with 
prescription  pricing,  and  we  must  not,  there- 
fore, be  too  critical. 

In  passing,  however,  I  cannot  restrain  my- 
self from  injecting  the  remark  that  I  would 
not  care  to  take  a  dose  of  the  Bulletin's 


prescription  put  up  by  a  man  who  would 
charge  50  cents  for  it.  I  might  give  it  to  my 
mother-in-law. 

But  the  dollar-and-a-half  man!  The  ex- 
tremist is  seldom  popular  or  permanently  suc- 
cessful, even  though  he  may  be  justified.  The 
man  who  would  charge  a  dollar-and-a-half  for 
the  Bulletin's  prescription  is  to  be  com- 
mended for  his  courage,  but  his  judgment  is 
not  likely  to  draw  a  Carnegie  peace  medal. 

What  is  the  best  method  of  fixing  prescrip- 
tion prices? 

I  do  not  know. 

A  REVISED   pricing  TABLE. 

The  only  feasible  plan  I  have  been  able  to 
work  out  is  shown  in  the  following  schedule, 
and  while  it  is  undoubtedly  far  from  perfec- 
tion, a  following  of  it  never  fails  to  get  mc 
good  prices: 

LIQUIDS. 

1  ounce $0.25 

2  ounces 35 

3  ounces 50 

4  ounces .65 

6  ounces 90 

8  ounces 120 

POWDERS,  CAHSri.ES  AND  PlIXS. 

K  dozen $0.25 

6/8  dozen J5 

1  dozen 50 

1 5/2  dozen .  • 75 

2  dozen .90 

ointmkNjts. 
Yz  ounce $0.25 

1  ounce 45 

2  ounces 60 

SUPPOSITORIKS. 

Yz  dozen $0.60 

1  dozen 1.00 
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When  expensive  material  is  involved,  I  in- 
crease these  figures  in  proportion. 

Charity  and  sympathy  are  twin  qualities,  and 
are  both  grand  and  noble.  But  bestow  them, 
in  part,  on  yourself. 


A  DEFINITE  PERCENTAGE  SYSTEM. 

By  E.  F.  Wawh. 

It  must  not  be  understood  that  what  is  to 
follow  is  set  forth  as  the  most  satisfactory 
method  of  fixing  prescription  prices.  Rather 
is  it  offered  from  the  standpoint  of  personal 
experience.  I  have  had  an  opportunity  to  learn 
of  a  system  in  vogue  in  different  stores,  and 
the  object  of  this  article  is  to  tell,  very  briefly, 
what  this  system  comprises.    Here  it  is: 

"On  all  prescriptions  compounded  in  this 
store  the  registered  clerk  will  see  to  it  that  on 
drugs  and  chemicals  with  proprietary  names, 
such  as  Argyrol,  Aristol,  Antikamnia,  Taka- 
Diastase,  Pyramidon,  etc.,  the  charge  will  be 
at  the  rate  of  100  per  cent  on  the  cost. 

"On  all  prescriptions  containing  chemicals 
usually  kept  in  shelf  bottles,  such  as  bismuth 
subnitrate,  sodium  bromide,  potassium  bro- 
mide, potassium  iodide,  sodium  salicylate,  etc., 
the  charge  will  show  50  per  cent  profit. 

"On  all  prescriptions  containing  liquid  pro- 
prietary preparations,  such  as  Fairchild's  Es- 
sence of  Pepsin,  Liq.  Taka-Diastase,  Syrup 
Tri  folium  Comp.,  Syrup  Hydr iodic  Acid 
(Gardner),  etc.,  the  charge  will  show  a  profit 
of  76  per  cent. 

"On  all  prescriptions  of  the  nature  of  pills, 
capsules,  and  tablets,  where  the  only  time  con- 
sumed is  in  the  coimting  and  the  labeling,  the 
charge  will  show  a  profit  of  from  25  to  75 
per  cent,   depending  upon   the  amount  pre- 


scribed, the  number  to  be  taken,  and  the  cost 
of  the  pills,  capsules,  tablets,  etc. 

TWO  DOLLARS  AN  HOUR. 

"On  all  prescriptions  calling  for  and  requir- 
ing professional  skill  in  their  compounding,  as 
pills  of  silver  nitrate,  for  example,  or  pills  of 
potassium  permanganate;  also  on  coUyria  of 
all  kinds,  ointments,  suppositories,  cachets,  and 
potent  powders,  the  charge  will  be  based  on 
the  time  consumed  in  their  preparation,  as  fol- 
lows: $2.00  per  hour,  plus  the  cost  of  the 
ingredients  as  listed  above. 

"In  addition  to  the  above  figures  you  will 
charge  5  cents  for  bottles  from  15  Cc.  up  to 
and  including  90  Cc.  From  120  Cc.  up  to  500 
Cc.  the  charge  is  10  cents.  The  above  charge 
includes  the  cork  and  label  and  wrapping- 
paper  and  twine.  Pill  and  powder  boxes  are 
from  5  cents  to  25  cents.  Pots  for  ointments 
are  from  10  cents  to  50  cents. 

"Proprietary  preparations  written  for  in 
original  packages  and  dispensed  in  same  in 
original  amounts  are  charged  for  as  follows: 
If  the  non-prescription  price  is  50  cents,  the 
cost  when  it  is  prescribed  is  75  cents,  which 
includes  the  medicine  itself,  as  well  as  the 
clerk's  time  in  compoimding  and  labeling.  If 
the  non-prescription  price  is  75  cents,  the  pre- 
scription price  is  $1.00.  If  the  non-prescrip- 
tion price  is  $1.00,  the  prescription  price  is 
$1.25. 

"The  above  prices  are  strictly  cash  prices, 
and  for  charge  accounts  the  sum  of  10  cents 
is  added  to  cover  the  cost  of  bookkeeping,  bill- 
making,  etc." 

SAME  SYSTEM  IN  OTHER  STORES. 

In  each  of  the  stores  of  which  I  speak  the 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  department  is  in  the  hands  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  co-operation  is 
earnestly  urged.     The  following  questions  are  announced  for  the  next  contest: 

What  M  the  most  satisfactory  kind  of  delivery  service  for  a  druggist  to  use?    Sub. 


milled  by  George  D.  Campbell,  Lonaconing,  MJ. 

Which  is  the  better — a  few  side-lines  pushed  to  the  limitt  or  always  ** something 

new?  **     StdtmiUed  b^  Waller  M.  Chase,  Bangor,  Me. 

For  the  best  cmswer  to  each  of  these  questions  we  shall  award  a  prize  of  $5,00.  Other  answers, 
if  printed,  will  be  paid  for  at  regular  space  rates.  Ever^  answer  must  he  at  least  500  words  long 
and  in  our  hands  by  June  10, 


196 


BULLETIN  OF  PHARMACY 


same  general  scheme  is  carried  out,  with  a  few 
modifications  to  meet  local  conditions. 

In  one  store,  which  was  in  a  poor  neighbor- 
hood, the  prevailing  prices  were  based  on  about 
the  same  average  percentage,  while  the  main 
question  asked  was,  "How  cheaply  can  I  buy 
such  and  such  an  article?"  The  result  was 
that  the  people  were  not  receiving  as  good  a 
quality  of  drugs  as  their  money  would  pur- 
chase in  a  better  locality. 

It  is  extremely  difficult  to  set  a  fixed  rule 
for  pricing  prescriptions,  as  the  cost  of  goods 
varies  with  the  distance  from  the  source  of 
supply. 

I  am  not  a  believer  in  soaking  wealthy  cus- 
tomers whenever  the  opportunity  presents  it- 
self, because  some  day  you  will  be  found  out, 
and  then  it  will  be  extremely  hard  to  ac- 
cumulate material  for  excuses. 


AN  ENGLISH  VIEW. 

By  a.  Mortimer,  Harrogate,  £ngi«and. 

One  day  something  got  out  of  gear  in  a  big 
factory.  The  whole  place  was  at  a  standstill, 
and  every  man  and  every  machine  was  idle. 
An  expert  was  sent  for.  He  took  off  a  certain 
valve  and  hit  something  inside  a  few  times 
with  a  hammer. 

"She's  all  right  now,"  he  said. 

When  the  expert's  bill  came  in  it  was  found 
that  he  had  charged  $250.  The  company 
growled  about  this,  but  when  the  man  pointed 
out  that  if  he  hadn't  known  just  what  to  do 
and  how  to  do  it,  those  less  competent  would 
have  had  the  great  engine  out  and  pulled  to 
pieces ;  that  the  works  would  have  been  closed 
down  a  week,  possibly,  and  that  the  loss  would 
have  been  enormous,  quite  twenty  times  his  fee 
— ^then,  without  another  word,  the  fee  was  paid 
and  arrangements  made  to  engage  the  expert's 
services  in  case  a  need  should  arise  in  the 
future. 

The  man  who  knows  and  does,  deserves 
payment  for  that  knowledge  and  for  that 
ability. 

The  live  pharmacist  both  knows  and  does, 
and  he  should  predicate  his  prescription  prices 
on  that  foundation. 

Undoubtedly  the  old  method  of  basing  the 
price  of  a  prescription  on  the  size  of  the  bottle 
and  the  number  of  doses  was  not  always  fair 
to  either  pharmacist  or  patient. 

On  the  other  hand  the  modern,  or  Conti- 


nental, method  of  pricing  according  to  a  tariflf, 
plus  a  dispensing  fee,  has  its  drawbacks. 

The  only  really  fair  and  honest  way  is  to 
combine  the  two  systems. 

A  NATIONAL  TARIFF  ADVOCATED. 

I  advocate  the  establishment  of  a  National 
Tariff — of  a  schedule  showing  the  charge  to 
be  made  for  each  ingredient,  according  to 
quantity  and  value;  and  I  would  have  this 
charge  to  be  about  50  per  cent  on  cost,  except 
in  cases  where  small  quantities  are  prescribed, 
when  the  charge  should  be  relatively  higher. 
And  to  this  charge  of  50  per  cent  on  cost  I 
would  add  the  cost  of  the  container  and,  in 
addition,  a  dispensing  fee. 

There  should  be  a  minimum  dispensing  fee 
of  sixpence  (12  cents).  The  dispensing  fee 
for  the  preparation  of  mixtures,  lotions, 
gargles,  liniments,  paints,  and  of  all  liquid 
preparations  for  internal  or  external  use,  up  to 
and  including  6  ounces,  should  be  12  cents; 
from  6  ounces  to  10  ounces,  18  cents;  all  sizes 
above  10  ounces,  25  cents;  if  containing  an 
emulsion,  half  as  much  again.  For  one  dozen 
pills,  powders,  capsules,  cachets,  etc.,  I  would 
have  the  figure  set  at  12  cents;  all  after  the 
first  dozen  at  a  less  rate.  For  suppositories, 
bougies,  etc.,  I  would  establish  fees  somewhat 
like  this:  six  or  less,  12  cents;  twelve,  20  cents. 

WHY  A  MINIMUM  IS  NECESSARY. 

It  would  be  quite  a  simple  matter  to  price 
up  any  prescription  on  these  lines.  But  some 
simple  things  would  work  out  at  a  very  low 
price,  as  this,  for  example: 

Tr.  iodi m.  120 

Aq.  chlorof ad  fl.  oz.  12 

F.  M.  Sig. :  Two  teaspoon fuls  three  times  daily. 

This  would  be  priced  thus: 

Tr.  iodi,  m.  120 4 

Aq.  chlorof 4 

Container 6 

Dispensing  fee 24 

38 

For  a  mixture  containing  48  doses  the  price 
of  38  cents  is  absolutely  ridiculous.  It  should 
be  at  least  60  cents.  So,  to  insure  a  reasonable 
price  being  obtained,  a  minimum  must  be  fixed. 

Let  this  minimum  be  based  on  the  old  system 
of  size  of  bottle  and  number  of  doses.  Thus  a 
six-ounce  mixture  with  6  doses  might  be  30 
cents ;  with  12  doses,  40  cents.    An  eight-ounce 
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mixture  with  8  doses  would  be  35  cents;  with 
16  doses,  40  cents ;  etc. 

Whenever  the  tariff  price  does  not  reach  the 
minimum,  charge  the  minimum;  when  it  ex- 
ceeds it,  all  well  and  good ! 

In  the  case  of  both  simple  and  complex  prep- 
arations, this  arrangement  would  be  quite  fair 
to  both  pharmacist  and  patient.  In  the  case 
of  a  proprietary  remedy  which  has  a  retail 
price,  charge  this  price,  plus  container  (if  one 
is  necessary),  plus  dispensing  fee;  providing, 
always,  that  the  result  exceeds  the  minimum. 

These  figures  are  only  suggestions,  but  if  the 
principle  were  once  adopted  the  details  would 
present  no  difficulty.  At  present  there  is  no 
general  system  in  vogue,  and  this  creates  doubt 
and  mistrust  in  the  minds  of  customers. 


THREE  PRINCIPLES  INVOLVED. 
By  M.  M.  Maix)ney. 

Fixing  the  price  on  the  prescription  is  too 
often  not  done  by  the  dispenser,  but  by  his 
cut-price  competitors  or  by  time-worn  custom. 
This  condition  should  not  exist  among  men  of 
such  high  standing  as  druggists. 

Charging  thirty  cents  for  a  sixty-cent  pre- 
scription because  the  former  has  been  the  cus- 
tomary price  is  a  bad  policy  and  tends  to  set 
the  prescription  business  back,  rather  than  to 


advance  it  and  make  it  the  best-paying  part  of 
the  business. 

The  advanced  prices  the  druggist  pays  now 
for  living  necessities  and  for  articles  used  in 
the  store  warrant  an  increase  in  the  price  of 
prescriptions.  The  man  who  fails  to  charge 
enough,  or  who  deliberately  lowers  the  usual 
price  to  gain  customers,  is  lacking  in  both 
business  ability  and  ethical  principles.  He  not 
only  does  his  fellow  man  an  injustice,  but  de- 
feats the  object  sought — ^more  profit. 

A  better  plan  would  be  to  charge  a  fair  price 
and  allow  competitors  to  raise  to  the  advanced 
figures,  instead  of  forcing  them  to  reduce 
their  price-schedule  until  a  level  is  reached 
which  leaves  no  margin. 

Prescription  work  varies  so  greatly  that  it  is 
extremely  difficult  to  establish  a  fixed  rule  for 
making  the  charge.  A  knowledge  of  drug 
costs,  and  ability  to  figure,  constitute  the  foun- 
dation. In  detail,  the  factors  to  be  considered 
are,  first,  the  cost  of  the  materials  and  the  con- 
tainer ;  second,  time  and  labor  involved ;  third, 
the  desired  percentage  of  profit.  The  per- 
centage of  profit  usually  aimed  at  is  one  hun- 
dred, and  this  is  not  one  whit  too  high. 

The  prices  charged  for  prescription  work 
not  only  affect  the  individual  but  have  a  direct 
bearing  on  the  profession  as  such.  Let  us  not 
lower  the  dignity  of  our  own  calling. 


THE  NEW  LEASE 


Condnved  from  p«ge  163 
of    the    April     BoUetin 


III. 


Ten  days  after  the  fire  Mr.  Hemmenway 
was  again  closeted  with  HoUis  P.  Hammer. 

"How  much  did  you  save  out  of  the 
wreck?"  asked  the  banker. 

"Three  hundred  and  twenty-seven  dollars 
and  a  bunch  of  assorted  junk,"  responded  the 
druggist. 

'Bills  all  paid?" 

'Every  last  one  of  'em !  Tm  right  where  I 
started  over  forty  years  ago." 

What  do  you  mean  by  assorted  junk?" 

'Salvage.  The  hawk-eyed  adjuster  allowed 
me  $2700  in  cash,  and — ^the  junk.  My  cred- 
itors claimed  a  little  better  than  twenty-three 
hundred.  What's  left  remains.  That's  the 
way  the  account  stands." 


<(i 


ii^ 


t^^ 


(it 


By  ARTHUR  L.  BUZZELL 

"Well  I've  had  the  papers  drawn  up,"  con- 
tinued the  banker,  "and  if  you'll  sign  them, 
you  can  take  possession  out  in  Foster's  Ad- 
dition as  soon  as  you  can  get  new  fixtures  in- 
stalled and  a  stock  bought." 

Mr.  Hemmenway  was  silent  for  a  long 
time.  His  little  frame  was  crouched  low  in 
his  chair,  his  head  had  dropped  forward,  and 
his  left  hand  was  pressed  tightly  against  a 
cheek.  He  seemed  lost  in  the  maze  of  retro- 
spective thought. 

"Well !"  demanded  the  banker,  brusquely. 

"All  right!  all  right!"  said  Mr.  Hemmen- 
way, coming  out  of  it  suddenly.  "I  was  just 
thinking,  that's  all.  I  can't  see  why  you  do 
this.  But  that's  your  business.  I'll  sign  the 
papers.    I'll  take  the  money.    And  mark  you 
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this,  HoUis  P.  Hammer — I'll  make  good! 
Some  men  don't  take  a  tumble  until"  they 
tumble  into  the  grave,  but  Fve  beat  the  game 
by  at  least  twenty  years.  Fve  been  out  into 
Foster's  Addition  and  looked  over  the  field. 
There's  no  bonanza  there,  but  a  drug  store 
ought  to  pay.    I " 

"You'll  want  to  look  this  agreement  over 
before  you  sign  it." 

Forty  minutes  later  Mr.  Hemmenway 
stepped  out  onto  the  sidewalk.  In  his  pocket 
were  two  new  books — ^a  pass-book  and  a  check- 
book. He  had  attached  his  signature  to  five 
slender  slips,  each  of  which  bore  an  eight  and 
two  ciphers,  a  promise,  and  a  legal  interest 
rate.  He  stood  pledged  to  cancel  the  entire 
obligation  within  a  five-year  period  of  time. 

Foster's  Addition  was  a  scant  twenty  blocks 
removal  from  the  heart  of  the  city,  had  there 
been  any  way  of  going  directly  to  it.  A  river 
and  a  reedy  strip  of  very  low  land  intervened, 
and  to  reach  the  new  subdivision  one  must  go 
aroimd  by  way  of  the  old  territorial  bridge, 
the  distance  being  more  than  two  miles.  How- 
ever, it  did  not  require  much  mental  effort  to 
see  that  some  day  the  river  would  be  spanned 
and  that  a  substantial  roadway  would  connect 
the  two  parts  of  the  city.  "Frogtown,"  as 
the  new  suburb  was  sometimes  called,  already 
claimed  a  census  total  of  nine  hundred,  and 
it  was  rumored  that  a  certain  railroad  not  only 
contemplated  making  it  a  division  point,  but 
planned  to  establish  machine  shops  there,  as 
well.  Taken  altogether,  Mr.  Hemmenway  felt 
that  the  field  gave  good  promise;  and  the  in- 
side information  that  HoUis  P.  Hammer  was 
the  real  force  back  of  the  project  rendered  the 
outlook  particularly  alluring. 

The  employment  of  Charlie  Lathrop  was  an 
extravagance  to  which  Mr.  Hemmenway 
found  it  extremely  difficult  to  reconcile  him- 
self. The  matter  did  not  need  explanation, 
though;  he  understood  fully  why  such  a  pro- 
vision had  been  made  a  part  of  the  contract. 
He  knew  all  too  well  that  his  own  methods 
were  neither  aggressive  nor  up-to-date. 
Charlie  Lathrop  had  been  yoked  with  him  that 
he  might  be  at  once  enthused  and  instructed. 
The  new  business  was  to  be  founded  on  a  com- 
bination of  his  own  reputation  and  of  Charlie's 
modem  methods.  Since  the  point  had  been 
brought  home  to  him,  he  could  look  about  in 
his  own  city  and  see  a  half-dozen  stores  that 
needed  just  such  an  arrangement. 

It  was  not  deemed  advisable  to  issue  the  or- 


dinary,   stereotyped    opening    announcement. 
Charlie  suggested  a  children's  party. 

"Open  on  Saturday,"  he  said,  "and  make 
arrangements  to  get  the  vacant  room  next 
door.  We'll  serve  ice  cream  and  cake.  Every 
child  under  12  that  is  brought  to  the  store  by 
a  parent  or  chaperon  gets  a  ticket  which  en- 
titles him  or  her  to  a  cone  or  a  stmdae.  We'll 
decorate  the  room  with  flowers  and  foliage, 
and  hire  an  orchestra." 

"Where'U  we  get  the  chairs  and  tables?" 
remonstrated  Mr.  Hemmenway,  weakly. 

"Rent  them,"  responded  Charlie,  with  ani- 
mation. 

"But  the  whole  thing  will  cost  like  Sam 
Hill,"  pronounced  Mr.  Hemmenway. 

"Sure  it  will,"  argued  Charlie.  "The  more 
it  costs  the  more  good  it  will  do.  That  is,  I 
mean  this:  the  more  kids  we  stuff  ice  cream 
into,  the  greater  the  success  of  the  scheme 
from  an  advertising  standpoint.  And  that's 
what  we're  after.  We  want  to  get  the  place 
talked  about." 

"Go  ahead,"  said  Mr.  Hemmenway,  with  an 
air  of  resignation;  and  he  walked  away  shak- 
ing his  head  dubiously. 

No  trouble  was  experienced  in  getting  the 
room  next  door.  It  had  been  built  with  the 
idea  in  mind  that  it  might  be  occupied  as  a 
clothing  store,  but  no  tenant  had  yet  presented 
himself.  Gertrude  entered  into  the  spirit  of 
the  enterprise  with  enthusiasm,  and  contributed 
much  to  the  success  of  the  undertaking. 

The  day  was  unusually  warm — just  what 
Charlie  had  hoped  for.  All  the  afternoon  the 
place  was  thronged  to  the  doors ;  not  only  that, 
but  the  new  fountain  in  the  store  proper 
proved  a  big  drawing-card,  and  Charlie  did  not 
find  an  opportunity  to  get  away  from  it  during 
the  entire  afternoon.  However,  his  presence 
was  scarcely  missed  in  the  other  room.  Frank 
Collins  and  Gertrude  were  in  charge. 

Mr.  Hemmenway  was  kept  busy,  too.  And 
oh,  how  good  it  felt  to  be  seriously  in  the  col- 
lar, tugging  and  straining  away!  He  was 
doing  a  man's  work  as  a  man  should,  and  the 
joy  of  it  beat  little  chimes  in  every  atom  of  his 
body.  An  almost  tangible  responsiveness  went 
out  from  him  to  these,  his  patrons  and  prospec- 
tive patrons,  who  had  thus  honored  him  by 
their  presence.  A  realization  of  what  the  fu- 
ture held  in  store  came  to  him  little  by  little, 
and  with  it  a  consciousness  of  the  absolute 
certainty  that  the  new  lease  was  then  and  there 
renewed,   and   made   good   for  an    indefinite 
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period.  What  life  really  meant  had  been  held 
back  a  long  time,  but  it  had  come  at  last.  It 
meant  service  for  others.  He  was  struggling 
now  not  for  himself,  but  for  his  two  children, 
Frank  and  Gertrude. 

When  the  day  was  over,  it  was  an  animated 
quartette  that  viewed  the  disorder.  Then  they 
turned  to  the  cash  register,  and  all  took  a  hand 
in  the  counting.  Sixty-three  dollars!  Not 
much  in  money,  but  rich  in  golden  promise. 
Mr.  Hemmenway  could  not  recall  another  day 
when  he  had  taken  in  sixty-three  dollars,  so 
long  ago  had  it  been. 

For  more  than  four  months  the  store  was 
operated  at  a  loss ;  then  things  began  to  happen 
in  Frogtown.  The  place  was  made  a  division 
point,  as  had  been  predicted ;  moreover,  ground 
was  broken  for  the  shops.  In  addition  to  this, 
work  was  begun  on  two  bridges  which  were  to, 
connect  Foster's  Addition  with  the  parent  city 
—one  a  railroad  bridge,  and  the  other  a 
municipal  undertaking.  Frogtown  arose  at 
once  to  the  dignity  of  the  "West  Side." 

The  result  of  sdl  this  extraordinary  activity 
can  well  be  imagined.  Daily  receipts  began 
to  take  on  most  gratifying  proportions,  and  in 
spite  of  the  heavy  handicap  under  which  it  was 
laboring,  the  store  commenced  to  show  mar- 
gins on  the  bright  side  of  the  ledger. 

Hollis  P.  Hammer  dropped  in  one  day.  It 
was  his  first  visit. 

"Well,  how  is  everything  moving?"  he 
asked. 

"So  good  that  I'm  afraid  it  won't  last,"  re- 
sponded Mr.  Hemmenway,  with  a  smile. 

"Nor  will  it,"  pronounced  the  banker. 
"There  are  bound  to  be  other  stores.  How  do 
you  like  your  clerk?" 

"Charlie  ?  He's  a  hummer !  Did  you  notice 
those  windows?  You  don't  see  any  better 
windows  in  town.  He  keeps  busy  all  the  time. 
And  say,  you'd  ought  to  see  the  way  he 
handles  the  young  trade!  We  sell  half  the 
cigars  smoked  in  Frogtown." 

Huh?"  grunted  the  banker,  with  a  frown. 
I  beg  your  pardon,"  said  Mr.  Hemmenway, 
laughing.    "I  should  have  said '* 

"Well,  do  you  know  where  you  can  find 
some  one  to  take  his  place  ?" 
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"Expense  too  heavy,  you  think?  Well  I've 
felt  that,  all  the  time.  I  understood  why  you 
insisted  on  his  coming  in  here,  but  I  think  I 
can  get  along,  now.    I " 

"No,  that  isn't  it,  particularly.  He's  figur- 
ing on  starting  an  opposition  store." 

"What!"  exclaimed  Mr.  Hemmenway, 
springing  to  his  feet. 

'Yes ;  Nate  Bradley  is  backing  him." 

'Are  you  sure  of  that,  Mr.  Hammer?  I 
— I  don't  like  to  believe  it." 

'Absolutely." 

'May  I  ask  him?" 

The  banker  nodded. 

"Now?" 

The  banker  nodded  again.  He  seemed  to 
have  lost  all  interest  in  the  matter.  "I'll  help 
myself  to  a  cigar,"  he  said,  and  sauntered  out 
toward  the  case. 

"Charlie !"  called  Mr.  Hemmenway. 

The  young  man  responded  promptly. 

"I  understand  that  you  are  going  to  start 
up  in  opposition  to  me,"  said  Mr.  Hemmen- 
way, going  straight  to  the  point. 

"Well,  I  guess  that's  about  right,"  replied 
the  clerk,  with  a  forced  grin.  "I  intended  to 
tell  you  about  it  Saturday  night.  I'll  give  you 
a  month's  notice,  of  course." 

"I  don't  need  it,"  said  Mr.  Hemmenway, 
quietly.  "I'm  going  to  be  busy  for  just  a 
minute  or  two,  writing  a  check.  While  I'm 
doing  that,  you  gather  up  what  belongings  you 
happen  to  have  about  the  place,  and  take  down 
your  registration.    You're  fired !" 

"Well,  now,  Mr.  Hemmenway " 

"Not  another  word!  You're  dishonorably 
discharged !" 

After  Charlie  had  gone,  Mr.-  Hammer 
strolled  back  behind  the  case. 

"I  made  a  blunder;  a  most  serious  mistake," 
wailed  Mr.  Hemmenway. 
'How's  that?" 

I  ought  to  have  left  Charlie  in  charge  while 
I  went  over  and  licked  Nate  Bradley!" 

"That's  right,"  agreed  the  banker.  "But 
the  fact  that  you've  lost  a  clerk  needn't  stop 
you.  I'll  run  the  store.  More  than  that,  I'll 
give  you  a  dollar  and  eighty  cents  if  you  kill 
him !"  (To  he  continued.) 
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The  Bulletin  is  making  an  investigation  of  the  soda  business  among  500  drug- 
gists. The  results  are  hound  to  be  interesting.  The  first  paper  will  appear  next 
month. 


AN  AMERICAN  SYSTEM 

OF  WEIGHTS  AND  MEASURES 


True  science  is  ready  any  moment  to  cast 
aside  its  most  cherished  beliefs,  if  they  are 
found  untrue,  and  its  history  is  paved  with 
discarded  theories  and  the  remains  of  beloved 
idols.  Its  first  and  ever-recurring  question 
is:    Is  it  the  truth? 

It  is  this  insistence  upon  knowing  the  truth, 
coupled  with  willingness  to  discard  all  convic- 
tions, theories  and  experimental  results  that 
cannot  withstand  truth's  incinerating  crucible, 
that  advances  knowledge  and  civilization ;  and 
there  is  nothing  before  the  public  at  the  pres- 
ent time  so  insistent  in  its  demands  to  be 
placed  on  a  truthful  basis  as  that  of  weights 
and  measures.  But  imfortunately  the  subject 
is  not  in  the  hands  of  scientists,  but  in  those 
of  men  of  selfish  interest,  and  those  of  a  public 
troubled  with  inertia  and  altogether  ignorant 
of  the  subject. 

MAN  AND  HIS  METHODS. 

There  was  a  time  when  primitive  man  would 
add  and  multiply  numbers  by  simply  using  his 
fingers,  and  the  term  digit  became  applied  to 
both  fingers  and  numbers.  Parts  of  the  body 
were  used  to  indicate  measurements,  as  digit, 
palm,  hand,  span,  foot,  etc.  Naturally  enough, 
with  the  advancement  of  civilization  some 
more  accurate  system  was  demanded,  and 
grains  of  wheat  and  barley  were  employed  as 
standards,  as  33  wheat  kernels  were  taken  as 
the  weight  of  a  copper  penny,  30  of  which 
weighed  one  oimce.  Twelve  ounces  became 
one  pound,  and  8  pounds  became  the  weight 
of  a  gallon  of  wine,  and  8  wine  gallons  were 
equal  to  one  bushel.  Three  barleycorns,  end 
to  end,  were  adopted  as  of  1  inch  length,  and 
12  inches  became  a  foot. 

A  pendulum  vibrating  seconds  was  found 
to  be  39  of  these  inches  in  length,  and  being 
invariable  under  uniform  conditions,  36  of 
them  were  accepted  as  a  yard.  Following  this 
came  the  notion  that  a  system  in  which  its  sev- 
eral parts  were  divisible  by  10  would  simplify 
matters,  and  in  1790  Thomas  Jefferson  sub- 
mitted such  a  scheme  to  Congress.     It  became 
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evident,  however,  that  10  was  a  most  unsat- 
isfactory periodic  number,  and  the  decimal,  or 
denary,  system  was  not  accepted. 

The  present  decimal  metric  system  was  of- 
fered and  put  to  use  in  France.  After  much 
show  and  insincere  labor  it  was  announced  that 
one  ten-millionth  part  of  the  distance  from  the 
equator  to  the  north  pole — ^named  a  meter — 
should  be  used  as  the  base  of  the  system.  A 
commission  started  the  measurement,  and  hav- 
ing surveyed  a  line  from  Barcelona  in  Spain 
to  Dunkirk  in  Belgium — about  10  degrees,  fol- 
lowing the  second  meridian — ^they  gave  it  up 
and  figured  the  rest.  After  spending  a  deal 
of  money  they  concluded  the  ten-millionth  part 
of  the  meridian  measured  39.37  inches;  and 
on  this  the  entire  system  was  constructed.  But 
it  was  soon  after  found  t;hat  a  mistake  of  12 
miles  had  been  made  in  their  estimate,  owing 
to  the  earth's  oblation.  This,  however,  did  not 
interfere,  and  they  accepted  the  guess  of  39.37 
inches,  instead  of  adopting  one  of  nature's 
great  certainties — ^a  second's  pendulum  of 
39.13  inches. 

Time  and  money  wasted  for  a  difference  of 
less  than  a  quarter  of  an  inch  in  more  than  a 
yard's  length,  and  then  an  error  adopted!  It 
stands  as  a  blot  upon  the  name  of  science,  and 
history  shows  it  tQ  be  the  offspring  of  a  most 
unprincipled  schemer. 

METRIC  SYSTEM   A  FAILURE. 

At  best,  the  meter  can  only  be  an  arbitrary 
measurement,  for  the  earth,  as  it  cools,  is 
slowly  shrinking  in  bulk.  The  meter's  verity 
is  too  difficult  to  prove,  and  is  no  more  worthy 
of  science  than  is  "3  barleycorns  do  make  an 
inch." 

But  notwithstanding  this,  the  attempted  in- 
troduction of  the  metric  system  may  be  turned 
to  good  use.  It  shows  that  the  nations  of  the 
world  can  agree  upon  some  arbitrary  length 
as  a  standard  measurement.  It  calls  attention, 
also,  to  how  few  unvarying  things  there  are 
in  nature  that  are  tangible. 

The  number  10  is  the  most  inconvenient  that 
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could  be  selected.  "It  is  not  the  square,  nor 
the  cube,  nor  the  fourth  power,  of  any  number, 
and  it  cannot  be  divided  by  2  down  to  unity." 

Among  the  people  is  where  any  system  finds 
its  greatest  use;  and  the  demand  for  half  or 
quarter  shows  the  trend  of  the  mind  toward 
a  binary  system — ^a  system  every  factor  of 
which  may  be  divisible  by  2  without  a  fraction. 

Many  advocates  of  a  decimal  system  point 
to  the  apparent  ease  with  which  quantity  and 
price  adjust  themselves.  Nothing  can  be  more 
visionary  in  daily  practice.  For  example,  one 
goes  to  the  market  and  asks  for  a  kilogram  of 
steak.  It  is  35  cents  a  kilo.  The  butcher  falls 
short  in  his  guess,  the  piece  cut  weighing  625 
grams.  How  much  will  you  have  to  pay  for  it? 

This  is  what  confronts  the  95  million  people 
of  the  United  States  if  the  use  of  the  metric 
system  ever  becomes  general. 

The  Pharmacopoeia  of  1900,  contrary  to 
good  judgment,  introduced  a  system  of  weights 
and  measures  not  recognized  by  the  separate 
States  nor  in  geneiul  use;  in  it  we  find  stated 
the  dose  of  several  substances  as  one  grain 
each,  written  as  0.065  gram.  This,  the  esoteric 
read  66  milligrams.  Of  a  powerful  poison  the 
dose  is  mentioned  as  one  four-hundredth  of  a 
grain,  a  quantity  a  schoolboy  can  comprehend, 
if  not  appreciate.  This  is  stated  as  0.00015 
gram,  or  0.15  milligram. 

Which  is  the  common-sense  expression — ^the 
vulgar  fraction  which  indicates  a  division  of 
unity,  or  the  percentage  metric  fraction  which 
is  not  a  fraction  at  all? 

One  great  physicist  has  said,  "The  system 
is  easily  understood,  and  may  be  learned  in 
two  weeks'  time;"  while  an  ardent  advocate, 
F.  A.  Mahan,  says  he  has  used  the  system  30 
years  and  always  experiences  difficulty  in 
thinking  in  its  terms,  and  must  refer  to  com- 
mon weights  for  complete  understanding. 

Fifty  years  ago,  in  a  public  school  in  Chi- 
cago, the  writer  studied  this  system  and  was 


told  that  it  would  soon  be  introduced.  But  I 
find  now,  upon  examining  students  who  have 
had  special  instruction  for  two  years  by  a  met- 
ric enthusiast,  that  these  students  fail  to  an- 
swer simple  questions  concerning  the  liter, 
gram  and  the  subdivisions  thereof. 

The  primary  object  in  selecting  some  defi- 
nite feature  in  nature  in  the  establishment  of 
a  system  is  to  have  something  tangible  "to  re- 
fer to  in  case  of  loss."  Such  a  statement  may 
be  profoundly  impressive,  but  it  is  grossly  un- 
scientific. 

THE  LOGICAL  UNIT. 

There  are  practically  only  two  unvarying 
things  in  nature:  the  length  of  a  pendulum 
beating  seconds  under  prepared  conditions,  and 
the  distance  through  which  a  body  will  fall 
in  one  second,  also  under  prepared  conditions. 
The  latter  is  the  more  practical,  owing  to  its 
greater  length.  Upon  dividing  this  space  into 
193  equal  parts,  one  of  these  becomes  the  der 
sired  unit  and  all  others  may  be  based  thereon. 
It  is  a  most  useful  one,  of  good  size — ^just  one 
inch — ^and  every  division  of  it,  and  every  mul- 
tiple of  it,  may  be  made  divisible  by  2. 

This  distance  is  given  as  193.038  inches  at 
Paris,  and  as  192.939  at  New  York ;  hence,  at 
a  point  six  and  one-tenth  degrees  south  of 
Paris,  or  at  latitude  44°,  it  would  be  just  193 
inches. 

When  such  a  definite  unit  is  within  easy 
grasp,  why  there  should  be  so  much  confusion, 
uncertainty  and  downright  opposition  where 
there  might  be  perfect  satisfaction  and  har- 
mony, is  one  of  the  things  difficult  to  under- 
stand. 

Americans  will  never  accept  the  metric  sys- 
tem. Realizing  this,  it  were  far  better  that 
America  should  advance  a  sensible  system,  one 
which  would  soon  be  adopted  by  other  nations. 
In  France,  125  years  after  the  adoption  of  the 
decimal  system,  the  people  are  being  fined  for 


''WOULD  I  MARRY  A  DRUGGIST  AGAIN?'' 
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tical Record  for  April. 
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Refusing  to  accept  it.  We  also  see  here  that 
our  decimal  system  of  coinage  was  a  failure, 
and  that  half,  two,  three,  five,  twenty-cent 
pieces  have  been  introduced,  as  well  as  quarter 
and  half  dollars  and  double  eagles,  etc.  No, 
the  mind  demands  binary  division ! 

If  the  distance  through  which  a  body  falls  in 
one  second,  say  at  Cape  Finisterre,  be  divided 
into  193  parts  or  units,  198  of  these  will  equal 
a  rod,  4  rods  a  chain  (which  must  be  of  66 
links  instead  of  100),  and  80  chains  will  equal 
a  mile.  All  other  "mile"  measurements  must 
be  discarded,  regardless  of  the  minute  of  longi- 
tude, etc  Thirty-six  of  these  units  will  equal 
a  yard,  as  it  is  at  present;  12  of  them  a  link, 
or  foot;  and  each  unit,  or  inch,  may  be  sub- 
divided into  2,  4,  8,  16,  32,  64,  etc.,  as  fineness 
or  accuracy  may  demand. 

HOW  IT  WORKS  OUT. 

A  unit,  or  inch,  cubed,  shall  be  the  base  for 
all  liquid  measurements  and  may  be  called  a 
cubic  unit,  or  cubic  inch;  and  these  shall  be 
divided  into  4  fluid  drams,  or  8  small  fluid 
drams,  or  16  cubic  centimeters  of  16  minims 
each.  Two  cubic  units  equal  a  fluid  ounce;  16 
ounces,  a  pint  of  32  cubic  units ;  32  ounces,  a 
quart  of  64  cubic  units;  and  256  units,  one 
gallon.  This  gallon,  in  size,  is  between  the 
wine  gallon  (231  cubic  inches)  and  the  Win- 
chester (268.8  cubic  inches).  Eight  fluid 
ounces  may  be  called  a  small  pint. 

All  weights,  in  turn,  may  be  based  on  that 
of  a  cubic  unit,  or  cubic  inch,  of  water,  which 
weighs  256  grains  (without  reference  to  any 
other  grain),  and  contains  4  drams  of  64 
grains  each.  This  is  the  principal  and  most 
valuable  feature  of  the  whole  scheme.  The 
dram,  containing  64  grains  instead  of  60, 
makes  all  corresponding  parts  interchangeable. 
Each  dram  is  made  up  of  2  small  drams  of  32 
grains  each,  or  16  grams  of  16  grains  each. 
The  grain  is  divided  into  64  small  grains,  or 
micrograins.  Two  cubic  inches  of  water 
weigh  an  ounce,  8  ounces  a  small  pound,  16  a 
pound;  1709  pounds  make  a  ton.  Although 
this  ton  is  of  lesser  number  of  pounds  than 
the  one  in  use,  it  weighs  128  grains  more  and 
equals  54.688  cubic  inches.  The  bushel  re- 
mains almost  as  at  present:  67 J4  pints,  or 
poimds,  or  2160  cubic  inches,  or  units.  The 
bushel  equals  4  pecks  of  540  cubic  inches  each, 
and  the  peck  equals  4  small  measures  of  135 
cubic  units,  or  inches,  each. 

All  kinds  of  produce  and  small  fruits  should 


be  sold  by  the  pound,  or  the  latter  in  boxes  of 
aliquot  parts  of  the  small  measure. 

It  will  be  observed  that  the  scheme  suggested 
keeps  the  ton,  bushel  and  peck  without  mate- 
rial change.  Every  basic  division  or  multiple 
is  based  on  256,  the  number  of  grains  in  one 
unit,  or  the  number  of  these  in  a  gallon. 

THE  TABLES. 

Tables  according  to  the  American  System 
would  appear  as  follows: 

WEIGHT. 

1  Unit  cubed  or  1  cubic  inch  equals  4  drams,  or  256 

grains. 
1  Dram  equals  2  smalldrams  of  34  grains  each. 
1  Smalldram  equals  2  grams  of  16  grains  each. 

1  Gram  equals  64  smallgrains,  or  micrograins. 

2  Cubic  Units  equal  1  ounce,  or  512  grains. 

8  Ounces,  or  16  cubic  units,  equal  1  smallpound,  or 

4096  grains. 
16  Ounces,  or  32  cubic  units,  equal    1  pound,  or  8192 
grains. 
1709  Pounds,   or  54,688  cubic  units,  equal   1   ton,  or 
14,000,128  grains. 

UNEAR  MEASURE. 

198  Units  equal  1  rod,  or  16^  feet  or  links. 
36  Units  equal  1  yard,  or  3  feet  or  links. 
12  Units  equal  1  foot  or  link. 
1  Unit  equals  1  inch. 
1/64  Inch  equals  1  microinch. 

4  Rods  equal  1  chain,  or  66  feet  or  links. 
80  Chains  equal  1  mile,  or  5280  feet  or  links. 

LIQUID  MEASURE. 

1  Unit,  cubed,  equals  4  fluidrams,  or  256  minims. 
1  Fluidram  equals  2  smallfluidrams  of  32  minims 
each. 

1  Smallfluidram   equals  2  cubic  centimeters  of  16 

minims  each. 

2  Cubic  Units  equal  1  fluidounce,  or  512  minims. 

8  Ounces,  or  16  fluidunits  or  cubic  units,  equal  1 

smallpint 
16  Ounces,  or  Z2  units,  equal  1  pint,  or  32  cubic  inches. 
32  Ounces,  or  64  units,  equal  1  quart,  or  64  cubic 

inches. 
128  Ounces,  or  256  units,  equal  1  gallon. 
In  use  the  word  fluid  may  be  dropped  from  the 
names.  ^^^  measure. 

135  Cubic  Units,  or  cubic  inches,  equal  1  smallmeasure. 
4  Smallmeasures  equal  1  peck,  or  540  cubic  inches. 
4  Pecks  equal  1  bushel,  or  2160  cubic  inches. 
1  Bushel  equals  67}^  pounds,  or  pints,  or  2160  cubic 
inches. 
1709  Pounds  equal  1  ton,  or  54,688  cubic  inches. 

OTHER  measures. 

147,456  Cubic  Units,  or  4x4x8  feet,  equal  1  cord. 
2?  Cubic  Feet,  or  36,656  cubic  units,  equal  1  load  of 

dirt  or  sand. 
208  Feet  7  inches  square,  or  43,756  squa^  feet,  equal 

1  acre. 
5280  Feet  Square,  or  1  mile  square,  equal  1  section. 
144  Units  long  and  12  wide  equal  1  board. 
84  Boards  equal  1000  feet. 


"MY  BEST  PAYING 
SIDE-LINE"— Guns  and  Fishing  Tackle 


After  trying  a  number  of  side-Hnes,  such  as 
crockery,  cameras,  etc.,  we  put  in  quite  a  com- 
prehensive stock  of  sporting  goods — and  this 
line  has  been  the  most  satisfactory  and  profit- 
able. 

By  "sporting  goods"  I  do  not  mean  baseball 
goods,  exclusively.     I  refer  more  particularly 


F.  W.  Chuidilll. 

to  guns,  fishing  tackle,  etc.    Perhaps  "sports- 
man's goods"  would  be  a  better  term. 

DISPLAYING  THE  GOODS. 

A  gun  cabinet  that  will  hold  about  twenty- 
four  guns  was  built  in  the  wall,  and  this  cab- 
inet is  used  in  the  summer  months  for  the  dis- 
play of  fishing  rods,  nets,  and  creels. 

One  twelve-foot  counter  is  utilized  also.  On 
this  we  display  reels,  trolling  spoons,  and  the 
miscellaneous  fish  lures  used  during  the  open 
season. 


By  F.  W.  CHURCHILL,  Ph.G. 

At  the  end  of  the  fishing  season  these  goods 
are  packed  away,  and  camp  equipment,  re- 
volvers, and  other  sportsman's  supplies  are  dis- 
played. 

Back  of  this  case  we  have  a  cabinet  of  a 
hundred  labeled  compartments  in  which  the 
plain  eyed  and  snelled  hooks  and  all  the  rod 
mountings  are  kept.  Beside  this,  shelves 
were  built  in  to  hold  all  kinds  of  rifle  and  shot- 
gun ammunition. 

This  department  makes  our  store  the  head- 
quarters for  all  sportsmen ;  and  any  informa- 
tion as  to  equipment,  or  as  to  the  locality  best 
fitted  for  a  day's  outing,  is  gladly  given. 

A  point  has  been  made  to  keep  in  touch  with 
all  users  of  the  rod  and  gun,  and  we  are  thus 
enabled  to  anticipate  some  of  their  future 
wants.  Many  a  rifle  and  rod  has  been  sold 
long  before  the  season  opened. 

THE  FRATERNAL  SPIRIT. 

Of  course,  time  has  to  be  spent  listening  to 
the  tales  of  the  big  fish  that  got  away  and  of 
the  crack  shot  made  with  a  favorite  rifle,  but 
in  the  end  we  have  sold  many  a  story-teller  an- 
other rod  or  rifJe. 

Liking  all  outdoor  sports,  the  trying-out  of 
different  articles  often  falls  to  my  lot,  and  all 
the  time  that  can  be  spared  is  spent,  usually 
with  a  fellow  sportsman,  either  in  the  woods 
or  along  the  streams.  Many  a  time  a  sale  has 
been  made  by  letting  the  man  try  the  rod  or 
gun  on  one  of  these  trips. 

There's  a  spirit  of  good-fellowship  existing 
among  sportsmen  which  makes  this  line  easy 
to  sell,  once  you  get  the  good-will  of  the  clan. 
But  a  man  must  be  somewhat  of  a  sportsman 
himself.  Moreover,  he  must  take  sufficient  in- 
terest in  the  line  to  keep  his  stock  up-to-date 
and  his  knowledge  a  little  in  advance  of  his 
stock. 


This  series  of  articles  on  "My  Best  Paying  Side-Line"  will  be  continued.  The 
next  paper,  by  a  successful  druggist,  will  be  devoted  to  the  subject  of  loiv-prtced 
watches. 


FILLING  CAPSULES 
BY  HAND 


It  often  happens  that  in  dispensing  prescrip- 
tions some  means  is  desired  by  which  a  nause- 
ous or  disagreeable  drug  can  be  suitably  ad- 
ministered without  being  obnoxious  to  the  pa- 
tient. In  such  a  case  the  use  of  cachets  or  cap- 
sules is  advisable. 

Cachets  are  fast  becoming  a  thing  of  the 
past,  for  the  reason  that  the  process  of  filling 
them  takes  time  and  requires  special  apparatus. 
Moreover,  cachets  are  not  adapted  to  as  wide 
a  range  of  use  as  capsules  are.  Again,  with 
cachets  there  is  always  the  liability  of  one  or 
more  not  being  properly  sealed,  thus  necessi- 


The  drr  method. 

tating  a  repetition  of  the  process.  We  will 
therefore  dismiss  the  subject  of  cachets  and 
take  up  the  filling  of  capsules,  this  being  a 
more  practical  subject. 

NOT   TOUCHED   BY    HUMAN    HANDS. 

Capsules  are  made  by  dipping  brass  molds 
into  a  solution  of  melted  gelatin.  The  caps 
and  shells  are  dipped  separately.  After  dry- 
ing, they  are  stripped  from  the  molds,  the  ends 
are  cut  off  evenly,  and  the  two  sections  joined 
together,  all  by  machinery.  The  counting,  or 
boxing,  is  done  by  measure  rather  than  by  a 
numerical  count,  a  cylindrical  measure  being 
chosen  which  will  hold  a  few  more  capsules 
than  are  desired  by  count. 

This,  in  brief,  describes  the  manufacture  of 
gelatin  capsules.     They  thus  reach  tlie  drug- 


By  RALPH  G.  CARRIER,  Ph.G. 

gist  in  a  sanitary  condition,  not  having  been 
touched  by  human  hands  during  the  entire  pro- 
cess. 

Practically  all  substances  except  those  con- 
taining water  are  adaptable  to  dispensing  in 
capsules.  Water  dissolves  gelatin  slowly, 
therefore  aqueous  substances  such  as  tinctures, 
etc.,  must  be  avoided. 

Each  dispenser  has  certain  peculiar  ideas  as 
to  how  to  fill  capsules.  All  plans,  however, 
follow  certain  general  rules.  Some  may  pre- 
fer machines,  but  the  percentage  of  dispensers 
owning  these  in  the  United  States  is  very 
small.  Indeed,  the  use  of  a  machine  is  not 
considered  at  all  necessary.  The  hand  oper- 
ations, then,  are  the  most  common  methods  of 
tilling  empty  capsules  in  drug  stores. 

BLOCKING  OFF  THE  POWDER. 

When  several  powders  are  to  be  mixed  and 
put  into  capsules,  the  usual  manner  of  mixing 
should  be  followed.  After  mixing,  the  powder 
is  divided  into  the  required  number  of  doses, 
the  same  as  for  powders  or  cachets.  This 
may  be  done  by  "heaping"  or  by  forming  the 
powder  into  a  rectangle  or  square,  flattening 
the  top,  and  by  means  of  a  spatula  blocking 
off  the  powder  into  the  required  number  of 
doses.  This  can  be  accomplished  conveni- 
ently on  a  pill-tile,  and  with  a  little  practice 
this  method  becomes  expeditious  and  more  ac- 
curate than  any  "guess  method"  could  be. 

Next,  determine  the  size  of  the  capsule  to 
use,  by  ascertaining  which  size  will  ctmveni- 
ently  hold  the  dose  selected. 

By  means  of  the  spatula,  draw  each  square 
successively  to  one  comer  of  the  pill-tile;  hold 
the  spatula  on  the  pill-tile  with  the  flat  side  of 
the  blade  at  a  right  angle  to  the  surface  of  the 
pill-tile;  with  the  other  hand,  crowd  the  cap- 
sule repeatedly  through  the  powder  and 
against  the  blade  until  all  that  portion  of 
powder  has  been  taken  into  the  capsule.  This 
method  is  the  favorite,  and  may  be  carried  out 
very  quickly. 

Some  prefer  to  fill  a  capsule  with  the  cor- 
rectly weighed  amoimt  of  the  substance,  plac- 
ing this  on  one  side  of  the  scale  pan  as  a 
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counterpoise.  Then  each  other  capsule  is 
filled  so  that  it  will  balance  the  first  one.  This 
is  a  slower  method,  but  more  accurate,  perhaps. 

SEVERAL  MODES  OF  PROCEDURE. 

Others  fill  the  first  capsule  in  the  manner 
described  above,  noting  how  hard  the  capsule 
must  be  packed  to  obtain  the  required  weight. 
The  others  are  then  filled  with  no  further  at- 
tention to  the  weight. 


and  filling  it  from  a  pipette  or  burette  with  the 
other  hand.  If  the  rim  of  the  cap  is  then 
touched  to  a  piece  of  blotting-paper  moistened 
with  water  and  then  placed  immediately  over 
the  shell,  the  capsule  will  be  perfectly  sealed. 
This  is  an  excellent  method  of  dispensing 
santal  oil,  etc. 

If  it  is  desired  to  clean  the  outside  of  the 
capsule,  to  remove  any  of  the  powder,  it  may 
be  done  in  two  ways:  The  "wet"  way  is  to 
wash  the  capsules  in  a  graduate  with  alcohol 
or  petroleum  ether.  Dry  by  rubbing  them  be- 
tween the  folds  of  a  clean  towel.  The  "dry" 
way  is  to  shake  the  capsules  for  a  few  mo- 
ments in  a  pasteboard  box  with  a  little  granu- 
lated sugar. 

GOOD  CAPSULES  ESSENTIAL. 

Only  a  reliable  make  of  capsules  should  be 
used,  otherwise  one  is  liable  to  have  trouble 
with  them,  such  as  cracking  and  splitting.    It 


Capsules  may  be  filled  with  substances — 
such  as  quinine — which  are  somewhat  adhesive 
by  simply  repeatedly  plunging  the  open  end  of 
the  capsule  into  the  mass  of  powder. 

Coarse  powders  of  crystalline  substance 
which  are  not  adaptable  to  any  of  the  above 
processes,  may  be  weighed  out  in  separate 
doses  and  poured  from  a  creased  piece  of 
powder  paper  into  the  capsule.  Resinous  sub- 
stances can  also  be  coarsely  powdered,  and 
poured  into  the  capsule  in  this  way. 

Asafetida  will  soften  if  slightly  heated,  and 
is  then  easily  worked  or  rolled  into  a  "pipe.!' 
This  can  be  divided  in  the  same  manner  as  in 
making  pills.  Each  portion  can  then  be  rolled 
into  a  slmpe  to  fit  the  capsule. 

Light  and  bulky  powders  are  easily  handled 
if  made  into  a  mass  with  glucose,  or  some 
other  suitable  excipient.  Roll  into  a  "pipe," 
cut,  and  insert  into  the  capsule.  This  is  known 
as  the  "wet  process,"  and  is  preferred  by  some 
pharmacists  at  all  times.  In  such  cases  one 
should  proceed  exactly  as  in  making  the  same 
kind  of  a  pill,  using  as  little  water  as  possible 
in  forming  the  mass. 

Oils  and  other  liquids  which  contain  no 
water  can  be  easily  put  into  gelatin  capsules, 
holding  the  shell  of  the  capsule  in  one  liand 


FlUIns  «p«il«  irith  oU. 

is  not  at  all  agreeable  to  find,  when  the  capsule 
is  partly  filled,  that  it  is  necessary  to  recover 
the  powder  and  begin  again. 

The  ease  and  speed  with  which  capsules  can 
be  filled,  their  solubility,  their  wide  range  of 
adaptability,  their  cheapness,  and  the  fact  that 
they  are  tasteless,  strongly  commend  them  to 
modern  prescribers  and  dispensers. 
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DOLLAR  IDEAS 


One  dollar  is  paid  by  return  mail  for  all  eonlr&u- 
lions  accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 


A  CHECKING  SYSTEM  FOR  PHONE 
ORDERS. 

IV.  A.  Brann,  Chicago,  III.:  Here  is  a 
sample  of  the  memorandum  blank  we  use  for 
phone  orders,  etc.  We  buy  the  paper  by  the 
pound  and  print  these  blanks  ourselves  with  a 
rubber  stamp  which  cost  us  $1.50,  This 
system   has  many  advantages  besides  being 


Paid 

Phoned 

Charge 

C.  0.  D. 

Memo 
Charge 

Time  left 

CaU 

Waiting 

DeU^-er  at  once 

TO  POUR  PETROLATUM. 
W.  P.  Webster  &  Co.,  Erie,  Pa.:  For  the 
melting  of  petrolatum  or  other  ointments  or 
bases,  and  then  the  pouring  of  them  into  bot- 
tles or  jars,  we  have  found  the  following  com- 


bination utensil  very  satisfactory:  Take  an 
empty  gallon  can,  similar  in  general  make-up 
to  an  olive-oil  can,  and  remove  all  of  the  top 


except  a  triangular  portion  in  one  comer. 
Punch  or  cut  a  hole  through  this  remaining 
piece  of  the  top,  as  near  the  corner  as  possible. 
This  is  inexpensive  and  will  stand  the  test  of 
practical  use. 


economical.  It  gives  us  a  check  on  our  C. 
O.  D.  orders,  and  in  case  of  argument  with  a 
customer  we  can  show  him,  if  he  happens  to 
be  from  Missouri.  The  blank  space  in  the 
upper  left  comer  can  be  utilized  for  either  the 
date  or  the  name  of  the  messenger. 


TAPPING  A  BARREL. 

M.    R.    Shotwell,    Oak    Grove,   Mo.:   By 

merely  inserting  the  tap  in  the  side  of  the  keg 

or  barrel  and  then  tipping  the  container  down 

on  its  side,  I  find  it  possible  to  draw  the  last 


drop  of  contents  without  being  obliged  to  tip 
the  barrel  upside  down,  or  to  assume  that  posi- 
tion myself.  The  accompanying  illustration 
will  make  my  meaning  clear. 


THE    UNNECESSARY    WASTE    OF    OIL    OF 
LEMON. 

Glenn  B.  Updike,  Chatham,  Va. :  Are  you 
one  of  the  druggists  who  are  paying  $5.50  per 
poimd  for  oil  of  lemon  and  probably  throwing 
away  two  or  three  pounds  at  your  fountain 
monthly,  via  the  lemon-peel  route?  Many  are 
doing  it.  Yet  tincture  limonis  corticis,  U.  S. 
P.,  is  as  good  an  essence  of  lemon  as  that 
which  is  largely  sold ;  and  to  make  it  will  cer- 
tainly prove  more  profitable  to  the  druggist 
than  to  throw  the  lemon-peel  away. 

We  make  it  a  rule  to  peel  two  dozen  lemons 
at  a  time,  making  the  U.  S.  P.  tincture,  and 
then  using  the  lemons  at  the  fountain,  without 
the  loss  of  one.  On  an  average  300  Gm.  of 
peel  can  be  obtained  from  them,  which  makes 
600  Cc.  of  tincture.  This  at  10  cents  an  ounce 
brings  approximately  $2.00,  the  alcohol  cost- 
ing about  40  cents,  and  constituting  the  only 
cost,  except  the  time  used. 
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FILLING  SOFT  CAPSULES. 

Wm.  C.  Moulton,  Millbury,  Mass. :  In  filling 
soft  capsules  the  prescription  sometimes  calls 
for  a  powder,  salol  being  a  good  example.  It 
is  almost  impossible  to  turn  the  required 
amount  of  salol  into  the  capsule  mouth  without 
getting  it  all  over  the  capsule.  The  way  I 
overcome  this  difficulty  is  first  to  fill  a  common 
hard  capsule  with  the  required  amount,  place 
the  capsule  containing  the  powder  inside  the 
mouth  of  the  soft  capsule,  press  on  the  sides 
with  a  turning  motion,  and  you  will  find  the 
powder  deposited  at  the  bottom  of  the  soft 
capsule!  Pull  back  the  hard  capsule  and  you 
have  made  a  nice,  clean  job  of  it. 


A  PILL.MASS  ROLLER. 

Robt.  E.  Davenport,  Davenport,  la.:  Take 
a  piece  of  board  about  3J^  inches  wide  by  5 
inches  long  by  ^4  ii^ch  thick.  On  one  side  of 
it  glue  or  nail  a  handle,  as  shown  in  the  il- 
lustration. 

This  makes  a  mass-roller  that  is  light,  easy 


to  handle,  and  not  as  cumbersome  as  the  upper 
part  of  a  pill  machine,  which  is  very  often  used 
for  this  purpose.  One  hand  is  all  thai  is 
needed  to  operate  it. 


ORDER  IN  THE  STATIONERY  CASE. 

H.  F.  Zimmermann,  Milwaukee:  A  perplex- 
ing problem  is  that  of  maintaining  order  in  the 
stationery  case,  especially  where  the  box  papers 
are  kept,  selling  at  various  prices.  My  idea  in 
solving  this  problem  follows  herewith:  First, 
I  arrange  all  the  various  boxes  of  paper  in 
their  respective  rows,  according  to  the  prices. 
Then  behind  each  row  of  boxes,  on  the  bottom 
of  the  case,  I  tack  price  tickets  in  accordance 
with  the  paper  in  each  row. 

This  method  is  extremely  simple.   I  know  at 


a  glance  which  is  fifty-cent  paper,  and  I  know 
which  IS  ten-  or  twenty-five-cent  paper.  In  re- 
placing the  stock,  the  bottom  of  the  box  tells 
the  price,  and  each  marked  ticket  shows  where 
each  and  every  box  belongs.  Furthermore,  the 
inner  appearance  of  the  show-case  is  improved 
a  hundred  per  cent. 


A  LABELING  PRECAUTION. 

F.  H,  Carver,  Plymouth,  Mass. :  Often  pre- 
scriptions are  sent  to  us  to  be  refilled,  the  labels 
of  which  have  become  so  soiled  bv  the  medi- 
cine  running  over  them  that  the  numbers  are 
nearly  effaced.  We  have  found  that  if  we  turn 
the  label  over,  write  the  number  in  the  middle 
of  it  on  the  back  and  then  apply  the  paste,  tak- 
ing care  not  to  paste  over  the  number,  the 
figures  may  be  read  through  the  glass  from 
the  other  side  of  the  bottle.  Then  when  a  bot- 
tle is  brought  in  where  the  number  on  the  label 
is  hard  to  display,  by  turning  the  bottle  around, 
the  figures  may  be  plainly  read  on  the  back  of 
the  label. 

In  a  similar  way,  on  wooden  ointment 
boxes,  put  the  number  on  the  bottom  of  the 
box,  as  well  as  on  the  label. 


SUPPLYING  SCHOOL-TEACHERS  WITH 
ADVERTISING  MATTER. 

Bixby  &  Potter,  Republic,  Kansas:  We  ar- 
range with  the  County  Superintendent  of 
Schools  to  get  a  list  of  the  names  of  the  teach- 
ers in  the  various  districts  tributary  to  our 
town,  and  then  make  it  a  rule  to  send  a  pack- 
age of  advertising  matter  to  each  teacher  once 
a  month  during  the  school  year.  This  adver- 
tising matter,  which  is  addressed  to  the  teach- 
er, is  for  distribution  to  the  pupils.  We  find 
the  teachers  always  willing  to  cooperate  with 
us,  and  usually  we  enclose  in  the  package  some 
little  remembrance  for  the  teacher,  personally. 
We  have  some  matter  especially  prepared  for 
distribution  in  this  manner,  two  of  our  me- 
diums this  year  being  blotters  and  paper  drink- 
ing cups. 


Next  month  we  shall  announce  the  winners  in  our  recent  contest  on  druggists^ 
best  newspaper  advertisements.  The  ads.  themselves  will  be  published  the  month 
following. 
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LETTERS 


This  is  -where  our  readers  exchange  opinions  and 

practical  suggestions  with  one  another.  The  Editors 
or?  altiiays  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


however,  is  the  annual  fall  hunt,  and  we  stay 
two  weeks — the  last  two  weeks  in  October. 

We  pay  a  yearly  rental  to  the  government, 
and  also  buy  a  hunting  license.     The  latter  en- 


HE   KNOWS  HOW  TO  ENJOY  LIFE! 
To  the  Editors ; 

Noticing  your  request  in  recent  issues  of  the 
Bulletin  for  hunting  pictures  I  am  sending 
you  some  that  were  taken  last  fall.  We  hunt 
in  northern  Quebec.  We  have  leased  from  the 
Quebec  Government  25  square  miles  for  hunt- 


Ht.  Box  blmaelf  1*  seen  (Undlnt  at  the  left,  next  to  tba  olu(. 

titles  US  to  two  deer,  two  caribou  and  one 
moose  for  each  man,  but  we  have  never  yet  got 
our  full  count.  The  game  is  plentiful,  but 
rather  hard  to  get  out.  A.  H.  Box. 

Pembroke,  Ontario. 


llwse  three  Bib  wei(h«d  IS  poondil 

ing,  and  also  have  the  fishing  rights  on  a  lake 
that  we  have  our  camp  on.  This  lake  is  3J^ 
miles  long  and  is  full  of  speckled  and  gray 
trout.  The  picture  of  the  fish  I  took  myself. 
The  man  portrayed  in  it  is  a  friend  and  a 
member  of  the  club,  and  the  fish  are  large  gray 
trout  caught  with  a  copper  wire  in  about  80 
feet  of  water.  These  three  fish  weighed  20 
pounds,  18  pounds,  and  8  pounds  respectively, 
and  were  caught  in  one  afternoon. 

We  hunt  with  dogs,  and  last  fall  five  of  us 
got  seven  nice  deer  besides  all  the  partridges 
and  ducks  we  wanted.  I  think  if  more  drug- 
gists would  take  their  outings  in  this  manner 
they  would  enjoy  better  health.  We  go  up  two 
and  three  times  a  year.  In  May  we  go  to  fish 
before  the  flies  get  bad,  and  then  we  go  up 
later  when  they  are  all  gone.    The  great  event. 


GETS  HIS  FUN  IN  FISHING. 
To  the  Editors: 

In  looking  over  the  last  number  of  the 
Bulletin  I  find  that  you  would  hke  to  have 
some  pictures  of  outings  taken  by  druggists. 
I  don't  blame  you.  We  poor  fellows  get  out 
so  seldom  that  when  we  do  have  a  little  fun  it 
ought  to  be  published  broadcast ! 

I  am  sending  you  three  pictures  of  my  last 
fishing  trip.  We  were  down  on  the  Pascagoula 
River,  had  a  fine  time,  and  caught  plenty  of 


Tba  lake  wbere  Hr.  Bcnini  Bahcs. 

fish — black  bass,  white  perch,  brim,  and  chan- 
nel cat.  One  of  the  pictures  shows  the  lake 
that  we  own.  Another  represents  the  catch 
before  breakfast  one  morning  (I  am  careful, 
though,  not  to  say  what  time  we  had  break- 
fast!)   The  third  picture  shows  the  writer,  al- 
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though  I  must  confess  that  I  did  not  catch  all 
of  the  fish  seen  in  the  view.  I  am  one  of  the 
few  honest  fishermen  in  existence. 

Incidentally  I  am  a  kodak  Bend,  and  some 


The  shortest  formulas  are  as  follows: 
37      50.8 
—  X =45M  gallons. 


(1.37  —  1.00)      50,8 


(1.41  —  1.00) 


-=45.84  gallons. 


580  lbs.  or  50.8  gallons  of  a  mixture  having 
a  sp.  gr.  of  1.37  in  theory  consists  of  a  definite 
amount  of  water,  sp.  gr.  1.00,  and  also  a  defi- 
nite amount  of  a  liquid  having  a  sp,  gr.  of  1.41, 

By  alligation  we  obtain: 
1.37 


Ur  ScTocn  hlouelt  and  Domeroni  evUenra  ol  bii  skill. 

time  I  shall  send  you  a  few  good  pictures  of 
my  outings.     In  the  meantime  I  wish  much 
success  to  the  Bulletin.       r.  h.  Scruggs, 
Laurel,  Miss. 


THAT  PROBLEM  IN  THE  UARCH  BULLETIN. 
To  the  Editors  r 

I  submitted  a  puzzling  mathematical  prob- 
lem to  you  some  time  ago,  and  it  was  printed 
on  page  125  of  the  March  number  of  the 
Bulletin.    It  was  as  follows: 

We  have  580  pounds  of  a  liquid  having  a  specific 
gravity  of  1.37.  The  volume  is  50.8  gallons.  To  whal 
volume  will  this  have  lo  be  reduced  to  raise  the  specific 
gravity  to  1.41  ?    Only  water  is  evaporated. 

Quite  a  number  of  responses  have  come  in 
from  readers  of  your  journal,  but  only  20  per 
cent  of  them  are  correct.  Apparently  only  one 
man  in  five  can  figure  out  a  problem  of  this 
character. 

The  correct  answer  is  as  follows : 

The  liquid  mtist  be  reduced  lo  45.84  gal- 
lons, before  it  will  have  a  specific  gravity  of 
1.4  r. 

Here  is  the  proof: 

45.84gals.  sp.  gr.  1.41=538.62 lbs. 
4.966als.  water         =  41.33lbs, 


The  slight  difference  is  due  to  not  carrying 
out  the  decimal  further. 


That  is,  41  parts  of  a  liquid,  sp,  gr.  1.37,  is 
made  up  of  37  parts  sp.  gr.  1.41  and  4  parts 
sp.  gr.  1.00. 

Therefore  reduce  41  volumes  to  37  volumes, 
or 

41 :  37  : :  50.8  :  X  =  45.84+  gals. 

Most  of  the  answers  received  gave  49,3  gal- 
lons as  the  answer.  This  amount  is  simply 
an  equivalent  in  weight  of  a  liquid  of  sp,  gr. 
1.41  to  50.8  gallons  of  liquid,  having  a  sp.  gr. 
of  1.37 — a  different  problem  entirely. 

In  our  calculations  we  used  8  1/3  lbs.  as 
equal  to  1  gallon  of  water. 


Detroit,  Mich, 


Ernest  Kimmich. 


CAMPHOR  LINIMENT  WITHOUT  HEAT. 

To  the  Editors: 

In  making  camphor  liniment,  U.  S.  P.,  I 
find  it  is  unnecessary  to  apply  heat  by  means 
of  a  water-bath.  A  method  that  I  have  been 
using  is  to  introduce  the  camphor  and  cotton- 
seed oil  into  a  suitable  flask  and  allow  it  to 
stand  in  a  warm  room  for  several  days,  agitat- 
ing occasionally.  The  camphor  will  go  into 
complete  solution.  Will  H.  Orr. 

Lonaconing,  Maryland. 


PAPERS  WANTED. 
To  the  Editors: 

In  publishing  the  next  issue  of  the  Bulle- 
tin will  you  not  be  kind  enough  to  insert  a 
statement  to  the  effect  that  the  chairman  of 
the  Scientific  Section  of  the  A,  Ph.  A.  is 
soliciting  papers?  We  hope  to  receive  as 
many  papers  as  possible  by  the  last  of  July,  so 
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that  we  can  have  time  to  arrange  some  good, 
live  discussions  that  have  point  to  them. 

E.  A.  RUDDIMAN. 
101  24th  Avenue  South,  Nashville,  Tenn. 


HE  CERTAINLY  WAS  UP  AGAINST  IT  I 

To  the  Editors : 

Here  is  a  letter  that  ought  to  take  the  prize ! 
It  came  to  us  not  long  since  from  a  miner,  and 


<&^tA  

C>yC^  Jtift/u  a/ffifiC  ^^niifiyrV'yiSr' 


I  think  it  will  prove  of  unusual  interest  to 
readers  of  the  Bulletin  of  Pharmacy.  Let 
us  hope  that  our  friend  was  fixed  up  all  right 
after  he  had  taken  all  that  stuff ! 

Sumpter,  Oregon.  L.  C  EdwARDS. 


ANOTHER  PROBLEM. 

To  the  Editors : 

I  have  already  sent  you  a  correct  answer  to 
the  problem  of  mine  printed  in  the  March 
Bulletin.  Here  is  another  that  your  readers 
might  like  to  tackle : 

How  much  alcohol  is  required  to  make  1 
pint  of  tincture  of  ferric  chloride,  U.  S.  P.? 
Use  the  U.  S.  P.  data  to  obtain  your  results. 
The  specific  gravity  of  the  tincture  is  given 
as  1.005.  Ernest  Kimmich. 

Detroit,  Mich. 


To  the  Editors : 

The  Bulletin  is  the  best  periodical  of  its 
kind  on  the  market  to-day! 

Liberty,  S.  C.  J-  C.  HuNTER. 


FLORAL  DEPARTMENT. 


^ 


Of  eight  drug  journals  I  receive,  I  enjoy 
the  Bulletin  the  most  and  always  manage  to 
find  time  to  read  it  from  cover  to  cover.  My 
clerks  feel  the  same  way  about  it.  Many  a 
valuable  suggestion  obtained  from  its  pages 
I've  tried  out  with  success.  More  success  to 
you!  Eugene  Leonard  Mazy. 

Los  Angeles,  Cal. 

I  am  always  impatiently  waiting  for  the 
Bulletin.  Why  can't  you  make  it  a  weekly? 
I  like  your  treatment  of  the  bichloride  agita- 
tion. Said  agitation  would  be  ludicrous  if  it 
were  not  so  pitiful.  Stanley  Rogers. 

Banning,  Cal. 

Do  not  know  how  I  could  get  along  without 
the  Bulletin.  My  wife  seems  to  take  as 
much  interest  in  it  as  I  do,  or  even  more. 

Caldwell.  Kan.  J-  S.  BrUBAKER. 

Well,  to  be  perfectly  plain,  I'd  rather  read 
the  Bulletin  than  eat — and  that's  some 
recommendation,  for  I  certainly  do  love  to 
eat !  Arch  Krieg. 

Charleston,  W.  Va. 

I  like  it  from  all  points,  and  especially  the 
side-line  articles  you  are  running. 

Pine  Bluff,  Ark.  F.  W.  DanCY. 

Keep  the  journal  coming.  Can't  do  with- 
out it.  J.  H.  Wilkins. 

Caddo,  Okla. 

You  have  the  best  of  them  all,  in  the 
Bulletin  !  E.  C  Poer. 

Gray,  Okla. 

We  can't  keep  shop  without  the  Bulletin. 

Audubon.  Iowa.  FrICK  DrUG  Co. 

It's  the  best  drug  journal  to-day  and  I  would 
not  be  without  it.  Edw.  M.  Steger. 

Farley,  Iowa. 

I  like  the  Bulletin  better  than  any  drug 
journal  I  read.  P.  G.  Huston. 

Bay  City,  Texas. 

The  Bulletin  is  as  essential  as  a  dispensa- 
tory. Walter  Melville  Chase. 

Bangor,  Me. 
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A.  PH.  A.  REFORM. 


BY  JOSEPH  W.  ENGLAND. 

I  am  in  most  hearty  accord  with  your  proposal  to 
change  the  methods  of  procedure  at  the  annual  meet- 
ings of  the  American  Pharmaceutical  Association.  The 
programme  is  badly  in  need  of  revision.  Properly  sys- 
tematized and  coordinated,  the  work  of  the  convention 
could  be  done  in  four  days  instead  of  six,  as  at  present, 
and  much  more  efficiently. 

In  the  first  place,  the  constitution  and  by-laws  of 
the  Association  should  be  revised,  and  in  a  broad,  com- 
prehensive way,  not  piecemeal,  as  in  the  past. 

At  the  Denver  meeting  the  Committee  on  Revision 
of  the  Constitution  and  By-laws  presented  a  completely 
revised  constitution  and  by-laws  which  was  received 
and  ordered  printed  in  the  Journal  {Journal  A.  Ph.  A., 
1913,  751),  and  its  further  consideration  postponed  until 
the  Nashville  meeting;  but  the  time,  then,  for  its  con- 
sideration was  so  limited,  and  the  importance  of  the 
subject  so  great,  that  it  was  felt  that  the  report  could 
not  be  considered  in  its  entirety,  and  only  those  changes 
in  the  by-laws  were  made  that  were  most  pressing. 

If  there  was  sufficient  time  and  a  proper  considera- 
tion given  to  the  subject,  the  revision  could  be  readily 
and  quickly  effected,  with  great  resultant  good  to  the 
work  of  the  Association.  The  revision,  however,  should 
be  made  as  simple  and-  comprehensive  as  possible,  leav- 
ing the  details  of  executive  action  on  the  part  of  of- 
ficials as  open  as  possible,  but  holding  the  latter  to  a 
strict  responsibility. 

It  is  along  such  lines  that  the  Committee  on  Re- 
vision framed  its  report,  and  a  comparison  of  the  by- 
laws proposed  with  those  in  use  at  present  is  invited 
by  the  committee. 


BY  M.  I.  WILBERT. 

[ American  Journal  of  Pharmacy.} 

The  editor  of  the  Bulletin  of  Pharmacy  suggests 
some  reform  measures  for  the  A.  Ph.  A.,  which  de- 
serve the  careful  attention  and  the  hearty  cooperation 
of  every  member  of  that  association.  The  proposed 
reforms  of  immediate  interest  concern  the  meetings  of 
the  A.  Ph.  A.,  more  particularly  the  programme  of 
Section  meetings. 

Not  the  least  important  of  the  suggestions  made  is 
the  proposition  to  have  the  Council  meetings  held  in 
the  evening  so  as  to  eliminate  the  constantly  increasing 
interference  of  the  Council  with  the  meetings  of  the 
Sections.  Another  proposition  of  considerable  interest 
is  the  suggestion  to  restrict  the  Section  meetings  to 
two  sessions  a  day.  The  third  proposition  is  to  elimi- 
nate from  the  now  existing  Sections  such  as  do  not 
warrant  continuance,  and  thus  restrict  the  scientific 
business  of  the  Association  to  simultaneous  sessions  of 
a  limited  number  of  Sections  for  a  sufficient  number 
of  days  to  transact  all  of  the  business  in  hand. 

If  in  addition  to  these  several  reforms  the  unneces- 
sary interference  by  entertainment  features  could  be 
eliminated,  there  is  no  reason  why  the  meetings  of  the 
American    Pharmaceutical    Association    should   not   be 


held,  as  are  the  meetings  of  the  American  Medical  As- 
sociation, m  from  three  to  four  days,  allowing  the  ad- 
ditional days  of  the  week  for  entertainment  or  for  the 
meetings  of  correlated  societies  and  associations  that 
choose  to  convene  at  or  about  the  same  time  that  the 
American  Pharmaceutical  Association  does. 


BY  WILHELM  BODEMANN. 

[ Deutsch-A merikanische  Apotheker-Zeitu ng. ] 

Bravo,  Mr.  Mason,  good  shot ! 

Our  friend  has  the  courage,  rarely  encountered 
among  Americans,  to  enter  the  lists  against  the  miser- 
able plague  of  oratory,  and  in  his  Bulletin  of  Phar- 
macy recommends  the  omission  of  lengthy  addresses  of 
welcome  and  subsequent  replies  at  conventions.  Who 
would  not  prefer  to  utilize  valuable  time  to  better  ad- 
vantage than  to  listen  to  these  dry-as-dust,  purposeless, 
long-winded  speeches? 

At  the  conclusion  of  such  oratorical  parades  I  am 
always  reminded  of  the  entry  in  a  guest-book  where  a 
good  fellow  wrote,  after  a  lengthy  tragic  effusion: 
"But  Wilhelmina,  did  it  have  to  be?" 

Conventions  should  be  a  source  of  mutual  inspira- 
tion and  should  not  be  devoted  to  cruelty  to  animals. 
Therefore  fire  away,  Mr.  Mason,  until  the  nuisance  is 
abated ! 


BY  WILBUR  L.  SCOVILLE. 

You  evidently  "started  something"  when  you  sug- 
gested certain  changes  in  the  conduct  of  the  annual 
meetings  of  the  American  Pharmaceutical  Association. 
I  hope  you  will  keep  up  the  good  work. 

I  observe  an  editorial  in  the  Southern  Pharmaceuti- 
cal Journal  suggesting  what  I  fear  will  be  the  danger- 
point  in  any  attempt  to  change  our  system.  I  refer  to 
the  tendency  to  "appoint  a  committee"  to  remedy  all 
ills,  real  or  fancied.  That  is  just  what  we  have  been 
doing  until  we  are  overburdened  with  committees  and 
their  claims. 

The  American  Chemical  Society,  with  6500  mem- 
bers, a  weekly  journal,  and  two  meetings  a  year,  has 
very  few  committees.  And  yet  it  moves  along  much 
more  smoothly  than  the  A.  Ph.  A.,  and  is  growing 
rapidly.  We  ought  to  get  into  the  efficiency  method, 
but  the  committee  route  is  not  the  right  way. 

I  agree  with  Editor  Eberle,  however,  concerning 
the  publication  of  papers  before  the  meeting.  I  think 
the  abolition  of  this  practice  has  been  a  loss.  More- 
over, we  can  afford  to  be  liberal  in  allowing  the  publi- 
cation of  papers  in  other  journals.  It  will  do  much 
more  good  than  harm. 

We  need  to  get  a  clarified  view  of  what  the  A. 
Ph.  A.  is  for,  and  what  its  annual  meeting  is  for.  Most 
of  us  can  put  in  some  profitable  thinking  right  there. 
The  rest  will  then  be  easier. 


This  topic  of  A.  Ph,  A,  reform  continues  to  arouse 
discussion,  and  it  is  hoped  that  the  whole  subject  will 
crystallize  sufficiently  so  thai  definite  action  may  be  taken 
at  the  Detroit  meeting  in  August  next.  Other  letters  on 
the  subject  appeared  on  pages  123  and  124  of  the  March 
issue  of  this  journal. 
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THE  SODA  FOUNTAIN. 


SOME   GOOD   FORMULAS. 

SOUL  KISS  SUNDAE. 

Serve  in  fancy  china  banana  split  dish.  Can  be  served 
with  either  chocolate  or  vanilla  ice  cream.  Quarter  a 
banana  lengthwise  and  use  two  slices  to  each  sundae. 
Ice  cream  should  be  covered  with  whipped  cream,  and 
maraschino  cherries  between  slices  of  banana  are  used 
in  the  cream  to  indicate  the  two  lips.    Very  delicious. 

cupid's  parfait. 

Use  an  8-ounce  fancy- footed  parfait  glass.  Pack  in 
small  quantities  of  strawberry,  vanilla,  and  chocolate 
ice  cream.  Pour  strawberry  fruit  over  this  and  top  off 
with  whipped  cream,  pieces  of  orange,  and  maraschino 

'^^  fruit  SAI^D  SUNDAE. 

A  dainty  sundae  served  in  a  fancy- footed  sundae 
glass  is  of  strawberry  ice  cream,  crushed  pineapple 
fruit,  crushed  cherries,  fancy  whole  nuts,  sliced  orange, 
shredded  fig.  Top  off  with  whipped  cream  and  whole 
cherry.    Sell  for  15  cents. 

NORTH  POLE  SUNDAE. 

Serve  in  6-ounce  low  parfait  glass.  Use  about  one- 
half  glass  of  pulp  peach  fruit  and  one-half  glass  lemon 
sherbet.  A  very  small  amount  of  vanilla  ice  cream  can 
be  used  around  the  edges  of  the  glass  to  resemble  snow. 
Insert  a  candy  opera  stick  in  the  center  of  the  glass. 
Cover  over  with  whipped  cream  and  use  a  cherry  to 
finish  the  top  of  the  pole.    Sells  for  20  cents. 

EGG-FLIP. 

Shake  up  3  ounces  sweet  cream,  chipped  ice — small 
dip  of  ice  cream,  1  egg,  1  ounce  vanilla  syrup,  3  dashes 
of  Angostura  bitters,  fine  and  coarse  stream.  Top  off 
with  whipped  cream  and  nutmeg  and  serve.    15  cents. 

A  MIDSUMMER  NIGHT's  DREAM  SUNDAE. 

The  following  formula  will  make  from  three  quarts 
to  a  gallon  of  delicious  fruit  syrup  to  pour  over  a  sun- 
dae, adding  whipped  cream  and  cherry  to  top  off: 

6  Bananas,  cut  fine  and  mash. 
4  Oranges,  cut  fine  and  mash. 
1  quart  strawberry  syrup. 
1  quart  raspberry  syrup. 
Mix  well  together. 

It  is  a  dream. 

FRESH  LIME  FREEZE. 

Chipped  ice,  1  fresh  lime,  sprig  of  mint,  and  mash; 
%  ounce  orange  syrup,  %  ounce  lemon  syrup,  1  tea- 
spoonful  crushed  pineapple  fruit.  Draw  coarse  stream 
and  top  off  with  slice  of  orange  and  maraschino  cherry. 
This  makes  a  cool  and  refreshing  drink. 

PIFF-PAFF-POUFFE. 

Vanilla,  raspberry  and  grape  1  ounce  altogether,  3 
dashes  of  Angostura  bitters,  1  egg,  2  ounces  sweet 
cream,  chipped  ice,  carbonated  water.  Serve  in  12- 
ounce  stem  glass.  Top  off  with  whipped  cream  and 
nutmeg.    A  good  seller.    15  cents. 

ROYAL  EGG  PHOSPHATE. 

Cardinal  cherry  syrup,  2  ounces ;  one  egg ;  solution  of 


acid  phosphate,  1  dash;  vanilla  ice  cream,  1  teaspoon- 
ful;  put  into  a  mixing  glass  and  draw  enough  car- 
bonated water  to  fill  the  glass  three-fourths  full.  Mix 
thoroughly  with  the  electric  shaker  and  top  off  with 
whipped  cream  and  a  cherry.    Serve. 

RAINBOW  PHOSPHATE. 

Orangeade,  5^  ounce;  pineapple  syrup,  }4  ounce; 
raspberry  syrup,  J^  once;  solution  of  acid  phosphate,  1 
dash.  Put  into  an  8-ounce  glass  and  fill  with  carbon* 
ated  water. 

CHERRY  COLLEGE  ICE. 

Into  an  ordinary  college  ice  dish  put  a  No.  10  scoop- 
ful  of  vanilla  ice  cream ;  flatten  it  down  on  the  top,  put 
on  five  maraschino  cherries,  and  add  whipped  cream 
and  1  spoonful  of  crushed  roasted  almonds. 

SUPERBA  PUNCH. 

Lemon  syrup,  1  pint ;  strawberry  syrup,  1  pint ;  orange 
syrup,  1  pint;  solution  acid  phosphate,  1^  ounces;  1 
orange,  sliced.  Put  into  a  punch  bowl.  To  dispense, 
put  1^  ounces  into  a  mineral  water  glass  and  fill  with 
carbonated  water.  Top  off  with  a  maraschino  cherry 
and  serve  with  a  straw. 

CLUB  SANDWICH  SUNDAE. 

Place  a  slice  of  vanilla  ice  cream  on  a  dish ;  put  over 
this  two  sweet  wafers,  and  over  them  a  slice  of  choco- 
late ice  cream,  giving  a  perfect  sandwich.  This  sand- 
wich is  sometimes  served  on  a  lettuce  leaf.  Chopped 
nuts  and  fruits  may  also  be  used  for  filler;  likewise 
sliced  apple,  sliced  orange  (relieved  of  its  rind),  and 
other  sliced  fruits.  Sliced  banana  answers  the  purpose 
well,  as  it  may  be  eaten  easily  with  a  spoon,  a  point  to 
be  kept  in  mind.  If  you  will  have  a  sandwich  mold 
made,  you  can  get  very  elaborate  effects. 

CHOPPED  FIG  SANDWICHES. 

Select  nice  fresh  layer  figs  and  remove  the  stems. 
Wash  them,  then  steam  then  in  live  steam  to  soften, 
and  dip  them  into  hot  syrup,  either  plain  or  maple. 
When  cold  run  them  through  the  finest  cutter  of  your 
fruit  chopper.  Spread  the  paste  thus  obtained  upon 
thin  slices  of  buttered  bread. 

PEANUT  PUFF  DRESSING. 

Make  a  rich  caramel  syrup  from  equal  parts  of  choco- 
late and  vanilla  syrup;  place  on  fire  and  bring  to  a 
heat;  then  add  a  sufficient  amount  of  fresh  roasted 
chopped  Spanish  peanuts  to  make  a  heavy  dressing. 
Allow  to  cool  and  serve  as  directed  above. 


GOOD  LINES  FOR  SODA  ADVERTISING. 

Leave  your  thirst  at  our  fountain.  "The  parting  will 
be  sweet." 

The  soda  water  we  serve  is  sure  to  please  those  who 
appreciate  quality. 

The  soda  water  we  serve  touches  the  thixsty  spot 
and  satisfies  the  fastidious  ones. 

Delicious  foaming  soda  flavored  with  pure  fruit 
syrups  and  served  with  cream.  Can  an>'thing  be  cooler 
or  more  cooling? 

Our  ice-cream  soda  is  one  of  the  most  popular  drinks 
to  be  had  in  town.  It  brings  people  from  everywhere, 
it's  so  delicious  and  cool. 

Refresh  yourself  during  the   summer  days  at  our 
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soda  fountain.  The  most  delicious  drinks  with  pure 
fruit  flavors.    Just  try  our  fountain  once. 

Maple  mist  and  sweet  cherry  five-cent  ice-cream  soda 
are  considered  the  finest  drinks  in  the  city.  We  use 
only  the  pure  fruit  juice.  When  warm  and  thirsty  come 
and  see  us. 

With  complete  satisfaction  in  every  spoonful — that's 
the  only  kind  of  ice-cream  we  make.  It  has  that 
smooth,  rich  taste  of  pure  Jersey  cream;  the  flavor  is 
the  best  vanilla  bean  and  choice  crushed  fruits. 

Our  ice-cream  parlor  is  a  delightful  place  to  visit 
these  warm  days.  And  why  so?  A  large,  bright  and 
well-ventilated  room,  cool  as  can  be — and  the  purest 
and  best  possible  iced  drinks,  ice-cream,  and  ices  served. 
Could  you  want  anything  better  in  these  scorching  hot 
days? 

She  smiles  with  delight,  and  so  do  all  our  patrons, 
when  ice-cream  is  served  that  is  calculated  to  tickle 
even  the  most  fastidious  taste,  made  from  the  very 
purest  and  choicest  of  cream  and  fruit  flavors,  contain- 
ing nothing  in  the  smallest  degree  unhealthful.  It  is 
both  delicious  and  wholesome. 

"How  do  you  always  make  it  so  good?"  Scores  of 
people  have  asked  us  that  about  our  ice-cream.  The 
secret  of  it  all  lies  in  using  very  purest  cream,  flavoring, 
etc.,  in  freezing  it  thoroughly  and  in  serving  it  daintily. 
Whenever  you  want  ice-cream — at  home  or  down-town 
— we'll  serve  you  promptly. 

Let  your  next  dessert  be  one  of  our  frozen  dainties. 
For  the  reception,  the  swell  dinner,  and  for  all  occa- 
sions that  require  a  dessert,  your  selection  could  not 
be  better.  It  will  be  in  keeping  with  your  elegant  menu. 
Our  ice-cream  and  ices  are  simply  delicious — ^in  fact, 
the  best  that  can  be  produced  from  th€  purest  cream 
and  finest  ripe  fruit  juices. 

Keep  cool  in  warm  weather /  Isn't  it  delightful  to  sit 
in  comfort  and  partake  of  our  delicious  ice-cream  on  a 
hot  or  sultry  day?  So  soothing;  so  refreshing!  We 
use  nothing  but  the  purest  of  cream  and  choicest  of 
fruit  flavors.  Adhering  strictly  to  this  has  attracted 
to  us  a  discriminating  patronage. — Spatula. 


MAKING   KUMISS. 

In  answer  to  an  inquiry,  Merck's  Report  gives  the 
following  formula  for  kumiss  which  is  said  to  produce 
a  very  satisfactory  preparation.  In  carrying  out  the 
process,  all  utensils  employed,  as  well  as  the  bottles  in 
which  the  kumiss  is  kept,  should  be  carefully  rinsed 
with  boiling  water  before  use : 

Into  a  one-gallon  bottle  introduce  the  following 
mixture :  ^^   . 

Fresh  cow's  milk 80  fluidounces. 

Syrup  U.  S.  P 1  fiuidouncc 

Glycerin    2  fluidrachxns. 

Water  which  has  been  boiled  and 

cooled    40  fluidounces. 

Cake   yeast 6  grains. 

Triturate  the  yeast  in  a  mortar  with  a  small  quantity  of  the 
mixture,  add  this  to  the  contents  of  the  bottle,  and  agitate. 
Transfer  to  regular  kumiss  bottles,  which  should  not  be  com- 
pletely fill^,  and  immediately  close  them  with  perfectly  fitting 
corks  that  have  been  kept  in  boiling  water  for  a  short  time  be- 
fore  use.  Secure  the  corks  with  twine,  and  seal  the  bottles  by 
dipping  the  necks  into  melted  paraflin. 

Place  the  bottles  in  a  horizontal  position  and  allow 
fermentation  to  proceed  at  a  temperature  ranging  be- 


tween 70**  and  80**  Fahr.  for  forty-eight  hours,  during 
which  time  they  should  be  occasionally  agitated. 

If  a  higher  temperature  is  employed  the  fermenta- 
tion will  proceed  too  rapidly  and  an  unsatisfactory 
product  will  result.  After  the  fermentation  is  over, 
place  the  bottles  on  ice  and  allow  them  to  remain  there 
at  least  twelve  hours  before  dispensing. 

Kumiss  prepared  in  this  manner  will  keep  at  least 
a  week,  it  is  said,  if  stored  on  ice. 


AS  SEEN  BY  AN  ENGLISHMAN. 

A  Londoner  who  was  visiting  the  United  States 
wrote  an  article  for  an  English  trade  journal  on  the 
American  soda  fountain.  He  can  see  no  reason  why 
the  American  institution  should  not  make  great  head- 
way in  Europe.  Speaking  of  prices  and  profits,  he 
says: 

"The  prices  are  five  cents,  ten  cents,  and,  in  a  few 
cases,  15  or  20  cents.  Five  cents  generally  entitles  one 
to  a  glass  of  so-called  plain  soda,  that  is,  a  flavoring 
extract,  such  as  vanilla,  raspberry,  strawberry,  etc.,  to- 
gether with  carbonated  water.  The  ten-cent  drink  con- 
tains, in  addition,  fresh  cream,  making  the  mixture 
much  richer,  and  a  small  quantity  of  ice-cream.  Of  late 
years  fresh  crushed  fruits,  such  as  strawberries,  rasp- 
berries, peaches,  and  pineapple,  are  also  served  instead 
of  the  made-up  flavoring  syrups. 

"It  must  not  be  forgotten  that  the  soda-water  trade 
is  one  in  which  enormously  large  profits  can  be  made. 
Over  here  in  the  States  the  average  cost  of  a  glass  of 
plain  soda,  deducting  overhead  charges  such  as  service, 
rent,  etc.,  comes  out  to  barely  one  and  one- fourth  to 
one  and  three- fourths  cents  per  glass.  The  addition  of 
ice-cream  makes  the  mixture  cost  about  two  and  one- 
third  to  three  cents.  It  will,  therefore,  readily  be  seen 
that  the  profit  is  over  100  per  cent  in  most  cases." 


TO    PREVENT   SCRATCHES    ON   POLISHED 

FLOORS. 

A  very  simple  but  effective  means  of  preventing 
scratching  and  marring  of  polished  floors  through  care- 
less moving  of  chairs,  says  Meyer  Brothers  Druggist, 
is  to  glue  a  small  disk  of  felt  on  the  bottom  of  each 
leg,  using  ordinary  liquid  glue.  This  suggestion  can 
also  be  made  useful  in  its  application  to  articles  placed 
for  display  on  polished  glass  show-cases  or  even  on 
marble-topped  counters  or  tables.  It  has  the  further 
merit  of  preventing  the  disagreeable  noise  made  when 
a  chair  or  similar  article  is  carelessly  dragged  across  a 
floor.  Heavy  cloth  can  be  used  instead  of  felt  if  this  is 
not  available. 


AN  UNUSUAL  SIGN. 


E.  T.  Becker,  proprietor  of  Becker's  Pharmacy, 
Charleston,  S.  C,  has  had  a  large  electric  sign  put 
above  the  entrance  of  the  new  store  into  which  he 
moved  in  December.  This  big  sign  depicts  a  dispenser 
in  the  act  of  drawing  soda  water.  The  motions  are 
exceedingly  realistic,  particularly  the  stream  of  water 
flowing  into  the  glass.  A  new  Bishop-Babcock-Becker 
fountain  has  been  installed. 
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of  his  own,  the  first  of  the  year.  It  is  called  the 
"Farmer's  Homestead  Almanac,"  is  prepared  for  him 
by  a  New  Jersey  firm,  and  costs  $90  a  thousand.  Mr. 
Harrison  wrote  the  copy  for  five  pages  of  the  almanac, 


Specimen!  of  druggists'  advertising  are  solicited  for 
reproduction   or   comment    in   this   department   of   the 


Advertising  the  Prescription  Department. — 

The  Newman  Drug  Co.,  Incorporated,  of  Louisville, 
Ky.,  has  recently  distributed  a  little  booklet  to  patrons, 
prospective  patrons  and  physicians,  giving  "The  Story 
of  a  Prescription  from  the  time  it  is  handed  to  the 
Pharmacist  until  it  is  returned  to  the  Owner." 

There  are  sixteen  pages  of  a  very  good  grade  of 
book  paper;  the  covers  are  what  a  mere  man  would  call 
a  deep  com  color,  and  are  of  proper  quality  and  appro- 
priate texture,  A  page  measures  5^  by  7^4,  and  the 
cover  is  done  in  two  colors,  red  and  black. 

The  excellent  equipment  of  the  Newman  Company 
is  described  in  detail,  the  text  illustrated  by  eight  full- 
page  half-tones.    We  are  reproducing  one  of  ihem. 

Following  this  description  are  a  couple  of  pages 


Just  to  Save  Time 


TIm  Frank  L.  PmmH  Phamiacy 


Tbe  praacriDtlon  mom, 

devoted  to  "Features  of  Our  Business."  Among  others, 
the  following  statements  are  made: 

"Every  package  used  by  U5,  be  it  bottle  or  box,  is 
new  and  absolutely  clean.  We  never  refill  an  old  bot- 
tle. Our  pill  and  powder  boxes  are  all  hinged,  so  that 
tops  or  directions  cannot  be  confused, 

"Ointments  are  dispensed  in  collapsible  tubes,  thus 
avoiding  any  possible  reinfection  from  dirty  or  greasy 


"Our  labels  are  all  typewritten,  directions  clear  and 
cannot  be  misunderstood. 

"Our  firm  buys  and  dispenses  nothing  but  the  best, 
irrespective  of  cost.  We  never  substitute  one  product 
for  another,  claiming  that  it  is  'just  as  good.'  We  never 
misrepresent  an  article,  nor  do  we  attempt  to  divert  a 
customer  from  what  he  wants  and  asks  for.  We  can- 
not and  do  not  recommend  patent  medicines.  We  do 
not  counter-prescribe,  for  that  is  absolutely  the  physi- 
cian's field,  not  the  druggist's.  We  do  not  permit  our 
name  or  our  place  of  business  to  be  used  to  indorse  or 
exploit  fake  medicines." 

His  Own  Almanac. — 

Herbert  P.  Harrison,  proprietor  of  the  Frank  J.. 
Powell  Pharmacy,  Newport,  R.  I,,  distributes  an  almanac 


the  balance  being  made  up  of  postage  rate  tables,  inter- 
est tables,  astronomical  information,  the  regulation 
almanac  calendars,  and  so  forth. 

We  are   reproducing  one  of   the  live   advertising 
pages. 

Package  Candy  in  the  Window. — 

This  effective  candy  display  was  arranged  by  L.  C. 
Freeman,  3420  Sheffield  Ave.,  Chicago.    Chocolates  and 


bonbons  in  bo 
dow  attracted  i 
larger  ones  in 


es  was  the  line  featured,  and  the  win- 
uisual  attention.  Pedestals  similar  to  the 
n  Onken  Unit  outfit  were  used  to  advan- 
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usual,  but  six  I 

"We  listed 

camphor,  and 

sundries,  and  '. 


A  On«-Cent  Sale. — 

The  Minot  Drug  Co.,  of  Minol,  N.  D.,  has  built  up 
quite  a  reputation  for  unique  methods  of  advertising, 
according  to  the  North-western  Druggist.  Recently  a 
one-cent  sale  was  featured,  concerning  which  the  man- 
ager has  this  to  say: 

"We  simply  offered  two  articles  for  an  addition  of 
one  cent  to  the  purchase -price  of  the  first.     For  in- 
would  buy  a  five-cent  cake  of  soap,  as 
ts  would  buy  two  cakes, 
ich  goods  as  Epsom   salt,  peppermint, 
so  on  ;  toilet  articles,  stationery ;  certain 
some  patents. 

"Previous  experience  had  shown  us  that  handbills 
and  window  advertising  wouldn't  be  enough  in  the  pub- 
licity line  to  turn  the  trick,  so  we  took  a  quarter-page 
for  several  days  in  a  daily  paper.  In  addition,  handbills 
were  thoroughly  distributed  in  both  the  residence  and 
the  business  districts. 

"The  people  literally  flocked  to  the  store  to  take  ad- 
vantage of  these  bargains.  Our  stock  of  stationery — 
some  of  it  old  and  imsalablc — was  entirely  cleaned  up 
the  first  day. 

"Our  soda  fountain,  at  which  no  cut  was  made,  did 
a  land  office  business." 

An  Appropriate  Commencement  Gift. — 

A  great  many  druggists  are  interested,  in  a  business 
way  at  least,  in  photography  nowadays.  A  little  judi- 
cious advertising  at  this  season  of  the  year  is  particu- 
larly desirable,  and  we  are  presenting  an  adaptation  of  a 
Conkey  ad.  which  may  be  found  of  service: 


A  m«t  acceptable  gift— 
you  oM  p«ople — for  piclurei 
rouih?  WbX  you  miHcd  ] 
them  happy  viffa  ■  camera. 


t    WDUld    -J 


at  lour 
Hake 


,   Ninth   and  Main   Stt.,   Ricti 


Another  Announcement. — 

Shortly  after  taking  possession  of 
Geo.   T.   Barwell,  of   Detroit,  Mich., 


which  we  are  reproducing.  The  paper 
was  white  book  stock,  and  the  text  and  border  in  blue. 
The  announcement  was  folded  once,  and  would  then 
slide  nicely  into  a  6'A  envelope. 


w» 


•i"^*  s5 


■tlT«  ibov-caidi.  the  bandlmnk  of  Alex.  I^moarce.  Tnmdo  Park.  New  York. 
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Four  Troublesome  Prescriptions. — 

In  a  paper  read  before  the  Iowa  Pharmaceutical 
Association,  R.  A.  Kuever,  Ph.C,  Assistant  Professor 
of  Pharmacy,  State  University,  and  pharmacist  at  the 
University  Hospital,  Iowa  City,  presented  a  number  of 
prescriptions  which  had  come  in  for  compounding  dur- 
ing the  year.  We  are  reproducing  four  of  them, 
together  with  Mr.  Kuever's  remarks: 

M.x. 


(1)  H     Crcosoti 

Sig.:     Take  2  times  a  day  after  meals. 

This  prescription  is  a  peculiar  one,  as  can  readily  be 
seen,  because  the  dose  of  creosote  is  three  and  one-third 
times  that  given  in  the  United  States  Pharmacopoeia. 
Moreover  it  is  almost  impossible  to  administer  10 
minims  of  creosote  without  masking  or  diluting  it 
because  of  its  irritant  properties.  This  prescription  was 
written  by  the  Department  of  Internal  Medicine  and 
was  intended  for  a  male  patient  50  years  of  age,  as  an 
expectorant  in  a  chronic  cough  of  seven  years'  standing. 

A  heavy  emulsion  was  prepared  by  the  continental 
method  of:  Olive  oil,  4  parts;  acacia,  1  part;  water,  1^ 
parts;  and  syrup,  J^  part.  To  each  50  minims  of  this 
emulsion  10  minims  of  creosote,  and  K  minim  of  each 
of  oil  of  peppermint  and  wintergreen,  and  1/10  grain 
of  saccharin  was  added. 

Creosote  splits  an  emulsion  very  easily,  and  if  it 
were  added  to  the  olive  oil  first,  emulsification  would  be 
impossible.  The  oils  of  wintergreen  and  peppermint, 
and  the  saccharin,  serve  well  to  mask  the  tarry,  dis- 
agreeable taste  of  the  creosote,  but  not  its  irritating 
effect,  which  is  sought  in  this  preparation. 

This  prescription  was  very  effective,  relieving  the 
patient  entirely  after  128  doses. 

(3)  Q    Calamine   grain  40 

Zinci  oxidi drachm  ^ 

Aquae  calcis ounce  J^ 

Olei   olivx ounce  ^ 

M.  ft.  Mist pint  1 

Sig.:    Use  locally  as  directed. 

This  prescription  is  peculiar  because  it  contains  a 
physical  and  chemical  incompatibility.  The  aqueous 
liquid,  unless  properly  combined  with  the  olive  oil,  will 
separate,  and  the  zinc  carbonate  unless  fortified  will 
precipitate  the  calcium  from  the  lime  water.  This  pre- 
scription was  written  in  the  Dermatological  Clinic  and 
was  intended  as  a  neutralizing  emollient. 

After  some  experimenting  the  writer  found  that 
the  following  method  will  overcome  both  incompatibili- 
ties and  yield  a  smooth  mixture  which  does  not  readily 
separate.  Triturate  the  two  zinc  salts  with  a  small  por- 
tion of  the  olive  oil  until  a  smooth  paste  results  and 
then  incorporate  the  remainder  of  the  olive  oil.  Trans- 
fer the  mixture  to  a  graduated  16-ounce  flask  and  add 
the  lime  water  suddenly,  with  vigorous  agitation. 

The  lime  water  must  be  full  strength.  The  calcium 
hydroxide  reacts  with  the  fatty  acids  of  the  olive  oil 


with  the  formation  of  a  calcium  soap,  and  thus  prevents 
the  formation  of  insoluble  calcium  carbonate. 

The  finished  product  is  a  soft,  viscous  liquid,  the 
consistence  of  lime  liniment,  with  the  two  zinc  salts 
uniformly  suspended  in  it. 

(8)  Q    Naftalan  ounce  ^ 

Amyli  ounce  54 

Zinci  oxidi ounce  yi 

M.  ft.  ungt. 

Sig.:  Use  on  hands  as  directed. 

This  prescription  is  peculiar  in  so  far  that  it  con- 
tains twice  as  much  powder,  by  weight,  as  base,  and 
ten  times  as  much  by  volume.  At  first  sight  it  would 
seem  that  this  prescription  could  not  possibly  be  made 
into  an  ointment  because  of  the  large  amount  of  pow- 
der and  comparatively  small  amount  of  base. 

Naftalan  is  a  greenish-black,  soft  mass,  prepared  by 
the  fractional  distillation  of  naphtha  obtained  from 
the  Armenian  highlands.  In  this  prescription  naftalan 
and  the  zinc  oxide  are  the  active  constituents  while  the 
former  is  the  base  also.  Naftalan  has  the  peculiar  prop- 
erty of  taking  up  extremely  large  amounts  of  pow- 
dered substances  without  noticeably  changing  its  vis- 
cosity.   It  should  not  be  confused  with  naphthalin. 

This  prescription  was  filled  by  incorporating  the 
zinc  oxide  with  the  smallest  possible  amount  of  nafta- 
lan by  means  of  a  glass  slab  and  a  spatula,  and  incor- 
porating the  starch,  with  another  portion  of  naftalan, 
until  perfectly  smooth  mixtures  resulted,  and  then  mix- 
ing these  two  and  incorporating  the  remainder  of  the 
naftalan.    Naftalan  is  a  proprietary. 

(4)  I^    Sulphurated  potassa S  drachms. 

Zinc  sulphate 8  drachms. 

Aquae  rosx*  q.  s 4  ounces. 

M.  ft.  Mist. 

Sig.:    Use  on  scalp  as  directed. 

This  mixture,  commonly  prescribed  as  "Lotio  Alba," 
is  mentioned  here  because  it  has  given  pharmacists  a 
great  deal  of  trouble  in  compounding.  The  object  of 
this  preparation  is  to  furnish  finely  suspended,  freshly- 
precipitated  sulphur  in  rose  water  containing  potassium 
sulphate  and  some  zinc  sulphate.  The  sulphurated 
potassa  must  be  fresh  to  be  entirely  soluble  in  water. 

In  compounding  this  prescription  the  writer  has 
found  that  the  best  results  are  obtained  when  the  two 
salts  are  dissolved  separately,  each  in  one-half  of  the 
solvent.  The  solutions,  unless  perfectly  clear,  should 
be  filtered  separately,  and  then  mixed  by  pouring  the 
potassa  solution  into  the  zinc  sulphate  solution.  Dur- 
ing the  chemical  reaction  hydrogen  sulphide  is  liber- 
ated, all  of  which  should  be  allowed  to  escape  before 
the  prescription  is  finally  corked  and  wrapped.  The 
sulphur  thus  precipitated  is  in  a  very  finely  divided 
condition,  remains  suspended  much  longer,  and  makes  a 
whiter  preparation. 


After  eating  blueberry  pie,  rinse  the  mouth  with 
vinegar.  It  will  spoil  the  taste  of  the  pie,  but  will 
change  the  dark  color  to  a  nice  rosy  hue,  because  acids 
give  a  rose-color  with  blueberry  juice.  If  you  feel 
grouchy  use  a  little  alkali,  which  will  turn  it  olive 
green,  and  advertise  your  mood. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  L.  ScovnjA 


Odds  and  Ends. — 

A  French  physician  finds  propionic  acid  in  the  se- 
cretions of  rheumatic  patients,  and  also  in  eczema  se- 
cretions. 

Squill  is  highly  poisonous  to  most  animals,  and 
rather  more  so  when  fresh  than  when  dried. 

Hydrogenated  morphine  is  prepared  by  treating 
morphine  with  hydrogen  in  presence  of  colloidal  pal- 
ladium.   It  has  a  more  prolonged  action  than  morphine. 

German  chemists  claim  that  a  1-to-lOOO  solution  of 
mercuric  chloride  does  not  kill  all  the  germs  in  the 
presence  of  albumin,  even  after  30  minutes'  contact. 

Fats  have  been  shown  to  grow  rancid  in  the  ab- 
sence of  air  when  exposed  to  light.  They  naturally 
bleach  at  the  same  time. 

Roasted  hardwood  sawdust  is  recommended  as  an 
antiseptic  and  absorbent  dressing  for  wounds.  It  is 
claimed  to  have  all  the  antiseptic  value  of  charcoal  but 
also  is  very  absorbent  The  roasting  is  carried  to  the 
point  of  charring,  the  product  being  then  sifted 
through  very  fine  sieves. 

Dr.  K.  Schroeder,  of  Copenhagen,  asserts  that  it  is 
necessary  to  heat  olive  oil,  glycerin  or  parafiin  to  a 
temperature  of  160°  C.  for  four  hours  to  make  them 
sterile.  This  temperature  does  not  injure  any  of  these 
liquids,  but  kills  all  of  the  germs. 

The  normal  human  body  contains  about  one-thir- 
teenth of  its  weight  in  blood,  or  an  average  of  30  to 
72  lbs.  The  loss  of  half  of  the  blood  is  usually  con- 
sidered not  highly  dangerous  to  life. 

Love  philters  and  other  superstitious  schemes  still 
flourish  in  these  modem  times.  Druggists  still  sell 
dragon's  blood  and  tormentil  for  charms*  mandrake  for 
amulets,  and  orris  root  of  special  forms  for  teething 
babies. 

M.  S.  Maslov  says  that  phosphates  are  useless  as 
therapeutic  agents,  because  they  pass  through  the  sys- 
tem unchanged  and  unassimilated.  He  believes  in  giv- 
ing lecithin  instead. 

And  now  it  is  found  that  even  the  hens  adulterate 
their  eggs  with  glucose  and  sugar.  Three  French 
chemists  find  0.37  per  cent  of  glucose  and  some  other 
sugar  in  "pure"  eggs. 

The  production  of  aluminum  reached  65  million 
pounds  in  1912,  and  was  expected  to  pass  this  mark  in 
1913.  A  considerable  amount  was  imported,  but  the 
home  product  was  also  increased. 

A  Russian  biologist  reports  that  he  has  found  the 
"germ"  of  scarlet  fever.  It  resembles  a  spirochaeta,  and 
is  found  during  the  first  week  of  the  disease. 

Tschirch  on  Enzjrmes. — 

Enzymes  in  plants  are  the  catalysts  by  which  the 
plant  executes,  at  ordinary  temperatures,  reactions  and 
syntheses  which  in  the  laboratory  require  high  tempera- 
tures or  energetic  reagents.  Over  120  enzymes  are  now 
known,  and  the  action  of  these  consists  mostly  in  split- 


ting up  or  transforming  other  principles.  All  are  col- 
loidal in  character,  and  sometimes  enzymes  which  are 
antagonistic  exist  together  in  the  same  cell.  All  are 
destroyed  by  heat,  and  most  of  them  are  sensitive  to 
mineral  salts,  being  stimulated  by  small  amounts  of 
some,  or  poisoned  by  others.  The  most  permanent 
enzymes  exist  in  such  drugs  as  taraxacum,  chicory, 
marshmallow,  acacia,  and  other  gums.  Some  enz3rmes 
have  a  special  post-mortem  action  in  changing  plants 
into  drugs,  as  in  vanilla,  the  vanillin  being  formed  in 
the  fruit  after  it  is  removed  and  partially  dried.  Oil  of 
bitter  almond,  oil  of  orris,  volatile  oil  of  mustard,  and 
hydrocyanic  acid  are  examples  of  the  post-mortem 
action  of  enzymes  in  producing  drugs.  Many  enzymes 
are  destroyed  by  drying;  others  are  not.  Professor 
Tschirch  thinks  that  the  study  of  enzymes  and  their 
action  is  the  key  to  the  future  pharmacognosy,  and  pre- 
dicts that  the  role  of  synthetics  will  diminish,  while  a 
return  to  drugs  is  to  come. 


BOOKS 


A  New  Book  by  Frank  Farrington. 

"Making  a  Drug  Store  Pay"  is  the  latest  addition  to 
the  Farringtbn  family  of  books.  It  will  prove  of  par- 
ticular interest  to  readers  of  the  Bui^letin,  for  the 
reason  that  it  was  published  serially  in  this  journal 
during  1912  under  the  title  of  "How  I  Built  Up  a 
Drug  Business."  Two  or  three  extra  chapters,  how- 
ever, as  well  as  a  considerable  number  of  additional 
advertisements,  now  supplement  the  text.  It  will  be 
remembered  that  Mr.  Farrington  gives  an  autobio* 
graphical  account  of  his  own  experience  in  the  pur- 
chase and  conduct  of  a  drug  store  in  Delhi,  N.  Y.,  and 
that  he  describes  the  plans  he  devised  for  building  up 
the  business  and  keeping  the  wolf  from  the  door.  The 
story  is  an  interesting  one,  and  the  numerous  schemes 
for  capturing  trade  are  suggestive  and  helpful.  The 
book  is  published  by  the  Ronald  Press  Company,  20 
Vesey  Street,  New  York  City.  It  is  bound  in  cloth, 
contains  about  300  pages,  and  the  price  is  $2.00  post- 
paid. 


"Pharmaceutical  Botany." 

Heber  W.  Younken,  Ph.G.,  A.M.,  is  the  author  of  a 
little  volume  with  the  foregoing  title,  containing  106 
pages  and  divided  into  two  parts.  The  first  part  treats 
of  structural  botany  and  includes  gross  and  minute 
morphology  and  to  a  slight  extent  the  physiology  of  the 
Angiosperms ;  the  second  part  deals  with  the  systematic 
side  of  the  question,  giving  the  "families"  and  the 
"names"  and  "parts  used"  of  the  official  and  of  many 
of  the  unofficial  drugs  employed  in  pharmacy.  The 
volume  is  primarily  for  the  use  of  the  first-year  student 
of  pharmacy,  and  is  preparatory  to  a  more  extended 
course  in  pharmacognosy  and  materia  medica ;  hence  all 
topics  not  of  immediate  importance  to  the  first-year 
student  have  been  eliminated,  leaving  nothing  but  the 
most  essential  factors  in  structural  and  systematic 
botany  as  applied  to  pharmacy.  P.  Blakiston's  Son  & 
Co.  are  the  publishers,  and  the  price  is  $1.00  net. 


218 


BULLETIN  OF  PHARMACY 


QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui«i«E- 
TIN  of  the  month  follozidng:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  ail  com- 
municaiions. 


A    Non-sticky    Lotion,    a    Digestive    Powder,    and    a 

Difficulty. 

J.  A.  H.  Co. — 1.  "Kindly  publish  a  formula  for  a 
good  non-sticky  toilet  lotion,  and  give  full  instnictions 
for  making. 

2.  "Also  give  formula  for  a  digestive  powder  con- 
taining saccharated  pepsin,  sodium  bicarbonate,  bismuth 
subnitrate  and  powdered  ginger;  or  possibly  one  con- 
taining pepsin,  pancreatin  or  diastase. 

3.  "And  please  tell  us  how  to  get  a  clear,  permanent 
preparation  from  the  following,  one  that  will  not 
'throw  down :' 

Tine,  nux  vomica. 

Acid  phosphoric,  dil. 

Elix.  calisaya,  N.  F.  No.  2,  q.  s.  ounces  88." 

1.  Stickiness  in  a  toilet  lotion  is  usually  caused  by 
glycerin.  When  it  is  desirable  to  avoid  this  character- 
istic, reduce  the  quantity  of  glycerin  below  twelve  per 
cent.  Ten  per  cent  ought  to  be  found  satisfactory;  in 
many  cases,  less. 

A  good  formula  has  been  supplied  the  Bulletin  by 
Mr.  R.  L.  Dixon,  of  Milton,  N.  C.  We  reproduce  it, 
together  with  Mr.  Dixon's  comments: 

§uince   seed 2  ounces, 
oracic   acid 1  ounce. 

Rose-water   8  ounces. 

Distilled  extract  of  witch-hazel 8  ounces. 

Glycerin    8  ounces. 

Alcohol   8  ounces. 

Tincture  of  benzoin 1  ounce. 

Oil  of  rose 20  minims. 

Carbolic  acid 20  minims. 

Water,  enough  to  make 1  gallon. 

Place  the  quince  seed  in  a  gallon  bottle,  add  the  water  and 
let  stand  24  hours,  shaking  occasionally.  Strain  through  muslin. 
Dissolve  the  carbolic  and  boric  acids  in  the  glycerin  with  the 
aid  of  gentle  heat.  With  this  mix  the  tincture  of  benzoin,  and 
add  this  mixture  in  several  portions  to  the  quince-seed  mucilage, 
agitating  the  bottle  well  after  each  addition.  Finally  add  the  oil 
of  rose  dissolved  in  the  alcohol,  and  mix  the  whole  well. 

"This  makes  a  nice,  creamy,  non-sticky  preparation. 
I  put  it  up  in  3-ounce  bottles  and  retail  at  25  cents.  I 
always  wash  the  quince  seed  well  before  macerating." 

2.  It  will  not  do  to  include  pepsin  and  sodium  bicar- 
bonate in  the  same  preparation. 

On  page  136  of  the  National  Formulary  will  be 
found  the  formula  for  compound  powder  of  pepsin,  or 
digestive  powder,  which  is  as  follows: 

Saccharated   pepsin 225  grains. 

Pancreatin    226  grains. 

Diastase    15  grains. 

Lactic  acid 15  minims. 

Hydrochloric  acid SO  minims. 

Sugar  of  milk 2  troy  ounces. 

Add  the  acids  gradually  to  the  sugar  of  milk,  and  triturate 
until  they  are  thoroughly  mixed.  Mix  the  pepsin,  pancreatin,  and 
diastase,  and  then  incorporate  this  mixture,  by  trituration,  with 
the  sugar  of  milk.  Finally,  rub  the  mixture  through  a  hair-sieve, 
and  preserve  the  powder  in  bottles. 


The  best  commercial  variety  of  diastase,  capable  of 
converting  the  largest  comparative  amount  of  starch 
into  dextrin  and  glucose,  should  be  used  for  this  pur- 
pose. 

Taka-diastase  is  the  most  active  and  efficient  form 
of  diastase  known. 

It  is  suggested  that  our  correspondent  add  to  these 
ingredients  bismuth  subnitrate  and  ginger,  reducing  the 
quantity  of  sugar  of  milk  sufficiently  to  provide  for 
their  incorporation  without  disturbing  the  proportion  of 
the  formula. 

3.  We  are  somewhat  at  a  loss  when  we  approach 
this  problem,  for  the  reason  that  the  qiicry  lacks 
definiteness.  How  much  tincture  of  nux  vomica? 
How  much  dilute  phosphoric  acid? 

However,  we  would  advise  the  use  of  dilute  hydro- 
chloric acid,  instead  of  dilute  phosphoric  acid.  In  all 
probability  no  trouble  will  be  experienced.  Let  the 
solution  stand  a  few  days  before  filtering. 


No  Peroxide  Remains. 

W.  D.  M. — "Can  you  give  me  a  formula  for  a  per- 
oxide cream  that  really  has  merit,  and  will  show  a 
small  percentage  of  peroxide  on  examination?" 

To  the  first  clause  an  affirmative  response  may  be 
made.  We  are  supplying  a  formula  for  a  good  "per- 
oxide" cream.  Against  the  second  clause  we  must 
register  a  heavy  negative.  The  word  "peroxide,"  when 
made  to  precede  cream,  is  extremely. misleading. 

Metallic  peroxides,  as  calcium,  strontium,  magne- 
sium, barium,  and  zinc,  are  stable  in  the  presence  of 
alkalies.  In  contact  with  acids  they  give  off  hydrogen 
peroxide,  which  then  may  be  decomposed  by  contact 
with  other  substances.  Any  of  these  peroxides  might 
be  put  into  a  cream,  but  none  of  them  would  give  the 
characteristic  effect  of  hydrogen  peroxide  when  applied 
to  the  skin. 

To  stir  an  aqueous  solution  of  hydrogen  peroxide 
into  a  cream,  that — well,  anybody  can  tell  what  hap- 
pens.   The  peroxide  is  decomposed  almost  instantly. 

A  peroxide  cream  is  not  a  peroxide  of  hydrogen 
cream.  It  is  not  even  a  peroxide  cream.  It  is  just 
plain  cream. 

But  that  doesn*t  hinder  it  from  being  a  good  one, 
and  here  is  a  formula  : 

Stearic  acid 3  ounces. 

Sodium  carbonate 2]/i  drachms. 

Anhydrous   wool-fat 4  drachms. 

Glycerin    8  fluidounces. 

Borax 1  drachm. 

Solution  of  hydrogen  peroxide. . .  .4  fluidrachms. 

Water    16  fluidounces. 

Perfume a  sufficient  quantity. 

The  hydrogen  peroxide  is  added  when  the  mass  is 
setting.  

Removing  Bots  from  Horses. 

A.  S.  P. — "Will  you  kindly  publish  a  formula  for 
the  removal  of  bots  from  horses?" 

Our  correspondent  imposes  an  impossible  condition. 
Bots  cannot  be  successfully  removed  by  any  remedy 
known  to  the  Pharmacopoeia. 

The  life-histor>'^  of  bots  is  an  interesting  one.  The 
mother  fly  lays  her  eggs  on  the  legs  of  a  horse,  and  to 
accomplish  the  end  sought,  stings  the  horse.  The  ani- 
mal scratches  the  irritated  place  with  his  teeth,  and  a 
number  of  the  eggs  are  thus  transferred  to  the  mouth. 
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From  here  they  go  to  the  horse's  stomach,  where  they 
attach  themselves  to  the  mucous  membrane  lining,  lit- 
erally burying  their  heads  therein.  In  a  short  time  a 
shell,  or  capsule,  envelops  them,  and  they  remain  at- 
tached to  the  walls  of  the  stomach  all  winter.  In  the 
spring  they  vacate,  dropping  off  of  their  own  accord, 
and  passing  out  through  the  alimentary  canal.  When 
they  reach  terra  firma  they  bury  themselves  in  the 
warm  earth,  and  in  a  few  days  a  fly  hatches  from  each 
cocoon.  Late  in  the  summer  the  female  of  the  species 
lays  more  eggs  on  a  horse's  legs,  and  thus  the  cycle  is 
completed. 

Ordinarily  bots  do  little  harm  to  horses,  and  it  is 
said  that  most  horses  have  them. 

Here  is  a  case  where  preventive  rather  than  cura- 
tive agents  are  of  value.  Rub  the  horse's  legs  with  a 
solution  of  kreso  or  zenoleum,  or  lysol  or  neko. 

Must  Acefphenetidin  Be  Mentioned  on  the  Labelf 
R.  A.  K. — Answering  your  question  indirectly,  be- 
cause it  cannot  be  answered  directly,  let  us  say  that 
the  Federal  food  and  drugs  act  declares  that  the  pres- 
ence of  acetanilide  and  its  derivatives  must  be  stated 
on  the  label  of  medicaments  containing  them.  The 
government  o£Bdals,  in  adopting  rules  and  regulations 
with  reference  to  the  act,  have  declared  that  acet- 
phenetidin  is  a  derivative  of  acetanilide  and  must 
therefore  be  mentioned  upon  the  label.  Whether  it 
really  is  such  a  derivative,  and  whether  or  not  it  must 
therefore  be  indicated  on  the  label,  is  the  very  point 
which  is  now  being  determined  by  the  Supreme  Court 
in    the    Antikamnia    case.      If    the    Supreme    Court 


answers  the  question  in  the  affirmative,  it  will  then  be 
clear  that  the  presence  of  acefphenetidin  must  be  men- 
tioned on  the  label.  It  will  also  be  clear  that  both 
acetphenetidin  and  the  parent  substance,  namely, 
acetanilide,  must  be  mentioned,  inasmuch  as  the  Su- 
preme Court  has  already  decided,  in  dismissing  a  de- 
murrer in  the  same  case,  that  the  government  officials 
are  justified  in  insisting  upon  the  mention  of  both 
parent  and  derivative  substances  on  the  label. 

Quick -drying.  Non-erasable  Ink. 

C.  T.  M.— "I  am  in  need  of  a  quick-drying,  non- 
erasable ink,  and  I  would  like  to  have  a  formula  for 
such  a  product.  If  you  put  out  a  book  of  formulas,  J 
should  be  very  glad  to  buy  a  copy." 

Lack  of  definileness  on  the  part  of  our  querist  ren- 
ders a  satisfactoiy  response  somewhat  difficult.  Non- 
erasable means  indelible,  we  take  it,  and  indelible  inks 
are  used  mostly  for  roaiking  linen.  So  we  suggest  the 
following  formula: 

Nitmc  of  ailter 1  ounce. 

iDfiuion  of  nut-gtUi S  dmchmi. 

Acacia  I  drachma- 
Water  8  ouncca. 

DiMOhe  the  niltate  of  iilier  in  4  ounce*  of  water.     In  the 

mnaindet  of  the  vater  diuolTe  the  acacia  and  add  the  infaaion. 

TlicD  nix  the  two  liquida. 

The  infusion  of  nutgalls  is  made  by  pouring  1  ounce 
of  boiling  water  upon  30  grains  of  powdered  nutgalls. 

This  formula  is  taken  from  the  Spatula  Ink  Formu- 
lary, compiled  by  Dr.  J.  H.  Oyster.  The  price  of  the 
book  is  $2.00,  and  it  may  be  obtained  by  addressing  the 
Spatula  Publishing  Co.,  Boston,  Mass.  We  do  not  pub- 
lish such  a  volume. 


'.  Harper,  the  aecrelwT,  J-  Q.  Beard,  and  U 
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Varnishing  Rubber  Boots. 

G.  C.  McD.— "Will  you  kindly  publish  in  the  next 
issue  of  the  Bulixon  a  formula  for  varnishing  rubber 
boots,  same  as  used  by  rubber  boot  manufacturers?" 

We  are  publishing  the  formula  for  india-rubber  var- 
nish as  follows : 

Difcit  in  ■  wide-niouItiFd  flui  battle  >  oaace*  of  india- 
rubber  in  (biTingi  vilh  1  pound  of  oil  of  turpentine,  dnrjni 
«ro  d>Ti>  without  (balriuf;  ihen  itir  up  with  ■  wooden  ipatula. 
Add  inothec  pound  of  oil  of  lurpeniine,  ud  diceit,  with  fre- 
quent aciution.  until  all  i>  diuolTed.  Mix  IK  ponndi  of  thii 
■Diution  with  t  pound*  of  white  copal  oil  varniah,  and  1>{ 
pound*  of  boiled  linieed  oil;  ihalu  and  diceit  in  ■  Mnd-bath 
until  tbey  bare  united  Into  a  (ood  lareiali. 

We  are  not  in  a  position  to  state  that  this  prepara- 
tion is  used  by  rubber  boot  manufacturers.  Undoubt- 
edly such  formulas  are  well  guarded. 


Can  Our  Readers  Tell? 

J.  K^  Jr. — "I  had  a  sample  of  a  hair  dye  brought  to 
me  that  was  made  by  a  Parisian  lady,  and  as  the  dye 
gave  very  good  satisfaction  I  was  wondering  if  you 
could  not  tell  me  what  it  was  made  of?  It  was  a 
clear,  colorless  liquid,  and  when  le(t  standing  deposited 
a  small  quantity  of  a  white  precipitate.  After  standing 
a  year,  the  precipitate  turned  to  a  darker  color.  The 
good  feature  about  the  dye  was  that  it  could  be  ap- 
plied with  the  hand  and  would  not  discolor  either  the 
hand  or  the  scalp." 

We  are  unable  to  offer  a  suggestion  that  could  be 
of  material  assistance.  The  matter  is  referred  to  our 
readers.  

Mixing  Castor  OU  and  Honey. 

T.  D.  L. — "Can  you  tell  me  some  way  to  mix  castor 
oil  with  honey,  so  it  will  stay  mixed?  1  know  that  it 
is  done,  and  that  the  resulting  mixture  is  nice  and 
clear.    What  would  you  suggest?" 

This  is  a  case  of  experimenting  until  you  get  the 
desired  result.  Start  by  trying  this :  Dissolve  two 
drachms  of  gelatin  in  water,  and  add  warm  honey; 
then  stir  in  about  fifty  per  cent  of  castor  oil,  the  whole 
to  measure  four  ounces.  It  may  be  found  necessary 
to  add  more  gelatin ;  it  may  develop  that  less  will  be 
niEGdent.  - 

Reforming  a  Dog, 

M.  L.  M. — "We  had  a  call  this  morning  for  a  rem- 
edy to  stop  a  dog  from  sucking  eggs.  We  prescribed 
a  dose  of  lead,  administered  hypodermically  by  a  Win- 
chester 38.    Can  you  suggest  anything  better?" 

If  the  animal  is  just  plain  dog  your  remedy  would 
prove  in  every  way  satisfactory.  If  Fido  is  worth  the 
effort,  however,  you  might  suggest  to  your  customer 
that  he  lr>'  rubbing  a  few  eg^s  with  aloes.  Fido  will 
make  a  wry  face,  and  if  caught  at  the  psychological 
V  be  induced  to  take  the  pledge. 


TIte  Growing  of  Peppermint. 
A.  S.  W. — We  have  your  query  asking  about  the 
growing  of  peppermint  and  the  distillation  of  pepper- 
mint oil.  We  do  not  know  very  much  about  this  sub- 
ject ourselves,  but  we  suggest  that  you  write  to  a 
couple  of  men  in  this  State  who  have  had  a  world 
of  experience— the  A.  M.  Todd  Company,  Kalama/.oo, 
and    F.    M,   Rudd,    Bronson.     In   addition,    you    might 


drop  a  note  to  the  Bureau  of  Plant  Industry,  Washing- 
ton, D.  C.  The  Bureau  has  made  a  study  of  the  culti- 
vation of  medicinal  plants,  and  doabtless  has  some 
printed  information  on  the  subject  that  would  prove 


Mful  t 


you. 


Red  Ink. 
C.  C.  N.— Red  ink  may  be  made  from  either  of  the 
following  formulas: 

Red  aniline 1  drachma. 

Alcafaol    1  ounce. 

Cum  anUc I  dnehn*. 

Water   It  auneca. 

Put  tbe  aniline  in  a  Iwttle  witb  the  alcohol  and  dinolre  bj 
aiitation.  DissolTc  tbe  com  araliic  la  the  water  and  add  to  tbe 
alcoholic  aolution. 

To  make  a  good,  quick-drying  red  ink  from  eosin, 
take— 

Ewin  (beat,  witer^ilubte) HO  (raina. 

Alcohol   1  fluidooncea. 

Mucilage  1  floidounee. 

Water,  enoufh  to  make IS  Buldouncca. 

Diaaotre  tbe  eoain  in  about  II  flnidouneet 
poition  of  this  beinc  poured,  hot,  upon  the  eo 
bottle.  Next  add  the  alcohol,  and  ibake; 
mucilage  and  enough  water  to  make  1  pint. 


led  in  a 
idd    the 


Liquid  Anodyne  Balm. 

C.  C.  S. — We  are  unable  to  supply  you  with  the  in- 
formation sought  concerning  the  two  proprietary  prep- 
arations you  mention. 

On  page  127  of  the  March  Bulletin  will  be  found  a 
formula  for  Analgesic  Liquid  Balm,  which  may  be  of 
assistance  to  you. 

Pertussin. 

G.  J.  C. — "Will  you  please  furnish  me  a  formula  for 
pertussin?" 

We  are  unable  to  supply  the  information  sought. 
Pertussin  is  a  German  proprietary,  and  we  understand 
that  the  essential  ingredient  is  thyme. 

Filtering  Bay  Rum. 

H.  A.  K,— "What  is  the  quickest  way  to  filter  bay 
rum  made  out  of  oil  bay,  and  get  it  nice  and  bright?" 

Filter  in  the  ordinary  manner,  using  carbonate  of 
magnesia.  The  use  of  magnesia  also  adds  a  desirable 
yellow  tint.  


F.  J.   B.— We  are  unable  to 
concerning  the  proprietary  ; 


r   inquiry 


Two  JaoxBONTiLUi  JoBuna.-mc  Sontbeni  Droc  Co.  on  the  let. 
and  the  Oroover41«wart  Drug  Co,  on  tbe  rUtht,  are  well  -  known 
wholesale  lobbln*  conoena  Id  JackKmrlUe.  Florida. 
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"Guaranteed  by  Jones, 
ON  THE  LABEL.    Smith  &  Co.  Under  the  food 

and  drugs  act — Serial  num- 
ber 1698."  This  legend,  grown  to  be  a  com- 
monplace on  the  labels  of  food  and  drug  prod- 
ucts, has  now  been  ruled  out  of  order  by  the 
Agricultural  Department  at  Washington  and 
will  be  discontinued  after  May  1,  1915.  The 
reason  is  that  the  average  layman,  reading  this 
guaranty  statement,  assumes  that  the  product 
has  been  officially  guaranteed  by  the  govern- 
ment instead  of  by  the  manufacturer  himself. 
This  places  the  government  in  a  false  position, 
tricks  and  deceives  the  buyer,  and  the  authori- 
ties at  Washington  therefore  declare  that  it 
must  not  be  and  will  not  be.  The  legend  will 
therefore  disappear  gradually  as  the  present 
stock  of  labels  and  containers  becomes  ex- 
hausted, and  in  time  it  will  be  nothing  but  a 
historical  curiosity. 


MISCONCEPTIONS    ^hcrc  have  been  numerous 

ABOUT  misconceptions     about "  this 

THE  GUARANTY,     q^^s^jon  of  a  guaranty.  The 

whole  subject  has  been  surrounded  with  con- 
fusion. As  a  matter  of  fact,  the  food  and 
drugs  act  itself  does  not  require  the  manufac- 
turer to  give  any  guaranty  at  all — ^none  what- 
ever. Merely  to  protect  the  distributor,  how- 
ever, the  law  generously  declares  that  a  dealer, 
selling  a  product  made  by  another,  will  be  ab- 
solved from  prosecution  if  he  can  show  a 
guaranty  from  the  man  from  whom  the  goods 
were  purchased.  How  shall  this  guaranty  be 
given? 

The  law  says  nothing  about  it,  but  in  the 
early  regulations  drafted  by  the  government 
it  was  suggested  that  a  guaranty  could  be 
given  in  one  of  two  ways:  (1)  it  could  be 
attached  to  every  bill  of  goods,  thus  covering 
everything  represented  on  that  particular  in- 
voice, or  (2)  a  blank  guaranty  could  be  regis- 
tered in  Washington,  a  number  secured,  and 
that  number  given  on  the  label  together  with 
a  guaranty  statement.  Practically  everybody 
used  the  second  form,  which  now  has  been 
withdrawn  by  the  very  government  which 
originally  suggested  it  as  a  happy  solution  of 
the  problem. 

There  remains,  then,  the  alternative  method 
by  which  the  manufacturer,  the  jobber,  or  the 
dealer  guarantees  his  supplies  through  the 
mediuni  of  a  guaranty  "incorporated  in  or  at- 
tached to  the  bill  of  sale,  invoice,  bill  of  lading, 
or  other  schedule."  This  is  the  form  of  guar- 
anty now  suggested  by  the  government,  and 
the  only  one  which  the  government  will  recog- 
nize. *     *     * 


GIVE  THE 
TRADE  TIME  I 


The  government  has  been 
thoughtful  enough,  however, 
to  permit  the  continued  use 
of  the  legend  on  the  label  until  May  1,  1915, 
and  yet  it  is  doubtful  if  even  this  is  sufficient 
latitude.  It  may  be  expected  that  on  the  first 
of  next  May  there  will  literally  be  thousands 
of  packages  in  manufacturers'  stocks,  on  the 
jobbers'  shelves,  and  in  the  hands  of  retailers 
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still  bearing  the  legend.  Most  manufacturers 
buy  their  labels  a  long  time  ahead,  and  partic- 
ularly is  this  true  of  lithographed  labels  and 
expensive  tin  containers.  Even  if,  from  this 
minute,  another  label  were  not  printed  con- 
taining the  offending  statement,  it  would  be 
several  years  before  those  now  existing  would 
be  eliminated  from  the  market. 

Under  the  circumstances  it  is  quite  impor- 
tant that  no  one  in  the  trade  gets  scared  over 
the  situation.  In  the  first  place,  even  if  these 
offending  labels  are  used  after  May  1,  1915, 
they  will  be  in  violation  of  no  law,  and  will 
infringe  upon  no  statute.  So  there  is  no  rea- 
son to  get  panic-stricken.  This  whole  ques- 
tion, it  must  be  understood,  is  based  upon  gov- 
ernment regulations,  and  not  upon  the  food 
and  drugs  act  itself.  Therefore  it  is  more  or 
less  beside  the  law.  It  is  important,  though, 
that  the  government  officials,  in  order  to  make 
things  easy  for  everybody,  and  to  prevent  cer- 
tain timid  souls  from  getting  frightened, 
should  give  assurances  of  a  tolerant  spirit. 

It  is  understood  that  Dr.  Alsberg  is  now 
considering  the  publication  of  an  announce- 
ment that  after  May  1,  1915,  every  purpose 
will  be  served  if  a  pen  or  pencil  is  drawn 
through  the  guaranty  legend  on  the  labels  and 
containers  in  stock  at  that  time.  Such  an  an- 
nouncement, while  unnecessary  in  a  strict  legal 
sense,  would  relieve  the  minds  of  a  lot  of  deal- 
ers who  might  be  afraid  that  if  they  sold  a 
package  containing  the  guaranty  legend  they 
would  be  in  danger  of  being  sent  to  prison 
forthwith. 

The  Agricultural  Department  should  re- 
member that  it  was  originally  responsible  for 


all  this  muss.  It  caused  all  these  labels  to  be 
printed  in  the  first  place,  and  it  must  now  as- 
sume a  very  liberal  attitude  in  backing  down 
from  its  own  position. 


PKOPKIETORS 
FAVOK  PKIGE 


The  Proprietary  Association 

of  America  held  its  thirty- 
■EGuiATioN.    g^^jjj    ^j^j^^i   n^eeting    in 

New  York  the  other  day.  It  is  a  matter  of 
considerable  importance  that  the  association 
passed  resolutions  favoring  the  enactment  of 
the  Stevens  bill  permitting  manufacturers  to 
fix  and  maintain  prices  on  their  products.  The 
National  Association  of  Manufacturers  of 
Medicinal  Products,  representing  the  manu- 
facturing pharmacists  and  chemists,  also  ap- 
proved of  the  Stevens  bill  two  or  three  months 
ago,  and  inasmuch  as  the  retail  organizations 
are  notably  in  favor  of  it,  it  would  appear  that 
the  drug  trade  is  united  on  the  proposition. 
Sentiment  in  favor  of  price  regulation  is  rap- 
idly developing,  and  it  seems  quite  likely  that 
Congress  will  listen  to  it  within  a  year  or  two 
if  it  doesn't  do  so  earlier. 

Incidentally,  reverting  to  the  meeting  of  the 
Proprietary  Association,  we  may  say  that  a 
speech  was  made  by  a  representative  of  the 
National  Anti-substitution  League — an  organ- 
ization designed  to  combat  the  practice  of 
pushing  the  sale  of  substitutes  for  the  pat- 
ented, trade-marked,  standardized,  and  widely- 
advertised  products  of  various  manufacturers. 
The  Proprietary  Association  passed  a  resolu- 
tion indorsing  the  League  and  promising  to 
support  a  vigorous  publicity  campaign  against 
substitution. 


SPECIAL  FEATURES  FOR  THE  BULLETIN  NEXT  MONTH. 

1.  Three  or  fonr  articles  from  practical  men  on  the  subject  of  show-case  displays. 

2.  Several   prize-winning   newspaper   advertisements  written  and  used  by  druggists. 

3.  Two  papers  on  opposite  sides  of  the  question:     "If  I  had  my  life  to  live  over  again 
would  I  be  a  druggist?" 

4.  A  prize-winning  window  trim. 

5.  Another  installment  of  Mr.  Bussdl's  interesting  story  entitled  'The  New  Lease.' 

6.  Magazines  as  one  druggut's  ''best  paying  side-line." 

7.  Twelve   pictures   of   successful   drug    stores. 

8.  Six  photographs  representing  an   entirely  new  idea  in  window  trimming. 

9.  Several  pictures  of  druggists  taken  on  their  annual  outings. 


9» 


Other  illustrations,  articles  and  features  of  special  interest  and  helpfulness. 
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COUPONS. 


The  druggist  may  now  find 
himself  up  against  a  new 
form  of  competition.  It  is 
announced  that  the  Riker-Hegeman  group  of 
drug  stores,  recently  taken  over  by  the  capi- 
talists behind  the  United  Cigar  Stores  Co.,  will 
give  coupons  with  all  purchases  just  as  the 
cigar  shops  themselves  have  been  doing  for 
several  years.  It  has  also  been  reported  that 
coupons  will  be  given  by  the  Liggett  chain  of 
stores,  but  this  is  denied  by  Mr.  Liggett  him- 
self. Meanwhile  the  whole  coupon  scheme  has 
been  attacked  by  no  less  a  man  than  Congress- 
man Underwood,  democratic  leader  of  the 
House,  who  has  introduced  a  bill  taxing  cou- 
pons so  heavily  that  it  would  practically  drive 
them  out  of  existence.  This  bill,  however,  is 
not  likely  to  be  made  law  at  the  present  ses- 
sion of  Congress,  though  it  will  doubtless  come 
up  again  next  December. 

In  this  connection  it  may  be  said  that  the 
Riker-Hegeman  Company  increased  its  sales 
16  per  cent  during  the  first  half  of  April,  as 
compared  with  the  corresponding  period  of 
last  year.  The  prospects  are  that  the  volume 
of  sales  during  1914  will  reach  the  surprising 
total  of  $17,000,000. 


A   recent  decision   in   New 

'^Jiw^LABOEERs.  York  State  has  proved  a  flat- 
tering unction  to  the  profes- 
sional pride  of  pharmacists.  It  will  be  recalled 
that  a  year  or  two  ago  a  law  was  enacted  in 
that  State  providing  for  a  day  of  rest  weekly 
to  employees  of  all  kinds.  Theattomey-general 
of  the  State  held  that  this  law  aflfected  drug 
clerks  as  well  as  others,  and  action  was  there- 
fore brought  against  a  pharmacist  because  he 
ignored  the  statute.  His  defense  was  that  the 
pharmacist  is  a  professional  man,  whether  in 
his  own  or  another's  service,  and  not  "an  em- 
ployee in  a  factory  or  mercantile  establish- 
ment" within  the  meaning  of  the  labor  statute. 
The  Court  of  Special  Sessions,  three  judges 
presiding,  has  upheld  this  contention,  and  has 
furthermore  decls^red  that  all  matters  regard- 
ing the  employment  of  drug  clerks  are  gov- 
erned by  the  State  pharmacy  law  and  not  by 
the  labor  act.  The  pharmacy  law  limits  the 
hours  of  employment  of  registered  pharma- 
cists to  70  hours  in  any  one  week,  and  132 
hours  in  any  two  consecutive  weeks.  In  order 
to  confirm  this  law,  and  the  decision  of  the 


court  as  well,  a  bill  has  now  been  passed  by 
the  State  legislature,  at  the  instigation  of  drug- 
gists, providing  specifically  that  the  State 
Board  of  Pharmacy  shall  have  sole  jurisdic- 
tion over  the  matter,  and  that  the  hours  of 
labor  for  drug  clerks  shall  be  those  stipulated 
in  the  pharmacy  act. 


We    may    now    expect    the 

THE  PKOGTBK  r)        i.  ^  I    u     n 

MONUMENT.  "roctcr  monument  to  be  fin- 
ished before  long.  A  model, 
proposed  by  the  sculptor,  was  passed  upon  a 
few  weeks  ago  by  a  gathering  of  the  students 
and  friends  of  Professor  Procter  at  the  Phil- 
adelphia College  of  Pharmacy.  After  speeches 
had  been  made  by  John  F.  Hancock,  Professor 
Remington,  and  others,  a  trip  was  made  to 
Procter's  summer  home  at  Mount  Holly,  N.  J., 
and  a  photograph  was  taken  of  the  party  at 
Procter's  grave.  Mr.  Hancock,  chairman  of 
the  A.  Ph.  A.  committee  to  collect  funds  for 
the  monument,  reported  that  over  $6000  had 
been  procured  and  that  everything  was  now 
in  readiness,  to  go  ahead  and  have  the  statue 
modeled.  The  idea,  we  believe,  is  to  have  it 
installed  with  proper  ceremonies  on  the 
grounds  of  the  Smithsonian  Institution  in 
Washington  in  1917,  when  it  is  proposed  to 
have  the  A.  Ph.  A.  hold  its  annual  meeting  in 
Washington  partly  for  that  purpose. 

4e      4(      ♦ 

It  is  matter  for  congratula- 
GooDi  tion  that  the  Health  Com- 

missioner of  New  York  City 
has  appointed  an  Advisory  Committee  of  five 
well-known  druggists  to  consult  with  him  in 
all  matters  affecting  pharmacy  in  any  way 
whatsoever.  The  committee  is  made  up  of 
Dr.  H.  H.  Rusby,  Dr.  W.  C.  Anderson,  J.  H. 
Rehfuss,  Thomas  Lamb,  and  J.  F.  Lascoff. 
This  is  a  gratifying  outgrowth  of  the  spirit 
of  cooperation  which  has  actuated  the  phar- 
macists of  New  York.  City  during  the  last  few 
years.  There  are  goodness  knows  how  many 
associations  of  druggists  in  that  burg.  A  year 
or  two  ago  a  "Conference"  was  created  to  per- 
mit of  delegate  representation  from  all  the 
various  associations,  and  this  conference  has 
done  excellent  work  in  speaking  for  the  entire 
retail  trade  before  the  Health  Department. 
The  announcement  of  the  present  Advisory 
Committee  is  a  direct  outcome  of  such  a  wise 
course. 
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RADIUM  AND  CANCER. 

The  total  production  of  radium  salts  in  1912 
was  23 J/^  grammes — about  four-fifths  of  an 
ounce.  Less  than  40  grammes — about  an 
ounce  and  a  third,  troy — comprises  the  world's 
entire  output  to  date. 

Dr.  Howard  A.  Kelly  of  Johns  Hopkins 
University,  one  of  the  foremost  American  ex- 
perimentalists, received  from  a  foreign  source 
of  supply  not  quite  a  gramme,  and  the  speci- 
men cost  him  not  quite  $100,000.  At  that  Dr. 
Kelly's  radium  was  not  the  revolutionary  ele- 
ment itself,  but  a  dingy  looking  salt,  the 
chloride. 

For  six  years  the  public  has  been  deluded 
with  the  thought  that  radium  was  extracted 
from  pitchblende  obtained  from  the  refuse  of 
Austrian  mines.  This  is  not  the  truth.  To 
refer  to  1912  again,  the  ores  of  our  own  Colo- 
rado produced  20  grammes  of  radium,  while 
all  the  rest  of  the  world,  including  Austria, 
furnished  approximately  3J^  grammes.  The 
Colorado  ores  are  shipped  to  Europe,  and  it 
might  be  mentioned  incidentally  that  European 
exploiters  have  been  putting  one  over  on  us, 
as  the  saying  is.  We  supply  the  raw  material 
and  then,  in  many  cases,  buy  back  its  almost 
priceless  extractive  at  frenzied  finance  figures. 

"No  radium  without  uranium"  is  said  to  be 
a  new  chemical  axiom.  Indeed,  some  authori- 
ties claim  that  radium  is  the  result  of  the 
breaking  down  of  the  uranium  atom,  although 
what  this  means  may  not  be  quite  clear  to  the 
average  mind.  At  any  rate,  radium  is  always 
obtained  from  uranium.  Out  of  several  tons 
of  ore  a  few  pounds  of  uranium  are  extracted, 
and  out  of  the  uranium  a  few  milligrammes 
of  a  radium  salt. 

Radium  gives  off  three  different  kinds  of 
particles,  known  as  Alpha,  Beta,  and  Gamma 
rays,  and  it  is  the  latter,  the  Gamma  rays, 
which  are  now  being  experimented  with  in  a 
therapeutic  way.  In  a  hundred  radium  parti- 
cles ninety  are  Alpha  rays,  nine  are  Beta  rays, 
and  one  is  a  Gamma  ray ;  and  the  one  Gamma 
ray,  according  to  our  present  knowledge,  is  of 
more  importance  than  the  other  ninety-nine. 

The  significance  of  this  is  startling.  It  takes 
tons  of  ore  to  produce  a  grain  or  two  of 
radium,  and  then  it  is  the  Gamma  ray  only, 


or  the  one-hundredth  part  of  radium,  which 
is  of  known  value  in  the  curing  of  disease ! 

Experiment  has  shown  that  the  Alpha  and 
the  Beta  rays  sometimes,  if  not  always,  work 
distinct*  harm  in  their  application  to  diseased 
cells.  Neither  the  Beta  nor  the  Alpha  rays 
can  penetrate  lead.  The  Gamma  rays  can.  So 
the  radium  is  sealed  up  in  a  lead  tube.  The 
Gamma  rays,  escaping  the  tube,  are  capable 
of  completely  penetrating  a  half-inch  of  solid 
steel,  or  the  wall  of  a  house,  or  the  body  of  a 
human  being. 

Will  radium  cure  cancer?  Unquestionably 
it  will.  But  it  will  not  cure  all  cancers.  It  is 
said  to  be  a  never-failing  eradicator  of  warts, 
one  good  application  proving  quite  sufficient. 
There's  a  wide  gap,  apparently,  between  a  wart 
and  a  cancer,  but  experimentalists  assert  that 
the  principles  involved  are  strikingly  similar. 
Some  investigators,  Dr.  Abbe,  of  New  York, 
being  one  of  them,  have  had  experience 
enough  to  justify  the  extreme  statement  that 
certain  types  known  as  surface  cancers  may 
readily  be  cured  by  radium  treatment.  How- 
ever, it  not  infrequently  happens  that  a  cancer 
in  its  final  development  ceases  to  confine  its 
activity  to  its  original  seat,  but  starts  new 
growths  in  other  parts  of  the  body.  This 
phenomenon  is  known  as  generalized  cancer, 
and  it  is  said  that  radium  has  no  favorable  ef- 
fect when  the  disease  has  progressed  to  this 
stage. 

Between  so-called  surface  cancers  and  gen- 
eralized cancer  there  are  all  sorts  and  condi- 
tions of  cancers.  In  this  field  radium  experts 
are  now  working,  and  it  is  not  improbable 
that  in  time  it  will  be  found  that  this  marvelous 
new  element  may  be  of  material  assistance  in 
subduing  the  terrible  cancer  scourge. 

Before  the  use  of  radium  can  become  gen- 
eral, however,  there  must  be  more  of  it.  As 
the  matter  now  stands,  there  isn't  enough  to 
go  around.  In  the  treatment  of  disease  the 
radium  itself  is  never  consumed;  it  is  the 
Gamma  ray  that  does  the  work;  consequently 
the  same  grain  or  two,  or  five  or  ten,  may  be 
used  over  and  over  as  many,  times  as  time  will 
permit.  But  even  at  that  there  isn't  nearly 
enough.  Its  scarcity,  coupled  with  the  extreme 
difficulty  with  which  what  little  there  is  is  ob- 
tained, renders  its  price  prohibitive,  also. 
These  two  factors  must  undergo  a  Mexican 
revolution  before  a  wide  hope  may  be  enter- 
tained. 
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MORE  STORIES  OF  FAILURE. 

The  three  articles  entitled  "Why  I  Failed  in 
the  Drug  Business,"  published  in  the  Bulletin 
last  month,  have  attracted  a  good  deal  of  atten- 
tion. For  one  thing,  they  have  elicited  several 
letters  of  a  private  nature  from  some  of  our 
readers.  Three  of  our  correspondents  confess 
their  own  failure,  and  frankly  give  us  the 
reasons  for  it: 

1.  "I  opened  up  a  pharmacy  in  a  city  of 
100,000  and  enjoyed  a  good  business  from  the 
start.  I  was  not  satisfied,  however,  and  instead 
of  attending  to  the  store  as  I  should,  I  hired  a 
registered  man  and  began  to  enjoy  life.  I 
bought  a  fast  horse  and  drove  around  for 
pleasure.  Before  long  I  noticed  the  sales  began 
to  drop  off,  the  profits  to  lessen,  and  in  time 
the  end  came.  Neglect  of  business  and  per- 
sonal extravagance  undid  me." 

2.  "Three  years  after  receiving  my  diploma 
I  became  the  proprietor  of  a  drug  store.  A 
relative  furnished  the  money  and  put  a  chattel 
Aiortgage  on  the  stock.  I  pleaded  for  working 
capital,  but  without  avail.  I  endeavored  to  get 
capital  from  the  outside,  but  the  mortgage  pre- 
vented me  from  doing  so.  Thus  I  had  to  pay 
the  long  price  for  everything,  I  couldn't  take 
advantage  of  cash  discounts,  I  couldn't  keep 
up  a  stock  of  sufficient  size  and  assortment, 
and  I  couldn't  pay  my  bills  promptly.  My 
creditors  got  sore,  and  the  business  died 
a-boming.  It  was  throttled  for  lack  of 
capital." 

3.  "I  completed  my  course  of  pharmacy  in 
one  of  the  finest  schools  in  the  country,  and  I 
was  close  to  the  head  of  the  class.  My  father 
had  money  and  established  me  in  business.  I 
married  a  well-to-do  young  woman.  The  busi- 
ness grew,  more  help  was  required,  but  the 
swelled-head  period  arrived.  Prosperity 
couldn't  be  endured.  I  gave  myself  a  good 
time,  drove  an  automobile,  and  spent  about 
three  hours  a  day  in  the  store.  My  father 
finally  got  wise,  funds  became  short,  the  job- 
bers got  nasty,  and  before  I  knew  it  business 
had  gone  to  the  demnition  bow-wows,  and  the 
sheriff  stepped  in  and  closed  things  out." 

We  present  these  confessions  in  somewhat 
abbreviated  form  without  offering  any  com- 


ment of  our  own.    They  tell  their  own  story, 
and  contain  their  own  moral. 


PRESCRIPTION  PRICES  ARE  TOO  LOW. 

Much  interest  has  been  excited  by  the  inves- 
tigation of  prescription  pricing  conducted  by 
the  Bulletin  of  Pharmacy  and  reported 
upon  in  the  March  and  April  issues.  Among 
other  things,  one  very  clear  and  distinct  lesson 
is  to  be  drawn  from  the  facts.    It  is  this: 

Considering  the  time  consumed  in  prescrip- 
tion compounding,  the  amount  of  space  and 
capital  involved,  the  relatively  small  yield,  and 
the  professional  skill  required  by  the  work, 
druggists  do  not  charge  enough  for  prescrip- 
tions. And  more  than  that,  a  surprising  per- 
centage of  them  have  failed  to  advance  their 
prices  during  the  last  few  years  when  costs  all 
along  the  line  have  risen  so  markedly,  and 
profits  have  accordingly  descended. 

What  ought  to  be  done  is  very  clearly  indi- 
cated in  the  case  of  Qarerice  O.  Bigelow,  the 
well-known  druggist  in  New  York  City.  Mr. 
Bigelow  has  a  large  and  successful  establish- 
ment— ^big  enough  to  require  the  services  of 
35  or  40  people.  Several  years  ago  he  found 
that  his  expenses  had  materially  increased.  He 
discovered  that  his  clerk  hire  had  advanced  by 
50  per  cent  or  more.  He  saw,  too,  that  the 
cost  of  material  had  in  many  cases  shot  up. 
There  was  only  one  thing  for  a  wise  merchant 
to  do  under  such  conditions.  Mr.  Bigelow  did 
it.  He  began  to  advance  prices  wherever  he 
could.  This  was  particularly  true  of  prescrip- 
tions, and  the  net  story  is  that  during  the  last 
few  years  he  has  gradually  increased  his  aver- 
age prescription  price  from  42  to  54  cents. 

This  is  good  business.  It  is  good  science. 
It  is  based  on  a  precise  knowledge  of  what 
it  costs  to  do  business.  Many  of  the  druggists 
quoted  in  our  March  number  declared  that  they 
would  like  to  advance  their  prescription  prices, 
and  felt  the  need  of  doing  so,  but  were  afraid 
of  their  competitors.  Well,  here  is  a  man  like 
Mr.  Bigelow  right  in  the  heart  of  the  biggest 
city  in  the  country — in  an  environment  where 
competition  is  keener  than  it  is  almost  any- 
where else.  He  did  what  he  found  was  neces- 
sary, and  he  got  away  with  it. 


We  have  lately  received  a  great  many  photographs  of  drug-store  interiors,  and 

we  shall  show  a  dozen  or  more  of  them  next  month. 
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THE  RETIREMENT  OF  SECRETARY  SEAL. 
It  is  a  great  misfortime  that  Dr.  James  H. 
Beal,  General  Secretary  of  the  American  Phar- 
maceutical Association,  and  Editor  of  the  of- 
ficial Journal,  has  been  compelled  for  reasons 
of  health  to  retire  from  this  dual  position.  E. 
C.  Marshall,  who  was  employed  to  assist  Dr. 
Beal  some  months  ago  as  advertising  manager, 
has  been  made  Acting  Editor  and  Acting  Gen- 


vass  the  field  and  pick  out  a  man  big  enough, 
broad  enough,  and  well  enough  trained  for 
the  job. 

There  is  no  question  at  all  that  Dr.  Beal  is 
one  of  the  ablest  men  in  American  pharmacy. 
He  belongs  tn  the  class  of  constructive  thinkers 
of  which  the  world  has  altogether  too  few. 
His  judgment,  too,  is  sound  and  sane,  and  this 
is  a  quality  that  does  not  grow  on  every  bush. 
Fortunately  his  counsels  will  still  be  available 
to  the  Association,  even  though  he  is  no  longer 
its  active  director. 


DEATH  OF  SYDNEY  H.  CARRAGAN. 

The  death  of  Sydney  H.  Carragan,  assistant 
manager  of  the  New  York  branch  of  Parke, 
Davis  &  Co.,  removes  one  of  the  most  popular 
men  in  the  entire  drug  trade  of  the  country. 
Mr.  Carragan  had  a  gift  amounting  to  genius 
for  the  making  of  friends.  He  was  a  gen- 
erous, affectionate,  large-hearted  man  who 
went  through  the  world  with  a  smile  and  who 
was  never  so  happy  as  when  rendering  a  real 
service  to  people  or  playing  the  host  with  al- 
most reckless  prodigality. 

For  nearly  two  years  he  had  suffered  greatly, 


Di.  J  Aim  H.  Bbau 

cral  Secretary  until  the  Detroit  meeting  of  the 
Association  in  August  next. 

Dr.  Beal  has  not  been  in  good  health  for 
some  years,  and  he  narrowly  escaped  a  break- 
down five  or  six  years  ago.  When  the  Journal 
of  the  A.  Ph.  A.  was  established  he  accepted 
the  editorship  under  protest,  and  he  has  ren- 
dered a  distinct  service  in  starting  the  new  en- 
terprise on  its  way  and  suggesting  the  editorial 
policy  that  should  be  continued  in  the  future. 
He  feels  that  his  work  has  largely  been  done, 
and  in  any  event  his  physical  condition  is  such 
that  it  has  been  impossible  for  him  to  hold  on 
even  until  August. 

The  appointment  of  a  successor  is  a  matter 
of  prime  importance.  The  right  man  will  not 
easily  be  found.  To  the  manifold  qualities  of 
a  good  editor  must  be  added  the  requirements 
of  an  efficient  secretary,  and,  more  than  that, 
the  general  management  of  what  is  coming  to 
be  a  considerable  organization.  Under  the  cir- 
cumstances it  is  fortunate  that  three  or  four 
months  will  now  be  provided  in  which  to  can- 


but  with  alt  the  pain  and  the  discouragement 
of  so  long  an  illness  he  never  lost  that  jovial 
cheer  and  humor  in  which  his  talk  abounded, 
and  he  constantly  joked  with  his  visitors  and 
his  physicians  until  the  very  last.  Mr. 
Carragan  had  been  with  Parke,  Davis  &  Co. 
since  1885,  always  in  a  responsible  capacity. 
He  was  once  asked  to  furnish  a  biographical 
sketch  of  his  life  and  he  declined  for  the  fol- 
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lowing  reason:  "If  I  should  say  what  I  think 
about  myself  I  might  say  too  much,  and  on  the 
other  hand  I  certainly  do  not  care  to  'throw 
myself  down.'  So  there  you  are.  I  believe  in 
the  Ten  Commandments  and  in  Parke,  Davis 
&  Co.,  and  with  this  information  you  can  go 
ahead  and  do  your  worst." 

He  leaves  a  widow  and  two  sons.  One  of 
the  latter  is  in  the  service  of  Parke,  Davis  & 
Co.,  and  the  other  is  a  young  attorney  in  New 
York  City. 


need  elaborate  delineation.  He  was  head  of 
the  Cleveland  School  of  Pharmacy  for  a  num- 
ber of  years,  and  was  called  to  New  York  two 
or  three  years  ago  to  fill  the  chair  of  pharmacy 
in  the  New  York  College.     His  text-book  on 


W.   H.  KIRN  TAKING  A  WORLD  TRIP. 

William  H.  Kim,  chief  of  the  Private 
Formula  Department  of  Parke,  Davis  &  Co., 
Detroit,  is  spending  six  months  in  Europe  with 
Mrs.  Kim  and  the  two  children.  Mr.  Kim 
has  been  in  the  service  of  the  house  for  nearly 
a  quarter  of  a  century,  and  is  now  realizing  for 
the  first  time  a  long-cherished  dream.     He 


PBOF.  HtBBV  ViK  Abhv. 

pharmacy  is  widely  known  and  used.  Pro- 
fessor Amy  is  a  man  of  vigor,  and  he  wields 
the  king's  English  with  directness.  Mr.  Hays, 
we  are  exceedingly  sorry  to  report,  has  found 
that  a  steadily  growing  affliction  of  the  eyes 
has  made  it  necessary  for  him  to  retire  from 
a  profession  which  demands  so  much  applica- 
tion and  concentration. 


William  H,  Kirk. 

sailed  from  New  York  on  the  S.  S.  Saxonia, 
landing  first  at  Naples.  His  itinerary  includes 
Italy,  Austria,  Switzerland,  Hungary,  Ger- 
many, England,  and  France.  So  well  liked  is 
Mr.  Kim  by  his  associates  in  P.  D.'s  big  estab- 
lishment that  he  was  given  a  gold  watch  and 
chain  upon  his  departure. 


A  NEW  PHARMACEUTICAL  EDITOR. 
So  far  as  we  may  do  so  with  modesty,  we 
desire  to  welcome  Prof.  Harry  Vin  Amy  to 
the  ranks  of  pharmaceutical  journalism.  He 
has  been  made  managing  editor  of  the  Drug- 
gists Circular  to  succeed  Francis  B.  Hays. 
Professor  Amy's '  hf e  is  too  well  known  to 


CHARLES  R.  SHERMAN  IN  A  NEW  ROLE. 

Everybody  knows  that  Charles  R.  Sherman 
is  one  of  the  "big"  dmggists  of  the  country. 
The  Sherman-McConnell  Drug  Co.  has  eight 
or  ten  retail  drug  stores  in  Omaha,  and  they 
are  all  large  and  successful  ones.  On  several 
occasions  Mr.  Sherman  has  distinguished  him- 
self outside  of  pharmacy,  and  now  we  find  that 
he  has  been  rendering  a  decided  service  to  the 
City  of  Omaha  as  Chairman  of  the  Board  of 
Directors  of  the  Metropolitan  Water  District. 
During  the  last  eighteen  months  the  water 
plant  has  been  taken  from  private  control  and 
placed  under  public  ownership.  In  that  short 
time  the  water  itself  has  been  greatly  im- 
proved, the  service  has  been  enhanced,  a  rate 
reduction  amounting  to  33  1/3  per  cent  has 
been  made,  and  excess  earnings  have  been  piled 
up  of  $42.">,432.0S. 

Some  record ! 
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Here  we  lum  the  piiTate  a 
■tdluc  at  Beokiea.  Notice  tt 
LkboT  la  cluap  In  Indlal 


Jalcm]  to  DelhL    To  a 


A   picture   of  the   Mohnmim    proceasioo    at  Jalmir.     The  This  shows  Mr.  and  Mrs.  SwUt.and  their  son  Le  Bot.  UUnc 

"t«bota"  or  ao«t«,  bdnB  curkd  tn  the  procession,  look  like  the  ciutoinaTr  East-Indian  meuis  ot  tnusportatton  to  Ambo'. 

sizable  bnlldlnKi.  the  dewrted  dt7. 

B.  O.  Swilt.  paUlabar  of  lk«  AvIleUB  of  Fharaacy.  toarla^  bdU. 
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A  pa^  of  DratfiUla*  ChlMraa. 
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Th«  cottace  in  tl 


e.  of  ftie  Snence-McCDTd 
rosH,  Wis. 

Th«  Sanm«r  Cotlatfas  of  Dra^l't'* 
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."  motoi-bHt  <if  8.  C.  Haddflu.Onn'Ule.  m.  "TlieUen7Wldoiir"Uiiiichof  DslirA.Friok.otAadiibcni.Iam. 


Alex.  A.  Maoa  nuninc  hli  motoi^bokt  at  Wlndlato  Puk.  Ulcb.  Here  ire  h»e  Mr.  Ueioer  icniii,  this  time  nUlns  a 


r.  and  Hn.B.  W.Joy,  of  8«iFraiictK».nK>toriiic  at  BoUdu  H.  L.  Sajre,  Xenta.  Ohio,  drlns  a  Btodebaker  80  with  a  cood 

Bar  tn  OUtoroU.  deal  of  pKuoi*. 

Bow  DnUlata  0«1  Their  Pbb. 
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Thi«  ia  mo  Interior  rieir  nt  tha  oommodloos  Himdla  Drnc  Spekkine  of  oonuuodloiu  qnwten— here,  snrdr.  mlcht  thej  b« 

Bton.  lolk.  KftniiaB,  om  of  Que  taott  beuitUal  phumkcln  In  the  toniid  I    This  !■  ■  view  of  the  Interior  ot  the  Cmmplei  Pbannmcf, 

Btkt«.    A  kodJik-flnlihlnc  departmsnt  la  Inolnded  In  its  equip-  Blobmond.  Teiu.    The  iliMv  ii  well  stocked  kitd  aijon  e  Kood 

ment.  Mtronaoe. 


A  KcttoD  o(  Drarr's  Ph*rm*c7.  HO  Dndler  Street.  Boibnrr.  A  leetion  of  A.  J.  Mutln's  dmr  store,  oomet  HuBUzhiUBtta 

MUB.     Thl>  (tore  hki  ncaitlr  been   thoroucblf  remodeled.  Avenoe  and  Wuhinston  Street.  Boeton.    Mr.  Martin  le  a  P4at 

Is  well  located  and  stHctlr  up-to-date  In  evstr  paitkmlar.  maater  In  the  art  ot  dlsplajlnc  his  waies  to  the  beet  advantaie. 


KInseL's  Phannacj,  Seattle,  Waahinrlon.     A  weU-dei-doped  Interior  view  o(  the  pharmaw  of  the  onlj  Wllhelm  Bodemann, 

artistic  temperament  ta  back  of  eyerj  detail   In   oonceptlon  Chicago.    Heir  Bodemann  li  aeen  in  the  foitcroand  holdlnc  a 

and  arrangement.    The  proprietor,  Hr.  W.  C.  iCinael.  operates  Erondchlld  atop  a  show-  case,  while  another  ciandcbild.  a  chip 

two  stores-  from  the  old  block,  stands  beside  hlm- 

Two  p»im»  of  Drag  Store*. 
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.  A.  Knraw.  Maiinetto,  Wl*..  lug  one  of  the  Bneat  drag  The  Seoaritr  Dnw  Co..  Bt.  Louis,  hsi  ■  store  thM  li  nther 

mlntheaoithenipAitottheSUt*.   SlcniltUlkatethttthe  unlqiiely  umised.   NoUoe  the  hez&voiul  shoir'amM  In  tba 

re  ia  pntty  tborouchl;  deputmentlud.  eenter.    Entma  Enrti  it  the  uroiirietor. 


PreacrtptioD  atatl  In  the  main  itore  of  the  Sctaolti  Drut  Oo.,  This  ntr  sttisotive  and  op-to-drnte  eitabliBhineiit  wu  ooeoed 

Denver.  Col.  Batdlnctiom  the  left:  I.  E.  Kemble,  H.E.Sdaler,  klonc  abont  the  Hntot  the  praaentrear  b?  Alfred  T.  Wcdbelat 

B.  B.  MoCtV.  W.  ZkTlti.  knd  A.  Bteln.  n07  8.  Helited  Stieet  In  Chkaco. 


JumpinK  down  now  into  Teiae,  we  hsTe  here  the  store  of  Btrikinx  Into  the  West,  we  reach  Hughart's  Phannsor  In 

the  T.iruijm  Drue  Co.,  at  Linden.    D.  H.  Morris  is  the  pro-  I^unpe,  Idaho.    t>u>  ptjiprintj^T  Mmmif  u  mrrn  «>»n^lng-  hy  thn 

prletor.  soda  fountain. 

Two  patf**  of  Dra^  Stores. 


Monthly  Prize  Questions  and  Answers. 

The  children  of  to-day  are  the  men  and  women  of  to-momw,  and  the  druggist  who  is  alive  to  his  opportaniiies 
recognizes  this  fact  and  builds  accordingly.  Some  stores  make  a  special  y  of  catering  to  the  little  ones,  and  the 
management  finds  that  it  pays.  At  any  rate,  children  should  be  accorded  every  reasonable  coudesy  and  ajcom^ 
modaiioru  We  are  presenting  this  month  four  exceptionally  good  papers  on  the  subject,  and  they  will  be  found 
brimful  of  sound  seme  and  practical,  helpful  suggestions.  These  papers  have  been  selected  from  an  unuiual 
mass  of  material,  which  came  to  our  desk  from  all  parts  of  the  country — an  indication,  we  take  it,  that  the 
matter  is  receiving  thoughtful  attention,  and  that  its  presentation  will  prove  particularly  interesting  to  our  readers. 

What  Are  the  Best  Means  of  Attracting  Children  to  the  Store? 

Answers  to  a  question  announced  in  March. 


THE  PRIZE-WINNING  ANSWER. 

By  W.  Moulton. 

When  doing  business  in  a  small  town  I 
found  it  very  desirable  to  gain  and  keep  the 
good-will  of  the  children. 

I  made  it  sort  of  a  hobby  to  play  to  the  boys 
and  girls,  and  always  called  them  my  little  store 
boosters.  They  were  my  best  advertisers,  and 
I  catered  to  them  almost  as  much  as  I  did  to 
the  grown-ups;  in  fact  it  was  frequently 
through  the  children  that  I  reached  the  grown 
people. 

I  found  that  it  paid  me  handsomely,  too,  for 
I  not  only  enjoyed  the  greater  part  of  their 
trade  and  the  publicity  they  gave  me  in  their 
homes,  but  I  laid  the  foundation  for  future 
business  with  them. 

I  figured  that  the  boys  and  girls  of  to-day 
were  the  men  and  women  of  to-morrow,  and 
that  if  I  gained  their  respect  and  good-will  now 
I  would  keep  it  and  retain  their  patronage 
later  on. 

I  adopted  many  plans  for  interesting  the 
children,  and  they  responded,  to  my  profit,  in 
more  ways  than  one.  I  recall  one  original 
scheme  in  particular  that  gave  me  a  tremendous 
pull  with  the  boys  and  girls,  and  also  excited  a 
keen  interest  among  the  grown  people. 

It  was  used  as  a  special  feature  in  a  store 
paper  I  had  just  started — in  fact  it  was  really 
the  making  of  that  paper.  I  announced  under 
a  big  headline  that  I  wanted  little  stories,  or 
essays,  not  over  one  hundred  words  long,  writ- 
ten by  the  boys  and  girls  of  certain  ages,  on  the 
subject  of  my  store,  "Why  Moulton's  was  the 
best  place  in  town  at  which  to  trade." 

All  papers  were  to  be  turned  in  by  a  certain 


date,  and  I  offered  a  new  dress  for  the  best 
girl's  story  and  a  new  hat  for  the  best  boy's 
story. 

competitors'  children  interested. 

I  played  up  the  announcement  with  a  lot  of 
enthusiastic  talk,  and  as  an  extra  inducement  to 
get  them  interested  I  offered  a  little  box  of 
candy  to  every  one  who  sent  in  a  story. 

The  essays  were  to  be  enclosed  in  sealed 
envelopes.  I  arranged  with  the  three  ministers 
of  the  town  to  act  as  judges,  and  used  their 
names  in  the  announcement 

My  idea  was  to  publish  the  essays  in  the  next 
issue  of  the  store  paper,  but  when  the  returns 
came  in  there  were  so  many  of  them  that  they 
made  excellent  reading,  and  the  best  kind  of 
advertising,  for  four  more  of  the  monthly 
issues. 

There  were  not  many  boys  and  girls  in  the 
whole  commimity  who  did  not  send  me  a  story, 
and  they  were  all  so  original  and  so  different  in 
construction  that  practically  every  one  read 
them  diligently  and  remarked  about  them.  The 
children  were  proud,  too,  to  see  their  names  in 
print ;  and  my  little  store  paper  became  almost 
as  much  sought  for  as  the  weekly  News,  Even 
my  competitors'  children,  whose  fathers  were 
none  too  friendly  with  me,  boosted  my  store 
and  told  why  it  was  the  best  place  in  town  to 
trade.  And  their  letters  were  published  with 
the  rest! 

Another  method  I  used  in  catering  to  the 
children  was  to  keep  an  accurate  mailing  list  of 
their  names,  which  I  obtained  from  the  school 
clerks,  both  in  the  village  and  in  the  adjacent 
country  districts.  I  sent  the  children  little 
cards  or  circulars  occasionally  by  mail,  under 
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their  own  names;  and  a*:  Christmas  time  and 
at  school  opening  time  they  got  a  special  lot  of 
individual  letters  and  circular  advertising  that 
brought  them  to  the  store  in  surprising 
numbers. 

The  children  appreciate  attentions  shown 
them  and  are  proud  to  be  treated  like  grown 
people. 

On  another  occasion  I  advertised  for  each 
child  to  bring  me  the  date  of  his  or  her  birth, 
on  a  slip  of  paper,  and  stated  that  the  store 
would  try  not  to  forget  them  on  their 
birthdays. 

The  slips  came  in  fast  enough  because  by 
being  square  with  the  children  we  had  taught 
them  that  anything  we  projected  was  worth 
while  and  would  interest  them. 

I  indexed  the  names  in  a  little  book  accord- 
ing to  the  months,  and  a  little  package  of  some 
kind  was  either  sent  or  mailed  to  the  boys  and 
girls  on  their  birthdays.  So  they  were  certain 
of  at  least  one  birthday  present,  an)rway ! 

FULL  CONFIDENCE  ESTABLISHED. 

I  also  played  to  the  children  in  all  my  ad- 
vertising, endeavoring  to  make  it  so  interesting 
to  them  that  they  would  watch  for  it  and  read 
it  thoroughly  each  time.  I  instructed  them  in 
my  advertising  in  much  the  same  manner  as 
the  teacher  does  in  their  lessons.  I  attempted 
to  get  them  in  the  habit  of  studying  my  ads.,  by 
having  them  correct  purposely  misspelled 
words  or  mistakes  in  grammar;  and  they  fre- 
quently came  in  and  asked  me  what  I  was 
going  to  do  next,  or  requested  me  to  repeat 
some  feature  that  had  already  pleased  them. 

When  I  advertised  anything  that  I  partic- 
ularly wanted  the  children  to  read  and  remem- 
ber, I  offered  some  little  gift — ^usually  candy — 
as  an  inducement  for  them  to  come  in  and  tell 
us,  or  to  write  the  points  on  a  slip  of  paper. 
If  they  did  not  know  the  lesson  thoroughly  I 
would  send  them  back  to  learn  it  over  before 
giving  them  the  candy. 

The  children  talked  about  all  these  things  in 
their  homes,  of  course,  and  this  always  had  its 
influence  on  their  parents,  to  the  store's  ad- 
vantage« 

There  are  many  ways  of  gaining  the  confi- 
dence of  the  boys  and  girls,  and  they  suggest 
themselves  continually  to  the  live  druggist  who 
is  awake  to  the  advantages  and  opportunities 
that  are  lying  all  about  him.    The  main  point 


is  to  always  be  honest  with  the  children  and 
never  regard  them  lightly  or  as  a  nuisance,  no 
matter  how  much  they  may  annoy  you.  Now- 
adays children  have  considerable  money  to 
spend;  moreover,  they  are  frequently  the 
messengers  for  the  whole  family. 

The  druggist  who  can  control  the  children's 
trade  of  the  community  will  have  little  diffi- 
culty in  keeping  the  grown  people  in  line,  and 
he  may  well  regard  the  good-will  of  the  chil- 
dren as  one  of  the  most  important  assets  of 
his  business. 


THE  "CHILDREN'S  STORE.- 
By  Sam  P.  Harben. 

As  a  class  the  children  may  be  very  profit- 
ably cultivated.  They  are  immediate  cus- 
tomers ;  they  grow  into  book  customers  quickly. 
The  woman  who  made  your  store  headquarters 
when  a  child  will  be  your  customer  when  she 
weds. 

I  have  always  specialized  along  this  line,  and 
my  store  is  known  as  the  "Children's  Store." 

Beginning  the  school  year,  I  make  it  a  prac- 
tice to  have  a  nicely-printed  ruler  for  each 
school  pupil ;  also  a  lot  of  heavy  white  ducking 
made  into  book  satchels,  with  my  name  and 
some  little  catch-line  printed  on  them.  Later 
in  the  season  I  give  out  pencils  with  my  ad. 
printed  on  them.  Any  time  I  can  get  a  bunch 
of  nice  motto  cards,  advertising  bookmarks, 
etc.,  I  stamp  them  properly  with  my  card  and 
place  them  on  the  table  for  the  children. 

SPECIAL  DAY  REMEMBRANCES. 

At  Thanksgiving  time  cut-out  turkeys  are 
given  the  smaller  children;  Valentine's  day  is 
always  taken  advantage  of,  and  a  nice  little 
souvenir  given  away ;  and  on  St.  Patrick's  day 
shamrocks  are  distributed  free  to  every  child 
that  comes  into  our  store. 

On  opening  day  for  our  summer  fountain 
trade  all  children  are  given,  absolutely  free,  all 
the  drinks  and  cones  they  can  stand.  If  a  child 
eats  a  dozen  cones,  they  are  given  to  him  just 
as  freely  as  one  would  be  handed  out. 

All  through  the  year  the  children  are  re- 
membered in  such  little  ways. 

My  clerks  receive  special  instructions  regard- 
ing the  treatment  of  children.  The  little  ones 
are  met  at  the  door,  and  if  rather  small  and  in 
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an  embarrassed  state  of  mind,  they  are  cuddled 
up  with  an  arm  over  the  shoulder  and  asked 
what  it  is  they  want. 

If  they  want  to  buy  something  and  are  not 
sure  what  it  is  they  are  after,  we  always  tele- 
phone the  home.  If  they  have  a  dime  and 
want  something  for  their  own  use,  we  allow 
them  what  time  they  require  in  which  to  make 
up  their  little  minds ;  and  then  give  their  wants 
every  possible  care.  And  if  after  buying  a  ten- 
cent  French  harp,  or  some  stick  candy,  or  a 
white  rubber  ball,  or  any  one  of  the  scores  of 
alluring  things  they  want,  and  after  getting 
home  they  are  disappointed  because  mamma 
does  not  like  it,  or  because  it  does  not  prove 
just  what  they  thought  it  would  be,  every  child 
knows  that  "Harben"  will  give  the  money 
back,  and  not  quarrel  with  them  about  it, 
either ! 

CHILDREN  DO  NOT  FORGET. 

I  can  cite  scores  of  instances  where  mamma 
sent  little  Hazel  or  Jimmie  "to  the  drug  store" 
and  did  not  specify  what  store,  and  the  little 
one  always  hunted  up  the  "children's  store." 
They  soon  learn  to  have  confidence  in  your 
store,  in  your  goods,  in  you.  Nothing  pleases 
quite  so  well  when  bought  from  any  other 
store. 

In  only  a  few  short  years  the  children  are 
approaching  maturity  and  are  buying  for  them- 
selves. Only  a  few  years  more  and  these 
"children"  will  be  sending  little  ones  of  their 
own  to  the  drug  store.  And  remembering  past 
fair  treatment,  they  are  satisfied  that  "because 
it's  a  child"  no  advantage  will  be  taken  of  the 
tiny  messenger. 

I  consider  my  children's  trade  the  cream  of 
my  business;  and  during  the  fifteen  years  I 
have  been  here  my  books  have  shown  a  nice 
gain  each  season. 


GENUINE  INTEREST  AND  KINDLY 

ATTENTION. 

By  a.  L.  Remington. 

Courtesy  and  attention  go  farther  with  most 
children  than  prizes  and  souvenirs.  I  speak  to 
every  child  whom  I  meet  on  the  street.  If  I 
do  not  know  his  name,  I  merely  say  "Hello ;" 
but  I  make  it  a  point  to  get  his  name  as  soon  as 
possible. 

Just  last  week  I  met  a  "six-year-old"  who 
had  only  been  in  the  locality  a  short  time.    I 


greeted  him  with  "Hello,-  Fred,"  and  after  1 
passed  I  heard  him  say  in  a  tone  of  surprised 
wonder  to  his  companion,  "Why,  that  man 
knows  my  name!" 

There  are  numerous  ways  in  which  courtesy- 
may  be  shown  to  the  child ;  he  often  needs  help 
in  opening  or  closing  the  door,  or  in  climbing^ 
into  a  chair  beside  his  mother  at  the  soda  table. 
We  can  make  ourselves  "solid"  with  him  by- 
showing  him  these  little  attentions  and  at  the 
same  time  talking  to  him  on  his  own  level. 

The  worst  possible  discourtesy  to  a  child  is 
to  keep  him  waiting  out  of  his  turn  until  all 
the  adults  have  been  served.  My  own  children 
have  come  home  after  having  been  sent  on  an 
errand  by  their  mother  and  complained  that 
"Mr.  Blank  waited  on  all  the  big  folks  and 
never  looked  at  us."  Children  learn  at  a  very 
early  age  to  avoid  the  places  where  they  are 
thus  treated.  They  also  learn  at  an  early  age 
to  appreciate  quality  and  service.  If  we  sell  a 
child  some  stale  candy  or  a  torn  tablet,  he  may 
not  say  anything  at  the  time,  but  he  is  almost 
sure  to  go  somewhere  else  for  his  next  pur- 
chase, whether  for  himself  or  his  mother. 

Wait  on  the  children  with  all  possible 
promptness,  especially  if  it  is  nearly  time  for 
the  fatal  "last  bell."  You  can't  afford  to  be 
responsible  for  making  a  child  late  at  school. 
Tardiness  shows  on  his  report-card,  which  he 
carries  home  at  the  end  of  the  month ;  and  we 
do  not  want  it  said  that  we  spoiled  his  record 
by  failing  to  wait  on  him  promptly. 

School  tablets  are  now  made  with  a  large 
variety  of  pictures  on  the  front  cover,  and  one 
may  gain  or  lose  the  confidence  of  the  child  in 
many  cases  just  in  the  way  in  which  he  hands 
out  these  pictures.  The  husky  lad  of  ten  or 
twelve  doesn't  care  for  a  tablet  the  front  cover 
of  which  shows  a  lot  of  little  tots  dancing 
round  a  May-pole;  and  a  picture  of  Ty  Cobb 
lacing  out  a  liner  does  not  appeal  to  the  dainty 
little  lass  of  seven. 

My  own  experience  has  been  that  genuine 
interest  coupled  with  kindly  attention  brings 
the  children  and  holds  them.  Many  boys  and 
girls  who  were  "five-year-olds"  ten  years  ago 
and  had  to  have  their  mothers  "write  it  down,'" 
when  they  were  sent  here  for  something,  are 
now  buying  cameras  and  baseball  mitts  for 
themselves.  And  I  expect  to  have  their 
patronage  and  good-will  as  long  as  they  live 
within  reach  of  my  store. 
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A  WORD-FORMING  CONTEST. 

By  Nora  I.  Mitchell. 

In  dealing  with  children  we  find  that  smiles 
attract  much  better  than  frowns.  In  China  it 
is  said  that  a  man  who  does  not  smile  cannot 
keep  a  shop. 

When  the  parents  are  forever  trying  to  get 
something  for  nothing,  the  children  catch  the 
spirit  too,  and  some  trifle,  that  costs  nothing, 
is  often  satisfying  to  them.  It  takes  so  little  to 
please  a  child !  An  empty  Sen-sen  box,  an  ad- 
vertising memorandum  book,  or  a  bright  pic- 
ture-card means  a  great  deal  to  the  little  girl 
or  boy. 

Some  years  ago  a  certain  druggist  in  Ohio 
filled  the  sweet  tooth  of  the  children  with  a 
kind  of  inexpensive  candy — colored  candy 
beans.  He  kept  a  whole  box  of  them  on  his 
counter  near  his  scales,  and  whenever  a  child 
came  with  a  note  for  a  bottle  of  soothing  syrup 
for  the  baby,  he  would  hand  out  a  handful  of 
that  magic  candy.  It  is  enough  to  say  tliat  all 
errands  came  to  Mr.  C.'s  store  ever  after. 

Broken  sticks  of  licorice,  candy  that  your 
case  looks  better  without,  tastes  pretty  good  to 
the  youngsters,  if  it  can  be  had  for  nothing. 

THE  MAGIC  JACK-KNIFE. 

A  mother  once  sent  her  ten-year-old  boy 
down-town  to  purchase  a  pair  of  hose  for  him- 
self, so  he  could  attend  a  party  that  afternoon. 
On  the  way  he  accidentally  met  some  boys  on 
the  street  who  had  been  to  N.'s,  and  every  one 
of  them  had  a  wonderful  jack-knife.  Well,  he 
walked  eight  extra  blocks  to  get  his  hose.  He 
missed  the  party,  but  that  night  he  showed  his 
father  a  jack-knife  with  a  big  "N"  on  the 
handle  of  it.    The  father  was  as  much  pleased 


as  the  boy  and  said,  "That's  fine !  I  think  we 
will  go  there  to  get  your  new  suit."  And  they 
did. 

A  kindergarten  teacher  asked  to  bring  her 
pupils  into  a  certain  store  to  see  the  toys,  when 
Christmas  was  not  far  away. 

"Certainly,"  the  proprietor  said,  and  inune- 
diately  instructed  his  clerks  to  show  them  every 
courtesy. 

All  the  mechanical  toys  were  set  to  moving, 
every  talking  doll  was  made  to  talk,  and  near 
the  door  a  basket  was  placed  containing  a  treat 
for  them.  In  a  day  or  so  many  returned  with 
their  parents,  and  a  lot  of  toys  disappeared 
from  the  shelves. 

A  tablet  given  for  every  black  cat  cut  out  of 
black  paper  by  a  boy  or  girl  within  an  age  limit, 
creates  a  lot  of  enthusiasm.  A  window  display 
of  these  cats  should  be  made,  when  they're 
all  in. 

DO  NOT  LIKE  "NICKNAMES." 

A  prize  given  for  the  most  words  made  from 
the  firm's  name,  besides  bringing  the  children 
into  the  store,  impresses  that  name  upon  the 
mind  of  every  child  who  tries  for  the  prize. 

Never  destroy  an)i:hing  that  will  make  a 
child  happy. 

When  they  come  in  and  ask  for  empty  'gar 
boxes,  if  you  do  not  have  one  tell  them  you  will 
save  one  for  them.  They  may  come  back  twice 
every  day  for  a  week  to  get  that  box,  but  be 
patient.    They  are  forming  a  good  habit ! 

Did  you  ever  see  a  boy  that  liked  to  be  called 
"Bub,"  or  "Sonny?"  Or  a  girl  who  liked  to 
have  folks  call  her  "Sis"  or  "Ketura?"  Learn 
the  children's  names,  and  use  them. 

Courtesy  is  never  lost.  It  is  never  wasted. 
Even  the  smallest  child  will  respond  to  it. 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  department  is  in  the  hands  of  the  big  family  of  Bulletin  readers^  and  the  heartiest  cooperation 
is  earnestly  urged.     The  following  questions  are  announced  for  the  next  contest: 

ShoiJd  goocb  on  display  alwajf  bear  a  price  tag?  SahmMtJ h^ FnJA.  Bodtnumn,  Uoca,  N.  Y. 
How  can  we  best  handle  the  comtandy  gro¥finy  bmineM  in  biological  product*  ? 

SahmUieJh  Waiier  M.  Oaae,  Bongor,  Me. 

For  the  best  answer  to  each  of  these  questions  we  shall  award  a  prize  of  $5,00.  Other  answers,  if 
printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  words  long  and  in 
our  hands  byjul^  10. 


A  Group  of  Prize-wmning  Formulas. 

EAaly  b\  Ox  year  ice  offend  $20  tn  prizta  for  Jonwilat  for  dtapptdJumd  prtpamOom — f  10  for  the  htti 
fotmaia,  $5  each  for  the  second  and  third  heat,  reapecttoefy.  A  toeallh  of  material  waa  sabmitled,  to  mucA, 
bi  fad,  that  it  reqtdred  the  aervtcea  of  three  experia  for  tome  tbne  to  afft  oat,  elbntnate,  and  determine  aho  were 
entiled  to  the  awarda.  We  are  pHnttng  the  teaaU  of  the  judge'*  dedtiona  heloie,  aupplementing  the  aimting 
foimalaa  uAtb  a  namher  of  olheia  whiiJi  ujere  deemed  parUcularly  meritorious.  Every  druggist  hat  repeated 
calls  during  the  3fear  for  preparadonsttflhia  nature.  In  case  the  formula  he  has  been  using  has  not  prooed  In 
eOGy  uXQl  aatiifacioTy,  we  feel  coi^idad  that  a  car^l  peruatd  of  this  article  cannot  fail  to  prove  pn^ble, 

PIKST  PRIZE  FORMULA.  Uake  an  emulsion  of  the  sweet  almond  oil,  toap  and 

Submitted  by  John  C.  UuUtnix,  Tipton,  Ind.  *««•  ^^""^  "«'  incorporate  the  oil  of  ros<w  previously 

dissolved  in  the  alcohol.  Beat  up  the  blanched  almonds 

J.  Be  lOrmuia.  in  ^  scrupulously  clean  mortor,  adding  portions  of  the 

CYDONiuu  CHAP  axLOT.  rose-water  by  degrees,  and  emulsify.    When  emulsion 

Cydonium bounces.  is    finished,    strain    without    pressure    through    dean, 

Warm  water 4  pints.  washed  muslin,  and  add. 

Glycerin 1  pint 

Witch-hazel  1  innt  Mr.  Theriot  says:    "The  ladies  say  it's  a 

Alcohol  1  pint.  pippin  1"     He  calls  the  preparation  Theriot's 

Rose-water .....Ipint.  MUk  of  Roses. 

Boric  acid 1}4  ounces. 

Perfumed  spirits  (N.  F.) 4  drachms. 

Tinct.  benioin 1  drachm.  THIRD  PRIZE  FORMULA. 

Use  only  first-class  quince  seed,  which  is  entirely  SubMitUd  by  Arthur  CriddU,  Ortgou,  Wit. 

free  from  worms.    Oean  the  seed  thoroughly  and  add  ■.,       ^  ■,,,           t.          l     -            •                 .a 

ii  .«  ti,-  f„.,,  «;.,»=  «(  -™™  -™t-,-  r.^A  ™™«t-  f„r  "If-    Cnddle,   whose   business   is  operated 

It  to  the  tour  pmts  ot  warm  water  and  macerate  tor  i^ 

one  hour,  with  frequent  agitation.  Then  strain  without     lender  the  designation,     The  Oregon   Drug 

pressure  through  muslin,  and  if  necessary  add  enough      Co.,"  has  this  to  say  concerning  his  prepara- 

co!d  water  through  the  strainer  to  obtain  four  pints  of      tion:    "We  have  been  making  this  lotion  for 

mucilage.    Dissolve  the  perfumed  spirit  in  the  alcohol^       j^^jy^  ^^^  ^^^  ^^^^  ^^^  ^  ^^^j  gg^ 

then  dissolve  the  bone  acid  m  the  rose-water,  and  add  ' 

the  witch-hazel  and  glycerin;  add  the  aqueous  mixture 

to  the  alcoholic  liquid,  stirring  constantly,  and  then  add 

this  to  the  cold  mucilage  very  slowly,  and  with  active 

stirring.    Lastly  add  the  tincture  of  benzoin  and  mix 

well.    The  completed  preparation  should  be  strained  at 

least  four  times. 

Irish  moss  makes  an  excellent  mucilage  for 
a  preparation  of  this  nature,  but  it  requires  a 
different  line  of  treatment;  One  and  one-half 
oimces  Irish  moss  per  gallon,  boil  in  double 
boiler,  and  strain  and  add  the  other  ingredients 
"per  secundum  artem."  This  also  makes  a 
first-class  toilet  cream. 


SECOND  PRIZE  FORMULA. 
Submitted  by  F.  P.  Theriot.  Ph.G.,  Uadiionvilte, 

Sweet  almonds,  blanched V/i  ounces. 

Oil  of  sweet  almonds 1  drachm. 

Soft  soap  (as  white  as  possible)  .60  grains. 

Rose-water  12  ounces. 

Oil  of  rose 5  drops. 

Alcohol 3  ounces. 


Label  osed  b?  tlie  Oreson  Dnic  Co. 

bottles  a  year.    We  put  it  up  in  3-  and  SHDunce 
bottles,  and  sell  it  for  15  cents  and  25  cents. 


One  of  the  features  slated  for  early  publication  in  the  Bulletin  is  a  series  of  pictures 
showing  homes  of  druggists  of  an  unusually  attractive  character. 
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according  to  size.    I  am  sending  a  specimen  of 
the  label  we  use." 
The  formula: 

ROSALINE  LOTIOK. 

Gum  tragacanth lyi  ounces. 

Boric  acid 40  grains. 

Glycerin 16  ounces. 


Carbolic  acid , 1  ounce. 

Soft  water. q.  s.  ad  1  gallon. 

Soluble  rose,  P.  D.  &  Co.,  sufficient  to  scent. 
Macerate  the  gum  in  one  quart  of  cold  water  for  24 
hours,  add  other  ingredients,  and  strain  through  cheese- 
cloth. Beat  the  solution  with  an  egg-beater  until  a  uni- 
form, creamy  mixture  is  obtained.  Color  a  light  pink 
with  a  few  drops  of  red  aniline  in  alcohol. 


FORMULAS  RECEIVING  HONORABLE  MENTION. 


The  following  formulas  have  been  selected 
by  the  judges  as  worthy  of  honorable  mention: 

ALHONDO  CKBHE. 

Stmbitltd  by  GtorQt  3.  Evant,  Oetan  Grovi,  N.  J. 

White  war 8  ounces. 

Oil  of  sweet  almonds 8  on 

Po.  white  Castile  soap 8  ou 

Glycerin  4oii 

Ext.  Cashmere  Bouquet 2  drachms. 

Ext.  violet  2  drachms. 

Oil  of  rose  geranium... 8  drops. 

Alcohol  '/t  ounce. 

Directions. — Melt  the  wax  and  add  the  oil  of  sweet 
almonds.  To  this  add  the  Castile  soap,  previously  dis- 
solved in  yi  gallon  of  warm  water.  Add  soap  solution, 
while  warm,  to  first  solution,  also  warm ;  add  slowly, 
shaidng  thoroughly.  When  cold,  add  the  glycerin.  Mix 
the  oil  and  the  extracts  in  the  alcohol,  and  add  last.  To 
finish,  add  water  to  make  one  gallon.  Strain  through 
cheese-cloth. 


2.  Inexpensive,  allowing  immense  profit. 

3.  Harmless  and  elTective.    Results  will  not 
be  surpassed  by  the  usual  complicated  and  ex- 


MENTHOLATED  TOILET  CREAH. 

Submitted  by  M.  Jeiefli  Fadgtn,  Baltimort,  Md. 

Powd.  tragacanth 4  drachms. 

Menthol  cryst 40  grains. 

Tr.  benzoin  2  drachms. 

Glycerin  1  ounce. 

Perfume  2  drachms. 

Alcohol 2!4  ounces. 

Water q.  s.  ad  32  ounces. 

For  perfume: 

Oil  of  bergamot 1  o 

Oil  of  lavender  flowers 1  o 

Oil  of  cloves yi  o 

Oil  of  rose  geranium 80  mr 

Vanillin 40  grains. 

Direcllons.—Fhce  the  alcohol  in  a  quart  bottle  and 
dbsolve  the  menthol,  perfume  and  tincture  of  benzoin 
in  this.  Add  the  tragacanth,  agitating  until  free  of 
lumps.  Now  add  one  pint  of  water,  all  at  once,  and 
shake  the  bottle  vigorously.  You  now  have  a  nice, 
thick  cream.  Add  glycerin  and  water  to  fill  the  bottle, 
then  strain  through  cheese-cloth. 

Mr.  Fadgen  claims  the  following  advantages 
for  his  preparation: 

1.  Easily  and  quickly  made. 


John  C.  MDlleuli.  i 


ir  of  the  first  prlu  in  t 


pensive   mixture,    which   sometimes    requires 
days  to  make. 


COLOGNE  CREAH. 


lined  bl  Fro 


k  p.  Robi'ni 


m,  Ub. 


Quince  seed 1}4  drachms. 

Boric  acid  J4  drachm. 

Glycerin  2  on 

Spts.  vini  rect 3  oi 

Phenol J^  drachm. 

Cologne  water 1  ounce. 

Oil  lavender  flowers 20  drops. 

Glycerite  of  starch 2  ou 

Dist.  ext.  witch-haiel q.  s.  ad  16  ounces. 

Dissolve  the  boric  acid  in  eight  ounces  of  water;  add 
the  quince  seed  and  macerate  for  twenty-four  hours; 
then  press  through  a  straining  cloth.  To  this  add  the 
glycerin,  phenol,  and  the  glycerite  of  starch  well  mixed. 
Mix  the  cologne  and  oil  with  the  alcohol.  Add  the 
solution  to  the  mucilage,  mix  thoroughly,  and  press 
through  a  straining  cloth. 
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This  formula  has  been  used  continuously  for 
thirty  years  for  chapped  hands  and  roughness 
of  the  face,  and  enjoys  a  better  demand  to-day 
than  ever  before. 


CYDONIA  CREAM. 

Submitted  by  C,  S.  Hanks.  Newark,  N.  Y. 

Quince  seed  4  ounces. 

Warm  water 4  pints. 

Rose-water 3  pints. 

Sodium  borate 1  ounce. 

Glycerin 4  ounces. 

Alcohol 16  ounces. 

Oil  of  rose  geranium 60  minims. 

Oil  of  bitter  almonds  can  be  used  instead  of  the  oil 
of  rose  geranium. 

If  an  after-shave  cream  is  desired,  30  grains  of  men- 
thol may  be  added. 

Wash  the  quince  seed  and  crack  up  in  a  mortar; 
then  add  to  the  warm  water  and  macerate  two  hours. 
Strain  through  muslin  and  add  enough  cold  water  to 
make  4  pints  of  mucilage. 

Mix  the  balance  of  the  ingredients  as  follows :  Dis- 
solve the  sodium  borate  in  the  rose-water  and  add  the 
alcohol,  in  which  the  oil  has  previously  been  dissolved. 

Mix  the  two  solutions,  shake,  and  strain ;  strain  sev- 
eral times. 

The  perfume  may  be  varied  to  suit  the  fancy. 


TWO  PRODUCTS. 

Submitted  by  John  Culley,  Ph.G.,  Ogden,  Utah. 

We  quote  an  excellent  point  from  Mr.  Cul- 
ley's  communication: 

"We  make  and  sell  two  preparations  for  this 
purpose,  and  thereby  double  the  sale.  The 
treatment  consists  of  a  liquid  toilet  cream  and 
a  cold  cream. 

"No  two  persons'  skin  is  the  same,  and  no 
one  preparation  will  produce  the  same  results 
on  every  kind  of  skin.  Some  skins  are  very 
dry,  harsh,  roughen  easily;  and  such  a  skin 
needs  a  greasy  cold  cream  to  supply  the  de- 
ficiency. Other  skins  are  more  or  less  greasy, 
and  require  a  glycerin  cream  to  put  them  in 
good  shape.  Our  argument  is  that  every  per- 
son needs  both  the  creams  to  keep  the  skin  in 
first-class  condition. 

"We  recommend  the  liquid  cream  for  day 
use  and  when  going  out  into  the  air,  as  it  can 
be  applied  quickly  and  dries  good.  Face  pow- 
der can  be  dabbed  on  immediately,  and  ad- 
heres better ;  while  at  the  same  time  the  lotion 
keeps  the  skin  from  chapping  and  tanning,  pre- 
vents the  weather  from  smarting  and  stinging, 
and  helps  to  heal  the  chaps  already  formed. 


"Then,  at  night,  use  the  cold  cream  for  heal- 
ing and  cleansing  purposes.  To  heal  and  clean 
the  skin  you  must  have  grease  of  some  kind. 
Apply  very  liberally,  allow  to  stay  on  as  long 
as  possible,  and  then  remove  with  a  damp  cloth. 
The  skin  will  then  be  perfectly  clean,  free  from 
dirt  and  impurities  collected  during  the  day, 
and  any  roughness  and  chappy  condition  will 
soon  disappear.  One  or  two  days'  treatment 
is  usually  enough  to  cure  any  ordinary  case  of 
chaps  or  roughness.  The  continued  use  of  this 
treatment  will  prevent  any  recurrence  of  the 
trouble. 

"The  above  talk  sounds  like  a  patent  medi- 
cine advertisement,  but  it  is  the  argument  we 
put  up,  and  it  sells  the  goods." 

The  following  are  the  formulas  for  the 
creams: 

UQUID  TOILET  CSEAM. 

Quince  seed 1^  pounds. 

Hot  water,  .q.  s.  to  make  mucilage  2^  gals. 

Wash  the  quince  seed  with  cold  water,  add  the  hot 
water  and  let  stand  about  twelve  hours,  then  strain  with 
moderate  pressure.  Add  more  water  to  the  seed  and 
strain  till  you  get  the  required  quantity  of  mucilage. 
Then  add  to  the  above — 

Extract  witch-hazel  10  pints. 

Mix  very  thoroughly. 

To  the  above  add  the  following  mixture: 

Borax 5  ounces. 

Glycerin 5  pounds. 

Mix  with  heat,  and  then  add  the  following: 

Menthol 25  grains. 

Triple  extract 5  ounces. 

Alcohol 5  pints. 

Mix  and  add  all  to  the  first  mixture  and  strain. 
Put  up  in  a  four-ounce  bottle,  label  properly,  and 
sell  for  25  cents. 

COLD  CREAM. 

Oil  of  sweet  almonds 51  ounces. 

Lanum,  anhydrous 7^  ounces. 

Paraffin 10  ounces. 

White  wax 12  ounces. 

Borax 1  ounce. 

Oil  of  rose  geranium 3  drachms. 

Oil  of  rose,  artificial 3  drachms. 

Water,  hot 18  ounces. 

Melt  together,  on  a  water-bath,  the  oil  of  almonds* 
lanum  wax,  and  paraffin.  Dissolve  the  borax  in  the  hot 
water  and  add  it,  all  at  once,  to  the  melted  wax  and 
oil.  Stir  and  beat  continuously  till  nearly  set,  then  add 
the  rose  oils,  mixing  thoroughly.  Box  while  still  warm 
in  two-ounce  jars. 

Sell  for  25  cents. 


CIGARS  IN  A 

FOURTH  OF  JULY  WINDOW 


It  is  one  thing  to  put  an  artistic  trim  in  the 
windows ;  it  is  quite  another  to  put  in  a  trim 
that  actually  sells  goods. 

A  multiplicity  of  trims  are  merely  artistic. 
They  attract  notice;  excite  comment;  but  they 
do  not  press  down  very  hard  on  the  cash  regis- 
ter keys. 

The  window  which  is  pictured  in  connection 
with  this  article  helped  sell  nearly  1600  cigars 


A  false  floor  was  put  in  the  window,  which 
slanted  upward  and  backward  slightly.  Two 
home-made  holders  were  constructed,  and  one 
placed  on  either  side  of  the  eagle.  These  hold- 
ers, which  were  covered  with  white  crepe 
paper,  were  in  the  form  of  crosses,  and  each 
held,  invitingly  tilted,  four  boxes  of  cigars. 
White  crepe  paper  was  used  on  the  floor  of  the 
window,  and  in  other  places  where  a  covering 


in  one  day.  That  day  was  Fourth  of  July,  last 
year,  and  the  store  which  reaped  this  harvest 
was  that  of  Esser  Bros.,  415  Grand  Avenue, 
Milwaukee,  Wis. 

The  genera!  contour  of  the  window  was  tri- 
angular. Once-used  packing  cases  were  em- 
ployed to  build  up  the  superstructure,  the 
boxes  being  covered  with  cloth.  A  large  stuffed 
American  eagle  (borrowed  for  the  occasion 
from  a  friend)  was  placed  at  the  apex,  and 
suspended  above  the  bird  was  the  Star- 
Spangled  Banner.  In  the  bird's  talons  were 
two  flags,  also,  these  flags  being  tastefully 
draped  over  a  sign  which  bore  the  legend — "A 
National  Cigar  for  Good  Americans." 


was  needed.  The  total  cost  of  the  display,  not 
figuring  labor,  did  not  exceed  seventy-five 
cents. 

There  is  nothbg  startlingly  original  about 
this  window,  but  its  psychology  is  well- 
conceived.  The  linking  of  the  patriotic  spirit 
of  the  day  with  a  popular  brand  of  cigars  is 
what  turned  the  trick.  This  linking  was  done 
artistically,  and  was  not  overdone. 

However,  it  cannot  be  said  the  phenomenal 
sales  mentioned  above  were  due  altogether  to 
this  trim.  Acting  in  consonance  with  the  win- 
dow were  the  spirit  of  the  occasion  and  the  ex- 
cellent location  enjoyed  by  Esser  Brothers' 
store. 


327  DRUGGISTS 

AND  THE  SODA  FOUNTAIN 


It  will  be  recalled  that  the  March  and  April 
issues  of  the  Bulletin  contained  articles  on 
prescription-pricing  based  on  data  supplied  by 
our  readers.  Five  hundred  return  post-cards 
were  mailed  out.  Certain  questions  were 
asked,  and  the  responses  received — 272  in 
number — constituted  the  foundation  on  which 
we  built.  The  cards  were  assorted,  compared, 
analyzed,  and  a  number  of  conclusions  which 
could  not  well  be  avoided  were  worked  into 
the  articles  mentioned. 

The  names  constituting  the  mailing-list  were 
selected  at  random.  No  attempt  was  made  to 
get  certain  men's  views.  What  we  wanted  was 
a  miniature  reflection  of  prescription-pricing 
conditions  as  they  existed  throughout  the  en- 
tire United  States. 

Encouraged  by  the  result  of  our  previous 
canvas,  we  sent  out  500  more  cards  a  short 
time  ago,  the  information  sought  this  time 
bearing  on  the  soda  fountain  situation.  We 
received  327  replies,  these  coming  from  every 
State  in  the  Union  except  Montana,  and  in- 
cluding the  District  of  Columbia.  The  cards 
bore  the  following  questions: 


1.  Do  you  get  5  or  10  cents  for  ice-cream 
soda? 

2.  What  do  you  estimate  the  average  cost  of 
a  glass  of  ice-cream  soda  to  be? 

3.  What  portion  of  the  total  annual  sales  of 
your  store  is  represented  by  soda-fountain  re- 
ceipts? 

4.  Do  you  favor  the  serving  of  pie,  sand- 
wiches, and  coffee  at  the  fountain? 


Over  a  quarter  of  the  responses  received 
gave  the  information  that  the  druggists  did 
not  operate  fountains  in  their  stores;  to  be 
specific,  98  replied  in  this  manner.  This  did 
not  bar  them  from  answering  the  fourth 
question,  however;  and  it  probably  goes  with- 
out saying  that  a  number  of  good,  fat,  healthy 
bricks  were  heaved  at  the  limcheonette.  We'll 
get  to  that  later. 

Of  the  229  remaining,  59  get  five  cents  for 
ice  cream  soda;  166  get  ten  cents;  3  sell  both 
five-  and  ten-cent  ice  cream  sodas;  1  (in  Ne- 


BASED  ON  A  POST-CARD  CANVASS 

vada)  gets  ten  cents  for  an  ice  cream  soda  if 
trimmed  merely  with  a  syrup,  and  fifteen  cents 
if  a  crushed  fruit  is  used;  and  2  (one  in  Ari- 
zona and  one  in  Idaho)  get  fifteen  cents,  or 
two  for  a  quarter. 

THE  FIVE-CENT  SODA. 

Those  who  sell  ice  cream  soda  for  five  cents 
are  sadly  in  the  minority.  To  one  druggist 
who  does,  there  are  three  druggists  who  do  not. 

Those  who  get  only  five  cents  would  like  to 
raise  the  figure  to  ten,  but  do  not  deem  it  wise 
to  do  so.  One  man  writes :  "We  can't  get  but 
five  cents  here.  We  use  7-ounce  glasses."  An- 
other man  says:  "I  find  it  hard  to  put  up  a 
ten-cent  drink,  as  the  price  has  always  been 
five  cents."  Still  another  writes:  "We  started 
a  movement  to  get  ten  cents,  but  the  Greeks 
refused  to  join  us." 

A  man  in  Ohio  raps  the  five-cent  soda  rather 
hard.  He  says :  "Ice  cream  sodas  sold  at  five 
cents  in  a  store  doing  a  small  business  can  be 
looked  on  in  no  other  way  but  as  advertising." 

The  cards  bear  no  evidence  of  attempts  to 
defend  the  five-cent  ice  cream  soda.  It  seems 
to  be  generally  recognized  that  five  cents  isn't 
enough.     Many  cards  are  frankly  apologetic. 

When  we  get  to  the  matter  of  the  cost  of  the 
five-cent  ice  cream  soda  we  encounter  the 
widest  disparity.  Here  is  the  way  a  tabula- 
tion looks:  two  druggists  claim  that  it  costs 
them  2  cents;  two  that  it  costs  2^  cents;  four 
that  it  costs  2}^  cents;  fourteen  that  it  costs  3 
cents;  sixteen  that  it  costs  S}^  cents;  four  that 
it  costs  3^  cents;  ten  that  it  costs  4  cents;  and 
one  that  it  costs  5  cents ! 

Our  cost  question  was  so  phrased  that  defi- 
nite figures  were  not  required.  We  called  for 
an  estimate,  merely.  But  the  wide  range  cov- 
ered by  these  estimates  points  to  one  of  three 
conditions:  either  the  size  of  the  glass,  or  dish, 
varies  greatly,  or  else  the  standard  of  material 
is  high  in  some  cases  and  low  in  others — 
either  one  of  these  conditions  prevails  or  else 
the  estimates,  taken  as  a  whole,  are  merely  off- 
hand guesses.  We  are  rather  inclined  toward 
the  latter  belief. 

In  a  great  many  places,  it  seems,  it  is  the 
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custom  not  to  figure  costs,  but  to  watch  com- 
petition. If  Brown  uses  a  12-ounce  glass, 
Smith  must.  If  Smith  uses  an  eight-to-the-pint 
disher,  Brown  must.  And  thus  the  standard 
is  gradually  shoved  up  until  the  margin  of 
profit  becomes  microscopic  or  disappears  alto- 
gether. 

COST-KNOWLEDGE  ESSENTIAL. 

While  the  task  of  getting  at  the  cost  of  an 
ice  cream  soda  is  rather  a  difficult  problem, 
still  there  is  no  excuse  handy  for  the  dealer 
who  does  not  make  an  attempt,  at  least,  to  lay 
bare  so  basic  a  principle.  An  ice  cream  soda 
is  as  much  a  commodity  as  a  hair-brush,  and 
should  be  marketed  in  much  the  same  manner. 
The  idea  should  not  be  indulged  in  that  soda 
fountain  profits  are  so  prodigally  liberal  that 
they  will  stand  all  sorts  of  carelessness  and 
abuse,  for  this  isn't  so.  In  common  with  many 
other  profits,  fountain  profits  are  shrinking, 
this  being  due  not  particularly  so  much  to  ad- 
vances in  cost  of  material  as  to  rising  stand- 
ards.    Any  old  thing  won't  do,  any  more. 

So  the  only  wise  course  is  to  know  costs, 
not  only  the  original  cost  of  the  goods,  but  the 
cost  of  selling  the  goods,  also.  In  those  cases 
where  the  fountain  is  in  charge  of  special  help 
hired  for  that  purpose,  and  for  that  purpose 
only,  this  combined  task  is  comparatively  easy. 
Moreover,  it  is  a  safe  bet  that  the  man  who 
has  progressed  to  the  stage  where  his  fountain 
can  be  placed  in  charge  of  special  help  knows 
costs  and  expenses.  He  wouldn't  be  where  he 
is  if  he  wasn't  a  business  man ;  and  a  business 
man  knows  these  things.  It's  the  little  fellow, 
the  struggler,  who's  careless,  usually;  just  the 
man  who  shouldn't  be — who  can't  afford  to  be. 

Taking  up  now  the  cost  of  the  ten-cent  soda, 
we  find  that  one  himdred  and  fifty-three  of 
those  who  get  ten  cents  responded  to  our  call 


for  an  estimate ;  and  here,  again,  we  encounter 
a  bewildering  spread  of  numerals.  The  figure 
runs  from  three  cents  to  seven-and-a-half 
cents.  Six  druggists  place  the  estimate  at  8 
cents;  twelve  at  SJ^  cents;  thirty  at  4  cents; 
two  at  4 J4  cents ;  one  at  4^  cents ;  forty-two 
at  5  cents;  four  at  5J4  cents;  forty  at  6  cents; 
eight  at  6J^  cents;  four  at  6%  cents;  two  at  7 
cents;  and  two  at  75^  cents. 

According  to  these  figures,  the  average  esti- 
mated cost  is  a  trifle  above  five  cents. 

These  figures,  we  take  it,  do  not  include  sell- 
ing expense,  nor  should  they.  Such  items  as 
clerk-hire,  breakage,  depreciation,  etc.,  are 
items  of  selling  cost,  and  belong  in  the  expense 
account. 

A  POINT  TO  BE  CONSIDERED. 

In  this  connection  a  letter  received  in  re- 
sponse to  one  of  our  cards  proves  interesting. 
We  quote: 

"The  greatest  trouble  with  those  who  run 
soda  departments  is  that  they  do  not  figure 
what  it  actually  costs  to  run  a  fountain,  begin- 
ning with  help,  rent,  light,  insurance,  etc.,  and 
concluding  with  laundry,  breakage,  a  few 
spoiled  and  wasted  syrups  now  and  then,  and 
a  score  or  more  other  things  that  one  does  not 
think  of  when  he  cashes  up  at  night." 

There's  little  rhyme  in  that  sentence,  but 
there's  more  sound  gospel  than  there  is  in  some 
big  books. 

Getting  along  to  our  third  question,  which 
asks  what  portion  of  the  sales  of  the  store  is 
represented  by  soda  fountain  receipts,  an  an- 
alysis of  the  cards  gives  us  this:  in  nineteen 
stores  f  oimtain  receipts  constitute  20  per  cent ; 
in  fourteen  stores,  10  per  cent;  in  thirteen 
stores,  12 J4  per  cent;  in  twelve  stores,  15  per 
cent;  in  eleven  stores,  25  per  cent;  in  eight 
stores,  8  per  cent;  in  six  stores,  88 J4  per  cent; 


PRIZE-WINNERS  IN  OUR  ADVERTISING  CONTEST. 

The  specimens  submitted  in  our  recent  contest  for  druggists'  best  newspaper  advertisements  were 
duly  turned  over  to  a  special  prize  committee,  and  the  following  awards  have  been  made: 

First  prize  of  $10.00  to  Charles  F.  Haas,  with  the  H.  J.  Sherwood  Company,  Cleveland,  Ohio. 

Second  prize  of  $5.00  to  the  Culley  Drug  Co.,  Ogden,  Utah. 

Third  prize  of  $5.00  to  A.  L.  Remington,  Silver  Springs,  N.  Y. 

These  three  prize- winning  ads.  will  all  be  reproduced  in  next  month's  issue  of  the  Bulletin^  and 
we  shall  also  show  some  of  the  other  clever  ads.  submitted  in  the  contest. 
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in  four  stores,  1'6  per  cent;  in  two  stores,  30 
per  cent;  in  one  store,  40  per  cent;  in  another, 
60  per  cent;  and  in  still  another,  65  per  cenU 
Besides  this,  there  are  eleven  stores  which  esti- 
mate the  proportion  variously  between  1  per 
cent  and  7  per  cent ;  and  in  addition  there  are 
two  stores — the  only  two  in  the  lot,  apparently 
— which  know  just  exactly  what  the  figure  is. 
One  states  it  thus:  6.833  per  cent,  and  the 
other  thus:  16.64  per  cent. 

One  could  scarcely  look  for  imiformity  in 
this  particular.  No  two  stores  are  alike;  no 
two  communities  are  alike.  The  data  is  too 
incomplete  to  serve  as  the  basis  for  a  few  gen- 
eral conclusions.  It  is  included  merely  because 
it  is  interesting. 

FAVORABLE  TO  THE  LUNCHEONETTE. 

We  mailed  out  500  cards,  and  received  327 
replies.  Any  one  who  has  had  a  little  expe- 
rience at  this  sort  of  canvassing  will  be  struck 
at  once  by  the  large  number  of  responses. 
Three  himdred  and  twenty-seven  out  of  five 
himdred  is  'way  above  the  average. 

Why  the  ready  response  ? 

Question  four  is  what  brought  them  out: 
"Do  you  favor  the  serving  of  pie,  sandwiches 
and  coffee  at  the  fountain?" 

Let  us  pause  and  count  up.  We  find  that 
82  favor  the  luncheonette,  and  that  64  do  not 
commit  themselves.    This  leaves  181  bricks. 

Most  of  those  who  favor  the  luncheonette 
content  themselves  with  merely  registering  an 
affirmative.  Some,  however,  go  a  little  into 
detail.  We  quote  a  man  in  South  Dakota: 
"You  bet!  We  just  installed  a  luncheonette, 
and  it  looks  good  to  us." 

Another  card  from  South  Dakota:  "I  run 
a  complete  luncheonette  department  and  serve 
'most  everything.  This  is  located  in  a  balcony 
made  especially  for  the  purpose,  and  we  have  a 
chef  in  charge."  A  man  in  Rhode  Island  says: 
"Yes.  Give  the  public  what  it  calls  for.  Sell 
anything  that  will  get  people  into  the  habit  of 
coming  into  your  store."  A  man  in  Alabama : 
"We  have  found  the  limcheonette  a  great 
drawing-card.  Our  business  is  increasing  rap- 
idly." A  man  in  New  York :  "Yes ;  pie,  sand- 
wiches and  coffee.  But  not  salads,  chicken  pie, 
meat  pie,  pork  chops,  potatoes,  etc. ;  at  least  not 
for  us.  We  have  found  that  when  we  go  in 
too  heavily  the  expense  pulls  our  profits  down." 
A  man  in  Mississippi:  "A  cafe  department  has 
greatly  strengthened  our  business.    Many  peo- 
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OPPOSED  TO  THE  LUNCHEONETTE. 

The  negatives  have  not  been  as  bashfuL 
Without  comment  we  quote  a  dozen  cards,  the 
first  being  from  Pennsylvania:  "Emphatically 
no!  Either  run  a  drug  store  or  sell  out  and 
buy  a  restaurant  or  hotel."  From  Colorado: 
"No.  Let  the  hash  houses  have  the  pie  busi- 
ness." From  Michigan:  "We  got  out  of  the 
soda  business  as  soon  as  the  fountains  became 
Baltimore  lunches.  The  soda  fountain  is  the 
druggist's  hell,  and  is  what  keeps  him  from 
having  good  hours.  It's  soda  sales  that  keeps 
his  store  open  until  midnight  and  prevents  the 
trade  from  getting  together  on  the  early- 
closing  policy."  From  Indiana:  "Am  trying 
to  run  a  drug  store,  not  an  ice  cream  parlor, 
restaurant  or  saloon."  From  Illinois:  "Con- 
sider the  serving  of  foods  at  the  soda  fountain 
degrading  to  the  drug  business."  From  Mas- 
sachusetts: "No,  not  in  my  store.  But  I  like 
a  good  piece  of  pie." 

From  Wisconsin:  "Why  spend  time  and 
money  in  a  pharmacy  school,  and  then  get  busy 
hopping  lunch  counters?" 

From  Missouri :  "Some  drug  stores  are  rim- 
ning  lunch  counters,  but  we  are  not  big  enough 
yet  to  want  to  hog  it  all." 

From  New  Hampshire:  "When  a  man  finds 
it  necessary  to  make  a  living  selling  hot  dogs, 
he  had  better  pull  in  the  sign,  'Druggist'  " 

Another  from  New  York :  "We  handle  soda 
water,  but  draw  the  line  on  pancakes  and 
corned  beef  with  cabbage." 

From  Ohio:  "The  drug  business  is  bad 
enough,  but  may  the  good  Lord  deliver  us 
from  the  ham-and!" 

And  lastly,  from  Connecticut:  "There  is 
nothing  so  far  in  the  history  of  pharmacy  that 
has  degraded  it  so  much  as  the  establishment 
of  a  pie-counter  in  one  comer  of  the  store.  Can 
we  still  claim  the  right  to  class  our  calling  as 
a  profession?" 

To  briefly  and  roughly  recapitulate,  our 
cards  indicate  that  soda  fountains  are  found 
in  less  than  three-quarters  of  our  drug  stores ; 
that  one-fourth  of  those  who  do  operate  foun- 
tains sell  ice-cream  soda  for  five  cents ;  that  the 
average  cost  of  the  ten-cent  ice  cream  soda  is 
a  trifle  more  than  5  cents ;  and  that  one^uarter 
of  those  who  have  fountains  favor  the  lunch- 
eonette. 


"MY  BEST  PAYING 
SIDE-LINE"— Dollar  Watches 


In  looking  over  our  store  to  select  the  best- 
paying  side-line  it  would  be  a  hard  matter  to 
overlook  the  profit  made  on  cheap  watches. 

About  two  and  a  half  years  ago  we  con- 
ceived the  idea  that  a  line  of  cheap  watches 
might  prove  a  success.  So  on  the  advice  of 
our  manager,  who  buys  our  sundries,  we  pur- 
chased from  a  jobber  a  few  timekeepers  to 
retail  at  a  dollar  each. 

When  the  watches  arrived  we  were  at  a  loss 
as  to  the  method  of  displaying  them,  and  for 


Lewis  L.  Refsel. 

a  few  weeks  our  new  stock,  which  was  com- 
posed of  a  few  of  a  highly-advertised  brand, 
was  consigned  to  a  show-case  in  the  front  part 
of  the  store. 

After  a  few  weeks  the  manager  happened 
to  be  looking  over  the  stock  and  ran  across  the 
watches,  and  we  were  again  confronted  with 
the  proposition  as  to  how  they  were  to  be  put 
on  sale.     At  last  the  problem  was  solved  by 
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taking  a  barrel  head  and  covering  it  with  black 
velvet  and  screwing  brass  hooks  in  it,  so  as  to 
almost  cover  the  surface  of  the  board  with 
watches.  Of  course,  a  price  ticket  was  at- 
tached to  each  watch. 

The  results  of  our  labor  were  fruitful.  Just 
over  Sunday  we  sold  enough  to  let  us  know 
that  we  had  hit  upon  a  very  good  profit-payer. 
We  immediately  purchased  three  dozen  of 
these  watches  from  an  eastern  firm.  This 
looked  at  that  time  as  somewhat  of  a  venture, 
but  as  the  goods  moved  out  we  were  compelled 
to  buy  more,  until  now  we  buy  in  lots  of  two 
hundred  at  a  time. 

We  have  also  made  a  good  deal  of  improve- 
ment in  the  method  of  display.  We  l^d  an 
old  sponge-case  in  the  form  of  a  pyramid 
which  we  covered  with  black  cloth.  In  the 
meshes  of  the  cloth  we  fastened  brass  wire 
hooks  and  hung  watches  on  these..  We  also 
ran  a  Hne  of  picture  wire  in  the  front  window 
next  to  the  glass  at  about  the  level  of  the  eye, 
and  hung  watches  on  this.  But  one  of  the 
most  important  points  in  displays  of  this 
kind  is  to  make  the  price  ticket  the  prominent 
feature. 

Our  first  stock  of  watches  cost  us  eight  dol- 
lars a  dozen,  but  those  purchased  in  quantities 
may  be  had  as  low  as  fifty-two  cents  each,  with 
our  name  on  the  dial.  These  can  be  purchased 
of  the  Westclox  Co.,  LaSalle,  Illinois. 

Any  one  wishing  to  take  this  up  as  a  side- 
line need  not  be  afraid  to  make  any  watch  good 
that  may  be  returned,  as  they  are  all  taken  up 
by  the  manufacturers  and  replaced  with  new 
ones. 

This  is  an  easy  line  to  sell ;  as  easy  as  selling 
cigars.  And  as  far  as  profit  goes,  it  has  19-37- 
73  running  up  the  lane. 

We  unqualifiedly  advise  the  stocking  of  dol- 
lar watches.    Make  them  a  feature. 


This  series  of  articles  on  "My  Best  Paying  Side  Line"  zviU  be  continued.     The  next 
paper  will  be  devoted  to  the  subject  of  magazines. 
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The  banker  had  been  right.  Other  stores 
came — ^two  of  them.  One — Charlie  Lathrop's 
— ^was  directly  across  the  street;  the  other, 
opened  by  a  young  German,  was  three  blocks 
up  the  street,  and  directly  between  two  large 
boarding-houses  which  accommodated  a  part 
of  the  workmen  engaged  in  the  various  activi- 
ties with  which  Frogtown  literally  shook.  By 
midsummer  the  estimated  population  of  the 
West  Side  was  close  to  five  thousand. 

The  day  following  Charlie  Lathrop's  dis- 
missal, Frank  Collins  had  entered  the  store  to 
learri  the  business.  He  was  to  take  three  years' 
training  at  college,  and  his  vacations  were  to 
be  spent  in  Mr.  Hemmenway's  store.  This 
meant  a  four-years'  wait,  but  both  he  and 
Gertrude  recognized  the  wisdom  of  such  a 
course  and  bowed  their  heads  dutifully  and 
smilingly  to  the  inevitable. 

One  would  have  thought  that  Mr.  Hemmen- 
way  had  journeyed  to  the  heart  of  the  Ever- 
glades and  found  the  Ponce  de  Leon  fountain 
of  youth,  so  full  he  was  of  bustle  and  snappy 
aggressiveness.  He  worked  early  and  late,  and 
his  deep  blue  eyes  sparkled  with  a  luster  and 
alertness  that  mirrored  the  nearest  approach  to 
genuine  happiness  he  had  felt  for  forty  years. 
The  one  thing  needed  to  bring  out  all  his  latent 
possibilities,  it  seemed,  was  Charlie  Lathrop's 
iFaithlessness. 

"Let  that  wharf-rat  sink  me?  Not  by  a 
dam  site!"  he  had  exploded  to  Hollis  P. 
Hammer,  one  day. 

"You'll  do!"  the  banker  had  responded, 
abstractedly,  as  if  voicing  an  opinion  formu- 
lated a  thousand  years  ago. 

The  months  that  followed  were  not  without 
their  worries,  however.  Charlie  proved  him- 
self in  every  way  an  aggressive  competitor,  and 
for  a  time  the  two  stores  struggled  for 
supremacy,  the  third  store  trailing  along  and 
barely  keeping  its  head  above  water.  Charlie 
made  use  of  every  known  device,  legitimate  or 
otherwise,  to  attract  attention  and  gain  trade. 
He  joined  a  church  on  one  hand,  and  a  poker 
club  on  the  other.  He  became  a  member  of 
every  secret  society  in  Frogtown  to  which  he 
was   eligible.      He   led   grand   marches,    sent 
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flowers  to  funerals,  attended  christenings,  and 
managed  a  baseball  team. 

All  this  gave  him  a  certain  degree  of  promi- 
nence in  local  affairs  which  could  not  fail  to 
increase  his  business.  But  it  was  business 
bought  at  too  costly  a  price.  He  did  not  take 
into  consideration  the  fact  that  much  of  the 
present  population  of  the  West  Side  was  what 
might  be  termed  transient ;  it  was  composed  of 
workingmen  who,  when  their  tasks  were  fin- 
ished, would  move  on.  Had  the  young  pro- 
prietor's mind  been  endowed  with  a  mathe- 
matical turn  the  fallacy  of  such  a  course  would 
have  been  felt,  almost  instinctivelv.  But  his 
bump  of  figures  was  represented  by  a  de- 
pression; and  he  lacked  foresight,  as  well. 
Now  that  he  was  free  from  the  restraining 
authority  of  an  employer,  he  indulged,  hap- 
hazard, in  the  testing  of  a  score  of  amateurish 
theories,  which  he  flattered  himself  were  not 
only  original  but  brilliant. 

Above  his  prescription  case  hung  a  large 
framed  motto,  made  to  order,  and  which  read 
thus:  "This  Is  An  Age  of  Hustle;  Get  Thee 
Into  the  Collar !"  These  words  might  not  have 
reacted  to  the  disadvantage  of  the  cash  register 
had  not  the  idea  been  carried  to  a  still  greater 
extreme.  Stamped  on  his  advertising  matter 
was  a  combination  slogan  and  signature  not 
altogether  becoming:  "Charlie  Lathrop,  the 
Wide-awake  and  Hustling  Druggist !" 

Somehow,  the  better  class  of  patrons  did  not 
take  kindly  to  the  implied  association  of  haste 
with  compounding. 

The  course  pursued  by  Mr.  Hemmenway 
was  entirely  different.  He  stayed  in  his  store 
and  worked — ^worked  with  both  mind  and 
body.  He  kept  in  intimate  touch  with  every 
little  detail  of  his  business.  He  was  intensely 
interested.    He  wanted  to  win. 

He  found  in  Frank  Collins  an  exceptional 
assistant.  The  young  man  made  no  attempt 
to  usurp  an  authority  that  did  not  belong  to 
him,  but  entered  into  the  spirit  of  the  contest 
with  an  energy  and  enthusiasm  which  the  older 
man  could  not  fail  to  appreciate.  The  relation- 
ship existing  between  them  was  based  on  the 
new  order  of  things,  not  on  the  old;  and  the 
circumstances  connected  with  that  afternoon, 
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seemingly  so  long  ago,  when  the  old  man  had 
lost  his  grip  and  thrown  up  his  hands  in 
despair,  were  never  referred  to  in  any  way. 
All  that  was  before  the  day  of  the  "new  lease," 
which  Mr.  Hemmenway  talked  so  much  about. 

Little  by  little,  inch  by  inch,  however,  the 
Hemmenway  store  gained  ground.  It  began 
to  be  noised  about  that  Charlie  Lathrop  was 
seriously  involved  and  that  he  experienced  con- 
siderable difficulty  in  keeping  up  his  stock. 

One  day,  much  to  his  surprise,  Mr.  Hem- 
menway received  a  visit  from  Banker  Bradley. 

"How  do  you  do?"  greeted  the  younger 
man. 

"Hello,  Nate,"  responded  the  druggist,  smil- 
ing pleasantly. 

"How  are  you  making  it?"  inquired  the 
banker. 

"Fine !  I'm  going  to  start  a  string  of  banks 
out  in  South  Dakota  next  week." 

"Don't  want  to  sell  out  ?" 

"Sure,  I'll  sell  out !  You  need  a  few  more 
drug  stores." 

"What  do  you  mean  by  that,  Mr.  Hem- 
menway?" 

"It's  a  part  of  my  business  to  know  what 
happens  in  Frogtown.  A  certain  book  at  the 
recorder's  office  shows  that  you  hold  a  chattel 
mortgage  on  Lathrop's  stock  and  fixtures." 

"Yes,  I  let  Mr.  Lathrop  have  a  little  money 
— ^and  took  a  mortgage,  of  course.  I  own  the 
building  he  is  in." 

"The  drug  business  is  a  fine  business,  Mr. 
Bradley." 

'Well,  what'll  you  take  for  yours?" 
'Let  me  tell  you  something,  Nate,"  said  Mr. 
Hemmenway,  solemnly;  "you  haven't  robbed 
widows  and  orphans  enough  yet  to  have  be- 
come possessed,  by  any  possibility,  of  money 
enough  to  buy  me  out.  More  than  that,  you 
have  no  intention  of  buying  me  out.  So  what's 
the  use?" 

Banker  Bradley  laughed,  half-heartedly. 
"Sore,  are  you?"  he  sneered. 

"Not  in  the  least,"  responded  Mr.  Hemmen- 
way. "But  it  strikes  me,  Nate,  that  you've 
been  into  some  pretty  small  deals,  off  and  on. 
Charlie  Lathrop  thought  he  saw  a  chance  to 
beat  an  old  man  down  and  steal  the  pennies  out 
of  his  cup.  You  thought  the  chance  looked 
good,  too,  so  you  passed  him  a  club.  But  the 
old  man  is  very  much  alive  yet,  Mr.  Bradley; 
very  much  alive.  He  isn't  half  the  cripple  you 
thought  he  was — ^now,  is  he  ?" 
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"Business  is  business,"  expostulated  the 
banker.  "Hollis  P.  Hammer'U  make  half  a 
million  dollars  out  of  this  boom  on  the  West 
Side." 

"And  you  can't  sleep  nights,  thinking  about 
it!" 

"Well,  we'll  not  discuss  it,  sir;  that  or  any 
other  matter !  Give  me  a  plain  answer  to  this 
question,  and  I'll  get  out:  do  you  want  to  buy 
the  Lathrop  drug  store  ?" 

"No!"  shouted  Mr.  Hemmenway.  "And 
what's  more " 

Frank  Collins,  who  had  stood  respectfully 
apart,  broke  in  at  this  juncture. 

"Don't  make  so  much  noise,  Mr.  Hemmen- 
way," he  said,  smilingly.  "You'll  wake  the 
baby." 

Mr.  Bradley  laughed  inordinately — ^not  be- 
cause he  felt  particularly  mirthful,  but  because 
he  craftily  read  in  the  interruption  a  possibility 
he  had  contemplated.  He  had  every  reason  to 
believe  that  Mr.  Hemmenway  would  find  it 
difficult  to  take  on  new  obligations.  On  the 
other  hand,  he  knew,  or  thought  he  knew,  that 
Frank  Collins  could  readily  raise  the  necessary 
capital. 

"Does  Charlie  want  to  sell  ?"  asked  Frank. 

"That  isn't  exactly  the  point,  as  I  see  it,"  re- 
plied the  banker. 
'You  mean " 
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'Well,  his  paper  is  past  due.  On  top  of  that, 
he  isn't  the  world-beater  that  he  was  played  up 
to  be.  I  have  seen  it  exemplified  a  dozen  times: 
the  best  clerks  sometimes  make  the  poorest  pro- 
prietors." 

"Still,  if  he  doesn't  want  to  sell "  Frank 

purposely  left  the  sentence  unfinished. 

"Leave  that  to  me!"  said  the  banker,  confi- 
dently. 

"What  will  the  stock  and  fixtures  invoice?" 
asked  Frank. 

"Forty-two  hundred  dollars.  Then  there's 
the  little  matter  of  bonus." 

"Bonus !"  yelled  Mr.  Hemmenway,  grabbing 
the  rose-water  bottle  by  the  neck. 

Frank  interposed.  "Don't  do  anything 
rash,  Mr.  Hemmenway,"  he  said,  placing  the 
bottle  back  on  the  shelf.  "Remember  that  Mr. 
Bradley  is  virtually  our  guest." 

"That's  no  reason  why  he  should  insult  us ! 
Nate  Bradley,"  the  old  man  continued,  "when 
I  get  mad  I  can't  talk ;  there's  something  inside 
of  me  that  rises  up  and  bubbles.  But  there's 
one  thing  I  can  do,  and  if  you'll  come  out  in 
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the  back  yard  a  few  minutes  I'll  do  it,  too — 
by  Lucifer!" 

Fortunately,  just  at  this  point  there  was  an 
interruption.  A  street  urchin  stuck  his  head 
in  at  the  door. 

"Have  you  heard  the  news,  Mr.  Hemmen- 
way?"  he  piped,  shrilly.  "Charlie  Lathrop  has 
skipped !" 

"What's  that— what's  that?"  called  Mr. 
Hemmenway,  going  forward. 

"Yep!  Store's  been  closed  all  afternoon. 
Young  Doc.  Patterson's  wife's  gone,  too!" 
continued  the  boy,  with  a  significant  grin. 


Frank  Collins  stiffened  tensely,  and  a  steely- 
glint  shot  into  his  eyes. 

"Mr.  Bradley,"  he  said,  quietly,  "we  don't 
want  your  drug  store." 

"Nor  your  presence,"  supplemented  Mr. 
Hemmenway.    "Get  out !" 

"Oh,  very  well !"  said  the  banker,  shrugging 
his  shoulders. 

"It's  absolutely  impossible  for  some  men  to 
be  open  and  above-board,"  pronounced  Mr. 
Hemmenway,  viewing  the  retreating  figure. 

{To  be  continued.) 


BEN  ZOIN,  THE  DRUG 

CLERK,  TELLS  HOW  IT  HAPPENED 

By  WALTER  G.  LEACOCK 


Ben  Zoin,  the  drug  clerk,  who  stood  behind 
the  cigar-case  manicuring  his  nails,  nodded  in 
an  absorbed  manner  when  asked  if  the  world 
was  using  him  well. 

After  he  had  put  the  nail-file  back  on  the 
card  and  had  carefully  filled  and  lighted  his 
pipe,  he  said: 

"Bill,  this  is  a  funny  world!  Last  year  at 
this  time  I  was  on  the  road.  Yes,  sir,  a  regu- 
lar peddling  nuisance.  A  work-dodging  ama- 
teur chemist  in  Detroit  had  developed  a  form- 
ula for  a  toothache  plug,  and  he  talked  me  into 
taking  it  out. 

"With  a  six-dozen  order  we  gave  twelve 
dozen  free,  and  when  we  made  the  trade  once 
we  worked  back  in  a  circle  with  a  wide  arc — 
the  wider  the  better. 

"This  job  assayed  about  99  per  cent  expe- 
rience and  1  per  cent  pay.  I  got  so  wise  hand- 
ling small  change  that  I  don't  have  any  hesi- 
tation whatever  about  admitting  that  I'm  a 
bright  gink. 

"The  only  thing  that  saved  my  self-respect 
was  the  fact  that,  in  addition  to  the  experience 
gained,  I  had  so  much  fun  that  now  when  I 
feel  like  spending  money  attending  a  musical 
comedy,  I  get  out  my  old  route  list,  sit  in  my 
near-Morris  chair,  and  laugh  myself  silly. 

"I  met  the  girl  on  the  trip,  though,  and  if 
you  are  in  no  great  hurry  I'll  tell  you  about  it. 

"I  was  in  a  little  store  in  the  Upper  Penin- 


sula, had  sold  the  proprietor,  Doc  Wilcox,  who 
ran  the  only  pill  emporium  for  miles  around, 
and  was  engaged  in  earnest  conversation  with 
Doc's  beautiful  daughter,  Margaret,  when  I 
gently  kicked  a  playful  kitten  from  imder  foot 
and  got  the  shock  of  my  young  life. 

"Now  you've  known  me  for  some  time,  and 
my  folks  are  all  out  of  jail;  so  I  want  you 
to  believe  me  when  I  tell  you  that  that  kitten 
wasn't  a  kitten.  It  was  a  skunk.  Not  a  near- 
skunk  or  a  denatured  skunk,  but  a  plain,  every- 
day, Michigan,  all-wool-and-a-yard-wide  pole- 
cat. 

"Well,  Doc  yelled,  Margaret  screamed,  and 
the  skunk  just  eyed  me  and  debated  with  him- 
self whether  it  was  worth  while.  I  think  he 
noticed  my  clothes  needed  pressing,  and  figured 
me  out  for  a  one-suit  guy.  Anyhow,  he  mixed 
in  a  little  Christian  charity  with  good  business 
instincts  and  accepted  the  affair  as  purely  an 
accident. 

"It  seems  that  Doc  has  lived  in  the  U.  P.  so 
long  that  he  loves  animals  like  a  little  girl 
loves  a  doll,  and  his  pet  theory  was  that  he 
could  tame  and  handle  any  animal  in  existence. 
He  had  found  this  skunk  when  it  was  very 
small,  probably  orphaned  by  some  heartless 
trapper,  and  he  considered  this  an  opportunity 
to  demonstrate  to  the  scoffer  the  oft-pro- 
pounded theory  I  just  mentioned.  The  old 
boy  had  got  away  with  it,  too. 
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"I  am  not  trying  to  tell  you  that  this  little 
black  and  white  cuss  was  a  perfect  pet,  be- 
cause he  wasn't.  On  a  wet  day  he  effluviated 
a  pungent  odor  resembling,  somewhat,  the 
breath  of  a  buzzard  whose  sole  diet  has  been 
garlic  and  gasoline. 

"He  had  had  the  nm  of  the  store,  the  skunk 
had,  and  been  an  attraction  to  the  kids  for  a 
while ;  but  now  he  was  getting  too  strong  for 
such  a  light  job. 

"Margaret  said  she  wished  something  would 
happen  to  him — nothing  sudden;  but  that  in 
some  mysterious  way  Providence  would  elimi- 
nate him  from  the  scheme  of  things.  I  offered 
to  help- 

*  "Margaret  had  invited  me  over  to  the  house 
for  supper,  and  I  was  just  wondering  if  she 
wouldn't  be  some  class  on  the  coffee-pot  side 
of  the  supper  table  regularly,  when  the  arrival 
of  a  couple  of  Dagoes  leading  a  small,  woolly 
bear  created  a  diversion. 

"Bill,  I  don't  know  what  made  me  do  it.    I 


wanted  to  go  to  supper  with  that  girl.  I  never 
had  a  fight  in  my  life,  and  I  really  like  this 
climate.  But  I  just  picked  that  skunk  up  by 
the  nape  of  the  neck  and  threw  him  at  that 
bear! 

"The  bear  swiped  at  him  and  fouled  him 
off,  and  before  you  could  speak  twice  the 
atmosphere  was  so  thick  it  would  have  dulled 
an  axe. 

"I  closed  the  door  and  laughed.  That  was 
a  mistake.  Doc  kicked  me  eight  or  ten  times 
before  I  could  get  my  transmission  out  of  neu- 
tral. I  left  by  the  back  door  on  high  speed, 
picking  up  fast,  too.  I  had  my  grip  containing 
five  gross  of  plugs  to  carry,  and  I  figure  that 
this  handicap  cost  me  eighty  or  ninety  bruises. 

"I  made  the  train  and  stood  up.  The  con- 
ductor asked  me  to  sit  down,  but  I  explained 
that  I  always  traveled  standing. 

"That's  about  all,  except  the  letters  I've  got 
from  the  girl,  since.  Next  fall  we're  going 
to  meet  at  the  Soo  and  hunt  up  a  justice," 
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DOLLAR  IDEAS 


One  dollar  is  paid  by  return  matt  far  all  eonlr3»t- 
lions  accepted  for  this  department.  The  ideas  must  be 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 

A  SERVICEABLE  SIFTER. 
N.  A.  Thompson,  Seattle,  Wash.:  An  ex- 
cellent sifter  for  certain  powders  may  be  made 
as  follows:  First  take  a  box  made  about  two 
feet  square  and  four  feet  high.  Cut  off  the 
box  at  about  fifteen  inches  below  the  top,  and 
cut  notches  in  both  top  and  bottom  for  an  axle 
about  one  inch  in  diameter.  Then  make  two 
circular  wooden  wheels,  large  enough  to  go 
into  the  box  without  touching,  and  fasten  upon 


INNER  CHAMBER  FOR  ATOMIZERS. 
D.  IV.  Rich,  Middletown,  N.  Y.:  It  is  some- 
times desired  to  use  in  an  atomizer  a  small 
amount  of  an  expensive  solution  or  medicine 
which  the  individual  has  on  hand,  the  amount 


being  too  small  to  use  successfully  in  the  ordi- 
nary atomizer.  In  such  a  case  insert  into  the 
atomizer  bottle  a  small  homeopathic  vial  con- 
taining the  medicine,  put  the  atomizer  tube 
down  into  the  vial  and  screw  on  the  top. 


the  axle  just  far  enough  apart  to  go  into  the 
box.  Make  a  door  in  one  wheel  which  can  be 
closed  tightly.  Now  fasten  the  wheels  firmly 
on  the  axle  and  cover  their  circumference  with 
bolting  cloth,  which  may  be  secured  in  suitable 
size  at  a  flouring  mill. 

You  now  have  a  simple  and  useful  sieve 
which  will  handle  several  hundred  pounds  of 
material  daily. 


A  NEW  USE  FOR  CUT-OUTS. 
Daniel  Cushing,  Yorktoivn,  Texas:  Here  is 
an  idea  in  advertising  that  you  may  pass  along ; 
I  have  tried  it  and  found  that  it  gets  results: 
When  you  have  made  a  window  display  using 
cut-outs,  dummies,  etc.,  don't  throw  them  away 
when  you  take  them  out.  Stamp  your  name 
on  them  and  put  them  in  farmers'  buggies  and 
wagons.  They  will  take  them  home,  and  you 
will  keep  the  makers  and  your  name  before  the 
people.  This  costs  nothing  except  the  trouble 
of  distribution,  and  I  have  found  some  dum- 
mies being  used  as  playthings  as  long  as  a  year 
after  I  discarded  them. 


RED  LABELS  FOR  VETERINARY  MEDICINE. 

Nicholas  Fox,  Spalding,  Neb.:  To  protect 
our  customers  against  mistakes  we  use  a  red 
label  on  all  veterinary  prescriptions  and  medi- 
cines. Each  label  is  plainly  marked  "This  is 
Veterinary  Medicine."  About  a  year  ago  one 
of  our  customers,  through  mistake,  took  a  dose 


Fox  Dkug  Store 

PHONE  IE  SPALDING,  NEB. 

THIS  IS  VETERINARY  MEDICINE 


No. 


Dr.. 


of  veterinary  medicine.  At  that  time  we  weie 
using  the  identical  white  labels  on  all  medi- 
cines. This  accident,  which  came  near  being 
the  cause  of  a  death,  taught  us  a  lesson.  The 
red  label  is  the  result  It  has  been  much  ap- 
preciated by  our  trade. 
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LETTERS 


TAic  it  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
tnHlual  inter  est. 


BEAR-HUNTING  IN  JAPAH. 
To  the  Editors: 

I  am  at  a  disadvantage,  in  some  respects,  tn 
living  so  far  from  the  center  of  medicine,  I 
was  not  able  to  submit  a  paper  in  the  "How  I 


In  the  beu  oonnbr  In  Jkpui. 

Keep  Myself  in  Good  Health"  contest,  but  I 
have  a  few  ideas  which  I  shall  nevertheless 
pass  along. 

When  I  was  clerking  I  usually  had  sufficient 
time  off  so  that  the  matter  of  getting  enough 


exercise  didn't  bother  me.  But  when  I  got 
into  business  for  myself  I  found  that  there  was 
much  more  worry  and  nervous  strain  con- 
nected with  the  drug  business  than  I  had  ever 
experienced  before. 

It  soon  became  necessary  to  look  after  my 


health  a  little,  and  I  have  adopted  the  follow- 
ing rules,  or  habits,  which  I  follow  regularly, 
if  not  religiously: 

I  get  up  every  morning  at  about  7.30,  take 
a  bath,  and  then  go  through  a  five-minute 
period  of  dumb-bell  gjmmastics.  After  this  I 
have  my  breakfast. 

In  addition,  I  play  tennis  about  twice  a 
week;  and,  more  agreeable  if  not  more  bene- 
ficial than  all,  every  month  I  take  two  days  off 
and  go  hunting ! 

These  hunting  trips  usually  consist  of  a  trip 
to  the  mountains  with  one  of  my  boys,  and  I 
do  a  good  bit  of  tramping,  so  that  when  I  re- 
turn to  the  city  I  fee!  greatly  refreshed,  and 
able  to  eat  well,  sleep  well,  and  do  a  full  day's 
work.  I  believe  that  himting  does  a  fellow 
more  good  than  anything  else,  as  it  takes  his 
mind  entirely  off  business  affairs,  thus  giving  it 
a  thorough  rest. 

I  am  sending  you  a  few  pictures  taken  on 
one  of  these  hunting  trips. 

It  is  being  held  too  closely  to  one  kind  of 
work  that  wears  the  druggist  out.  Relaxation 
is  what  he  needs — and  this  may  often  be  ob- 
tained by  very  simple  means.  If  he  did  noth- 
ing more  than  to  take  a  good  walk  every  day, 
it  is  my  opinion  that  this  would  be  sufficient  to 
keep  him  in  pretty  good  trim. 

Tokio.  Japan.  Jasper  A.  FennER. 


WHAT  DO  OUR  READERS  THINK? 
To  the  Editors : 

The  man  from  Kentucky  has  his  war  blood 
aroused  right  this  time.  One  of  my  good  cus- 
tomers who  has  been  sojourning  in  your  State 
of  Michigan  returned  last  week  and  to-day 
she  brought  in  a  prescription  and  asked  what 
I  would  charge  her  to  fill  same,  four  times  the 
quantity — meaning  for  me  to  fill  a  pint  bottle. 
Here  is  the  prescription : 

Sod.  bibor 20  grains. 

Sod.  salicyl 10  grains. 

Pot.  chloraje 30  grains. 

Ac.  carbolic 6  grains. 

Thymol, 

Menthol,  aa ^  grain. 

Oil  gaultheria 1  drop. 

Alcohol 34  drachm. 

Glycerin !4  ouacc. 

Aqua  dest.  q.  s 4  ounces. 

U.  ft.  sol. 

Sig. :  Cleansing  fluid. 
I  told  the  lady  the  mixture  would  cost  her 
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75  cents.  She  said,  "You  are  awfully  high!" 
And  it  soon  developed  that  she  had  paid  35 
cents  per  pint  in  Michigan. 

I  had  to  tell  her  that  I  used  only  the  best 
drugs  and  that  it  was  worth  75  cents  to  fill 
her  prescription  as  it  ought  to  be  filled,  etc., 
etc.,  etc. 

I  am  pleased  to  be  able  to  inform  you  that 
she  paid  me  my  price.  So  you  see  you  were 
right  when  you  said  in  the  Bulletin  that  I 
did  not  let  either  customers,  or  competitors 
make  my  prices. 

I  think  that  my  price  for  a  pint  of  the  solu- 
tion is  a  fair  price ;  not  too  much,  but  enough. 
Kindly  let  me  know  what  you  think.  And 
what  do  you  think  of  the  Michigander  who 
charged  35  cents,  and  furnished  the  bottle? 

Paris,  Ky.  L-  ObeRDORFER. 


HE  WANTED  SOME  SUSPENDERS. 

To  the  Editors: 

I  am  enclosing  an  order  received  several 
days  ago,  and  one  that  we  think  is  out  of  the 
ordinary.     If  you  print  it  I  think  it  will  give 


your  subscribers  a  good  laugh.  Interpreted, 
we  read  the  order  as  follows: 

"Send  me  a  pair  of  suspenders.  I  had  the 
mumps.  I  had  to  wear  them.  Mother  w^ll  pay 
for  them." 

We  supplied  a  suspensory. 

Laurel,  Miss.  R-  H.  SCRUGGS. 


A  DOPE-FIEND'S  GAME. 

To  the  Editors: 

We  wish  you  would  inform  your  readers  of 
a  method  that  has  been  employed  in  our  city 
by  the  "dope"  fiends  or  promoters  of  "dope" 
business. 

A  few  days  ago  a  gentleman  entered  our 
store  asking  to  buy  a  suspensory,  but  seeing 


the  stock,  stated  that  he  required  a  special 
suspensory  that  we  did  not  carry,  and  if  none 
could  be  found  in  the  city  he  would  be  back 
and  leave  his  order  for  it.  At  this  period  he 
asked  for  the  privilege  of  pinning  up  the  one 
he  had  on,  behind  the  prescription  case.  We 
gave  him  permission ;  also  a  pin.  A  short  time 
after  we  missed  a  full  ounce  bottle  of  cocaine. 
Upon  inquiring  I  found  that  another  druggist 
of  this  city  had  lost  an  ounce  of  morphine  in 
the  same  manner. 

We  think  this  a  very  clever  method  of  ob- 
taining permission  to  visit  the  prescription  case 
privately,  as  no  one  cares  to  molest  him  under 
the  circumstances.  This  only  shows  what 
methods  these  people  will  use  when  necessary 
to  obtain  "dope."  We  sincerely  hope  that  our 
fellow  druggists  have  not  been  worked  by  the 
same  game,  and  we  feel  sure  we  shall  be  very 
careful  as  to  who  enters  the  prescription  de- 
partment in  the  future. 

For  the  Floral  Department,  we  will  say  the 
Bulletin  of  Pharmacy  is  our  choice,  and 
we  receive  about  all  the  drug  magazines. 

La  Fayette,  Ind.  E.  E.  GOODNIGHT. 


NEEDED  BRACING  UPI 

To  the  Editors: 

The  attached  order  may  prove  amusing  to 
your  readers.     We  supplied  elixir  of  phos- 


phorus, nux,  and  damiana.  The  fellow  was 
about  24  years  old,  and  we  thought  he 
needed  it.  Zimmerman's  Pharmacy. 

Lodi,  Cal. 


GLUE  FOR   JOINING  FISHING-RODS? 

To  the  Editors: 

I  would  very  much  appreciate  it  if  you 
would  kindly  insert  in  the  Bulletin  a  request 
for  a  good  formula  for  making  the  glue,  or 
cement,  which  is  used  in  the  joining  of  split 
bamboo  fishing-rods. 

This  information  is  wanted  for  a  friend  who 
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IS  quite  an  expert  in  the  art  of  rod-making, 
but  who  sometimes  experiences  considerable 
difficulty  in  getting  the  parts  to  "stay  stuck" 
after  they  are  once  pasted  together. 

San  Francisco.  Cal.       L-  H.  ThaCKABERRY. 


EQUAL  TO  A  COLLEGE  COURSE. 

To  the  Editors: 

I  wish  to  tell  you  something  on  behalf  of 
your  journal.  Really,  I  cannot  find  words  to 
express  the  feelings  of  gratitude  that  I  have 
with  reference  to  your  meritorious  paper.  I 
do  not  exaggerate  at  all  when  I  say  that  the 
Bulletin  has  done  as  much  for  me  as  the 
pharmaceutical  college.  When  I  left  college 
and  secured  a  position  as  a  clerk,  my  employer 
thought  that  since  I  had  had  no  practical  ex- 
perience I  would  not  be  worth  much  to  him. 
In  this  emergency  it  was  your  journal  that 
really  instructed  me  in  the  practical  conduct  of 
the  drug  business.  Every  single  line  of  the 
Bulletin  is  worth  the  money  that  we  pay  for 
a  year's  subscription. 

JoH.  V.  Kazanjian,  Ph.B. 


WHAT  WOULD  YOU  CHARGE? 

To  the  Editors: 

I  ha^e  been  much  interested  in  your  pre- 
scription-pricing articles.  What  would  you 
consider  a  proper  charge  for  this  prescription : 

Strych.  sul 1/10  grain. 

Codeine  phos 1  grain. 

Caffeine  cit 6  grains. 

Phenacetine  30  t^rains. 

Aspirin  1  drachm. 

M.  ft.  pulv.    No.  VI. 

I  charged  60  cents.  One  of  my  competitors 
is  said  to  have  set  the  price  at  35  cents.  Who 
is  right  ?  R.  J.  Steffles. 

Litchfieid,  Conn. 


A  CREOSOTE  PILL  MASS. 

To  the  Editors; 

Some  druggists  seem  to  experience  consider- 
able difficulty  in  getting  a  good  creosote  pill 
nuss.  Permit  me  to  suggest  that  the  follow- 
ing method  be  tried : 

Add  a  little  water  to  the  creosote,  mixing  in 
a  mortar.  Then  add  enough  powdered  licorice 
to  acquire  the  proper  consistency. 

The  result  is  an  excellent  mass,  and  the  creo- 
sote is  perfectly  absorbed. 

Detroit.  Mich.  RUDOLPH  WaLDMANN. 


PULL  VOLUMES  OP  THE  BULLETIN. 

To  the  Editors: 

I  have  nine  years  of  the  Bulletin,  begin- 
ning with  the  year  1905,  that  I  would  be 
pleased  to  give  to  any  one  having  use  for  them. 

Zumbrota.  Minn.  ALFRED  S.  BaKEN. 


FXORAL  DEPARTMENT. 


Just  read  the  last  Bulletin,  and,  believe 
me,  it's  the  "best  bet"  yet !  On  the  square,  it 
has  meat  to  spare,  and  I  only  wish  all  our  good 
drug  brothers  would  get  wise  and  read  it.  I 
don't  see  how  a  dollar  could  be  better  invested. 

Gridley,  111.  J-  EaRL  Tay1X)R,  Ph.G. 

I  get  quite  a  number  of  drug  journals  but 
like  the  Bulletin  better  than  all  the  rest. 
Have  been  reading  it  for  several  years  and  it 
seems  to  improve  all  the  time. 

Sentinel,  Okla.  W.  A.  Hatchett. 

I  find  the  Bulletin  a  great  help  in  my 
work,  and  frankly  say  that  no  druggist  could 
invest  a  dollar  a  year  to  better  advantage. 

St.  Francisville,  111.  O.  C.  Freshour. 

I  enjoy  reading  the  Bulletin  and  think  it 
a  splendid  magazine.  A.  W.  Meier. 

Van  Buren,  Ark. 

Best  wishes  for  the  Bulletin.  Couldn't 
get  along  without  it  Harris  G.  Carr. 

Coffeyville,  Miss. 

Of  all  the  drug  journals  I  have  read  the 
Bulletin  is  the  best.  J.  E.  Arant. 

Manning,  S.  C 

A  good  thing  to  have  coming  is  the  Bul- 
letin! M.  N.  Henry. 

Lowell,  Mich. 

Don't  Stop  the  Bulletin,  whatever  you  do ! 

Elizabeth  City,  N.  C.  H.  S.  OVERMAN. 

The  Bulletin  is  the  "ONE"  drug  journal! 

Oxford.  Nebraska.  E.  E.  DuRYEE. 
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A.  m.  A.  REFORM. 


SEND  IN  YOUR  VIEWS  I 

The  following  letter  was  submitted  some  time  ago 
to  the  Council  of  the  American  Pharmaceutical  Asso- 
ciation. The  Bulletin  of  Phakmacy  is  now  asked  to 
print  the  letter,  and  to  request  members  of  the  Asso- 
ciation to  send  their  criticisms  and  suggestions  to  Jo- 
seph W.  England,  secretary  of  the  Council,  415  North 
33d  Street,  Philadelphia.  The  Council  desires  to  have 
this  whole  subject  threshed  out  as  much  as  possible 
prior  to  the  Detroit  meeting  in  August,  so  that  definite 
and  satisfactory  action  may  be  taken  at  that  time. 

The  letter  follows: 

Deteoit,   Mich.,   May   16,   1914. 
Mr.  Joseph  IV.  England,  Secretary  of  the  Council, 
American    Pharmaceutical    Association: 

Dear  Sir — At  the  suggestion  of  yourself,  as  Secre- 
tary of  the  Council  of  the  A.  Ph.  A.,  I  advance  here- 
with a  set  of  general  principles  for  the  consideration  of 
the  Council.  The  annual  meetings  of  the  association 
have  grown  so  confusing  and  unsatisfactory  that  it 
seems  to  me  the  time  has  come  to  make  radical  changes. 
A  little  of  the  modem  spirit  of  "scientific  efficiency" 
is  critically  needed.  We  must  cut  out  a  lot  of  unessen- 
tial in  order  to  find  time  for  essentials. 

Some  of  the  propositions  advanced  in  this  letter 
may,  if  adopted,  mean  changes  in  the  by-laws,  or  other 
formal  action,  but  this  is  a  detail  which  may  be  attended 
to  later  on.  The  first  thing  to  do,  it  seems  to  me,  is  to 
act  on  the  general  principles  involved,  though  it  may 
be  well  to  defer  action  on  them  until  the  Detroit  meet- 
ing in  August. 

The  central  purpose  behind  all  my  recommendations 
is  threefold  in  character :  first,  to  get  order  out  of  chaos 
in  the  growing  multiplicity  of  convention  business ;  sec- 
only,  to  get  rid  of  unimportant  things  so  as  to  find  time 
for  important  ones,  chiefly  the  more  leisurely  reading 
and  discussion  of  good  papers;  thirdly,  to  so  arrange 
the  work  that  the  members  will  not  be  worn  out  by 
being  on  duty  from  nine  o'clock  in  the  morning  until 
one  or  two  o'clock  the  next  morning. 

Here  are  the  suggestions: 

1.  Abolish  the  Section  on  Pharmacopceias  and  For- 
mularies, and  let  the  work  be  done  by  other  sections. 

2.  Discountenance  the  proposed  Section  on  Materia 
Medica  and  Pharmacognosy. 

3.  Omit  the  addresses  of  welcome  at  the  first  gen- 
eral session,  and  start  business  with  the  president's  ad- 
dress exactly  as  is  done  in  the  Sections. 

4.  Recognize  the  Report  on  the  Progress  of  Phar- 
macy as  being  invaluable,  but  print  it  and  give  it  no 
place  at  all  on  the  programme  of  the  meeting. 

5.  Adopt  the  general  principle,  indeed,  that  commit- 
tee reports  should  for  the  most  part  be  printed  in  the 
Journal  or  rendered  to  the  Council,  or  both,  but  elim- 
inated from  the  annual  meetings. 

6.  Have  the  Conference  of  Faculties  and  the  Asso- 
ciation of  Boards  meet  either  late  the  week  before,  or 
early  tlie  week  following,  the  A.  Ph.  A.  itself,  so  as  to 
avoid  this  element  of  confusion  and  scattered  interest. 
Or  perhaps  use  some  of  the  evenings  for  these  bodies. 


7.  Observe  in  the  future  the  principle  adopted  for 
the  Detroit  meeting,  namely,  that  the  Council  shall  hold 
all  its  meetings  in  the  evening  except  the  opening  ses- 
sion on  Monday  morning. 

8.  Start  the  Section  work  promptly  in  the  morning 
at  9:30 — sl  step  that  is  eminently  practicable  with  the 
meetings  of  the  Council  relegated  to  the  evenings. 

9.  Confine  section  and  association  meetings  rigidly 
to  the  morning  and  afternoon  periods,  and  thus  leave 
the  evenings  free,  so  far  as  the  great  bulk  of  the  mem- 
bership is  concerned,  for  rest,  recreation  and  social  in- 
tercourse. Those  who  desire,  however,  can  then  have 
the  evenings  for  voluntary  conferences,  college  reun- 
ions, and  auxiliary  activities  of  one  kind  and  another 
not  properly  a  part  of  the  association  business. 

10.  Adopt  the  general  principle  of  concurrent  meet- 
ings of  the  sections,  and  extend  it  so  far  as  may  be 
necessary  to  produce  the  best  results.  This  means,  how- 
ever, that  the  section  work  must  be  better  coordinated 
in  the  future  than  it  has  been  in  the  past.  Members 
sitting  in  one  room  should  know  precisely  what  is  going 
on  in  another  room  at  the  same  time.  To  this  end  the 
use  of  blackboards  should  be  adopted,  and  entry  should 
be  made  on  them  from  minute  to  minute  as  the  business 
changes. 

11.  Another  cardinal  necessity  along  this  line  is  a 
collective  programme  containing  the  detailed  pro- 
grammes of  all  the  different  sections,  and  indicating 
approximately  when  any  given  paper  is  coming  up  for 
attention. 

12.  Still  further  to  coordinate  the  work  of  the  sec- 
tions, and  particularly  to  assist  in  arranging  for  dis- 
cussions, the  plan  should  be  revived  of  having  all 
papers  printed  in  advance  of  the  meeting. 

13.  A  rule  should  be  adopted  that  all  manuscripts 
must  be  received  by  some  arbitrary  date,  say  July  15. 

14.  By  these  arrangements  time  and  opportunity  will 
be  permitted  for  the  discussion  of  papers  read  before 
the  different  sections,  and  this  is  a  principle  that  must 
always  be  held  uppermost.  In  the  past  debate  has  been 
almost  impossible,  whereas  well  planned  and  executed 
discussions  of  live  subjects  are  perhaps  the  most  profit- 
able and  interesting  feature  of  the  entire  convention. 

15.  Finally,  in  order  to  insure  the  right  kind  of 
papers,  all  manuscripts  should  be  sent  by  the  section 
chairmen  to  the  general  secretao'-  The  latter  should 
have  authority  to  reject  or  reassign  contributions,  and 
with  the  material  before  him  he  should  prepare  a  united 
programme  covering  the  entire  meeting. 

Very  truly  yours, 

Harry  B.  Mason. 

It  is  to  be  hoped  that  this  whole  subject  of  A.  Ph.  A. 
reform  will  enlist  the  earnest  and  thoughtful  attention 
of  members  of  the  organization,  and  that  they  will,  as 
requested,  send  in  their  views  to  Secretary  England 
as  early  as  possible.  By  this  method  the  Council  will 
benefit  by  the  suggestions  of  everybody  concerned,  and 
it  will  be  possible  to  arrive  at  a  consensus  of  opinion 
by  the  time  the  Detroit  meeting  has  convened. 

In  the  meantime  other  recommendations  have  been 
suggested  and  may  be  taken  up  at  the  same  time.  Some 
members  of  the  organization  are  in  favor  of  eliminating 
the  Women's  Section  created  two  or  three  years  ago; 
others  believe  that  the  House  of  Delegates  really  serves 
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no  purpose  and  should  be  discarded;  still  others  are 
quite  strenuous  in  their  conviction,  and  we  are  inclined 
to  agree  with  them,  that  a  Council  of  38  members  is 
altogether  too  large  and  unwieldy  for  what  is  really  an 
executive  committee,  and  that  something  should  be 
done  by  way  of  correction  in  this  particular. 


THE  SODA  FOUNTAIN. 


BY  E.  G.  EBBRLE. 


I  am  just  in  receipt  of  the  April  Bulletin  op  Phax- 
MACY  and  notice  that  you  make  comment  on  my  remarks 
in  the  Southern  Pharmaceutical  Journal  of  November, 
1913,  quoting  me  as  saying  that  the  discussions  of  papers 
should  be  discouraged.  I  certainly  did  not  intend  to 
say  this,  but  possibly  I  was  not  explicit  enough,  when  I 
said  that  lengthy  discussions  should  be  taken  over/ and 
certainly  would  not  say  that  discussions  of  the  papers 
should  not  be  permitted.  In  fact,  they  are  absolutely 
necessary,  but  frequently  the  discussions  are  carried  on 
without  getting  down  to  a  point,  and  possibly  no  con- 
clusion would  be  arrived  at  if  the  arguments  were  con- 
tinued throughout  the  day.  I  had  reference  merely  to 
discussions  that  are  unnecessarily  prolonged,  or  even 
those  that  require  very  long  discussions. 

I  would  not  like  to  be  quoted  in  opposition  to  dis- 
cussions. Every  one,  I  think,  realizes  that  they  are 
necessary,  and  the  main  points  should  be  brought  out  at 
the  time  the  papers  are  presented. 


BY  "THE  PRACTICAL  DRUGGIST." 

We  are  more  than  pleased  to  see  friend  Harry  B. 
Mason  come  out  for  a  short  cut  in  association  meet- 
ings by  dropping  the  first  and  last  sessions,  generally 
called  gabfests.  Who  cares  a  rap  for  the  "welcome  to 
a  city,"  which  translated  means,  "Let  us  have  your 
money  and  you  can  have  poor  hotel  accommodations 
at  advanced  rates,"  and  who  cares  for  the  "responses" 
to  this  "welcome  bunk?"  If  two  days  can  be  clipped 
off  a  meeting  the  attendance  will  be  greater,  and  tiiat 
means,  with  an  attendance  of  500,  1000  days  saved, 
amounting  to  5000  dollars  saved  in  expense  account, 
and  1000  days  saved  for  the  absence  from  business. 
Keep  it  up,  follow  the  lead  of  our  genial  friend  Harry 
B.,  and  start  a  campaign  with  the  mottoes — ^"Boil  it 
down,"  "Cut  it  short,"  "Business  before  tediousness." 


Other  articles  and  letters  on  the  subject  of  A,  Ph.  A, 
Reform  have  appeared  on  pages  67  and  81  of  the  Feb- 
ruary  Bulletin,  page  123  of  the  March  Bulletin^  page 
13S  of  the  April  Bulletin^  and  page  211  of  the  May 
Bulletin. 


Cat-germs.— 

Catgut  cannot  be  sterilized  by  moist  heat  without 
injury  to  the  tissue,  and  the  use  of  anhydrous  antisep- 
tics is  not  very  satisfactory.  An  Italian  biologist  rec- 
ommends to  treat  it  first  with  a  2-per-cent  solution  of 
silver  nitrate,  then  wash  with  a  sterile  sodium  chloride 
solution,  then  with  sterile  water,  and  then  immerse  in  a 
25-per-cent  solution  of  clove  oil  in  alcohol  for  two  days. 
Finally  preserve  in  a  mixture  of  alcohol  and  glycerin. 


FEATURING  STRAWBERRIES. 

June  is  the  month  of  strawberries,  says  the  Ameri- 
can Druggist,  July  brings  us  raspberries,  cherries,  and 
blackberries;  August  is  the  month  of  peaches;  Septem- 
ber of  grapes,  and  so  on.  Each  month  provides  us  with 
a  fruit  at  its  highest  point  of  perfection,  and  the  popu- 
lar taste  turns  to  it  in  preference  to  the  preserved  fruits 
that  cannot  be  had  fresh  at  this  time. 

Everybody  likes  strawberries;  the  mere  sight  of  a 
heaped  up  dishful  of  berries,  or  the  thought  of  straw- 
berry ice  cream,  excites  a  desire  to  eat  some  right 
away,  and  here  is  one  case  surely  when  the  way  to  sell 
a  thing  is  to  show  it. 

The  most  important  part  of  making  good  strawberry 
preparations  is  the  selection  of  the  berries ;  they  should 
be  firm  and  solid,  of  a  good  color  and  pronounced  odor, 
and  should,  above  all,  be  ripe,  as  unripe  berries  are  acid 
and  have  but  little  flavor. 

the  kind  to  sslect. 

As  a  rule,  the.  medium-sized  berries  have  a  richer 
and  more  delicate  flavor  than  large  berries,  and  these 
should  be  used  for  syrup,  crushed  fruit,  and  ice  cream. 
Even  if  a  little  soft,  if  they  are  not  spoiled  or  soured, 
berries  can  be  used  for  syrup  and  crushed  fruit,  but  it 
is  better  to  throw  away  every  berry  that  shows  decom- 
position or  incipient  decay  rather  than  risk  spoiling  a 
large  batch  of  good  berries. 

Large  berries  are  best  for  serving  with  sundaes  or 
fancy  drinks  and  for  decorating  purposes,  all  green  and 
partially  unripe  fruit  being  picked  out  carefully  and 
stems  removed.  Berries  should  be  clean  when  bought, 
as  washing  them  injures  their  flavor  and  hastens  their 
softening  unless  quickly  done  and  the  fruit  well  dried. 

The  best  way  to  wash  strawberries  is  to  place  them 
in  a  sieve  or  colander  and  immerse  this  in  ice-cold 
water,  shaking  the  sieve  gently,  skimming  off  any  leaves 
or  stems  that  float  to  the  top;  drain  thoroughly,  and 
then  dry  the  berries  by  spreading  them  out  on  absorbent 
paper.  If  this  is  done  berries  will  keep  firm  and  fresh 
for  several  days  if  kept  in  the  ice  chest. 

It  is  always  well  to  have  one  or  more  heaped  dishes 
of  perfect  fruit  on  the  counter,  both  to  attract  notice 
and  to  tempt  customers  to  order  a  dish  of  berries  and 
cream,  as  well  as  prepared  delicacies.  Cut-glass  bowls 
of  medium  size  should  be  used.  As  strawberries  crush 
easily  when  a  quantity  is  heaped  up  in  a  deep  dish,  a 
good  plan  to  prevent  this  and  yet  give  the  impression  of 
a  full  dish  is  to  make  a  cone  of  stiff  paper,  place  the 
large  end  at  the  bottom  of  the  dish,  then,  beginning  at 
the  bottom,  arrange  the  strawberries  around  the  cone  in 
layers  so  that  the  paper  will  be  completely  covered.  If 
a  cone  is  made  not  too  steep  and  given  a  flat  top  large 
enough  to  hold  two  or  three  berries,  a  dish  so  arranged 
will  look  as  if  filled  solidly. 

STRAWBEKKY  SYRUP. 

Take  the  small  red  berries,  crush  thoroughly  and 
strain  the  juice  through  muslin  or  flannel  bags  into  a 
wooden  or  porcelain-lined  vessel.  Let  the  strained  juice 
stand  a  few  hours  until  slight  fermentation  begins ;  this 
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both  develops  the  flavor  and  causes  precipitation  of  the 
pectinous  matter  present.  The  juice  is  then  strained  or 
filtered  until  perfectly  clear  and  transparent,  placed  in 
porcelain-lined  kettles  and  heated  to  boiling,  when  a 
pound  to  a  pound  and  a  half  of  granulated  sugar  is 
added  to  each  measured  pint  of  juice,  according  to 
how  heavy  a  syrup  is  wanted.  The  heating  is  continued 
until  all  of  the  sugar  is  dissolved,  stirring  frequently 
and. skimming  off  the  top  of  the  syrup  any  scum  that 
may  arise.  The  syrup  is  then  placed  in  jugs  or  bottles 
that  have  been  sterilized  with  boiling  water,  and  bottled 
while  still  as  hot  as  possible.  If  a  little  cologne  spirits 
is  poured  over  the  top  of  the  syrup  to  fill  up  the  neck 
of  the  bottle  it  will  prevent  fermentation.  In  States 
where  its  use  is  permitted,  one-tenth  of  one  per  cent  of 
benzoate  of  soda  may  be  added  to  the  syrup  to  preserve 
it.  This  and  all  fruit  syrups  should  be  kept  in  a  cool, 
dark  place,  but  not  in  a  damp  cellar,  as  that  will  expose 
them  to  contamination  from  spores  of  mold  or  mildew 
and  spoil  them.  If  the  syrup  is  for  future  use  it  should 
be  made  heavy,  a  pound  and  a  half  of  sugar  to  each 
pint  of  juice,  which  should  be  diluted  with  one  to  two 
parts  of  simple  syrup  for  use  at  the  fountain,  according 
to  the  price  charged  for  beverages. 

CRUSHED   STRAWBEBRIES. 

Select  sound  ripe  berries;  the  best  are  the  small  red 
berry;  discard  all  soft  and  green  fruit  and  pick  out 
leaves  and  stems  carefully.  Do  this  cleaning  vety  thor- 
oughly, as  both  the  richness  and  flavor  of  crushed  fruit 
and  its  keeping  qualities  depend  largely  upon  this.  If 
the  berries  are  full  of  sand,  as  often  happens,  they  must 
be  washed  and  thoroughly  drained  afterward.  Place  the 
fruit  in  a  stone  crock  or  porcelain-lined  vessel  and  crush 
them  to  a  pulp,  then  add  all  of  the  white  sugar  that  the 
fruit  will  absorb.  Some  use  granulated  sugar,  but  it  is 
not  as  good  as  the  fine  grain  sugar,  such  as  used  by  con- 
fectioners, as  this  dissolves  better  in  the  fruit  juice. 
When  the  sugar  is  all  dissolved  add  from  one  to  three 
parts  of  simple  syrup,  according  to  the  price  one  expects 
to  charge,  and  mix  well.  Have  ready  some  earthen  jars 
or  wide-mouth  glass  bottles  that  have  been  sterilized  by 
boiling;  place  the  filled  jars  in  a  pan  of  water  and  heat 
up  just  to  the  boiling  point  and  keep  them  at  this  tem- 
perature about  an  hour  to  thoroughly  sterilize  the 
crushed  fruit  and  prevent  its  fermentation  or  molding, 
then  seal  and  cover  the  tops  air-tight  with  melted 
paraffin.  If  this  sterilization  is  carefully  done  and  the 
fruit  is  not  heated  to  too  high  a  temperature,  the  pro- 
cess will  not  injure  the  flavor  and  will  prevent  spoiling. 

STRAWBERRY   ICE  CREAM. 

Take  three  quarts  of  cream,  two  pounds  and  a  half 
of  fine  sugar,  three  quarts  of  ripe  strawberries  and  a 
little  carmine  coloring.  Cook  the  cream  with  half  the 
sugar;  cool  and  put  in  the  freezer  can.  Mash  the  ber- 
ries to  a  pulp  and  strain  out  seeds  by  straining  through 
a  coarse  sieve,  add  the  rest  of  the  sugar  and  add  to  the 
cream  in  the  freezer  and  mix  thoroughly.  Freeze  the 
cream,  and  when  it  begins  to  thicken  beat  into  it  the 
well-beaten  whites  of  two  eggs  and  the  juice  of  one  or 
two  lemons.  Freeze  until  hard,  pack  with  ice  and  set 
aside  a  few  hours  to  ripen.  This  makes  a  very  rich 
cream,  too  rich  for  some  tastes,  so  a  quart  of  good  milk 
may  be  substituted  for  one  quart  of  the  cream. 


Another  formula  is  preferred  by  some.  One  pint  of 
cream,  one  pound  of  ripe  strawberries,  twelve  ounces  of 
powdered  sugar,  carmine  to  color.  Rub  the  berries 
through  a  coarse  sieve  to  a  fine  pulp,  dissolve  the  sugar 
in  the  pulp  and  add  to  the  cream.  Then  beat  in  the 
well-beaten  whites  of  two  eggs,  place  in  the  freezer  and 
freeze,  working  up  well  when  it  begins  to  thicken  to 
insure  smoothness,  then  freeze  hard,  pack  with  ice  and 
set  aside  to  ripen.  All  ice  cream  is  better  for  allowing 
it  to  "ripen"  for  a  few  hours  before  using.  Gelatin  is 
often  used  to  cheapen  ice  cream,  as  it  makes  the  cream 
very  smooth  and  fine  grained  and  permits  the  use  of 
part  milk  and  part  cream,  instead  of  all  cream.  It 
should  be  dissolved  in  a  little  water  before  adding  it  to 
the  ice  cream  mixture. 


THE  PARFAIT  AS  A  MONEY-MAKER. 

Nothing  in  the  ice  cream  line,  served  in  parlors  or 
at  fountains,  is  any  more  delicious  than  the  parfait.  It 
is  one  of  the  new  creations  that  is  destined  in  time  to 
become  exceedingly  popular,  says  the  Soda  Dispenser. 
It  is  served  in  a  parfait  glass,  a  tall,  narrow  tumbler 
holding  between  six  and  seven  ounces,  and  known  to 
the  glassware  trade  as  a  Pilsner  beer  glass.  When 
properly  prepared  and  served  parfaits  are  very  tempt- 
ing. They  should  not  be  sold  for  less  than  15  cents. 
They  may  be  decorated  with  maraschino  cherries,  fresh 
strawberries,  or  other  fruit  in  season.  They  offer  the 
dispenser  an  opportunity  to  display  his  artistic  skill. 

CAPfe  PARFAIT. 

Into  a  mixing  glass  or  shaker  place  a  No.  10  cone  of 
coffee  ice  cream  and  a  ladle  of  whipped  cream,  and  mix 
them  thoroughly  with  a  spoon.  While  ice  cream  works 
better  and  more  rapidly  if  it  is  not  hard,  still  it  is  better 
to  have  it  too  hard  than  too  soft.  When  thoroughly 
mixed,  transfer  to  a  parfait  glass  and  top  with  whipped 
cream  and  decorate  as  ^described  above.  Do  not  fill  a 
parfait  glass  so  full  that  the  contents  will  run  over. 
When  serving,  place  the  spoon  on  the  outside  of  the 
glass,  not  in  it.  Serve  a  paper  napkin  with  each  order. 
If  you 'do  not  have  coffee  ice  cream  you  can  use  either 
caramel  or  vanilla  and  a  very  little  strong  coffee  syrup 
made  especially  for  the  purpose. 

CHOCOLATE  PARFAIT. 

Make  same  as  above,  using  ice  cream.  This  can 
also  be  made  with  vanilla  and  a  little  hot  chocolate 
syrup,  or  a  little  chocolate  caramel  dressing.  The  ice 
cream  is  always  preferable,  because  where  the  syrup  is 
used,  the  parfait  is  likely  to  be  too  soft. 

FRUn  PARFAIT. 

Strawberry,  pineapple,  peach,  cherry,  raspberry  and 
other  fruit  parfaits  are  made  in  the  same  way,  using  the 
ice  cream  of  the  name  given.  Always  serve  a  glass  of 
plain  carbonated  water  or  ice  water. 

WALNUT  CAF6  PARFAIT. 

This  is  made  as  other  nut  parfait,  only  using  the 
coffee  ice  cream.  Other  nut  parfait  with  fancy  ice 
creams  are  made  in  the  same  way,  being  named  after 
both  the  nut  and  cream  used ;  as  "Maple  Pecan  Parfait,'* 
"Qiocolate  Almond  Parfait,"  etc. 
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HONEY  DEW  PARFAIT. 

Into  a  mixing  glass  place  a  No.  8  cone  of  ice  cream, 
one  ounce  of  honey  dew  syrup,  No.  2  cone,  and  a  small 
ladle  of  whipped  cream  and  mix  thoroughly.  Transfer 
enough  into  a  par  fait  glass  to  nearly  fill.  Cover  with 
chopped  nut  meats,  top  with  whipped  cream  and  dress 
with  a  strawberry  or  cherry. 

COCOANUT  PARFAIT. 

Place  a  No.  8  cone  of  vanilla  maple  or  coffee  and 
vanilla  ice  .cream  in  a  mixing  glass,  add  a  ladle  of 
whipped  cream  and  a  couple  of  spoonfuls  of  shredded 
cocoanut,  preferably  the  fresh,  and  mix  thoroughly. 
Transfer  to  a  par  fait  glass  and  top  with  whipped  cream 
and  decorate. 


ARE  YOU  LOSING  MONEY? 

The  following  is  abstracted  from  an  article  which 
appeared  in  the  C  R,  D.  A.  News  recently: 

"The  manufacturers  who  furnish  containers  for  you 
to  sell  bulk  cream  in  have  complied  with  the  city  ordi- 
nance in  regard  to  weights  and  measures.  These  meas- 
ures are  all  standard,  and  hold  sixteen  and  thirty-two 
ounces,  respectively. 

"The  ice  cream  manufactured  by  the  various  com- 
panies that  cater  to  the  drug  stores  weighs  five  pounds, 
or  eighty  ounces,  to  the  gallon.  You  pay  80  cents  for 
it,  or  one  cent  per  ounce.  From  these  facts  you  can 
readily  ascertain  how  much  money  you  lose  by  selling 
bulk  cream  at  30  cents  a  quart. 

"It  will  not  take  you  more  than  fifteen  minutes  to 
weigh  and  measure  up  the  amount  of  ice  cream  that 
you  are  giving  for  a  certain  sum  of  money. 

"Take  a  quart  bucket,  put  it  on  the  scales  and  weigh 
out  20  ounces  of  cream.  This  is  the  amount  that  you 
should  sell  for  30  cents  in  order  to  make  your  legitimate 
profit.  The  same  holds  good  when  you  are  serving  ice 
cream  at  the  fountain.  Take  the  dipper  that  you  use 
in  measuring  cream  for  a  glass  of  soda,  fill  it  as  you 
ordinarily  do,  place  the  cream  on  the  scales  and  weigh 
it,  and  you  can  see  just  how  much  your  cream  costs 
you  a  glass  of  soda  water,  figuring  on  a  basis  of  1  cent 
for  each  ounce  or  fraction  thereof. 

"In  his  canvass  of  the  city  your  correspondent  ob- 
served customers  come  into  drug  stores  and  ask  for 
bulk  ice  cream.  He  then  asked  the  proprietor  to  place 
the  quantity  he  is  selling  on  the  scale  and  weigh  it. 
Upon  four  different  occasions  he  found  that  the  drug- 
gist lost  money  on  his  sale.  On  one  occasion  the  drug- 
gist put  up  two  quarts  of  bulk  cream  which  weighed  65 
ounces;  the  cream  cost  him  65  cents,  and  he  sold  it 
for  60  cents.  The  druggist  was  more  than  surprised 
when  he  noted  his  loss  of  5  cents,  and  said  he  would 
immediately  take  up  the  sale  of  bulk  ice  cream  with 
his  neighboring  druggists,  show  them  the  loss  that  they 
were  sustaining  in  selling  at  the  present  price,  and  try 
to  induce  them  to  raise  the  price  to  35  cents  a  quart 
and  20  cents  a  pint. 

"Selling  bulk  ice  cream  at  30  cents  is  worse  than 
selling  patent  medicines  at  cut  prices.  Your  clerk's  at- 
tention should  be  called  to  this  matter. 

"Keep  this  fact  in  mind  also :  Cream  held  over  night 
and  not  properly  iced  will  lose  at  least  15  per  cent  in 
both  bulk  and  weight.  This  decrease  represents  loss 
even  after  the  cream  is  refrozen.** 


EGG  DRINKS. 

Egg  drinks  are  always  popular  and  there  is  a  steady 
demand  for  them.  It  is  important  that  they  should  be 
served  right.  In  making  an  t^  drink,  face  the  cus- 
tomer and  break  the  egg  into  the  glass  so  he  can  see 
it.  Do  not  break  the  egg  into  the  shaker.  Add  the 
syrup  and  other  ingredients  and  two  or  three  small 
pieces  of  ice  to  break  up  the  ^%g  thoroughly  while 
shaking.  Set  the  glass  on  the  counter  and,  holding  the 
shaker  firmly  in  the  right  hand,  place  it  over  the  glass, 
picking  up  the  latter  with  the  left  hand.  Shake  vigor- 
ously. Leave  the  mixture  in  the  shaker  and  draw  the 
soda,  using  both  the  fine  and  coarse  streams.  Then 
strain  into  glass.  A  light  sprinkling  of  finely  ground 
nutmeg  may  be  added  as  a  top  dressing  if  desired.  In 
making  egg  lemonades  and  milk  drinks  where  ice  is 
used,  it  may  be  left  in  the  drink,  in  which  case  serve 
with  straws. 

This  gives  a  customer  x^onfidence,  says  the  North- 
western Druggist,  and  increases  his  enjoyment  of ^  the 
drink  if  he  can  see  it  made.  People  generally  .are  more 
critical  of  tgg  drinks  than  any  other  kind.  To  be  good 
they  must  be  properly  made,  and  this  requires  care  and 
attention,  but  it  pays,  for  the  profit  in  an  egg  drink  js  a 
consideration  when  five  cents  extra  can  be  asked  for 
the  addition  of  an  egg  in  a  phosphate  or  other  drink, 
such  as  Egg  Chocolate  or  Egg  Coffee. 


BREAKING  EGGS  WITH  ONE  HAND., 

This  is  something  it  is  nice  to  be  able  to  do.  It 
gives  you  speed  and  shows  you  to  be  a  workman  per- 
fectly familiar  with  his  business.  The  art  can  be  ac- 
quired by  a  little  practice,  and  it  facilitates  your  work, 
making  you  a  rapid  dispenser. 

To  do  this  nicely  the  hand  should  be  a  little  moist 
Hold  the  egg  in  the  right  hand  between  the  forefinger 
and  the  second  finger,  with  the  thumb  on  top.  Strike 
the  egg  once  sharply  on  the  rim  of  the  glass  to  crack; 
then,  holding  it  over  the  glass,  press  down  slightly 
with  the  thumb,  and  the  egg  drops  out,  leaving  the 
shell  in  the  hand. 

While  learning  to  do  this  the  glass  should  be  al- 
lowed to  stand  on  the  counter,  so  that  if  you  fail  the 
left  hand  can  come  quickly  to  your  assistance;  but  just 
as  soon  as  you  know  that  you  can  break  an  egg  with 
one  hand,  then  you  can  hold  the  glass  in  the  other, 
and  this  saves  time,  especially  when  you  have  two  or 
three  to  prepare  at  once.  When  you  have  become  pro- 
ficient with  the  right  hand,  try  the  left  until  you  can 
use  either  one  or  both  hands.  It  is  a  neat  thing  when 
preparing  two  egg-drinks  to  place  the  glasses  on  the 
counter,  and  taking  an  egg  in  each  hand,  to  break  them 
simultaneously  into  the  glasses. 


DONT  USE  YOUR  FINGERS. 

Use  a  fork,  not  your  fingers,  in  decorating  a  drink 
that  you  wish  to  garnish.  Never  touch  the  rim  of  a 
glass  when  placing  it  in  the  holder;  in  fact,  do  not  put 
your  fingers  in  a  glass  at  any  time,  except  for  the  pur- 
pose of  cleaning  it.  If  a  drink  does  not  satisfy,  change 
it  cheerfully  as  though  it  were  a, pleasure. 
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Sptcimtns  of  druggist^  advertising  are  sotidted  for 
refroduelion  or  comment  in  tkts  departmtnt  of  the 

BUIXEHN. 


An  Unnmally  Attractive  Window.— 

The  photograph  from  which  our  reproduction  of 
this  extremely  artistic  Easter  Sunday  window  was  made 
has  an  added  point  of  interest  quite  apart  from  its 


thanked  the  dealer  for  his  thoufifatfuhiess  It  so  hap- 
pened that  one  customer  kept  the  four  books  because 
they  came  at  a  time  when  she  was  wondering  what  to 
buy  for  prizes  for  a  card  party,  and  tbe  bo<Ju  solvcrt 
the  problem  most  satisfactorib . 

The  letter  sent  out  is  given  belctv; 

Mr  Dm>  Uuau: 

I  hiTc  jt»t   received  from  onr  pnbliilieri  ■  ihiiiinent  of  the 
eucloMd   Moki: 

(Lm.) 
TbcK    mre    incb    biterettini   and    exceptional   itoriea    Ihat   I 
nnied  ■  few  oT  m>  ciuiameri  to  have  an  opponunitjr  to  pta- 
cbMt  tome  before  1  put  Ihem  on  genersl  Mle. 

indinf   hcrewilh    •   TOlume   of  esch,    vhlcb    I    would 


like 


I   b«Te 


-. -rill   Mop  and  caU  for  tboae  jou  do  not   wiak 

If  xoD  should  detire  any  addilional  Tolume*.  *aa  can  let    ttaa 
driver  know,  and  I   will  be  pleucd   to   >end    IMm  to  7011. 

A>  we  are  soini  to  retail  ibeae  book*  for  onlj  Me  > 
Tolnme  (heretofore  lold  at  II.IS  to  |t.M  each),  I  know  tbal 
we  are  soing  to  have  a  1ar(e  «a1e;  and  it  il  for  ifaU  r— ""i 
that    I    ban   taken    the   liberty   of  aendinf    1 


you 


ert*   of  aendinf    ran 
lonri  »er»  imlV, 

JOHN  B.  POSTEB. 


A  Talctim  Powder  Show-card^- 

e  of  Old  Sol  is  the  point  utilized  ti 


We  hhve  all  0001^5  r—-  lo- 1.  ao' 


pleasing  perspective.     It  was  taken  by  flash-light  at  3 
o'clock  in  the  morning. 

The  display  was  arranged  by  Fred  Necker,  and  ap- 
peared in  the  window  of  Plum's  Phannacy,  Boardwalk, 
Atlantic  City,  N.  J.  Mr.  Plum's  store  is  known  as  the 
Blenheim  Drug  Shop. 

A  Book-selling  PUn.— 

Here  is  a  book-selling  plan  used  by  one  dealer  that 
may  prove  of  value  to  druggists  who  have  a  book  de- 
partment, says  the  Retail  Druggitt  of  Canada. 

When  a  new  shipment  of  books  is  received,  this 
man  wraps  up  twenty-five  to  one  hundred  packages  of 
four  books  each.  A  list  of  selected  charge  customers  is 
made  up  and  a  personally  addressed  letter  is  slipped 
under  every  package  cord.  These  packages  are  sent  out 
on  Friday,  and  called  for  on  Monday. 

The  druggist  reasoned  that  the  personally  addressed 
letter  insures  delivery  to  the  t^o^^ect  person,  and 
further,  that  people  are  very  apt  to  pick  up  one  book 
and  start  the  story.  In  this  case,  when  the  delivery  man 
calls  Monday,  the  book  is  as  good  as  sold. 

On  the  first  trial  of  this  plan  the  sales  amounted  to 
32  per  cent. 

No    complaint    was    made,    and    several    patrons 


tract  attention  in  a  timely  show-card  supplied  by  Alex 
Lamouree,  Tuxedo  Park,  N.  Y. 

Other  specimens,  showmg  the  woric  of  the  same  deft 
artist,  appeared  in  our  May  number. 

A  Fireworks  Window.^ 

Here  is  a  fireworks  window  that  didn't  blow  up— at 
lesst  not  until  after  it  had  had  its  picture  taken.    It 


appeared  last  year  in  the  window  of  U.  C  Hoeffken's 
drug  store.  New  Baden,  Illinois. 

The  letters  composing  the  big  word  in  the  badc- 
ground  were  worked  out  with  the  largest  caimoii 
crackers  that  the  law  would  permit. 
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The  Personal  Touch  in  Advertising. — 

H.  E.  Ransier,  Manlius,  N.  Y.,  makes  use  of  a  part 
of  his  advertising  appropriation  by  distributing  through* 
out  his  territorv  an  almanac  of  his  own.    The  outside. 


"NE^nSI^  CHAP" 


•  •  lolioa-far  ibe  dun  -for  icScviif  diapa. 
6lAmtkm  fnai  whatever  came. 
Ha  writer  Im>  a  akk  UmI  chaiia  ea  die  il#iHt 
I  Ih*  ahngpB  bean  akit  htM  react^.  aad  "Hrvcr  Cktp" 


h  o4ar  wmit,  yes.  are  pntiiat  by  our  —firtiMa.  for  w«  had 
M  dbo«^  ol  aarfccliit  *Tkv«r  Qwp"  wImb  w«  bcfH  ili  | 
far  <Mr  |im—al  lae    Friaadi  bcfH  aJkimg  for  ii  aad  ibe 

I  for  MMr  yam  paaL    h  lafcea  ■»  —lb  lo  aiMaii  IL 


MAMA&rCWYORX. 


of  the  back  cover  is  given  over  to  the  exploitation  of  a 
skin  lotion.    We  are  reproducing  the  ad. 

Here  we  see  personal  experiences  made  use  of — and 
convincingly  handled,  too. 

Tooth-Brushes  hy  the  BusheL^— 

'The  effect  of  this  display  was  felt  for  weeks/'  says 
J.  C.  Eindress,  of  Crown  Point,  Ind.,  speaking  of  a 
tooth-brush  window,  in  the  Western  Drug  Record. 

"First  we  stuffed  an  ordinary  bushel  basket  with 
scrap  paper,  and  then  topped  it  over  with  tooth-brushes 
in  such  a  way  as  to  make  it  appear  that  the  basket  was 
full  of  them.  After  a  few  days  we  replaced  the  basket 
with  a  new  and  clean  coal-hod,  filled  it  in  the  same  wav* 
and  put  on  it  a  card  which  read,  'We  still  have  tooth- 
brushes to  bum.'  There  was  nothing  else  in  the 
window. 

The  idea  attracted  attention,  and  we  sold  tooth- 
brushes in  gratif3ring  measure.** 


A  Good  Advertisementw-* 

The  Wabana  Drug  Company,  Bell  Island,  C.  B., 
Newfoundland,   believes   in    letting   the   public  know 


Our  Expert 

Prescription  Service 

is  for  Everybody 

Whatever  your  drcamsuiices 
may  be  yoa  cannot  afford  to 
ose  Ckemp  Dfttgs.  It's  poor 
economy. 

Our  drug  service  costs  jpoa 
litUe  if  anjTthing  more — you 
know  you  are  getting  the  very 
best— you  are  really  helping 
your  doctor  to  make  yon  well. 

The  action  of  fresh,  active 
drugs  may  throw  the  balance 
in  your  iavour  in  ia  ciiais. 

Our  persona!  prescription  re- 
cocd  la  over  37,000. , 

Over  ia,ooo  of  tke$e  wereiUled 
9HBMJUtfmd,  These  thou- 
sands trusted  us  witii  their 
pvQScriplions.  Why  not  you  ? 

WAiilUU  amK  GOMPMY 


about  its  prescription  department.  The  advertisement 
which  we  present  herewith  was  used  in  a  recent  issue  of 
the  compan/s  store  paper,  the  Wabana  Druggist. 

A  New  One.— . 

The  go-to-church  campaign  brought  out  a  new 
method  of  putting  advertising  into  the  home,  so  simple 
and  full  of  possibilities  that  it  ranks  with  the  idea  of 
advertising  to  the  child.  Each  bottle  of  milk  clinking 
at  the  ordinary  citizen's  back  step  at  4  a.m.  of  the  final 
Saturday  in  one  Chicago  suburb,  according  to  the  cam- 
paign plan,  carried  with  it  a  card  which  greeted  the 
family  at  breakfast  with  the  familiar  reminder,  "Go  to 
Church  Sunday." — System. 

A  Liegal  Hint — 

"When  you  sell  your  store,"  says  the  C.  R.  D.  A. 
News,  "be  sure  you  see  to  it  that  any  contracts  made 
with  you  personally  are  transferred  with  the  title  to  the 
business. 

"Failure  to  do  this  has  caused  unnecessary  trouble 
to  several  Chicago  druggists  lately." 


DO  YOU— 


Blow  in  candy  sacks,  to  open  them? 

Scratch  your  head,  and  then  sell  gum? 

Talk  to  a  customer  with  a  cigar  in  your  mouth? 

Run  a  rendezvous  for  loafers? 

Serve  soda  in  dirty  glasses? 

Knock  Smith? 

Rush  straight  from  the  mouse-trap  to  the  sale  of  a  tooth-brush? 

Argue? 

Play  rummy,  back  of  the  case? 

Raise  the  very  Old  Nick  every  time  you  get  a  chance  to  exert  your  authority? 

If  you  do,  don't.    It  doesn't  pay,  in  the  long  run. 
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Hydrochloric  Acid  in  Solution  of  Ferric  Chloride. — 

In  a  paper  read  before  the  American  Chemical  So- 
ciety, C.  H.  Briggs  has  this  to  say  concerning  the  un- 
combined  hydrochloric  acid  in  solution  of  chloride  of 
iron: 

For  the  preparation  of  Tincture  Ferric  Chloride  U. 
S.  P.  it  is  essential  that  the  solution  ferric  chloride  used 
should  have  the  proper  degree  of  acidity.  If  the  ferric 
chloride  does  not  contain  enough  free  acid,  the  tincture 
will  become  cloudy  in  the  course  of  time  and  some  of 
the  iron  will  be  precipitated. 

The  United  States  Pharmacopoeia  gives  a  process 
for  the  preparation  of  solution  ferric  chloride  and  pre- 
scribes the  amount  of  hydrochloric  acid  which  should 
be  added,  but  it  does  not  give  any  method  for  the  de- 
termination of  free  acid  in  the  finished  product.  Hence, 
in  the  examination  of  this  solution,  it  is  necessary  to 
depend  entirely  on  the  manufacturer  for  the  free  acid 
content,  and  if  the  solution  has  hot  been  properly  made, 
this  may  be  the  source  of  considerable  trouble  for  the 
consumer. 

A  search  of  the  literature  fails  to  disclose  any 
simple  method  for  the  determination  of  free  hydro- 
chloric acid  in  solution  ferric  chloride.  A  direct  titra- 
tion of  the  free  acid  with  a  standard  alkali  solution  and 
an  indicator  is  impossible  because  of  the  weakly  basic 
nature  of  ferric  hydroxide  and  its  failure  to  react  with 
indicators.  However,  the  amount  of  iron  in  the  solu- 
tion is  readily  determined,  so  that  if  the  total  amount 
of  chlorides  in  the  solution  were  known,  the  amount  of 
free  or  uncombined  acid  could  be  calculated.  It  was 
found  that  the  total  chlorides  could  be  readily  de- 
termined by  titration  with  N/10  silver  nitrate,  using  the 
U.  S.  P.  method  for  titrating  acid  solutions. 

The  percentage  of  iron  in  the  solution  multiplied  by 
the  factor  1.955  will  equal  the  amount  of  combined 
hydrochloric  acid.  This  subtracted  from  the  total 
hydrochloric  acid,  previously  estimated  as  chlorides, 
will  give  the  percentage  of  free  hydrochloric  acid  by 
weight. 

The  calculated  amount  of  free  hydrochloric  acid  in 
Solution  Ferric  Chloride  U.  S.  P.  is  1.25  per  cent.  A 
test  of  one  sample  which  was  claimed  to  be  neutral 
showed  0.18  per  cent  free  hydrochloric  acid,  while  a 
sample  labeled  U.  S.  P.  tested  2.02  per  cent  free  acid. 

It  must  be  noted  that  the  presence  of  any  alkali 
chlorides  or  other  chlorides  in  this  solution  would  ex- 
clude the  use  of  this  method;  but  these  impurities  are 
not  apt  to  be  present. 

Dispensing  Hints.-* 

When  dispensing  nitrate  of  silver  in  pill  form,  said 
Franklin  M.  Apple,  of  Philadelphia,  in  a  paper  read 
before  the  American  Pharmaceutical  Association, 
whether  prescribed  alone  or  in  combination  with  other 
medicinal  agents,  we  had  used  for  years,  as  an  ex- 
cipient,  a  petroleum  residuum,  sold  by  one  of  the  large 
manufacturing  houses;  but  as  the  product  obtainable 
of  late  was  not   satisfactory,   we   experimented   with 


various  combinations  of  unctuous  substances  and  de- 
cided that  the  mass  resulting  from  a  combination  of 
one  part  hard  paraffin  and  five  parts  petrolatum  gave 
the  best  results. 

If  the  amount  of  the  medicinal  agents  prescribed  is 
small,  it  is  advisable  to  add  thereto  a  sufficient  amount 
of  powdered  althea  to  make  the  finished  pill  about  the 
size  of  a  one-grain  quinine  pill. 

No  unpleasant  odor  attaches  to  this  excipient,  as  is 
associated  with  resin  cerate;  and  our  medical  friends 
report  very  satisfactory  results  from  the  administration 
of  pills  made  in  this  manner. 

CHAKCOAL  FOR  CHILDSEN. 

Every  practical  pharmacist  well  knows  the  difficulty 
that  attends  the  administration  of  charcoal,  in  powder 
form,  to  children  (and  to  many  adults) ;  and  as  we  are 
supposed  to  serve  as  pharmaceutic  advisers  to  the  medi- 
cal men,  will  suggest  that  your  medical  friends  be  made 
acquainted  with  the  possibility  of  administering  char- 
coal in  powder  form  by  using  the  crushed  charcoal 
tablets.  These  can  readily  be  triturated  with  other 
medicinal  agents  and  administered  without  the  need  of 
using  syrup,  honey  or  some  similar  heavy  fluid,  with 
their  drawbacks,  owing  to  the  possibilities  of  fermen- 
tation of  the  sugars  contained  therein.  Very  satisfac- 
tory results  have  been  obtained  in  the  cases  where  this 
method  has  been  used. 

DIFFICULTY  WITH  METHYL  SALICYLATE. 

We  recently  had  annoying  experiences  with  a  lot  of 
methyl  salicylate,  when  dispensed  in  combination  widi 
liniment  of  camphor  and  iodine.  We  had  repeatedly 
dispensed  this  combination  without  any  complaint  being 
registered  by  the  physician  writing  the  prescription,  but 
after  replenishing  our  supply  of  methyl  salicylate,  we 
encountered  objections  from  the  prescriber,  as  the  mix- 
ture would  become  decolorized  in  a  short  period  of 
time,  indicating  absence  of  free  iodine.  A  series  of 
experiments  proved  that  it  was  not  due  to  the  liniment 
of  camphor;  hence  we  suggested  the  substitution  of  oil 
of  betula  for  the  methyl  salicylate  and  our  troubles 
were  at  an  end.  If  you  wish  to  use  methyl  salicylate 
in  combination  with  iodine,  we  would  suggest  that  it  be 
tested  first  for  its  iodine  absorption  value,  so  as  to 
avoid  possible  subsequent  controversies  and  explana- 
tions. 

Powdering  Chloretone.-^ 

In  a  paper  read  before  the  New  Jersey  Pharmaceu- 
tical Association,  Mr.  Geo.  W.  Beringer  mentioned  the 
difficulty  so  often  encountered  when  it  becomes  neces- 
sary to  powder  chloretone  fine  enough  to  make  a 
smooth  ointment.  "It  becomes  so  electrified  upon  tritu- 
ration," says  Mr.  Beringer,  "that  it  sticks  to  mortars, 
pestles,  and  spatulas,  and  when  scraped  off  flies  in  every 
direction  except  the  one  intended.  As  it  was  prescribed 
in  an  ointment  for  rectal  injection,  it  was  not  thought 
advisable  to  use  alcohol  or  similar  solvents  to  facilitate 
its  incorporation.  The  substance  can,  however,  be 
made  into  a  very  smooth  paste  by  rubbing  upon  a  tile 
with  a  few  drops  of  expressed  oil  of  almond  before 
incorporating  with  the  other  ingredients." 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prop.  W.  L.  ScovnxB. 


w 


lonixed  Items.-^ 

Oil  emulsions  are  regarded  as  t3rpes  of  colloid  solu- 
tions of  the  suspensoid  type — ^that  is,  the  oil  is  in  a 
state  of  pseudosolution. 

The  first  pure  radium  salts  made  in  America  have 
been  prepared  by  the  Standard  Chemical  Co.  of  Pitts- 
burgh, which  is  now  making  radium  salts. 

The  compound  of  kolatin  and  caffeine  in  kola  is 
said  to  be  more  powerful  in  its  action  than  caffeine 
alone,  but  it  acts  slower.  Doses  of  7  to  15  grains  gave 
increased  power  for  working  men. 

Doses  of  3  grains  of  sodium  santonate  are  said  to 
increase  the  ability  to  distinguish  between  shades  of 
colors. 

Thawed  meat,  not  too  long  frozen,  is  said  to  be  rela- 
tively richer  in  nutritive  value  than  the  fresh  meat. 

Oranges  develop  all  their  acid  early,  but  the  sugar 
continues  to  develop  until  maturity.  A  sweet  orange 
contains  seven  times  as  much  sugar  as  acid,  and  a  sour 
one  four  times  or  less. 

Old  solutions  of  novocaine  produce  gangrene  or 
necrosis  on  injection,  and  only  fresh  solutions  should 
be  used. 

Diamonds  are  the  only  light-colored  gems  which  are 
transparent  to  4r-rays,  and  the  latter  are  a  means  of 
distinguishing  the  genuine  from  imitation  stones. 

Subcutaneous  injections  of  camphor  in  oil  solution 
reduce  the  germs  of  erysipelas  and  also  of  pneumonia. 
It  is  thought  to  be  of  some  value  in  diseases  caused  by 
germs. 

Oil  of  bitter  orange,  when  added  to  ether  before 
anesthesia,  reduces  the  nausea  and  makes  administra- 
tion more  pleasant. 

Dr.  Jones,  of  England,  says  that  warts  and  corns  are 
readily  cured  by  saturating  a  pad  with  zinc  sulphate, 
putting  it  on  the  com  or  wart,  and  passing  a  current  of 
electricity  through  to  ionize  the  salt. 

Sawdust  impregnated  with  sodium  bicarbonate  is 
claimed  to  be  very  effective  in  extinguishing  fires  of  in- 
flammable liquids.  It  acts  as  a  blanket  and  smothers 
the  fire. 

Two  glass fuls  of  a  0.9-per-cent  solution  of  sodium 
chloride,,  taken  before  breakfast,  will  act  as  a  cathartic 
within  fifteen  minutes,  so  says  Dr.  Best.  It  is  prompt 
and  not  irritating,  also  free  from  unpleasant  after- 
effects. 

Mr.  Lathgoe  says  that  fresh  milk  will  not  precipitate 
when  mixed  with  an  equal  volume  of  68-per-cent  alco- 
hol, but  milk  which  is  near  to  the  turning  point  will. 

When  a  drop  of  liquid  is  suddenly  detached  from 
the  body  of  the  liquid  there  is  electricity  generated,  the 
amount  depending  upon  conditions. 

Ultraviolet  light  will  sometimes  distinguish  between 
natural  and  artificial  gems.  Natural  pearls  give  a 
fluorescent  color  with  it,  while  the  artificial  gives  none. 

Fifty  years  ago  aluminum  was  worth  about  $25  per 
pound.  In  1911  the  production  was  32,000  tons,  and 
the  cost  less  than  one-hundredth. 


Russian  chemists  find  that  dark  meats  give  but 
slightly  higher  ratio  of  uric  acid  than  light,  the  figures 
being  117  to  115.  The  tests  were  made  upon  men  and 
women. 

F.  Maignon  says  that  fats  are  necessary  in  foods  to 
promote  assimilation  of  albuminoids.  Dogs  and  rats 
fed  on  albumin  without  fats  starved  to  death  when 
their  fat  reserve  was  exhausted.  He  ascribes  the  thera- 
peutic value  of  cod-liver  oil  to  its  modification  of  nutri- 
tion in  enabling  the  albumins  to  be  assimilated. 

Thorium  X  is  stated  to  be  a  valuable  agent  against 
gout.  Its  action  is  not  understood  since  it  does  not 
influence  the  solubility  of  uric  acid,  but  it  appears  to 
have  an  inhibitive  action  on  the  formation  of  uric  acid. 

Imitation  pearls  are  made  by  coating  glass  globes 
with  a  varnish  made  from  fish-scales,  or  by  treating 
oyster  shells  with  acetic  acid  and  caustic  soda,  forming 
into  balls  and  varnishing  with  collodion. 

Nipples  made  from  artificial  rubber  and  vulcanized 
with  sulphur  chloride  retain  some  of  the  latter  in  a 
form  which  is  poisonous.  They  also  yield  soluble  mer- 
cury salts  if  colored  with  mercuric  sulphide.  Pure 
rubber  does  not  yield  these  toxic  bodies. 

Ozone  is  an  excellent  deodorizer,  entirely  destroying 
many  odors,  but  is  a  poor  disinfectant.  In  low  concen- 
trations it  is  invigorating,  but  when  strong  enough  to 
act  as  a  disinfectant  it  is  very  irritating. 

German  biologists  assert  that  a  perfumed  soap  is 
more  strongly  disinfectant  than  a  non-perfumed — 
especially  when  the  perfume  contains  terpineol  or 
heliotropin  or  vanillin. 

One  German  chemist  says  that  coating  rubber 
articles  with  ceresin  preserves  them,  and  another  says 
it  softens  the  rubber  and  hastens  its  destruction.  "You 
pays  your  money" — ^anyway  I 

Eliminating  Lead. — 

Lead  can  be  eliminated  from  the  system  by  passing  a 
jight  electric  current  through  the  water  in  which  the 
body  is  immersed.  If  there  is  lead  in  the  tissues,  some 
of  it  will  be  deposited  upon  the  electric  anode.  This 
principle  is  being  introduced  into  factories  where  work- 
men are  subjected  to  lead  poisoning.  By  standing  in  a 
tub  of  water,  and  immersing  the  arms  in  another' tub 
of  water,  the  body  becomes  a  complete  conductor  of 
electricity,  and  in  half  an  hour  lead  will  'be  removed 
from  the  tissues,  if  present.  It  promises  to  eliminate 
all  danger  of  poisoning  by  the  working  in  lead.  An- 
other chemist  says  that  a  glass  of  milk  takoi  between 
meals  greatly  diminishes  the  chances  of  lead  poisoning. 

In  Union  There  Is ? 

Russian  chemists  state  that  the  addition  of  neutral 
salts  to  solutions  of  permanganate  or  mercuric  chloride 
reduces  the  disinfectant  action  of  these,  even  though  the 
salts  added  are  themselves  antiseptic.  But  neutral  salts 
usually  increase  the  disinfectant  power  of  phenols,  cre- 
sols,  formaldehyde,  salicylates,  alcohol,  etc.  With 
permanganate  and  bichloride  of  mercury,  the  quantities 
needed  for  disinfection  depend  upon  the  number  of  bac- 
teria to  be  killed,  but  with  the  others  the  strength  of 
the  solution  is  the  only  question,  the  same  strength 
being  effective  whether  few  or  many  bacteria  are  to  be 
killed. 
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QUERIES 


Information  is  friven  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui^le- 
TIN  of  the  month  folloTving:  (j)  inquirers  must  in 
every  instance  be  rgular  subscriber ;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


A  Difference  of  Opinion  About  a  Percentage  Solution. 
S.  D.  K.  sends  us  a  card  issued  by  the  Hoffmann- 
LaRoche    Chemical    Works    containing    a    percentage 
solution  table.    It  is  as  follows: 


chemical  to  456  grains  of  water,  you  have  a  total  weight 
in  your  finished  solution  of  506.6  grains.  Ten  per  cent 
of  this  completed  product  is  exactly  50.6  grains,  and 
therefore  your  solution  contains  precisely  10  per  cent  of 
chemical.  We  can  clear  up  the  whole  thing  by  simply 
saying  that  the  final  solution,  whatever  it  weighs,  must 
have  within  it  10  per  cent  by  weight  of  drug.  S.  D.  K. 
got  confused  by  calculating  10  per  cent  of  his  water 
instead  of  10  per  cent  of  his  final  product. 

The  only  way  in  which  S.  D.  K.  would  be  justified 
in  using  45.6  grains  of  drug  would  be  to  take  this 
amount  and  then  use  only  enough  water  to  make  456 
grains  by  weight  of  final  solution  when  he  got  through. 
This  would  be  correct,  but  it  wouldn't  prove  the 
"Roche"  table  wrong,  for  the  "Roche"  table  is  based 
on  the  assumption,  clearly  stated,  that  you  start  with 
a  full  ounce  of  water,  which  is  a  very  different  thing. 

Is  this  clear? 


TO  PREPARE  PERCENTAGE  SOLUTIONS  OF  ANY  STRENGTH. 


TAKE  OF 


Water 

Grains  of  Drug  to  make  a  Soluton  containing 

Fluid  Oances 

I  in 

fiOOO 

1  in 
3001' 

1  in 
5000 

1  in 

500 

H* 

1% 

•H 

5% 

10* 

20% 

25% 

50% 

1 
2 

6 

8 

16 

0.046 
0.091 
0.182 
0.54- 
0.729 
1.460 

0.075 

«'.152 

0.304 

0.912 

1.22 

2.43 

0.2J8 

0.45H 

0.912 

2.74 

3.65 

7.3 

0.457 

0.913 

1.83 

5.48 

7.31 

14.6 

1.14 

2.29 

4.5« 

13.75 

18.32 

36.64 

2.3 

4.6 

9.2 

27.6 

S6.8 

73.6 

7. 

14.1 

28.2 

84.6 

112.8 

225.H 

12, 

24 

48. 

144 

192. 

384. 

25.3 
50.6 
101.3 
303.9 
405.2 
810.4 

57. 
114. 
228. 
684. 
912. 
1824. 

76. 

152. 

304. 

912. 
1216. 
2430. 

228. 

456. 

912. 
2736. 
3648. 
7296. 

S.  D.  K.  questions  the  accuracy  of  this  table,  and 
has  had  some  correspondence  with  the  "Roche"  people 
about  it.    He  appeals  to  us  for  our  opinion. 

We  may  say  by  way  of  explanation  that  these  per- 
centage solution  tables  are  usually  made  up  in  two 
ways:  one  type  of  table  assumes  that  you  would  take 
an  ounce  of  water  and  add  to  it  the  necessary  amount 
of  drug;  the  other  type  assumes  that  you  will  take 
only  enough  water  to  have  an  ounce  of  solution  by 
volume  when  you  get  through.  There  is  room  here  for 
great  confusion.  The  Hoffmann-LaRoche  table,  re- 
printed above,  belongs  in  the  first  class.  You  will  see 
from  its  language  that  you  are  expected  to  take,  say, 
one  ounce  of  water,  and  add  the  necessary  number  of 
grains  of  drug  or  chemical  to  it,  having  more  than  an 
ounce  of  solution  when  you  get  through. 

The  example  selected  by  S.  D.  K,  was  that  of  a  10- 
per-cent  solution.  Since  an  ounce  of  water  weighs  456 
grains,  he  thinks  you  should  add  45.6  grains  of  chem- 
ical to  an  ounce  of  water  to  make  a  10-per-cent  solu- 
tion, whereas  the  table  instructs  you  to  use  50.6  grains. 
S.  D.  K.  is  wrong.  If  he  adds  45.6  grains  of  chemical 
to  456  grains  of  water,  he  has  a  solution  weighing  501.6 
grains.  But  45.6  grains  is  less  than  10  per  cent  of  501.6 
grains,  and  the  solution  is  therefore  under  strength. 

The  table  is  correct.    If  you  add  50.6  grains  of 


A  Nail  Polish  and  a  NaU  Enamel. 

A.  H.  E.  wants  instructions  for  making  a  nail  pol- 
ish, and  also  a  formula  for  a  liquid  nail  enamel. 

A  nail  polish  may  be  made  of  any  colorless  polish- 
ing agent,  such  as  chalk,  infusorial  earth,  clay,  zinc 
oxide,  tin  oxide,  etc.  Tin  oxide  is  a  frequent  ingredi- 
ent, though  whether  it  has  any  advantage  over  other 
and  cheaper  polishing  powders  we  do  not  know. 
A  typical  combination  is  as  follows: 

Lead  oxide    1  ounce. 

Tin  oxide  8  ounces. 

Carmine    ^SOsraint. 

This  forms  a  base  for  a  powder,  cake,  or  paste.  For 
a  cake  form,  make  it  into  a  stiff  (somewhat  crumbly) 
paste  with  mucilage  of  tragacanth,  press  into  molds, 
and  dry. 

For  a  paste,  mix  with  enough  of  a  mixture  of  paraf- 
fin 1  part,  and  white  petrolatum  4  parts,  to  give  the 
required  consistency.  In  the  latter  case  a  better  color 
will  be  secured  by  employing  an  ammonia  solution  of 
carmine  rather  than  the  dry  carmine,  and  using  just 
enough  to  give  the  required  color. 

As  suggested  before,  a  very  satisfactory  paste  can 
be  made  from  white  infusorial  earth,  mixed  with  a 
little  kaolin  or  talc,  colored  with  carmine  solution,  and 
make  into  cakes  with  mucilage  of  tragacanth,  or  into 
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a  paste  with  paraffin.  Another  base  for  making  the 
paste,  which  has  some  advantages  in  spreading,  is  a 
mixture  of  one  part  white  wax  and  3  parts  cottonseed 
oil.  This  is  softer  and  spreads  a  little  more  smoothly. 
When  we  get  to  the  matter  of  a  nail  enamel  we  are 
getting  pretty  close  to  something  which  's  not  quite 
what  its  name  seems  to  indicate.  Try  the  following, 
which  is  called  "Nail  Varnish:" 

Paraffin    60  grains. 

Chloroform     8  ounces. 

Oil   of  rose 3  drops. 


and  half  of  the  two  solutions  in  a  graduating  glass, 
stirring  well  with  a  glass  rod.  Pour  the  contents  on 
the  middle  of  the  glass  to  be  silvered.  It  will  spread 
over  the  surface  of  itself  if  the  glass  is  laid  flat.  Leave 
it  until  the  solution  precipitates. 


Commercial  Mucilage. 

L.  B. — "Will  you  kindly  oblige  me  with  a  good 
formula  for  a  gum  arabic  mucilage  which  is  inexpen- 
sive and  which  will  keep  well?  I  want  something  to 
put  up  in  5-cent  bottles." 

It  is  said  that  many  commercial  mucilages  do  not 
contain  acacia,  its  expense  putting  it  out  of  the  run- 
ning. Glue  is  used  instead.  For  that  reason  it  is  im- 
possible to  make  an  acacia  mucilage  which  can  com- 
pete. 

The  mucilage  used  by  the  United  States  Govern- 
ment on  postage-stamps  is  probably  one  of  the  best.  It 
will  stick  to  almost  any  surface.  Its  composition  is 
said  to  be  the  following: 

Gum   arabic    1  part. 

Starch     1  part. 

Sugar    ^ 4  parts. 

Water,  sufficient  to  give  the  desired  consistency. 

The  gum  arabic  is  first  dissolved  in  some  water, 
the  sugar  added,  and  then  the  starch,  after  which  the 
mixture  is  boiled  for  a  few  minutes  in  order  to  dis- 
solve the  starch.  The  mixture  is  then  thinned  down  to 
the  desired  consistency. 

This  formula  is  subject  to  the  criticism  that  it 
might  not  keep.  It  would  be  well  to  add  five  drops 
of  oil  of  clove  to  the  pint. 

A  cheaper  product  can  be  made  by  substituting 
dextrine  for  the  gum  arabic,  glucose  for  the  sugar, 
and  adding  boric  acid  to  preserve  and  help  stiffen  it. 

Silvering  Mirror  Backs. 

W.  A.  S. — "Can  you  furnish  me  with  a  formula 
for  resilvering  mirror  backs?" 

In  the  December,  1913,  issue  of  the  Bulletin  \se 
published  the  following: 

Solution  No.  1  is  composed  as  follows :  To  8  ounces 
of  distilled  water,  brought  to  a  boil,  add  12  grains  of 
silver  nitrate  and  12  grains  of  Rochclle  salts.  Let  it 
come  to  a  boil  for  six  or  seven  minutes ;  then  cool  and 
filter. 

Solution  No.  2  is  made  as  follows:  Take  8  ounces 
of  distilled  water,  and  into  a  small  quantity  poured  into 
a  tumbler  put  19  grains  of  silver  nitrate.  Stir  well 
until  dissolved.  Then  add  several  drops  of  26%  am- 
monia until  the  solution  becomes  clear.  Add  16  grains 
more  of  nitrate  of  silver,  stirring  well  until  dissolved. 
Add  the  balance  of  distilled  water  and  filter.  The  filter- 
ing must  be  done  through  a  glass  funnel,  in  which  the 
filter  paper  is  placed.  The  solution  must  be  stirred  with 
a  glass  rod.  Keep  the  solutions  in  separate  bottles 
marked  No.  1  and  No.  2. 

Directions  for  silvering:  Clean  the  glass  with  a-n- 
monia  and  wipe  with  a  wet  chamois.    Then  take  half 


The  Effect  of  Creosote  on  Gelatin. 

A.  V.  W. — "1  have  seen  it  stated  that  creosote  con- 
tained in  elastic  capsules,  or  globules,  affected  the  solu- 
bility of  the  gelatin.    Is  this  true?" 

No ;  facts  do  not  mass  themselves  back  of  the  asser- 
tion with  sufficient  force  to  prove  it.  In  fact,  a  very 
simple  test  may  be  made. 

We  referred  the  matter  to  one  of  the  largest 
laboratories  in  the  world,  and  received  the  following 
reply : 

"In  response  to  your  inquiry  as  to  the  effect  of 
beechwood  creosote  on  the  solubility  of  our  gelatin 
globules,  I  beg  to  say-  that  we  obtained  samples  of 
Soluble  Elastic  Capsules  No.  83,  Beechwood  Creosote, 
I  minim,  which  were  from  one  to  two  years  old,  and 
tested  them  for  solubility.  We  found  that  these  cap- 
sules dissolved  nicely  in  less  than  three-quarters  of  an 
hour  in  water  slightly  acidulated  with  hydrochloric 
acid.  We  failed  to  observe  just  exactly  how  long  it 
took  for  these  capsules  to  dissolve,  but  inasmuch  as 
they  dissolved  in  three-quarters  of  an  hour,  we  must 
conclude  that  the  creosote  does  not  affect  materially 
the  solubility  of  our  gelatin  globules." 


Moths  in  Clothing  Cabinets. 

F.  D.  S. — "Our  local  merchants  complain  of  damage 
done  by  moths,  which  get  into  the  clothing  cabinets 
and  ruin  the  selling  stock. 

"Will  you  kindly  publish,  in  your  next  issue  if  pos- 
sible, a  formula  that  can  be  used  to  prevent  moths  from 
eating  woolen  goods? 

"I  believe  a  preparation  that  could  be  sprayed  on 
the  clothing  would  be  most  satisfactory — provided, 
however,  same  would  neither  stain  nor  leave  a  grease- 
spot  on  the  most  delicate  fabric." 

We  are  imable  to  offer  much  that  will  be  of  ma- 
terial assistance.  The  best  preventive,  of  course,  is 
naphthaline — best  because  of  its  comparatively  inof- 
fensive odor,  and  because  it  costs  so  little. 

We  know  of  nothing  in  the  way  of  a  preparation 
which  might  be  sprayed  on  the  clothing  that  would  be 
at  all  lasting.  Liquids  which  leave  no  stain  evaporate; 
that  is  one  of  the  fixed  laws  of  nature.  So  any  liquid 
which  would  keep  the  moths  away — like  spirit  of  cam- 
phor, for  instance — must  necessarily  be  applied  with 
distressing  frequency. 

Perhaps  our  readers  can  offer  some  suggestions. 


Directions  for  Mixing. 

J.  A.  H. — "Please  give  me  directions  for  obtaining 
a  nice,  smooth  pomade  from  the  following  formula : 

Liquid  petrolatum 2%  ounces. 

Rose  water  1  ounce. 

White  wax   3^^  drachms. 

Borax     16  grains. 

Precipitated   sulphur    8 ^^  grains. 

Proceed    somewhat    after   this    fashion:      Mix    the 
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wax,  add  the  liquid  petrolatum,  and  to  this  mixture 
add  the  sulphur,  mixing  thoroughly.  Dissolve  the 
borax  in  the  rose  water,  warm  and  add.  Stir  until  the 
cream  stiffens. 


Elixir    Glycerophosphates    Without   Sugar. 

F.  J.  A. — "Will  you  kindly  supply  me  with  a  good 
formula  for  Elixir  Glycerophosphates  without  sugar?" 

In  July  of  last  year,  in  response  to  a  similar  query, 
we  published  a  formula  of  this  kind,  which  we  repro- 
duce : 

Calcium    glycerophosphate 160  grains. 

Sodium    glycerophosphate    218  grains. 

Iron  glycerophosphate   (scale) 80  grains. 

Potassium   glycerophosphate    106  grains. 

Citric  acid    76  grains. 

Tincture  of  sweet   orange  peel.  .50  fluidrachms. 

Sodium  chloride   120  grains. 

Saccharin    4  grains. 

Glycerin     6  fiuidounces. 

Sherry  wine    10  fiuidounces. 

Distilled    water    to 40  fiuidounces. 

Dissolve  the  glycerophosphates  and  citric  acid  in  12  fluid- 
ounces  of  warm  water,  add  the-  glycerin,  and  when  cool  add  the 
tincture  of  orange  in  which  the  saccharin  has  been  previously 
dissolved,  then  the  sherry  wine,  and  sufficient  water  to  make  40 
fiuidounces.  Filter  through  paper  sprinkled  with  talcum,  re- 
turning the  filtrate  until   it  passes  perfectly  clear. 


A   Vanishing  Cream. 

S.  C.  A. — "Will  you  kindly  supply  me,  through  your 
Quer>'  department,  with  a  good  formula  for  a  so- 
called  vanishing  cream?" 

The  following  is  said  to  make  an  excellent  prepa- 
ration : 

Stearic  acid   1  pound. 

Monohydrated  sodium  carbonate 2  ounces. 

Potassium   carbonate    1  ounce. 

.    Powdered  borax   2  ounces. 

Glycerin  3  pounds. 

Alcohol   2  ounces. 

Terpineol    00  minims. 

Oil  rose  geranium 60  minims. 

Oil  jasmine SO  minims. 

Water    6  pints. 

Dissolve  the  sodium  and  potassium  carbonates  and  the  borax 
in  the  water,  add  the  stearic  acid  and  glycerin,  and  heat  until 
the  acid  is  melted.  Then  stir  or  pour  until  combination  takes 
place  and  the  mixture  is  homogeneous.  Then  add  the  oils 
dissolved   in  the  alcohol  and  mix   well. 


Diarrhea  Remedy   Without   Opiates. 

J.  A.  H. — "Please  supply  a  good  formula  for  a 
diarrhea  remedy  without  opiates,  but  containing  log- 
wood ;  one  that  is  safe  for  children,  as  well  as  adults." 

An  opiate  is  sometimes  very  desirable.     Something 

is  frequently  needed  to  allay  the  pain  which  so  often 

accompanies  this  prevalent  disorder.    However,  here  is 

a  formula  which  may  meet  your  requirements : 

Fluidextract  of  logwood 1  ounce. 

Tincture  of  valerian 7  ounces. 

Tincture   of  rhubarb 2  ounces. 

Essence  of  peppermint S  ounces. 

Spirit  of  camphor 3  ounces. 

Mix,  and  give  in  teaspoonful  doses,  to  adults. 


A  Corn  Remedy  Without  Cannabis  Indica. 

J.  H. — "Will  you  give  me,  through  your  journal,  a 
satisfactory  formula  for  a  com  remedy— one  tliat 
does  not  contain  Cannabis  Indica?  Or  perhaps  you 
could  tell  us  how  to  make  one  from  the  following  in- 
gredients: Salicylic  acid,  alum,  ether,  alcohol,  balsam 
of  fir,  flexible  collodion." 

To  begin  with,  Cannabis  Indica  is  not  necessary  in 


any  corn-cure  formula.  From  a  therapeutic  standpoint 
it  has  little,  if  any,  action  when  applied  as  it  is  in  the 
ordinary  com  remedy.  Its  chief  value  in  this  par- 
ticular lies  in  the  fact  that  it  colors  the  mixture.  One 
of  a  number  of  other  coloring  agents  might  well  be 
substituted  without  depriving  the  remedy  of  any  essen- 
tial point  of  excellence. 

Your  formula  is  open  to  several  objections.  First, 
we  must  blue-pencil  the  alum.  How  are  you  going  to 
get  it  in  solution?  And  what  good  would  it  do  if  you 
did? 

Then,  again,  you  do  not  need  both  balsam  of  fir 
and  flexible  collodion.  There's  balsam  of  fir  in  flexible 
collodion,  so  why  hit  twice  in  the  same  place? 

Taken  as  a  whole,  the  formula  covers  too  much  ter- 
ritory. Take  plain,  ordinary  salicylic  acid  and  every- 
day, U.  S.  P.  flexible  collodion  and  shake  them  up, 
using  1  part  of  the  acid  to  9  parts  of  the  collodion. 
You  will  then  have  as  good  a  com  remedy  as  anybody 
has  a  right  to  put  up.  If  you  want  a  little  more  action, 
however,  add  5  per  cent  of  glacial  acetic  acid.  Color 
to  suit. 


A  Sweeping  Compound. 

G.  &  G. — "What  is  a  good  formula  for  making  a 
sweeping  compound?  We  have  plenty  of  sand  and 
sawdust  here,  and  I  believe  that  you  could  make  a 
good  compound  very  cheaply,  and  I  believe  that  this 
would  be  of  practical  interest  to  a  great  number  of 
your  readers.  Please  publish  a  formula  in  your  next 
issue,  and  oblige." 

The  following  is  offered  as  a  good  formula: 

Paraffin    wax    1  ounce  av.* 

Paraffin   oil    2  pints. 

Salt    4  ounces  av. 

Sea  sand  4  pounds. 

Sawdust 6  pounds. 

Oil  of  eucalyptus 1  fiuidounce. 

Melt  the  wax,  add  the  paraffin  oil,  inc6rporate  the  sand,  salt, 
and  sawdust,  and  finally  add  the  oil  of  eucalyptus. 


Powdered  Rouge. 

A.  E. — "Please  give  me  a  formula  for  a  powdered 
face  rouge,  dark  color." 

The  following  is  known  as  Bordeaux  Red  Rouge, 
and  ought  to  prove  dark  enough : 

Zinc  oxide    80  parts. 

Bismuth  subnitrate    SO  parts. 

Aluminum  oxychloride 30  parts. 

Carmine 1  part. 

Ammonia  water 5  parts. 

Essence  bouquet 8  parts. 

Peppermint,  camphor,  etc.,  quantity  sufficient. 

Mix  the  zinc,  bismuth,  and  aluminum  salts.  Dissolve  the 
carmine  in  the  ammonia  and  add  solution  to  the  mixture;  then 
add  24  grains  of  camphor,  and  24  minims  of  oil  of  peppermint 
dissolved  in   the  essence  bouquet. 


Automobile-top  Paint. 

E.  S.  N. — "Have  you  a  formula  for  black  paint — 
one  that  can  be  used  on  a  mohair  automobile  top?" 

Unfortunately  we  haven't.  There  are  several  good 
preparations  on  the  market,  and  we  recommend  that 
one  of  them  be  used. 


V.  D.  Co. — ^We  are  not  able  to  supply  you  with  the 
information  you  seek  concerning  the  formulas  of  the 
two  proprietary  preparations  you  mention. 


Bulletin  of  Pharmacy 


Vol.  XXVIII. 


DETROIT,  MICH.,  JULY,  1914. 


No.  7. 


BULLETIN  OF  PHARMACY 

iMiied  on  the  fint  of  crery  month  by 

B.  G.  SWIFT,  PuBUsmoiL, 

Comer  Joseph  Campau  Ave.  and  Atwater  St.,  DnmoiT,  MiCB. 


Mahagino  Bditor:  HARRY  B.  MASON,  PH.G. 
BU8INK88  Managkr:  HARRY  SKILLMAN. 


SUBSCRIPTION 

StilM  aad  Mtxloo, 


S1UM 


FomxiON  OFFICSt: 


WAI«KSRVIIAS.  Omt.,  Can. 

878  ST.  PAUI,  8TRBBT.  -  -  MONTRSAX«,  QUB..  Cak. 
19  AND  20  GRBAT  PUI«T8NBY  STRBST.  W.,  X,ONDON,  Bko. 
196  YORK  STRSBT,         -         8YDN8T,  N.  S.  W.,  Austkaua. 


All  nitidct  for  pttblication  and  all  oommnnicationa  bearing  on 
the  text  ahonld  be  addreaied: 

JEDXrOU  BVLUaiM  O.F  JPmUtMACT, 

Bom  484,  BXTMOIT,  MIOM. 

All  borineia  Ictten  should  be  addressed: 

^VBItlBMMM  BWLIiMTIJf  O.F  IPMAKXAOY, 

JBs«  4«4,  BMTBOIT,  MI€M. 


GUARANTY 
LEGEND. 


We  have  previously  reported 
upon  the  recent  ruling  of 
the  government  officials  in 
Washington  abolishing  the  present  guaranty 
legend  on  the  label  of  foods  and  drugs.  We 
expressed  the  conviction  last  month  that  if  the 
new  ruling  went  into  effect  May  1,  1915,  it 
would  prove  embarrassing  to  hundreds  of 
manufacturers  in  various  lines,  who  frequently 
order  their  expensive  labels  and  lithographed 
containers  several  years  ahead.  Since  that 
time  the  officials  at  Washington  have  evidently 
come  to  the  same  conclusion.  A  later  ruling, 
bearing  No.  155,  provides  that  the  new  order 
of  things  will  not  obtain  tmtil  May  1,  1916. 
That  is  to  say,  the  guaranty  legend  on  the  label 
will  be  tolerated  by  the  government  until  then. 
Furthermore,  in  case  of  all  goods  packed  and 
labeled  prior  to  that  date,  the  decision  will  not 


become  effective  until  November  1, 1916.  This 
gives  the  trade  something  like  two  and  a  half 
years  to  use  up  the  present  stock  of  labels  and 
containers. 

4t      4t      4t 

Most  manufacturers,  in  or- 
HiscoNCEPTioNS.    dcriug  labels  from  now  on, 

will  have  them  printed  with- 
out the  guaranty  legend,  even  though  they  are 
to  be  used  prior  to  May  1,  1916.  This  is  a 
point  that  we  are  discussing  in  the  present  issue 
in  our  department  of  "Queries,"  answering 
some  questions  asked  us  by  a  proprietary 
manufacturer.  There  seems  to  be  a  miscon- 
ception, more  or  less  general,  that  the  guaranty 
legend  is  at  present  a  matter  of  law,  and  must 
be  used  until  May  1,  1916,  or  November  1, 
1916.  This  is  of  course  erroneous.  The  guar- 
anty legend  may  be  discontinued  by  anybody 
to-morrow.  More  than  that,  it  was  never  re- 
quired by  the  law  anyway.  It  was  merely  a 
convenience  for  the  manufacturer  who  desired 
to  protect  his  distributors. 

Incidentally  another  interesting  phase  of  the 
subject  has  cropped  up.  It  seems  that  a  certain 
element  of  the  general  public  has  grown  to  look 
for  the  guaranty  legend  on  the  package. 
Its  absence,  some  people  infer,  will  invite 
suspicion,  and  the  free  and  enlightened  citizens 
of  our  great  country  will  fear  that  they  are 
buying  products  which  have  not  been  guaran- 
teed by  the  manufacturers  and  which  are 
therefore  below  standard.  This  introduces  an 
element  that  the  guaranty  was  never  expected 
to  involve.  A  product  is  of  course  not  guar- 
anteed to  the  consumer.  It  is  guaranteed  to 
the  dealer  in  order  that  the  latter  will  be  ex- 
empted from  prosecution  by  the  State  or 
Federal  authorities  in  case  of  trouble,  in  which 
event  the  manufacturer  himself  will  take 
the  onus. 

Some  writers  argue,  however,  that  the  guar- 
anty legend  ought  to  be  retained  on  the  label 
in  order  that  the  general  public  may  feel  the 
benefit  of  its  protection.  But  it  seems  to  us 
that  the  public  will  forget  all  about  the  guar- 


266 


BULLETIN  OF  PHARMACY 


anty  legend  just  as  quickly  as  it  grew  to  recog- 
nize it!  Two  or  three  years  from  now  nobody 
will  remember  that  there  ever  was  such  a  thing. 
And  we  repeat  that  the  legend  means  absolutely 
nothing  so  far  as  the  consumer  is  concerned. 


Now   that  th^  Riker-Hege- 

"""evelopments.  '"an   drug   chain   has   been 

taken  over  by  the  United 
Cigar  people,  and  is  going  to  be  operated  on  a 
larger  scale  in  the  future,  its  affairs  are  matters 
of  general  pharmaceutical  interest.  John  H. 
Flagler,  well-known  financier  and  director  in 
the  Standard  Oil  Company,  has  retired  as 
president  of  the  Riker-Hegeman  corporation, 
but  has  been  elected  chairman  of  the  Board 
of  Directors.  He  is  succeeded  as  president  by 
Alfred  H.  Cosden.  Mr.  Cosden  is  the  man 
whose  genius  and  creative  ability  built  up  the 
Riker  group  of  stores,  and  afterwards  brought 
about  an  amalgamation  with  the  Hegeman  in- 
terests. His  retention  under  the  new  owner- 
ship means  that  an  experienced  drug  man  is  to 
remain  in  control  of  the  organization.  The 
first  vice-president,  H.  S.  Collins,  was  formerly 
first  vice-president  of  the  United  Cigar  Stores 
Company,  and  it  is  announced  that  Mr.  Collins 
is  revising  and  perfecting  the  selling  methods 
of  the  Riker-Hegeman  Co.  along  the  lines  of 
the  United  Cigar  Stores  concern.  Mr.  Cosden 
and  Mr.  Collins  will  evidently  make  a  strong 
team.  The  second  vice-president  of  the  new 
organization  is  John  S.  Alley,  who  was  general 
manager  of  the  Jaynes  stores  in  Boston  when 
they  were  taken  over  several  years  ago  by  the 
Riker  interests.  Mr.  Alley  has  come  straight 
up  through  the  various  grades  from  a  drug 
clerk,  and  knows  the  retail  business  from 
every  angle. 

*      4c      ♦ 

It  looks  as  though  the  Riker- 
THE  FUTUKE.       Hcgcman  Co.  would  steadily 

increase  the  size  of  its  chain. 
It  was  announced  two  or  three  months  ago 
that  there  were  already  more  than  100  stores 
in  the  group.  Since  then  we  have  observed 
that  Pittsburg  has  been  entered  by  the  lease  of 
a  prominent  corner  in  that  town.  In  Philadel- 
phia the  well-known  store  of  C.  A.  Loder,  at 
1 0th  and  Chestnut  Streets,  has  been  purchased. 
Loder  was  the  man,  it  will  be  remembered, 
who  bucked  the  old  N.  A.  R.  D.  tripartite  plati. 


and  who  was  famous  as  a  cutter  ten  or  twelve 
years  ago. 

In  the  meantime  we  observe  that  George  J. 
Whelan,  the  master  mind  behind  both  the  drug 
and  cigar  chains,  is  hungering  for  new  worlds 
to  conquer.  There  has  been  a  group  of  United 
cigar  stores  in  Canada  now  for  three  years,  and 
it  is  asserted  that  Mr.  Whelan  is  getting  plans 
in  readiness  to  establish  another  chain  of  cigar 
stores  in  various  European  countries.  The 
Canadian  corporation  is  a  separate  entity,  and 
the  European  corporation  would  be  also. 


While  discussing  the  subject 

OF  THE  A^.^D.  s.  ?     ^^  Corporations  in  the  drug 

trade  something  might  well 
be  said  about  the  National  Co-operative  Drug 
Co.  This  is  a  relatively  new  organization  after 
the  pattern  of  the  American  Druggists'  Syndi- 
cate— so  much  after  the  same  pattern,  indeed, 
that  we  find  Mr.  Goddard  criticizing  the  new 
company  rather  severely  in  a  recent  issue  of 
the  A.  D.  S.  organ. 

The  National  Co-operative  Drug  Co.  has 
been  incorporated  under  the  laws  of  Delaware 
with  an  authorized  capital  of  $1,000,000 — 
$600,000  preferred  and  $400,000  common. 
The  officers  of  the  company  are:  president,  O. 
B.  Thuma;  1st  vice-president,  Chas.  W.  J.  H. 
Hahn;  2d  vice-president,  K.  B.  Bowerman; 
secretary,  George  E.  Brown;  assistant  secre- 
tary, Harry  R.  Mulvey ;  and  treasurer,  George 
W.  Piatt.  In  addition  to  this  there  is  quite  a 
large  board  of  directors,  and  it  is  annotmced 
that  there  will  be  one  additional  director  from 
each  city  having  a  branch  house. 

The  scheme  of  the  National  Co-operative 
Drug  Co.  is  apparently  to  establish  a  series  of 
druggists'  jobbing  houses  in  the  larger  cities. 
St.  Louis  established  the  first  branch,  and 
others  have  been  or  are  being  built  up  in  Cin- 
cinnati, Memphis,  New  Orleans,  Louisville, 
Indianapolis,  and  Fort  Worth. 

In  Minneapolis  there  will  be  a  merger  with 
the  Merritt  Drug  Co.,  cooperative,  and 
Charles  H.  Huhn  will  be  the  local  manager. 
Inasmuch  as  Mr.  Huhn  has  heretofore  been 
the  Minneapolis  distributor  of  the  A.  D.  S., 
and  was  once  president  of  that  organization, 
more  or  less  interest  has  been  excited  by  his 
change  of  base.  That  Mr.  Goddard  is  not  at 
all  friendly  to  the  new  concern  is  indicated  by 
an  editorial  in  the  June  issue  of  the  Voice- 
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Salesman,  in  which  it  is  said  among  other 
things  that  "this  organization  has  no  assets 
save  its  hopes  and  promises,  and  its  stock  is 
based  on  remote  possibilities  of  success  and 
an  abundance  of  confidence."  Other  "imi- 
tators of  the  A.  D.  S.,"  declares  Mr.  Goddard, 
"have  been  wrapped  in  their  shrouds  and  laid 
away,  one  by  one,  in  the  commercial  bone- 
yard,"  and  the  intimation  is  that  the  funeral 
requiem  will  soon  be  read  over  the  corpse  of 
the  National  Co-operative  Drug  Co. 


The     Pennsylvania     State 
™pemii?cjSe.     Pharmaceutical     Examining 

Board  has  finally  lost  its  now 
historic  suit  against  Parke,  Davis  &  Co.  It 
will  be  remembered  that  the  board  tried  to 
compel  P.,  D.  &  Co.  to  label  its  "essence  of 
pepsin  special"  in  a  particular  manner  directed 
by  the  board's  rules  and  regulations,  but  not 
prescribed  in  the  State  law  itself.  P.,  D.  &  Co. 
stated  the  strength  on  the  label  in  the  universal 
manner  used  by  everybody  else,  and  sanctioned 
by  the  N.  F.  and  the  U.  S.  P.  When  the  case 
finally  came  to  trial  last  month,  the  judge  ruled 
against  the  board,  declared  that  there  was  no 
need  of  hearing  from  the  defense  at  all,  and 
directed  the  jury  to  bring  in  a  verdict  for  the 
defendants  and  against  the  board. 

The  whole  case  was  built  on  the  legal  tech- 
nicality involved  in  this  question :  Does  a  State 
or  Federal  board  have  the  power  to  enforce  a 
regulation  on  a  point  that  is  not  specifically 
provided  for  in  the  law  itself?  The  answer 
is  no.  The  same  issue  was  fought  out  in  a 
case  against  Sharp  &  Dohme  by  the  Pennsyl- 
vania Board  a  year  or  so  ago,  and  on  that  oc- 
casion, as  on  this,  the  judge  ordered  a  verdict 
in  favor  of  the  defense.  Both  products  were 
plainly  labeled  as  to  their  strength  and  char- 
acter, but  they  were  not  labeled  in  the  par- 
ticular way  demanded  by  the  board  in  its  rules 
and  regulations. 


The  New   York   Board   of 
WOOD  ALCOHOL.    Aldermen   is  attempting  to 

pass  some  sort  of  an  or- 
dinance regulating  the  labeling  of  wood  alco- 
hol. Jacob  Weil,  a  member  of  the  board,  and 
also  a  well-known  New  York  jobber,  has  in- 
troduced a  bill  providing  that  the  product  must 
be  called  "Wood  Naphtha,"  and  that  the  label 


must  contain  a  statement  to  the  effect  that 
"this  fluid,  taken  internally,  inhaled  or  used 
externally,  is  likely  to  produce  blindness  and 
lead  to  death." 

The  manufacturers  of  the  substance,  how- 
ever, backed  up  by  several  prominent  men, 
insist  that  the  Weil  ordinance  is  too  strong. 
Whereupon  Dr.  Charles  Baskerville,  who  has 
in  recent  years  made  a  thorough  investigation 
of  wood  alcohol  toxicity,  has  drawn  up  a  bill 
providing  that  the  product  be  called  wood 
alcohol  instead  of  wood  naphtha,  and  that  the 
label  bear  a  statement  to  the  effect  that  "it  is 
unlawful  to  use  this  fluid  in  any  article  of  food 
or  drink,  or  medicinal  or  toilet  preparation,  for 
human  use,  internal  or  external." 

In  the  meantime  the  Weil  draft  has  been  so 
amended  that  its  provisions  will  affect  packages 
only  of  one  gallon  or  less,  on  the  ground  that 
it  is  only  in  the  smaller  packages  that  the  sub- 
stance reaches  the  public  through  the  hands  of 
the  retailer.  It  would  seem  as  though  the 
Baskerville  draft  were  sufficiently  protective 
and  more  sensible.  The  two  bills  are  still 
under  consideration  at  this  writing. 


THE  CANADIAN 
HEETINO. 


While  we,  on  this  side  of 
the  Great  Lakes,  are  making 
all  sorts  of  preparations  for 
the  annual  meeting  in  Detroit,  during  August, 
of  the  American  Pharmaceutical  Association, 
it  is  interesting  to  note  that  our  confreres  in 
Canada  are  making  similar  preparations  with 
reference  to  the  forthcoming  annual  meeting 
of  their  organization  at  about  the  same  time  in 
the  city  of  Winnipeg.  The  Canadian  Pharma- 
ceutical Association  'convenes  August  17,  and 
the  American  Pharmaceutical  Association 
August  34.  The  C.  Ph.  A.  has  made  astonish- 
ing strides  during  the  few  years  of  its  ex- 
istence, and  the  Winnipeg  convention  is  being 
looked  forward  to  with  great  interest.  We 
are  asked  to  announce  the  date  and  place,  and 
to  say  that  the  programme  will  exceed  in  in- 
terest that  of  any  previous  year.  E.  Nesbitt 
is  president  of  the  organization,  John  Cochrane 
is  vice-president,  and  G.  E.  Gibbard  of  Toronto 
is  secretary.  The  C.  Ph.  A.,  unlike  the  A. 
Ph.  A.,  is  a  purely  delegate  body,  although  the 
attendance  during  the  last  few  years  has  in- 
cluded many  retailers  who  were  not  present 
in  the  capacity  of  delegates. 
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Druggists    are    incidentally 
SALVAKSAN         interested   in  the   salvarsan 
noBT.  £jg|^^  which  has  developed  in 

Berlin.  Dr.  Dreuw,  of  the  Berlin  police,  declar- 
ing that  275  deaths  have  followed  the  adminis- 
tration of  salvarsan,  the  S3rmptoms  apparently 
being  those  of  arsenical  poisoning,  has 
urged  the  enactment  of  an  ordinance  prohib- 
iting the  use  of  the  drug  in  doses  greater  than 
the  official  maximum  for  arsenic.  Prominent 
authorities  at  the  University  of  Strassburg 
have  supported  Dr.  Dreuw  in  his  contention, 
and  the  subject  has  even  been  mentioned  in  the 
German  Reichstag.  Professor  Ehrlich  him- 
self, however,  and  perhaps  the  majority  of 
physicians,  are  to  be  found  on  the  other  side 
of  the  fence.  They  say  that  salvarsan  has 
been  used  in  more  than  one  million  cases,  and 
that  for  the  most  part  the  drug  has  been  f otmd 
of  great  benefit.  The  newspapers  have  taken 
up  the  controversy,  and  quite  a  tense  situation 
has  developed. 


The  Supreme  Court  of  the 
THE  COUPON.  State  of  Washington  has  re- 
cently upheld  the  constitu- 
tionality of  an  anti-coupon  law  passed  at  the 
last  session  of  the  legislature.  This  law  im- 
poses an  annual  license  tax  of  $6000  on  any 
firm  or  company  issuing  coupons  or  trading 
stamps.  The  United  Cigar  Stores  Co.  was  the 
concern  which  brought  suit  to  test  the  consti- 
tutionality of  the  act.  The  case  will  now  go 
to  the  United  States  Supreme  Court  for  de- 
cision, but  in  the  meantime  the  State  law  will 
remain  effective.  It  seems  quite  evident  that 
the  enactment  of  this  law  in  Washington  was 
but  one  phase  of  the  general  movement  against 
the  coupon.  The  leaders  of  the  lower  house 
in  Washington,  D.  C,  contemplated  the  enact- 
ment of  an  anti-coupon  law  at  the  present  ses- 
sion of  Congress,  but  finally  decided  to  hold  the 
subject  in  abeyance  until  it  could  be  studied  at 
somewhat  greater  length. 


Caswell  A.  Mayo,  president- 
riisT  AID.         elect  of  the  A.  Ph.  A.,  is  out 

with  a  suggestion  that  a  law 
be  enacted  in  each  State  designed  for  the  pur- 
pose of  protecting  druggists  who  render  first 
aid  to  injured  people.  The  idea  is  to  provide 
that  in  case  an  injured  person  is  unable  to  pay 


or  refuses  to  pay  for  the  service  rendered,  the 
druggist  may  look  to  the  municipality,  town- 
ship or  county  for  his  remuneration.  A  form 
of  bill  has  been  drawn  up  which  we  find  printed 
in  the  June  issue  of  the  American  Druggist. 
Mr.  Mayo  was  led  to  make  this  suggestion  as 
the  result  of  a  letter  published  in  the  Chicago 
papers  by  Governor  Dunne,  criticizing  drug- 
gists for  refusing  in  some  instances  to  give  first 
aid  to  the  injured.  Mr.  Mayo  made  the  point 
that  frequently  druggists  not  only  receive  no 
pay,  but  are  subject  to  petty  thefts  by  the 
crowds  of  curious  onlookers  which  gather  on 
such  occasions. 


AFTER  Druggists  in  Brooklyn  are 

THE  DOCTORS.      Suffering    from    a    peculiar 

form  of  competition  from 
physicians.  It  seems  that  there  are  "com- 
mercial medical  societies"  in  that  burg  in  which 
several  hundred  physicians  are  interested  as 
stockholders.  These  societies  operate  coopera- 
tive drug  stores  and  allied  "laboratories,"  and 
they  are  making  serious  inroads  upon  the 
business  of  pharmacists.  A  recent  joint  meet- 
ing was  held  by  the  five  pharmaceutical  socie- 
ties in  Brooklyn,  and  it  was  decided  to  make  a 
direct  appeal  to  the  physicians  involved.  If 
this  fails,  something  more  drastic  will  be  at- 
tempted, and  the  druggists  even  threaten  to 
enter  into  a  publicity  campaign  in  order  to 
show  patients  of  these  physicians  that  the  doc- 
tors are  prescribing  the  products  of  their  own 
concerns  in  order  to  increase  their  incomes  at 
the  expense  of  the  public  welfare. 


It   looks  very  much   as   if 
harmISn  bill,     the  Harrison  bill  would  be 

passed  by  the  United  States 
Senate  before  this  issue  of  the  Bulletin 
reaches  its  readers.  Practically  all  the  amend- 
.  ments  recommended  by  the  National  Drug 
Trade  Conference  have  been  adopted,  although 
the  physicians,  as  we  predicted  a  month  or  two 
ago,  are  complaining  bitterly  about  the  idea  of 
keeping  records.  Senator  Thomas,  who  is  in 
charge  of  the  measure,  is  expected  to  bring  it 
up  at  the  first  available  opportunity,  and  it  will 
undoubtedly  be  promptly  passed  at  that  time. 
Just  what  may  happen  to  the  feature  objected 
to  by  physicians  cannot  accurately  be  foretold 
at  this  time. 
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SANE  WORDS  FROM  A  SANE  MAN. 

Charles  W.  Holzhauer,  of  Newark,  N.  J., 
is  a  keen-witted,  alert,  live  young  pharmacist 
who  is  anxious  to  make  the  most  of  his  oppor- 
tunities and  who  is  ever  on  the  lookout  for 
ways  and  means  of  developing  business.  Not 
long  since  Mr.  Holzhauer  delivered  an  address 
on  window  trimming  at  the  New  York  College 
of  Pharmacy,  and  he  prefaced  his  remarks  as 
follows: 

I  am  glad  to  see  that  our  pharmaceutical  journals, 
along  -with  the  strictly  ethical  phases  of  pharmacy,  are 
devoting  more  attention  to  the  merchandising  end  of 
the  business,  and  are  giving  us  articles  which  will  help 
us  to  increase  the  profits  of  the  business.  Pharmacy 
may  be  a  profession,  but  certainly  as  it  exists  to-day  it 
is  ninety  per  cent  commercial,  and  if  one  is  to  succeed 
he  must  consider  this  feature  of  the  business.  The 
ethical  end  is  all  very  well,  and  every  pharmacist  should 
have  training  along  this  line,  but  in  order  to  succeed  he 
must  put  his  business  on  a  profit-producing  basis,  and 
it  cannot  be  done  solely  along  ethical  lines.  Unless  one 
is  employing  a  man  for  pharmaceutical  work  only, 
where  the  store  is  large  enough  to  maintain  a  separate 
pharmaceutical  and  prescription  department,  of  two  can- 
didates, one  of  whom  is  a  good  salesman,  and  the  other 
a  man  who  has  all  the  chemical  reactions  at  his  fingers' 
ends,  choose  the  salesman  if  you  expect  to  figure  profits 
at  the  end  of  the  year. 

I  wish  our  colleges  of  pharmacy  could  incorporate 
in  their  curriculums  at  least  one  course 'on  commercial 
pharmacy.  A  man  graduating  from  our  institution, 
unless  he  has  an  opportunity  during  his  college  course 
to  get  the  training  in  some  store,  lacks  the  very  things 
which  are  most  essential  to  his  success.  I  had  the 
privilege  of  taking  the  course  here  in  our  own  college 
of  pharmacy  and  I  am  very  glad  indeed  that  I  was  able 
to  have  such  an  excellent  pharmaceutical  education. 
Since  graduation  I  have  been  working  in  what  is,  I  sup- 
pose, an  average  retail  drug  store,  and  I  have  had  no 
occasion  to  make  use  of  a  very  large  part  of  the  tech- 
nical information  I  acquired  here. 

But  I  have  had  occasion  to  acquire,  through  other 
means,  knowledge  as  to  bookkeeping  methods,  store 
management,  display  of  goods,  stock-keeping,  handling 
of  customers,  and  many  other  similar  things,  and  it 
seems  to  me  that  a  small  part  of  the  time  spent  at  the 
college  could  very  profitably  be  devoted  to  a  considera- 
tion of  these  things  which  a  man  encounters  practically 
from  the  very  start. 

This  is  exactly  what  we  have  been  preaching 
for  many  years.  More  than  once  we  have  de- 
clared that  our  one  grievance  against  the  col- 
leges and  schools  of  pharmacy  was  that  they 


paid  insufficient  attention  to  the  necessity  of  a 
commercial  equipment  on  the  part  of  the  phar- 
macist who  desired  to  succeed  in  the  daily 
conduct  of  his  business.  Some  years  ago  we 
were  severely  rapped  over  the  knuckles  for  say- 
ing that  inasmuch  as  the  retail  drug  business 
was  50  per  cent  scientific  and  50  per  cent  com- 
mercial, the  college  of  pharmacy  ought  to  ap- 
proximate the  same  percentages  in  the  arrange- 
ment of  its  curriculum.  But  here  comes  along 
a  practical  man  on  the  firing  line  who  says 
pharmacy  is  90  per  cent  commercial ! 

What  Mr.  Holzhauer  found  after  he  had 
finished  college,  and  entered  his  father's  store, 
is  exactly  what  every  other  graduate  finds.  He 
discovered  then  that  he  was  up  agamst  condi- 
tions very  different  from  those  which  he  had 
been  led  to  expect.  A  professional  and  scientific 
education  is  all  very  well  and  very  necessary, 
but  it  ought  to  be  balanced  by  a  commercial 
education.  The  editor  of  the  Bulletin  has 
been  brought  in  contact  this  spring  and  sum- 
mer with  groups  of  students  from  six  or  eight 
pharmaceutical  schools  and  colleges.  On  every 
occasion  he  has  read  the  same  indications — 
indications  that  these  young  men  hold  a  false 
perspective.  They  have  been  imbued  with  the 
ennobling  idea  that  they  are  going  to  be  pro- 
fessional men,  are  going  to  live  up  to  high 
scientific  ideals,  and  are  going  to  uplift  and 
revolutionize  pharmacy. 

College  graduates  aren't  out  in  the  practical 
world  very  long,  however,  before  they  dis- 
cover, as  Mr.  Holzhauer  did,  that  they  must 
change  their  perspective  entirely.  Their  point 
of  view  is  wrong.  They  must  face  practical 
conditions  that  they  have  wotted  not  of.  They 
are  up  against  the  real  thing.  They  must  be 
salesmen  as  well  as  analysts  and  prescrip- 
tionists — ^and  more  particularly  salesmen  than 
anything  else.  More  than  that,  they  must 
understand  the  laws  of  trade  and  the  laws  of 
human  nature.  They  must  know  how  to  cal- 
culate profits,  and  how  to  make  business  pay 
on  a  practical  scale.  In  other  words,  they  must 
be  commercial  as  well  as  professional  men,  and 
they  must  understand,  too,  that  there  is  just  as 
much  ethics  in  honest  commercialism  as  in 
honest  professionalism. 

Why  can't  the  colleges  teach  these  necessi- 
ties and  give  students  a  proper  understanding 
of  what  they  must  fight  when  they  get  out  in 
the  world? 
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MEETING  CHAIN-STORE  COMPETITION. 

In  an  address  delivered  before  the  Massa- 
chusetts Pharmaceutical  Association.  Jas.  A, 
S.  Woodrow  stated  that  he  had  been  in  the 
drug  business  twenty-one  years,  and  that  dur- 
ing eleven  of  those  years  he  had  been  in  busi- 
ness for  himself;  moreover,  that  during  ten 
of  the  eleven  years  that  he  had  been  operating 
for  himself  he  had  been  merely  running  along 
— making  a  living.  He  frankly  confessed  that 
during  one  year  only  had  he  been  thoroughly 
awake  and  fully  on  the  job. 

The  change  came  about  through  a  desire  to 
increase  his  business.  Mr.  Woodrow  took  a 
three-months*  period  —  October,  November, 
and  December — ^and  carefully  analyzed  the 
situation.  The  annual  daily  sales  showed  the 
following  percentages: 

Soda  14  per  cent. 

Cigars   j6  per  cent. 

Prescriptions,  average  price  45c..  7  per  cent. 
Merchandise 53  per  cent. 

"Heretofore,"  said  Mr.  Woodrow,  "pre- 
scriptions had  been  held  to  be  the  mainstay  of 
the  drug  store.  In  my  store,  which  was  doing 
an  average  prescription  business,  I  found  it 
only  amounted  to  7  per  cent  of  the  total." 

A  few  days  later  he  chanced  to  gain  in- 
formation, which  to  him  seemed  authoritative, 
to  the  effect  that  the  average  number  of  pre- 
scriptions put  up  by  a  well-known  chain  com- 
prising 38  stores  was  less  than  two  per  cent  of 
the  total  volume  of  business. 

"These  two  examples,"  continued  Mr. 
Woodrow,  "showed  that  the  prescription  busi- 
ness plays  a  small  part  in  the  average  drug 
store,  and  that  plain,  ordinary,  every-day 
merchandise,  consisting  largely  of  patent  medi- 
cines, toilet  preparations,  and  sundries,  con- 
stitutes the  bulk  of  the  sales  in  the  drug 
business." 

Basing  action  on  these  deductions,  Mr. 
Woodrow  revolutionized  his  drug  store.  He 
made  a  close  study  of  chain-store  methods, 
adopted  as  many  of  them  as  he  thought  de- 
sirable, and  went  after  business. 

And  he  got  it ! 

Chain  stores  arc  here  to  stay,  and  there  are 
going  to  be  more  rather  than  less  of  them. 
Moreover,  their  affairs  are  in  the  hands  of 
business  experts. 

The  problem  of  how  to  meet  chain-store 
competition  is,  therefore,  one  of  increasing  im- 
portance. 


And  there  is  just  one  way.  Druggists  must 
become  business  experts  themselves.  They 
must  study  drug  conditions  in  a  broad  way. 
And  then  they  must  go  beyond  that.  They 
must  study  general  business  principles  in  a 
broad  way.  Whatever  is  good  they  must 
adopt,  even  though  it  be  crisp  and  new  and 
revolutionary.  Those  who  will  not  do  this 
have  no  right  to  complain  if  they  are  indif- 
ferently successful. 

Generally  speaking  Mr.  Woodrow  has  set  a 
good  example. 


A  SINKING  FUND:    WHAT  DO  YOU  THINK 

ABOUT  IT? 

We  are  in  receipt  of  the  following  letter 
from  a  wide-awake  reader  of  the  Bulletin 
in  the  city  of  Washington,  D.  C. : 

I  note  that  the  Bulletin  of  Puaricacy  gives  some 
space  along  the  lines  of  necessary  profits  from  retail 
drug  stores.  One  question  of  considerable  moment  oc- 
curs to  me  and  I  take  the  liberty  of  suggesting  it.  That 
is,  the  desirability  of  developing  a  sinking  fund  for  the 
necessary  expense  involved  in  repairing  fixtures  and 
replacing  such  appliances  as  the  soda-water  fountain. 
It  has  been  intimated  by  those  familiar  with  the  subject 
that  these  things  have  to  be  replenished  just  the  same 
as  a  set  of  boilers  or  a  steam  engine.  They  will  not 
run  forever,  and  I  therefore  recommend  that  some  con- 
sideration be  given  to  this  subject  and  views  on  it 
elicited. 

What  are  the  views  of  our  readers  on  this 
topic  ?  What  experiences  have  you  had  in  the 
establishment  of  such  a  sinking  fund?  What 
do  you  think  about  the  scheme  anyway? 

We  shall  be  glad  to  receive  a  number  of 
letters  on  the  subject  for  publication.  Let  us 
hear  from  you. 


WHAT  SHOULD  RENT  COST? 

We  have  recently  had  letters  from  three 
druggists  telling  us  what  percentage  of  their 
annual  sales  was  represented  by  rent.  These 
are  the  figures  they  give: 

2.5  per  cent. 

2.5  per  cent. 

3.5  per  cent. 

These  percentages  all  strike  us  as  being 
rather  low.  We  have  stated  on  several  oc- 
casions in  the  Bulletin  that  the  average 
rental  is  about  5  per  cent.  System,  after  a  con- 
siderable investigation,  believes  that  the  av- 
erage is  4.02.  The  Harvard  Bureau  of  Busi- 
ness Research,  after  a  wide  study  of  the  retail 
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shoe  business,  has  discovered  that  rentals  run 
all  the  way  from  1.8  per  cent  to  14.6  per  cent, 
with  the  average  around  5,  and  with  an  attain- 
able percentage  of  about  3. 

Possibly  3  per  cent  is  a  good  goal  to  aim  at, 
although,  as  already  stated,  we  think  it  is 
rather  low.  We  shall  know  more  about  it 
presently,  for  we  are  now  making  an  investi- 
gation and  shall  be  prepared  to  report  the  facts 
a  little  later  on. 

Meanwhile  any  information  along  this 
line  from  our  subscribers  will  be  gladly 
welcomed. 


orous  administration,  and  thus  adhered  to  the 
traditions  of  the  P.  P.  A.  if  he  did  not  exceed 
them.  Among  other  things  he  planned  a  series 
of  automobile  tours  through  the  State  for  the 
purpose  of  increasing  the  membership. 


RECREATIONS  OF  A  RETIRED  EDITOR 

We  say  "retired,"  but  perhaps  it  is  a  case  of 

plain  "tired."    At  any  rate,  F.  B.  Hays,  who 

was  editor  of  the  Druggists  Circular   for   a 

period  ranging  somewhere  between  15  and  30 


THE  HALL  OF  FAME 


EX-PRESIDENT  OF  THE  PENNSYLVANIA 
ASSOCIATION. 

We  present  this  month  the  portrait  of  the 
man  who  has  just  completed  his  term  as  presi- 
dent of  what  is  in  many  respects  the  best  State 
organization  of   druggists  in  the  country — 


p.  B.  Hits  at  Hib  Old  Hohb  nt  Oxford.  N.  C. 

years,  has  withdrawn  from  pharmaceutical 
journalism  and  has  hied  himself  back  to  the 
scenes  of  his  youth  in  Oxford.  North  Carolina. 
Donning  overalls,  and  getting  out  the  old 
wheelbarrow.  Hays  is  enjoying  life  once  more. 


the  Pennsylvania  Pharmaceutical  Association. 
The  size  of  the  membership,  the  number  of 
papers  presented,  the  character  of  the  work 
done — all  these  pretty  nearly  entitle  the  P.  P. 
A.  to  the  premier  place  among  the  State  bodies. 
Richard  H.  Lackey  was  president  of  the  as- 
sociation last  year,  and  must  therefore  have 
presided  at  the  meeting  in  Buena  Vista  Springs 
a  few  days  ago.    He  conducted  a  live  and  vig- 


Apparently  this  is  the  only  way  an  editor  can 
enjoy  life — after  he  has  retired  from  the  hard 
and  strenuous  work  of  uplifting,  elevating,  and 
improving    the    pharmaceutical     community. 
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The  burdens  of  his  occupation  rest  too  heavily 
upon  his  shoulders  so  long  as  he  stoops  over 
his  desk  in  weighty  contemplation.  As  for 
those  young  puppies  that  Hays  is  seen  fondling 
so  tenderly,  it  may  be  explained  that  Hays  is 
a  bachelor  and  that  he  has  always  taken  kindly 
to  other  people's  families.  He  takes  his  domes- 
ticity, as  some  people  do  their  religion, 
vicariously. 


A  NEW  FLORIDA  BOARD  MEMBER. 

We  are  presenting  an  excellent  likeness  of 
Leon  Hale,  who  was  recently  appointed  a 
member  of  the  Florida  Board  of  Pharmacy. 

Being  a  State  officer  is  the  least  of  Mr. 
Hale's  troubles,  however.  His  store  is  located 
at  703  Frankhn  Street,  Tampa,  and  his  chief 


guinea-pigs,  the  number  has  increased.  The 
150,000  is  200,000  now. 

One  of  Mr.  Hale's  innovations  is  the  use  of 
little  wooden  trays  for  the  holding  of  bottles 
which  are  displayed  on  the  show-case  tops. 
Individual  trays:  one  for  each  bottle.  These 
are  varnished,  and  each  bears  the  word  "Hale" 
in  gold  letters. 

Mr.  Hale  is  a  young  man,  and  it  is  generally 
conceded  that  by  honoring  him  with  a  place  on 
the  Pharmacy  Board  the  governor  acted  wisely. 


A  PROMISING  ARTIST. 
Miss  Neida  Humphrey,  daughter  of  Dr,  J, 
D,  Humphrey,  Huntsville,  Ala.,  reached  the 
Mecca  of  all  singers  a  few  weeks  ago  when  she 
was  introduced  to  the  public  on  the  stage  of 
the  Metropolitan  Opera  House  in  New  York. 
There  was  an  audience  of  over  10,000  people, 
and  Miss  Humphrey  made  such  a  sensation  for 
a  new  soprano  that  she  was  compelled  to  re- 
turn to  the  stage  four  times  to  acknowledge  the 
plaudits  of  the  crowd.    The  New  York  critics 


concern  is  centered  in  the  increasing  of  his  al- 
ready large  business.  Somehow  these  drug 
men  never  seem  to  get  enough, 

Mr.  Hale's  methods,  some  of  them,  are  un- 
usually effective.  Little  folders  exploiting  his 
prescription  business  are  placed  on  the  counter 
for  free  distribution.  Above  the  prescription 
case  hangs  a  large  framed  sign  reading  like 
this:  "The  public  has  trusted  us  with  150,000 
prescriptions,  the  largest  number  ever  filled  by 
a  Tampa  druggist," 

This  sign  is  wrong,  though — Mr.  Hale  ad- 
mits it. 

But  it  was  right  when  it  was  framed  and 
hung  up.     Since  then,  like  Mike  Flannery's 


Mira  Nbida  Hdhfhuv. 

Spoke  most  favorably  of  the  young  woman, 
and  it  is  quite  evident  that  she  has  a  promising 
future,  Dr,  Humphrey  is  well  known  in  the 
drug  trade,  and  members  of  the  N.  A.  R,  D. 
will  recall  that  he  has  on  several  occasions  been 
an  officer  in  that  organization. 


Three  Prize -Winning  Ads. 

In  the  January  and  February  issues  of  the  BULLETIN  we  offered  a  series  of  three  prizes 
for  druggists*  best  newspaper  advertisements — $10.00  for  the  first  prize,  and  $3.00  each  for 
the  second  and  third  prizes.  A  large  number  of  specimens  were  contributed  in  response  to 
this  offer,  and  we  finally  turned  them  over  to  a  committee  of  three  men  well  qualified  to  pass 
judgment  on  them.  The  three  ads.  ultimately  selected  as  being  entided  to  the  prizes  are  shown 
on  this  page.  Other  specimens  submitted  in  the  contest  will  be  reproduced  from  time  to 
time  in  our  pages. — THE  EDITORS. 


You  Need  Sherwood's 
Expert  Prescription  Service 

IF  the  carrfuUy  prepared  plans 
'  of  an  architect  were  executed 
by  bungling  workmen  and  knot' 
ty  lumber^  the  result  would  be 
much  as  if  the  studied  orders, 
of  your  doctor  were  filled  with 
cheap  drugs  and  slipshod  meth' 
ods. 

The  satisfaction  alone  of 
KNOWING  you  are  getting  the 
BEST,  is  worth  far  more  than 
the  little,  if  any,  extra  cost  of 
our  EXPER  T  service. 

Prescriptions  called  for  and 
delivered. 

The  H.  J.  Sherwood  Co. 

2064  E.  Ninth  St.  Rom  Bnildinc 

This  won  the  first  prize  of  $10.00. 


TUb  won  the  woond  prize  of  I6.OO1 


A  Royal  Beverage 

Welch  takes  the  finest  Chautauqua  County  Concords  fresh  fcom  the  vikies 
and  by  a  dean  process  lasting  less  than  an  hour  presses,  the  juice  and  seals  it  in 
sterilized  bottles.  This  makes  it  possihie  Ibr  us  to  enjoy  th^.Bavor  of  the 
delicious  Concord  grape  the  year  round. 

Welch's  is  indeed  a  royal  beverage.  Moreover  it  is  rich  in  food  properties; 
that  is  why  your  doctor  prescribes  it  during  sickness  and  convalescence,  for  it 
nourishes  the  body  without  putting  a  burden  on  the  stomach. 

Keep  it  in  the  house  for  yourself,  for  the  guest,  or  for  the  invalid. 

Pint     25c  12  Pints     $3.00 

Quart  50c  12  QuarU  $5.50 

A.  L.  Remington,        -        -        -        -        .        -       Pharmacist 


This  won  the  third  prize  of  $6.00. 
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THE  A.  Ph.  A.  MEETS  THIS  YEAR  IN  DETROIT,  AUGUST  24-29. 


"The  Oitr  at  Detroit"  pllee  between  Detroit  biUI  Bnll&la.  uid 
sllonla  one  of  the  moat  dellcht/ul  me>iiii  of  reachlii«  tliis  citj 
itaiag  the  mumner.  Lake  trkiiBporlatlon.  too.  la  cheaner  than 
isUro*d  tTUispon>Uan. 


The  CmIdo  oq  Belle  lale.  only  three  miles  from  the  hei 
qn&rterB  hotel,  in  a  dellffhUol  Bpot  In  the  nnniner,  ftiid  ftflonl] 
bekDtlful  vtew  Dp  and  down  the  riTer.  Ther«  will  prohablj  b< 
lot  ot  Inncheoni  and  dinners  enjored  on  theae  Tersndu. 


i»  one  ol  the  creatdellchta  <rf  the  nui 
Detroit.  The  porks  all  have  caaaU  where  thli 
Jored  keenlj.    The  BiKht  Is  one  of  great  Interest 


hows  ■  rustic  bridge  In  Palmer  Park,  The  drives  to  this 
er  places  in  Detroit  are  rcBltT  fascinating,  and  an  aato- 
trlp  of  this  chiuscter  will  probably  be  one  of  the 
td  entertainments. 


e  we  have  one  of  the  email  lakes  on  Belle  Isle  Park. 
Isle,  located  ont  In  Ihe  middle  of  the  Detroit  Kiver,  and 
callj  In  the  heart  of   the  dtr.  Is  the  leadlnc  Detroit 


A  NEW  roEA  IN  WINDOW  TRIMMING. 

Th«  illnaCntiona  on  thia  page  are  certainly  novel.  There  ia  do  doabt  about  that.  The;  repreeent  a  new  tjpe  of 
wiadow  display  worked  out  by  a  young  man  in  New  York  Ptate-^.  A.  Barlow.  Mr.  Barlow  is  in  the  employ  ot  the 
Louia  K.  Liggett  Company,  and  he  evidently  travels  around  from  city  to  city  arranging  window  displaya  for  the 
different  atoice  and  leaving  ideas  for  othera  to  work  up  after  he  haa  departed  for  new  fielda.  In  the  windows  ahown 
on  this  page,  the  pictures  were  cut  out  of  paper,  and  put  on  a  white  background.  The  scheme  waa  planned  by 
Mr.' Barlow  with  the  asviatance  of  Mr.  Ostrand,  and  the  dtaplays  were  made  in  Syracuse. 


This  Ukwindov  ot  "Blade  uidWUta" 
dgan.  The  pictan  ol  ttae  m»o  nu  cut  oat 
ol  black  cardboard  and  pasted  oa  a  white 
PUmL  The  whole  color  ■^^"■***  was  carrlHl 
not  in  black  and  while,  exoairt  the  Eollaie 
on  the  lattlcesork.  The  lattice  wm  made 
ti  >tiipa  ol  caidbcaid. 


This  candr  window  waa  worked  up  In  two 
colon.  The  picture  ol  the  rlrl  waa  cot  out 
In  the  resniar  manner  aud  cagted  on  the 
[■Jiel.  The  lattUiework  waa  made  of  strina 
of  white  caidboard.  The  honi  ot  plenty,  not 
verr  weU  shown  In  the  pbotccraph.  waa  a 


Thia  window  was  made  pnctlcalb  the 
aame  aa  the  two  precedinc  display*  were. 
except  that  the  picture  ot  the  ilrl  was  ia 
brown  on  a  white  panel.  The  sublect  ol  the 
display  was  artlBcial  flowers,  and  a  bonob 
of  flowers  waa  pinned  to  the  breast  ot  the 
Cirl.  aiTlnt  a  realistic 


window.   The  man  and  the  sirl 

a  dssB  ot  soda  at  a  table.    Tbe 

one    was    worked    out    In    two 

li  tblnc*    were  shown   aa 


d  soda  Here  we  hare 


rj  window,  and  In 
this  Illustration  the  (ood»  on  dlaplaj  are 
shown  a  tittle  more  disUnctlr  than  In  the 
other  cuts.  It  will  be  obeerved  that  ererj 
box  ot  stationery  has  a  price  tac.  and  that  Id 
erery  window  Itlm  then  is  one  main  placard 
tellbic  what  tbe  window  stands  tot. 
ITS 


Tbi*  is  a  window  of  a  more  conientjooal 
type,  without  the  peculiar  deslcn  worked 
out  In  the  other  displays.  Stationery  was 
the  nibject.  and  Mr.  Barlow  ssys  the  wtn- 
dow  waa  quite  remarkable  In  bHsinsas  gtit- 
tine  reaults.  The  central  placard  in  thti 
caae  Is  particularly  attracUTC. 
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The  ahrevepoit  Drus  Co.,  of  atmreiion.  La.,  did  &  buslneu 
lut  Jt*r  erf  tl25.0a0.  It  Is  located  In  this  boUdinf— the  Hanla 
Hotel. 


.  Btaown  In  this  view,  eujored  a 
!■  oerUinlj  qnlla  a  remarkabli 
adnw  Btore. 


This  view  shows  a  nectfon  ol  the  nuin  floor. 
that  the  arrangemcDt  is  uolqae,  and  that  there 
ot  (bow-KMM  and  displa;  roam. 


>.  is  under  the  Ten  c* 
in,  and  the  eatabliahinei 
The  store  is  a  doable  oi 


Six  Vl*wa  of  ■  FrosperoBS  Santhara  Stor*. 
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InlerlOT  view  of  tbe  bsndKime  Hattlnx*  store  >t  Uiico,  Cali- 
toniia.  The  maiucer.  H.  C.  Coi.  is  MrUr  hidden  b;  a 
■hov-cMC  and  Onut  Burkert.  preacription  clerk.  Dua  bt  nen 
toUwWt. 


k.  E.  Sksllns's  store.  HoutoD,  Texaa.  Ifr. 
>  roimc  man.  Is  the  pioneer  dniBclst  of 
ore   !■  particnlarlx  canmiDdioiu  and   treU 


The  abore  la  a  Tlew  of  the  Interior  of  the  Beiall  More  at  (Mca- 

l(NMB,Kaiuaa,  owned  bT Smith  AKatUS—Dr.A.a. Smith.  Bprao- 
tlduc  phrilcUu.  and  Walter  BatUB,  a  regriatcred  chaimadit. 


Tlie  La  Mesa  Drug  Store.  I 
Tforea.  proprietor.  Mr.  Soja 
one  arm  extended  along  the  ei 


Hesa.  CalUomia,  Chailee  H. 

a7  be  seen  in  the  plctoie.  with 


C.  E.  Nelnn'a  beaatUal  More  at  Cooperaville.  Michigan.  Mr. 
Kelaon.  in  pensive  poee.  la  aeen  leaning  acainBt  a  shaw-oage. 
meditatioc  on  the  rlee  and  fall  of  the  Boman  Empire.  Theeoda 
lOantain  la  not  included  In  tbe  picture. 


One  of  tbe  bert  drug  Btoree  in  Tampa.  Florida.  H.  H.  Tarlor. 
proprietor.  Tbla  atore  givea  particular  atlentlon  to  tbe  ule  ot 
cuneraa  and  to  deTcloping.  A  chane  of  G  oenta  each  It  made 
lor  printa,  lint  deTCloplng  is  done  free. 


Monthly  Prize  Questions  and  Answers. 

ThU  month  we  are  presenting  foar  papea  under  the  general  heading,  "  What  art  the  heal  articles  to  display 
on  artd  in  the  show  case?  "-~a  question  sabmilted  in  our  March  number.  It  is  a  subject  in  ahich  condJerahle 
interest  has  been  Jbplased.  It  is  realized  that  shoio-case  space  is  valuable,  whether  the  word  "^ace  "  is  made 
to  apfJ}/  fo  the  interior  of  (he  cases,  or  to  the  shoW-case  tops.  The  cases  thansehes,  in  their  Initial  cost,  repre- 
tertl  a  nice  little  bunch  of  money,  and  more  than  that,  they  occupy  room  which  has  a  defir^le  rental  ealae. 
Do  they  bring  to  the  cash  register  the  Julleai  possible  measure  of  return  ?  Atawering  this  question  is  h^  no 
means  the  simple  matter  it  may,  at  first  blush,  appear  to  be. 

What  Articles  Should  We  Display  In  and  On  the  Show-Case? 

Answers  to  a  Question  announced  in  March. 


THE  PRIZE-WINNING  ANSWER. 

By  Daisy  A.  Fkick. 

One  of  the  first  things  to  mention  is  rubber 

goods,  especially  fountain  syringes  and  sprays. 

These  should  be  inconspicuously  displayed, 

for  these  goods  are  purchased,  usually,  when 


MiH  DaiB7  A.  Frick. 

they  are  needed  and  not  on  the  merits  of  their 
exploitation.  I  never  make  window  displays 
of  them. 

Rubber  goods  keep  better  in  the  show-case, 
and  are  free  from  dust  and  the  danger  of  soil- 
ing. Nursing  bottles  and  nipples  sell  better  if 
displayed  inside  the  case,  for  the  general  im- 
pression is  that  they  should  be  stored  under 


sanitary  conditions.  However,  it  is  advisable 
to  display  a  sample  card  of  nipples  on  the  top 
of  the  case.  Certain  nipples  are  put  up  in 
boxes  of  a  dozen,  with  each  nipple  in  a  separate 
carton;  the  sanitary  way. 

Trusses,  uterine  supporters,  suspensory 
bandages,  athletic  supporters,  bed-pans,  and 
the  like,  are  articles  which  should  be  kept  in 
cases  or  on  shelves.  They  should  not  be  dis- 
played at  all,  for  every  one  knows  these  articles 
are  sold  in  well-equipped  drug  stores,  and  are 
sold  on  their  own  demand.  Display  shelving 
and  cases  can  be  used  to  better  advantage  for 
other  articles. 

Hair-bnishes,  tooth-brushes,  combs,  and 
chamois  skins  should  be  displayed  in  the  show- 
case, both  for  sanitary  reasons  and  for  the  sake 
of  good  appearance.  Nobody  wishes  to  buy  a 
hair-brush  or  comb  that  might  possibly  have 
been  tried  on  some  one's  head,  and  soiled  or 
fingered  tooth-brushes  are  worse  than  none  at 
all.  Special  sales  will  of  course  permit  of 
temporary  display  of  these  goods  outside  the 
case,  but  I  should  make  it  of  short  duration. 

DISPLAYING  STATIONERY, 

Box  stationery,  except  for  special  sales, 
should  be  displayed  inside  the  case.  Nothing 
soils  or  takes  dust  and  finger-marks  more 
quickly  than  box  papers,  especially  if  the  boxes 
are  light  colored.  I  pride  myself  in  possessing 
a  well-stocked  show-case  of  clean  box  papers. 
As  soon  as  a  box  shows  soil  or  shop  wear,  I 
get  it  out  on  top  of  the  case  and  offer  it  at  a 
reduced  price  to  the  first  possible  prospect.  I 
have  practically  no  accumulation  of  soiled 
papers. 

Tablets,  memorandum  books,  pound  papers. 
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and  envelopes,  I  keep  displayed  on  the  shelving 
behind  the  show-case  in  which  I  keep  my  sta- 
tionery. They  are  readily  accessible  for  a 
quick  reach  and  several  different  kinds  can  be 
shown  in  the  same  minute  on  top  of  the  show- 
case ;  moreover  they  can  be  as  quickly  replaced 
after  the  customer  has  made  his  purchase. 

School  supplies  should  of  course  be  kept 
well  displayed  on  tables,  where  the  children  can 
examine  them,  and  satisfy  their  various  needs 
along  this  line. 

Our  tablet  and  memo  book  sales  have  almost 
doubled,  and  have  been  handled  in  half  the 
time,  since  we  displaced  the  old  tincture  and 
fluid  extract  bottles  with  sale-on-sight  goods. 

All  that  has  been  said  concerning  tablets, 
memorandum  books,  etc.,  applies  with  equal 
force  to  the  package  cottons,  gauzes,  roller 
bandages,  adhesive  tapes  and  general  quick-aid 
supplies.  The  customer  can  see  your  large  as- 
sortment at  one  glance  and  his  need  can  be 
supplied  by  the  one  movement  of  taking  down 
the  very  article  called  for,  without  rummaging 
through  a  show-case  and  disturbing  the  whole 
arrangement  in  order  to  get  at  what  is  wanted. 

These  articles  are  always  well  wrapped  in 
cartons;  the  amount  of  dust  they  take  on  in 
display  is  easily  removed.  The  dust  cannot 
possibly  reach  the  interior,  and  so  they  should 
be  displayed  on  the  shelving  behind  the  case, 
but  high  enough  up  to  be  seen. 

TOILET  GOODS  DEMAND  DIFFERENT  METHODS. 

All  this  is  entirely  different,  however,  from 
the  way  toilet  goods  should  be  displayed.  A 
good  assortment  should  be  well  arranged  on 
top  of  the  show-case,  easily  accessible  to  the 
hands  of  the  customers,  who  are  nearly  always 
women.  Being  a  woman  myself,  I  think  I  can 
do  justice  to  this  part  of  the  display,  for  I  get 
the  customer's  view-point. 

A  lady  wishing  to  purchase  a  perfume, 
powder,  toilet  cream,  or  anything  of  that  kind, 
has  a  perfect  right  to  have  free  access  to  the 
open  box  or  bottle,  when  such  a  thing  is  in  any 
way  possible.  If  she  is  shown  a  kind  with 
which  she  is  not  familiar,  she  wishes  to  see 
with  her  own  eyes  the  exact  color  of  the  pow- 
der; to  feel  with  her  own  fingers  its  velvety 
texture,  and  to  sniff  with  her  own  nose  its  deli- 
cate fragrance.  No  salesman,  however  clever, 
can  describe  these  qualities  to  her,  or  in  any 
other  way  hope  to  convince  her  of  their  beauty- 
lending  mysteries. 

I  have  in  the  show-case  a  large  assortment 


of  the  advertised  kinds  of  powders,  in  the  sev- 
eral tints,  and  a  large  variety  of  all  toilet  needs. 
The  display  of  toilet  goods  on  top  of  the 
show-case  is  the  best  silent  salesman  in  the 
store.  Many  a  lady  customer  walks  up  to  this 
case,  which  is  the  first  of  the  floor  cases  on  one 
side,  and  selects  the  very  article  she  desires, 
saying  simply,  "Wrap  this  for  me,"  or  "I'll 
take  this."  Very,  very  often  that  is  all  there 
is  to  it — except  taking  the  money ! 


I 


EFFECTIVE  DISPLAY  PLACES. 

By  Walter  M.  Chase. 

Probably  in  no  other  mercantile  pursuit  does 
the  top  of  the  show-case  have  as  many  uses 
and  abuses  as-  in  the  drug  business.  In  some 
drug  stores  the  object  of  the  show-case  seems 
to  be  to  form  a  comfortable  leaning-place  for 
the  clerks  and  their  friends;  in  others  the 
show-case  top  serves  as  a  repository  for  cus- 
tomer's parcels,  and  for  stock  that  has  no  defi- 
nite shelf  room;  while  in  still  other  stores  the 
chief  aim  of  the  glass  top  seems  to  be  to  serve 
as  a  blackboard  for  the  practice  of  penmanship 
in  the  accumulated  dust. 

It  cannot  be  denied  that  well-polished,  dust- 
less,  show-case  tops  without  a  vestige  of  any 
merchandise  on  them,  lend  an  air  of  dignity 
and  goodly  appearance  to  any  pharmacy.  But 
they  do  not  increase  the  day's  receipts,  which, 
in  the  end,  is  somewhat  of  an  essential  con- 
sideration. 

Apart  from  the  windows,  the  tops  of  show- 
cases are  the  most  desirable  show  places  in  the 
drug  store.  The  waiting  customer,  and  even 
the  one  who  comes  in  with  the  intention  of 
making  a  five-cent  purchase,  is  often  caught  by 
the  sight  of  something  he  did  not  realize  he 
wanted  until  he  found  it  placed  where  he  could 
pick  it  up  and  examine  it.  Many  a  person  will 
give  an  article  but  a  cursory  glance  if  it  is  out 
of  reach,  but  let  it  be  placed  where  he  can 
actually  get  his  hands  on  it,  the  chances  are 
much  more  than  even  that  if  he  has  any  use 
for  it  at  all,  he  will  purchase  it. 

Among  the  articles  most  suitable  for  display 
on  the  case  tops  are  those  that  are  moderate 
in  price  and  in  the  nature  of  novelties;  that  is, 
those  things  which  a  person  never  enters  a 
store  to  buy  but  which  when  confronted  with 
them  will  realize  that  they  fill  a  long-felt  want. 

The  top  of  show-case  space  may  also  be  uti- 
lized for  displaying  slow-moving  articles;  a 
neat    arrangement    of    a    few    thought-to-be 
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"dead  ones"  together  with  an  attractive  price 
card  oftentimes  gets  rid  of  a  few  stickers  in  a 
day's  time. 

On  the  cigar  case  a  display  should  be  made 
of  those  things  which  appeal  particularly  to  the 
men — ^as  the  newest  type  of  safety  razor,  a 
bottle-opener,  or  perhaps  a  cigar  holder  or 
card  case.  Then  there  should  always  be  a 
machine  for  selling  penny  boxes  of  matches. 

Five-  and  ten-cent  boxes  of  candies,  gums, 
salted  peanuts,  etc.,  will  move  with  astonishing 
rapidity  if  placed  out  where  customers  may 
pick  their  favorite  confection.  A  few  of  "our 
specialties" — cold  creams,  cough  syrups,  toilet 
preparations,  and  the  like — well  displayed  and 
constantly  before  the  attention  of  customers, 
will  soon  build  up  that  trade  on  "our  own 
make"  goods  so  dear  to  the  heart  of  every 
druggist. 

Seasonable  goods  will  be  disposed  of  in  in- 
creased quantities  if  they  are  given  a  promi- 
nent place  on  the  counter  during  their  partic- 
ular season.  Thus  if  a  few  household  ther- 
mometers are  brought  to  the  front  during  the 
first  cold  snap  of  the  year,  the  stock  may  be 
materially  depleted  within  twenty-four  hours. 
A  case  of  fountain  pens  with  one  always  ready 
for  a  customer  to  use,  given  a  position  on  the 
show-case,  will  sell  out  several  times  during 
the  year. 

To  sum  up,  goods  of  merit,  of  reasonable 
price,  neatly  and  attractively  displayed  on  the 
top  of  the  show-cases  where  they  are  forcing 
themselves  upon  the  attention  of  the  customer, 
will  be  found  to  sell  quicker  in  that  position 
than  in  any  other  in  the  entire  store. 


THE  CLASS  OF  TRADE  TO  BE  CONSIDERED 

By  D.  Dun  lop. 

In  taking  up  a  subject  of  this  nature  the 
most  important  thing  to  be  considered  is  the 
location  of  the  store  and  the  class  of  trade  with 
which  we  have  to  deal. 

It  stands  to  reason  that  the  same  line  of 
merchandise  displayed  in  a  store  located  in  a 
wealthy  residential  section  could  not  profitably 
be  displayed  in  a  store  situated  in  a  poorer  sec- 
tion, or  on  a  busy  thoroughfare  with  a  great 
percentage  of  transient  trade.  We  also  have 
to  consider  the  size  of  the  store. 

In  a  large  store  where  the  merchandise  is 
more  or  less  departmentized,  each  department 
is  in  a  position  to  display  its  most  profitable 


specialties  to  greater  advantage  than  a  smaller 
store,  where  it  is  difficult  to  draw  the  line. 

As  we  enter  the  majority  of  stores  we  are 
confronted  by  the  soda  fountain  and  the  candy 
and  cigar  coimters. 

Invariably  we  find  the  soda  fountain  dec- 
orated with  a  variety  of  mineral  waters,  which 
in  many  instances  obstructs  a  good  view  of  the 
mirror ;  and  I  know  of  no  better  drawing-card 
for  the  fair  sex  than  a  good  mirror  kept 
scrupulously  clean. 

Would  it  not  look  better,  and  also  prove 
more  profitable,  to  have  neat  glass  coolers 
tastily  arranged  a  few  feet  apart  and  contain- 
ing grape  juice,  buttermilk,  root  beer,  or  any 
other  beverage  it  is  deemed  advisable  to  push  ? 

ON  THE  CIGAR-CASE. 

On  the  cigar-case  a  box  of  one  or  more  of 
your  specialties  is  always  in  good  form,  but 
these  must  be  well  taken  care  of  and  not  al- 
lowed to  become  shopworn  and  dirty,  thus  cre- 
ating a  negative  impression.  Displays  of 
smokers'  accessories,  such  as  cigar  holders, 
lighters,  ash  trays,  breath  tablets,  gum,  and 
smokers*  pastilles,  cause  many  an  extra  dime 
to  wend  its  way  to  the  cash  account.  In  the 
case  itself,  display  only  cigars  in  boxes,  neatly 
arranged  and  properly  kept. 

About  the  candy  case  little  can  be  said. 
Properly  classify  the  goods,  and  display  the 
smaller  packages  in  front,  using  the  larger 
boxes  as  a  background.  Many  a  passer-by  will 
pick  up  a  small  article  off  the  case  that  would 
not  have  interested  him  had  it  not  been  handy. 

In  the  toilet  goods  department  there  is  no 
end  to  seasonable  merchandise  that  might  be 
displayed  to  advantage  on  the  show-case  tops, 
always  avoiding,  however,  expensive  perfumes 
and  perishable  goods.  Group  articles  that  sug- 
gest the  use  of  others,  use  neat  signs,  and  never 
fail  with  the  price  tag. 

Keep  in  touch  with  the  demand  of  the 
weather  in  displaying  cold-cream,  skin  lotions, 
sunburn  remedies,  etc.  Little  novelties  such  as 
vanity  boxes,  smelling  salts,  sachets,  corsage 
bouquets,  powder  puffs,  manicuring  utensils, 
etc.,  all  properly  priced  and  placed  on  small 
trays,  create  constant  interest  and  often  result 
in  extra  sales. 

THE  RUBBER  GOODS  DEPARTMENT. 

In  the  rubber  goods  department  care  must 
be  exercised  that  the  suggestion  of  indelicacy 
be  avoided.  Display  on  the  case,  at  the  proper 
season,  hot-water  bottles,  bathing  caps,  rubber 
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gloves,  shower-bath  attachments,  thermos  bot- 
tles, etc.  Inside  the  case  show  glassware,  ato- 
mizers, irrigators,  and  other  fragile  and  readily 
perishable  goods. 

Stationery  proper  should  only  be  displayed 
in  the  case,  for  a  few  days'  exposure  will 
render  it  imsalable.  Pencils,  pens,  note-books, 
etc.,  should  appear  in  the  case.  Keep  con- 
stantly before  the  eyes  of  your  customers 
"your  own"  line — ^such  goods  as  tonics,  talcum, 
foot  powders,  spring  remedies,  cough  mix- 
tures, laxatives,  etc.  Let  snappy  show-cards, 
extolling  their  virtues,  act  as  silent  salesmen. 


BASED  ON  EXPERIENCE  IN  THREE  STORES 

By  M.  C.  Foley. 

The  following  opinions  are  based  upon  the 
results  we  have  had  in  three  stores,  one  of 
which  has  an  almost  entirely  transient  trade, 
another  almost  entirely  family  trade  in  a  resi- 
dential section,  and  the  third  rather  a  mixture. 

GOODS  INSIDE. 

First  for  the  "in  the  case"  goods;  and  be- 
ginning in  the  order  of  their  dividend-produc- 
ing abilities,  we  select  rubber  goods. 

Rubber  goods  cannot  often  be  displayed  in 
the  window,  but  the  sun  may  not  reach  them 
in  a  show-case.  We  use  our  largest  case  for  a 
good  display  of  this  line,  showing  everything, 
from  nipple  shields  up.  I  believe  we  have  in- 
creased our  sales  on  face  bottles  alone  at  least 
tenfold  since  adopting  this  policy.  "Aren't 
they  cute  ?"  and  "just  the  thing  for  baby"  are 
remarks  the  ladies  make  about  them. 

A  pile  of  syringes  or  hot-water  bottles  ar- 
ranged either  in  or  on  the  show-case,  with  a 
card — "Special  this  week" — will  net  many  a 
glad- faced  dollar.    Cheap  advertising,  too ! 


We  find  that  a  carefully  selected  stock  of 
writing-paper  makes  an  attractive  case;  and 
nobody  can  dispute  that  this  line  pays.  It  is 
clean— =-like  rubber  goods,  for  that  matter ;  and 
people  are  finding  that  they  can  get  a  better 
quality  at  the  drug  store  than  elsewhere. 

Then  of  course  there  are  hair-brushes,  bath- 
brushes,  combs,  safety  razors,  etc.,  which  most 
stores  carry  and  which  certainly  will  not  sell 
well  if  not  well  displayed.  These  should  be 
kept  in  the  case ;  never  on  it. 

Cameras,  if  stocked  at  all,  should  not  be 
given  too  much  or  too  valuable  space,  as  the 
margin  of  profit  does  not  warrant  it.  The 
same  holds  true  of  candy,  although  candy  must 
be  shown  to  sell.  However,  the  camera  manu- 
facturers furnish  signs  attractive  enough  to  be 
an  ornament  to  any  store,  and  these  will. ac- 
quaint the  public  with  the  fact  that  you  carry 
these  goods. 

ON  THE  SHOW-CASE. 

Keep  tooth-brushes  in  a  flat  glass  case,  or  a 
glass  jar  with  lid  which  the  customer  can  raise, 
so  that  he  can  examine  the  brushes.  Place  this 
on  top  of  a  show-case,  and  you  will  find  many 
a  brush  sold  while  you  are  filling  a  prescription, 
or  doing  something  else  "back  of  the  case." 

Your  own  preparations  should  be  displayed 
on  the  cases,  one  or  more  of  them  continually. 
Display  those  which  are  practically  in  season. 
Sign  cards  help. 

On  top  of  the  perfume  case  arrange  the  half- 
pound  or  pound  bottles  of  bulk  extracts  and 
sachet  powders. 

All  too  often  we  find  our  show-cases  covered 
with  all  sorts  of  elegantly  easeled  "junk" 
which  yields  little  or  no  net  profit.  Pitch  it 
out !  Display  only  those  goods  which  yield  a 
fair  return. 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  department  is  in  the  hands  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  cooperation 
is  earnestly  urged.     The  following  questions  are  amwuncedfor  the  next  contest : 

Has  the  metric  S3r»tein  proved  a  failure?    StAmmeJ b^ H.  C.  Ddan,  New  York  Oty. 

Should  druggists  Can*y  liability  insurance?     StdmUttdh^J,  W.  Gleaburg,  KamoM  CUy,  Kamas. 


U  the  **  luncheonette  **  a  logical  a4iunct  to  the  drug»store  soda  fountain  ?    StAmiUeJ  &jy 

WaUerM.  Chtue,  Bangor,  Me. 

For  the  best  answer  to  each  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other  answers,  if 
prirded,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  words  long  and  in 
our  hands  by  August  10, 


EQUIPPING  A 
MODERN  DRUG  STORE 


In  buying  fixtures  the  druggist  works  from 
an  entirely  different  angle  than  he  would  be 
were  he  fitting  up  a  home. 

If  he  chooses  to  furnish  his  home  with 
enlarged  portraits,  horsehair  sofas,  and  rose- 
garden  carpets,  his  action  will  not  necessarily 
bring  disaster  upon  him — ^not  unless  his  wife 
happens  to  have  other  ideas. 

But  in  equipping  a   store,  the  druggist's 


By  F.  STANDISH 

that  the  money  represented  by  old  fixtures,  in 
case  the  latter  are  discarded,  is  a  dead  loss. 
There  is  no  demand  for  second-hand  store  fix- 
tures— or  practically  none. 

But  it  often  happens  that  a  drug  merchant 
gets  the  instinctive  feeling  that  his  business 
would  be  benefited  if  he  made  a  radical  change 
in  his  equipment.  It  may  be  that  he  has  ob- 
served a  certain  degree  of  benefit  come  to  a 


The  W«ber  Drue  Company's 

view-point  must  be  that  of  the  public.  The 
question  he  must  ask  himself  should  not  be, 
"Do  I  like  it?" — but,  "Will  my  customers  like 
it?"  If  his  customers  do  not  like  it  well 
enough  to  come  in  and  spend  their  money,  it 
follows  as  a  natural  consequence  that  the  drug- 
gist himself  will  not  like  it  very  long. 

It  is  sometimes  hard  for  one  to  make  up  his 
mind  to  send  his  old  fixtures  to  the  scrap-heap. 
And  it  should  be.  The  old  fixtures  have  served 
long  and  well,  and  it  may  be  possible  that  they 
will  continue  doing  so.    One  has  a  feeling,  too. 


re.  lDdiuiKH>lis,  lud. 

competitor  through  such  a  course.     It  is  then 
that  he  gets  to  thinking — and  to  figuring. 

THE  VALUE  OF  SPACE. 

Rent  is  paid  on  the  entire  store,  and  every 
square  foot  of  floor  space  represents  a  certain 
value.  It  is  every  man's  ambition  to  get  as 
much  in  the  way  of  returns  from  each  square 
foot  of  floor  space  as  possible,  and  it  is  not 
infrequently  found  that  modem  equipment 
will  bring  about  such  a  result  in  a  most  satis- 
factory manner. 
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It  is  the  later  tendency  to  so  arrange  the 
store  that  every  fixture  in  front  of  the  pre- 
scription department — and,  indeed,  the  pre- 
scription partition  itself — shall  provide  for 
display.  The  luxuries  of  life  are  put  out  in 
plain  view,  and  those  goods  which  are  staple, 
and  sell  only  when  actually  needed,  are  put 
back  in  less  conspicuous  places.  The  front  of 
the  store  is  used  for  displaying  those  articles 
which  people  are  not  likely  to  buy  unless  they 
are  stuck  right  under  their  eyes. 

In  this  respect  it  is  sometimes  urged  that  the 


more  convenient  as  it  gives  more  display  room. 
A  variation  from  this  style  which  is  e:<ceed- 
ingly  popular  at  present  is  the  "sanitary  base" 
cases.  These  bases  are  used  both  on  wood 
frame  and  plate-glass  cases,  and  are  fitted  with 
adjustable  feet  on  brass  sockets.  These  cases 
are  really  sanitary  inasmuch  as  the  floor  can 
be  mopped  or  swept  very  easily,  and  there  is 
no  chance  for  dirt  to  accumulate  underneath 
the  case. 

These    angle    cases   can    be    purchased    in 
lengths  from  fifteen  to  thirty-one  feet,  and  of 


druggist  may  well  imitate  the  department  store, 
with  its  jewelry  and  its  novelties,  etc.,  right  in 
front  of  the  entrance,  and  its  mops  and  dish- 
pans  down  in  the  basement. 

People,  after  all,  are  merely  grown-up 
children,  wanting  what  they  see,  and  buying  it 
if  they  can. 

THE  ANGLE  CASE. 

One  of  tife  most  -effective  display  fixtures 
for  the  flfcnt  of  th*  store  is  an  angle  or 
"horseshoe"  "Case.  These  cases  are  very  com- 
mon in  jewelry  stores,  and  are  usually  of  the 
all-plate-glass  type  on  handsomely  carved  legs 
which  vary  from  18  to  34  inches  in  height. 

For  a  drug  store  the  marble  base  case  is 


course  a  variety  of  combinations  are  possible. 
A  very  common  one  is  to  have  the  front  of  the 
case  as  wide  as  the  combined  length  of  both 
sides.  For  instance,  a  twelve-foot  front  and 
two  six-foot  "wings," 

The  illustration,  shows  a  case  of  this  kind 
with  center  shelving  in  the  middle.  Where 
the  store  is  wide  enough  to  permit  this,  it  gives 
added  display  which  is  very  effective,  but  the 
angle  case  without  the  shelving  is  almost,  if 
not  quite,  as  attractive  for  the  narrower  store. 

The  possibilities  of  display  in  a  case  of  this 
kind  are  limitless.  It  is  equally  useful  for  the 
sale  of  candy,  toilet  goods,  perfumes,  cameras 
and  their  accessories,  novelties  of  all  kinds,  etc. 
Usually  it  can  be  seen  from  the  street,  espe- 
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cially  in  summer-time,  and  as  an  advertisement 
it  is  certainly  better  than  a  long  empty  aisle 
immediately  in  front  of  the  entrance. 

ONE  SIDE  COUNTERLESS. 

We  have  yet  to  see  the  drug  store  in  which 
space  was  not  at  a  premium.  In  summer  it  is 
very  often  a  problem  to  provide  room  for 
tables  and  chairs  to  take  care  of  the  fountain 
trade.  The  public  will  go  out  of  its  way  for 
comfort.  Some  men  will  perhaps  perch  on  a 
stool  at  a  counter  to  drink  their  soda,  dangling 


the  goods  displayed  in  the  wall-cases  beside 
them. 

They  say  that  man  is  a  reasonable  being. 
While  this  is  more  or  less  true,  the  fact  re- 
mains that  he  reasons  very  little — especially 
where  his  desires  are  concerned. 

Ever  know  a  man  to  mortgage  his  home  to 
buy  an  automobile?  Ever  know  a  girl  to  get 
along  with  ten-cent  lunches  in  order  to  save 
up  for  a  fancy  feather?  They  are  doing  such 
things  every  day,  both  men  and  women. 

This  trait  in  human  nature  is  a  good  one  for 


DftUe;,  BeTeiid<e  A  Qnham' 

their  feet  or  wrapping  them  around  the  legs 
of  the  stool,  but  it  is  always  wise  to  supply 
seating  accommodations  for  the  women  and 
children,  even  at  the  expense  of  some  other 
department. 

One  way  of  gaining  additional  floor  space 
is  to  have  all  the  ordinary  show-cases  on  one 
side  of  the  store,  the  other  side  being  furnished 
with  the  so-called  English  type  of  wall-case 
which  is  both  a  wall-case  and  a  display  case, 
with  its  frameless  plate-glass  doors,  its  plate 
shelves,  and  mirror  backs.  This  leaves  the 
desired  space  in  front  of  the  wall-cases  for  the 
soda  tables.  As  customers  sit  drinking  their 
sodas  they  cannot  help  but  get  a  good  view  of 


the  druggist  to  recognize  when  outfitting  his 
store  and  displaying  his  goods. 

THE  CIGAR  CASE. 

A  cigar  display  should  be  made  so  at- 
tractive that  customers  will,  in  imagination, 
taste  a  good  cigar  when  they  look  at  it.  Then 
patrons  must  not  be  disappointed.  Give  cigars 
a  chance  to  sell  themselves  by  (flMaying  them 
in  handsome  modern  cases,  ^whicl^-wiU  insure 
their  flavor  from  deterioratioo,>f  their  scien- 
tific devices  for  regulating  the  amount  oi 
moisture. 

Put  a  tray  of  "cute"  vanity  cases  on  the  case 
nearest  the  door,  or  nearest  the  soda  fountain. 
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and  the  girls  will  buy  them  if  they  have  enough 
money  in  their  purses.  They  don't  need  them, 
probably  wouldn't  buy  them  if  you  hadn't 
placed  them  just  where  you  did. 

Whether  it  happens  to  be  cameras,  candy, 
perfumes,  or  Parisian  ivory  novelties,  remem- 
ber that  your  business  is  to  tempt  the  public, 


to  lead  them  gently  from  interest  to  desire, 
from  desire  to  purchase.  Cater  to  this  "fond- 
ness for  the  unnecessary"  by  displaying  these 
luxuries  in  fixtures  which  will  not  only  hold 
them  but  which  will,  by  their  own  distinctive 
appearance,  enhance  their  value  in  the  eyes  of 
the  public. 


A  MAGAZINE 
WINDOW  DISPLAY 


While  what  might  be  termed  the  predom- 
inating feature  of  this  window  is  hearts,  still 
it  is  not  to  be  understood  that  it  is  a  St.  Valen- 
tine's window.  The  heart  idea  was  adapted  to 
magazines;  that  is  all. 

The  hearts  were  cut  from  magazine  covers 
— Good  Housekeeping  and  the  American,  in 
this  case.    Then  these  cut-out  hearts  were  ar- 


By  J.  EARL  TAYLOR,  Ph.G. 

and  properly  painted.  The  hatchets  were  made 
from  cardboard,  also,  and  the  comer  of  each 
blade  dropped  into  a  slit  in  the  st\imp-tops. 
On  the  hatchet  handles  were  the  words  "Now 
On  Sale;"  and  the  price,  15  cents,  was  painted 
on  the  hatchet  proper. 

Magazines  were  fastened  to  side-^\-all  and 
background,  as  shown  in  the  picture.     Some 


ranged  on  the  background  in  the  form  of  a 
gigantic  heart.  The  cloth  background  was 
dark,  and  the  effect,  by  reason  of  contrast,  was 
very  pleasing. 

The  two  stumps  shown  in  the  illustration 
were  cut  from  heavy  cardboard,  the  cardboard 
being  tacked  to  previously-constructed  frames 


were  rolled  into  cylinders,  also,  and  stood  here 
and  there. 

The  magazine  covers  were  supplied  by  the 
publishers. 

The  general  effect  was  good,  and  the  trim, 
taken  as  a  whole,  served  to  stimulate  materially 
our  magazine  business. 


WHAT  ARE  THE  CHANCES 
FOR  SUCCESS? 


[Note  by  the  Editors. — Few  men  in  ihc  United 
States  are  better  qualified  to  write  of  the  opportunities 
open  to  the  retail  dealer  than  Mr.  Higinbotham.  His 
thirty-eight  years  of  experience  with  Marshall  Field  & 
Company,  during  which  time  he  rose  from  the  humblest 
position  to  that  of  proprietor  and  manager,  give  him  an 
insight  into  the  intricacies  of  modern  merchandi2ing 
which  but  few  men  possess.  This  article  is  taken  from 
Mr.  Higinbotham's  book,  "The  Making  of  a  Merchant," 
through  the  courtesy  of  the  publishers,  Messrs.  Forbes 
A  Company,  Chicago,  and  while  it  does  not  treat 
directly  of  the  drug  business  as  such,  it  nevertheless 
carries  a  broad  message  which  is  well  worth  while  in  a 
general  way.  J 

No  man  can  expect  to  reach  the  highest  suc- 
cess in  any  business  unless  he  is  qualified  for 
it.     Consequently  I  believe  that  only  the  man 
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who  is  a  natural  trader  has  any  call  to  go  into 
the  business  of  merchandizing.  This  state- 
ment may  seem  absurdly  self-apparent,  but  it 
is  more  than  warranted  by  actual  conditions. 
Thousands  of  men  go  into  the  business  of 
storekeeping  who  have  not  the  slightest  natural 
capacity  for  it  and  who  should  have  been  able 
to  convince  themselves  of  their  disabilities  in 
this  direction  without  paying  for  the  knowl- 
edge in  the  dear  coin  of  experience. 

The  ability  to  play  the  game  of  barter  and 
sale  is  no  mysterious  talent.  On  the  other 
hand,  it  is  found  to  come  to  the  surface,  no 
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matter  what  calling  the  possessor  of  it  may  be 
following  at  the  moment.  If  he  is  a  farmer, 
he  will  find  himself  selling  his  produce  to  a 
little  better  advantage  than  his  neighbors  and 
he  will  acquire  the  reputation  among  his  fel- 
lows of  being  a  "close  trader."  If  he  swaps  a 
horse  or  a  cow  he  gets  a  little  the  better  of  the 
bargain — not  once,  by  accident,  but  as  a  gen- 
era! rule. 

A  man  of  this  type  is  a  natural  merchant ;  he 
has  the  gift  of  trade,  which  I  hold  to  be  just  as 
distinct  a  gift  as  the  talent  of  the  musician,  the 
artist  or  the  author. 

THE  GIFT  OF  ECONOMY. 

There  is,  however,  still  another  important 
matter,  so  far  as  his  natural  capacities  for 
merchandizing  are  concerned,  which  he  must 
settle  beyond  a  doubt  before  he  is  justified  in 
feeling  himself  equipped  for  this  calling.  He 
must  ask  himself:  "Have  I  the  natural  gift 
of  economy?"  Unless  a  man  is  instinctively 
saving,  he  will  find  himself  at  a  sad  disadvan- 
tage as  a  storekeeper.  Stopping  the  little  leaks 
of  waste  is  one  of  the  most  essential  elements 
in  the  success  of  a  merchant.  He  may  be  a 
sharp  trader  and  still  fail  as  a  storekeeper  be- 
cause of  his  inability  to  see  small  leaks  and 
stop  them. 

Retail  merchandizing  is  essentially  a  busi- 
ness of  small  things.  This  is  just  as  true  of 
the  great  metropolitan  store  which  sells  mil- 
lions of  dollars'  worth  of  goods  a  year  as  of 
the  little  store  at  a  country  crossroad.  In 
either  case  the  individual  items  which  make  up 
the  total  of  sales  arc  small  and  in  many  cases 
the  margins  of  profit  are  also  small.  Ginse- 
quently  only  a  little  margin  of  waste  in  the 
handling  of  these  goods  is  necessary  in  order 
completely  to  dissipate  that  small  margin  of 
profit.  A  little  leak  here  and  there  is  enough 
to  let  the  profits  ooze  out  of  the  cash 
drawer  and  leave  the  merchant  with  only  his 
labor  for  his  pains — if  not  with  a  burden  of 
debt  and  failure. 

Some  men,  it  is  true,  have  the  financial  and 
the  trading  gift  to  so  great  a  degree  that  their 
mastery  of  the  details  seems  to  be  intuitive; 
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but  these  men  are  so  rare  that  their  success 
need  not  be  taken  into  consideration  so  far  as 
the  chances  of  the  ordinary  run  of  mortals  are 
concerned. 

WHY   SOME   MEN   FAIL. 

Most  of  the  men  who  fail  in  merchandizing 
owe  their  failures  to  the  fact  that  they  mini- 
mized the  amount  of  experience  necessary  to 
successful  storekeeping,  or  else  to  the  fact  that 
they  lacked  sufficient  capital.  The  first  rule 
which  a  prospective  merchant  should  make  for 
himself  with  heroic  determination  is  that  of 
doing  a  business  consistent  zvith  his  capital. 
Failure  to  observe  this  rule  is  the  rock  on 
which  thousands  of  promising  commercial 
undertakings  have  gone  to  pieces.  Whether 
the  capital  put  into  the  enterprise  is  large  or 
small,  its  size  should  absolutely  govern  the  vol- 
ume of  business.  No  business  can  become 
greater  than  its  foundation.  It  is  folly  for  this 
reason  to  attempt  to  rear  a  top-heavy  struc- 
ture with  the  timber  of  fictitious  credit.  Such 
a  structure  may  hold  in  fair  weather,  but  when 
the  period  of  storm  and  stress  comes — ^as  come 
it  surely  will — this  false  support  will  come 
crashing  down  and  the  enterprise  will  tumble 
with  it. 

In  communities  where  conditions  seem  to  be 
such  that  it  is  practically  impossible  for  the 
young  merchant  to  introduce  the  strictly  cash 
method  of  doing  business,  his  one  hope  of  suc- 
cess lies  in  watching  his  accounts  with  a 
zealous  vigilance  that  never  relaxes.  He  must 
also  act  with  promptness  and  decision  in  the 
matter  of  credits  and  collections.  This  mav 
require  a  high  order  of  business  and  moral 
courage,  but  he  must  be  able  to  do  it  if  be 
would  avoid  wreck. 

In  his  dealings  with  his  creditors,  the 
wholesalers,  the  merchant  should  keep  firmly 
to  the  rule  of  incurring  no  obligation  that  can- 
not with  certainty  be  met  in  sixty  days.  Too 
much  emphasis  cannot  be  placed  on  his  con- 
nections with  the  wholesale  house  or  houses 
from  which  he  obtains  his  goods.  At  the  very 
beginning  of  his  venture  he  should  go  to  the 
credit  man  of  the  wholesale  establishment  and 
state  his  case  without  reservation. 

THE  BASIS    OF   CREDIT. 

So  thorough  and  searching  are  the  means 
employed  by  the  big  wholesale  houses  to  ob- 
tain an  accurate  knowledge  of  the  standing 
and  affairs  of  their  debtors  that  it  is  prac- 
tically hopeless  for  the  latter  to  attempt  any 


concealment  of  unfavorable  conditions.  Again 
the  credit  men  of  the  wholesale  houses  are  the 
keenest  men  in  the  business,  and  their  judg- 
ment of  human  nature  is  quick  and  shrewd. 
Then  it  should  be  constantly  held  in  mind  that 
the  honesty  of  a  person  seeking  credit  is  half 
the  battle,  and  that  their  confidence  is  won  by 
an  ingenuous  statement  of  affairs  that  does 
not  spare  the  one  who  is  asking  for  credit 

The  retail  merchant  should  improve  every 
opportunity  to  strengthen  and  build  up  a  con- 
fidential relationship  with  the  credit  depart- 
ment of  the  wholesale  house.  Not  once,  but 
constantly,  should  he  acquaint  the  credit  man 
with  the  real  condition  of  his  affairs,  and 
should  ask  and  follow  the  advice  of  his  coun- 
selor on  all  important  matters.  The  more  he 
does  this,  the  better  will  be  his  standing  with 
the  house  and  the  safer  will  be  his  course. 
Advising  patrons  is  one  of  the  most  important 
duties  of  the  credit  man.  I  place  great  em- 
phasis upon  this  matter,  because  its  im- 
portance is  so  often  overlooked  by  young  men 
starting  in  the  retail  trade. 

Another  cardinal  point  in  the  success  of  the 
retail  merchant  is  that  of  having  a  small  but 
frequent  influx  of  new  goods.  The  dealer  who 
puts  in  a  small  stock  at  the  start  and  keeps 
constantly  adding  thereto  with  fresh,  but  lim- 
ited, invoices  has  an  immense  advantage  over 
the  tradesman  who  buys  in  large  quantities 
and  does  not  freshen  his  stock  for  six  months 
at  a  time.  In  these  days  women  are  numer- 
ous and  important  customers  of  the  retailer, 
and  they  do  not  like  to  see  the  same  old 
goods.  They  will  trade  where  they  can  find 
something  fresh  every  time  they  call. 

TAKE    BEARINGS    REGULARLY. 

While  the  proprietor  should  be  the  first  at 
the  store  in  the  morning  and  last  to  leave  at 
night,  and  should  always  be  ready  to  do  any- 
thing that  he  would  ask  his  humblest  clerk  to 
do,  he  must  also  remember  that  he  must  do 
the  headwork  of  the  business.  The  young 
merchant  who  takes  time,  at  regular  intervals, 
to  make  a  close  summary  and  analysis  of  his 
accounts,  and  takes  his  bearings  so  that  he 
knows  precisely  his  position  on  the  sea  of 
business,  is  the  man  who  will  succeed.  In 
other  words,  the  mental  part  of  the  business 
is  its  most  important  feature.  However,  I 
hold  that,  at  more  or  less  frequent  intervals, 
the  storekeeper  should  do  every  task  about  the 
establishment  for  the  sake  of  influence  and 
example. 
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It  must  be  remembered  also  that  courtesy  is 
the  biggest  part  of  the  young  merchant's  capi- 
tal. This  does  not  mean  that  he  should  be  ob- 
sequious or  fawning,  but  simply  and  invariably 
attentive  to  all  who  enter  his  place  of  business. 
This  should  be  a  matter  of  principle  and  native 
good-breeding. 

Advertising  is  not  an  unimportant  detail. 
In  the  local  newspaper  the  young  retailer  may 
wisely  use  a  limited  amount  of  display  adver- 
tising space.  This  will  be  most  advan- 
tageously occupied  by  a  simple,  dignified  and 
modest  announcement  of  policy  or  of  new 
goods.  Like  his  stock,  the  subject-matter  of 
his  advertisements  should  be  kept  fresh  by  con- 
stant change.  It  should  also  have  the  indi- 
vidual quality  in  its  wording,  form  and  type — 
something  that  expresses  the  personal  good 
taste  of  the  advertiser. 

There  is  no  doubt  that  a  neat  circular  or 
folder  sent  personally  to  patrons  is  a  strong 
method  of  advertising.  Such  announcements 
may  be  delivered  by  messenger  or  distributed 
through  the  mails.  Best  of  all  is  the  neat, 
personal  note  written  to  the  merchant's  best 
customers,  calling  attention  to  the  fresh  arrival 
of  goods.  The  spare  moments  of  a  young 
merchant  may,  in  fact,  be  put  to  far  less  effec- 
tive use  than  this  writing  of  individual  adver- 
tising letters. 

It  is  scarcely  possible,  either,  to  put  too 
much  emphasis  on  attractive  window  displays. 
Here,  again,  the  element  of  constant  freshness 
plays  an  important  part.  The  displays  should 
be  frequently  changed,  and  while  striking, 
they  should  never  fail  to  have  the  quality  of 
good  taste.  Good  statuary,  pictures,  curios, 
and  art  objects  of  every  kind  may  be  used  to 
unfailing  advantage  in  dressing  windows,  and 
they  always  command  the  attention  and  ad- 
miration of  women.  It  pays  the  enterprising 
merchant  to  secure  the  loan  of  works  of  art 
for  this  purpose — and  they  are  not  difficult  to 
obtain. 

CHEAP  GOODS    POOR   POLICY. 

The  most  successful  merchants  of  to-day  are 
those  who  meet  competition  by  giving  their 
customers  better,  instead  of  cheaper,  goods. 
This  should  be  a  settled  principle  in  buying 
stock.  The  moment  the  storekeeper  becomes 
possessed  of  the  idea  that  cheapness  in  prices 
is  the  main  consideration  in  merchandising  he 
will  start  upon  the  accumulation  of  a  stock 
which  will  sooner  or  later  sacrifice  his  stand- 


ing with  the  most  desirable  trade  of  his  com- 
munity.    If  he  does  not  himself  thoroughly 
understand  the  quality  of  the  goods  he  must 
buy,  his  first  concern  should  be  to  get  some  per- 
son in  his  store  who  is  thoroughly  posted  in 
that  direction.    The  first  essential  of  successful 
buying  is  the  soimd  knowledge  of  goods  and  of 
values.    He  is  a  wise  merchant  who  makes  up 
his  mind  in  the  beginning  that  it  is  far  better  to 
hunt  customers  than  to  hunt  "snaps."    Careless 
buying  is  inexcusable,  but  time  spent  in  petty- 
trafficking  is  generally  unprofitable,  and   the 
good  merchant  will  not  descend  to  this.      In 
other  words,  the  confirmed  "snap  hunter"  gen- 
erally helps  in  the  end  to  swell  the  ranks  of  the 
failures. 

Now  let  us  take  up  the  matter  of  credit.  In 
this  connection  it  must  be  remembered  that  the 
opening  of  a  new  store  in  a  community  is  al- 
ways the  sign  for  a  transference  of  trade 
which  is  most  deceptive  to  the  proprietor  of  the 
new  establishment,  and  if  he  is  not  a  man  of 
rare  shrewdness  and  has  not  a  natural  faculty 
for  credits  he  will  be  sure  to  remark  that — 
"My  trade  is  good — way  beyond  my  expec- 
tations !" 

A  RED  LANTERN  SIGN. 

Judging  from  surface  indications  this  ob- 
servation is  warranted.     But  why?     Because 
the  new  store  always  gets  those  customers 
who  have  accumulated  debts  or  grievances  of 
some  kind  with  the  merchants  already  estab- 
lished,  and  who  have   sifted  out  their  cus- 
tomers.   Consequently,  instead  of  considering 
this  sudden  influx  of  trade  as  an  omen  of  pros- 
perity it  should  be  regarded  in  exactly  the  op- 
posite manner,  and  so  treated.     Rightly  con- 
sidered, it  is  a  red  lantern  sign  of  "Danger 
Ahead."    Once  credit  is  extended  to  this  class 
of  people  nothing  is  more  difficult  than  to  hold 
their  accounts  in  check.    There  are,  in  reality, 
few   things   more  difficult   in   merchandising 
than  to  get  a  "slow-pay"  customer  to  reduce 
a  large  balance  by  gradual  payment — and  yet 
that  is  what  manv  merchants  will  endeavor  to 
do.     In  fact,  the  storekeeper  who  is  shrewd 
enough  to  accomplish  this  is  too  keen  to  get 
into  such  a  situation  with  many  of  his  cus- 
tomers. 

Possibly  the  best  plan  is  that  followed  by  a 
decidedly  successful  merchant  who  determined 
to  make  his  credits  according  to  a  fixed  prin- 
ciple, and  that  he  would  not  vary  his  system 
under  any  conditions.  Nominally,  he  was 
supposed  to  do  a  cash  business,  but  at  last  felt 
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that  he  must  extend  credit  to  a  portion  of  his 
customers.  He  did  it  in  this  way:  He  would 
not  even  discuss  the  opening  of  an  account 
with  a  customer  about  whom  he  felt  any  doubt 
whatever;  then,  when  the  man  came  in  to  ar- 
range for  an  account,  the  merchant  asked  him: 

"How  much  of  a  line  of  credit  do  you  wish 
me  to  give  you?" 

'Well,  $20,"  responded  the  customer. 

'And  how  about  the  question  of  time?"  in- 
quired the  storekeeper. 

"Make  it  sixty  days,"  replied  the  customer. 

With  that  understanding  the  merchant 
would  then  allow  the  customer  to  open  an 
account,  giving  him  to  understand,  however, 
that  in  so  much  as  he  had  agreed  to  the  cus- 
tomer's own  desires,  he  would  expect  him  to 
live  up  to  the  letter  of  their  agreement  and  not 
ask  for  an  extension  of  credit  at  any  time. 
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This  system  of  credit  worked  admirably  in  the 
case  of  the  shopkeeper  to  whom  I  have  re- 
ferred, for  the  reason  that  he  held  every  cus- 
tomer rigidly  to  the  limitations  fixed  at  the 
outset. 

In  looking  after  these  details,  which  are  of 
importance  to  the  general  result,  the  young  re- 
tailer should  not  fail  to  keep  a  proper  per- 
spective of  his  business  as  a  whole.  He 
should  know  just  where  he  is  sailing,  and  be 
sure  he  is  not  drifting.  In  this  way  he  will 
become  a  safe  pilot  and  will  bring  his  enterprise 
into  the  harbor  of  success  and  independence. 
And  it  should  be  remembered  that  where  the 
honest  tradesman  commands  the  regard  to 
which  he  is  entitled,  he  is  a  very  independent 
and  respected  member  of  the  community  in  this 
country. 

Copyright,  Forbes  &  Co.,  Chicago. 
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Conclnded   from  pate 
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V. 


Gertrude  waited  impatiently,  a  pair  of  deli- 
cately tinted  cheeks  giving  evidence  of  unusual 
excitement.    Frank  was  coming ! 

Frank,  whom  she  had  not  seen  for  a  long 
six  months !  Frank,  who  had  graduated  at  the 
head  of  his  class  and  passed  the  State  Board 
of  Pharmacy ! 

And  to-morrow!  Little  wonder  that  Gert- 
rude was  excited — and  happy. 

The  long  four  years  had  dragged  themselves 
away,  at  last.  And  now  that  they  were  gone 
they  seemed  more  like  four  months  than  four 
years.  Gertrude  smiled  as  she  thought  of 
them.  They  had  been  the  best  years  of  her 
life.  Side  by  side  her  father  and  her  lover  had 
fought  through  them — ^and  had  won.  She  had 
helped,  too;  she  felt  a  supreme  satisfaction  in 
the  consciousness  of  this.  It  had  been  the 
three  of  them — ^the  three  of  them.  It  was  a 
beneficent  Providence  that  made  such  strug- 
gles, such  associations  possible,  and  she  felt 
infinitely  sorry  for  that  type  of  woman  who 
cannot  find  it  within  herself  to  take  even  a 
passing  interest  in  the  business  affairs  of  those 
who  are  near  and  dear  to  her. 

And  now — to-morrow  was  her  wedding- 
day! 

A  taxi  drew  up  to  the  curb.    Gertrude  left 
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the  window  and  rushed  out  to  the  vine-covered 
veranda,  where,  with  a  hand  pressed  hard 
against  her  heart,  she  waited. 

Frank  came  up  the  walk  in  long,  glad  strides. 

"Hello,  Gertie!"  he  called. 


It  was  a  quiet  affair  solemnized  in  the  little 
parlor  of  Mr.  Hemmenway's  new  home. 

Gertrude's  dearest  girlhood  friend  stood 
with  her,  and  Frank's  brother,  Max,  was  best 
man. 

A  dainty  little  luncheon  was  served  in  the 
dining-room,  the  customary  light  banterings 
which  cover  so  much  seriousness  were  indulged 
in,  and  Mr.  and  Mrs.  Collins  departed  on  a 
short  trip  to  Niagara  and  other  points  of  inter- 
est in  the  East. 

Then  followed  lonesome  days  for  Mr.  Hem- 
menway — two  weeks  of  them.  At  the  end  of 
that  time,  however,  the  bride  and  groom  re- 
turned and  took  up  residence  at  the  Hemmen- 
way  home;  father  and  daughter  and  newly- 
acquired  son  were  to  represent  an  undivided 
household. 

For  a  number  of  months  Mr.  Hemmenway 
had  been  dreaming  a  dream,  an  obsession  he 
couldn't  get  rid  of.  By  day  and  by  night  he 
pictured  himself  back  on  the  East  Side,  back 
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near  his  old  location,  back  where  he  had  failed 
to  make  good.  He  wanted  to  return  to  the 
old  scene  of  disaster,  beat  down  what  adverse 
conditions  there  might  be,  and  to  stand  at  last 
triumphant,  a  living,  breathing  example  of  a 
man  who  had  "come  back." 

Hollis  P.  Hammer  indorsed  such  a  move, 
also. 

'*ril  have  the  situation  felt  out  for  you,"  he 
ventured.  "It's  best  to  buy  out  somebody; 
Cathcart  &  Higgins,  say.    Think  they'll  sell  ?" 

Mr.  Hemmenway  shrugged  his  shoulders 
and  smiled.  The  implied  compliment  was  par- 
ticularly pleasing.  Cathcart  &  Higgins,  whose 
store  was  a  scant  three  blocks  from  his  old  lo- 
cation, were  the  leading  down-town  druggists. 

"I'll  talk  it  over  with  'the  boy,'  "  he  said, 
simply. 

Two  days  later  Mr.  Hemmenway  received, 
by  mail,  a  request  to  call  at  the  bank. 

"Cathcart  &  Higgins  want  $18,000,"  an- 
nounced Mr.  Hammer,  going  straight  to  the 
point. 

"That's  too  much,"  responded  Mr.  Hem- 
menway, with  emphasis.  "They  don't  carry 
that  much  stock.  They  don't  need  to — four 
blocks  from  the  wholesale  house.  Will  thev 
sell  at  invoice?" 

"No." 

"What  do  you  think?" 

"Take  it.  Make  them  an  offer  of  $15,000. 
You'll  get  it." 

'Direct,  or  through  you?" 

'Direct.  Have  young  Collins  go  see  them. 
He's  as  clean-cut  and  wide-awake  as  a  young 
rabbit." 

Returning  to  his  own  place  of  business,  Mr. 
Hemmenway  was,  in  turn,  met  by  a  proposi- 
tion. Frank  offered  to  buy  the  West  Side 
store. 

"Settle  down,  father,  and  take  it  easy,"  he 
advised.  "You're  getting  pretty  well  along  in 
years " 

"What's  that?"  cried  Mr.  Hemmenway. 
"Along  in  years !    Why,  I'm  only  sixty-eight !" 

"Well,  there's  no  need  of  your  working  any 
more.  Help  out  when  you  feel  like  it.  Your 
tastes  are  simple.  You  can  live  with  Gertie 
and  I,  you  know.  Just  settle  down  and  enjoy 
yourself !" 

Mr.  Hemmenwav  chewed  the  end  of  a  tooth- 
pick  for  some  time  in  silence.  Finally  he  spoke : 

"Boy,"  he  said,  huskily,  "you  mean  well 
enough;  but  you've  hurt  me." 


ti^ 


it^ 


"I  beg  your  pardon !"  cried  Frank.  "Forget 
it!  I  surely  didn't  mean  to.  I  feel  good  to- 
ward all  the  world  now,  and  I'd  naturally  like 
to  see  Gertie's  father  have  a  good  time.  But 
if  you  don't  want  to  quit,  so  much  the  better. 
Let's  buy  a  store  over  town.  I'll  run  this  one 
and  you  run  the  big  one." 

"That  is  just  exactly  what  I  had  in  mind/' 
responded  Mr.  Hemmenway,  with  enthusiasm. 
"I've  had  Cathcart  &  Higgins  touched  up. 
They  want  $18,000 ;  may  take  $15,000.  Ham- 
mer said  send  you,  but,  by  Lucifer,  I'm  going 
myself!" 

And  he  went.  Negotiations  hung  fire  for 
nearly  two  months,  but  in  the  end  Mr.  Hem- 
menway purchased  the  Cathcart  store,  the  con- 
sideration being  $15,225.  Hollis  P.  Hammer 
advanced  the  money,  taking,  for  a  time,  a  third 
interest.  The  new  firm  was  known  as  the 
Hemmenway  Drug  Co. 

It  is  a  most  commendable  trait  in  human 
nature  that  we  appraise  a  man  on  the  basis  of 
what  he  is,  not  what  he  has  been.  Individual 
attitude  has  much  to  do  with  this,  and  Mr. 
Hemmenway's  general  bearing  was  that  of  a 
man  who  had  a  definite  purpose  in  life  and 
who  was  working  toward  a  plainly  discernible 
end  with  a  full  and  constant  determination  to 
attain  it.  With  it  all  went  an  air  of  confidence 
— half  the  battle.  No  man  can  win  who  does 
not  believe  in  himself. 

All  the  years  of  the  drone's  life  that  Mr. 
Hemmenway  had  lived  not  quite  three  blocks 
from  his  new  location  did  not  count  in  the 
least  against  him;  in  fact,  it  seemed  to  work 
the  other  way.  "Hemmenway's  reincarna- 
tion ;"  "the  second  coming  of  Hemmenway" — 
a  few  facetious  expressions  of  this  character 
w^ent  the  rounds  at  first,  but  soon  died  down, 
and  all  reference  to  the  past  ceased.  He  was 
able  to  hold  practically  all  of  the  large  busi- 
ness enjoyed  by  Cathcart  &  Higgins,  and  to 
this,  right  at  the  start,  was  added  a  respectable 
clientele  representing  those  who  had  been 
merely  friends  in  the  old  days,  not  patrons. 
Success  is  automatically  cumulative. 

Both  stores  prospered  amazingly.  In  two 
years'  time  all  obligations  had  been  cancelled. 
Hollis  P.  Hammer,  according  to  agreement, 
had  stepped  out,  and  all  the  stock  issued  by  the 
Hemmenway  Drug  Co.  was  held  jointly  by  the 
senior  and  junior  partners,  share  and  share 
alike. 

Mr.  Hemmenway  had  kept  the  old  notes.  As 


BULLETIN  OF  PHARMACY 


291 


fast  as  they  had  been  taken  up  he  had  laid 
them  away;  and  now  that  the  last  and  final 
lien  had  been  liquidated  he  decided  to  celebrate 
the  occasion  by  giving  a  little  supper.  Frank 
and  Gertie  and  HoUis  P.  Hammer  were  the 
only  guests  invited. 

Mr.  Hemmenway  arose  and  held  his  glass 
aloft. 

"This  fragile  receptacle,"  he  said,  "holds 
God's  pure  water,  the  best  beverage  for  a  man 
to  drink  in  the  presence  of  his  children.  Join 
me,  please,  in  a  continuance  of  the  new  lease." 

The  toast  drank,  the  guests  resumed  their 
seats.    Mr.  Hemmenway  continued : 

"Life,"  he  said,  "is  exactly  what  you  make 
it.  We  do  not  all  start  with  the  same  mental 
equipment — ^that  is  true.  And  as  we  develop 
we  form  likes  and  dislikes.  I  like  books ;  like 
to  read  history  and  biography;  and  I  flatter 
myself  that  no  man  in  our  city  is  better  posted 
along  these  lines  than  I  am.  But  that  sort  of 
thing  never  brought  me  a  dollar ;  on  the  other 
hand,  it  has  deprived  me  of  somewhat  less  than 
a  million.  For  quite  a  number  of  years — ^par- 
ticularly after  Gertie's  mother  died — I  gave 
way  to  my  inherent  bent.  And  my  business 
went  down — down — down,  until  it  went  out, 
practically. 

"Now  no  man  can  serve  two  masters ;  at  any 
rate  a  druggist  can't.  If  a  man  is  trying  to  be 
a  business  man,  let  him  cast  aside  all  weights — 
for  let  me  tell  you  he's  got  to  go  some  1  Con- 
ditions have  changed  since  I  was  a  boy. 

"I  woke  up  one  bright  and  memorable  after- 
noon to  find  my  hide  nailed  to  the  barn-door. 
I  recognized  it  at  a  glance,  and  threw  up  my 
hands  and  began  to  yell.  Then  my  back  com- 
menced to  smart;  it  hurt  so  that  one  entire 
night  I  lay  awake— or  walked  the  floor.  My 
pride  was  touched,  and  the  fighting  blood  that 
was  in  me  came  to  the  surface.  I  decided  to 
do  something:  and  therein  lies  the  entire  secret 
— decision.  The  unsuccessful  men  are  those 
who  don't  come  to  a  decision.  The  more  deci- 
sions a  man  has  to  make,  whether  he  makes 
them  right  or  wrong,  the  better  he  is  off.  He'll 
be  alive,  anyhow.  Stagnation — waiting  for 
something  to  turn  up— is  what  kills. 

"I  went  out  looking  for  money,  and  here  is 
the  man" — placing  his  hand  on  HoUis  P.  Ham- 
mer's shoulder — "here  is  the  man  who  helped 
me  grow  a  new  hide.  I  can  scarcely  find 
words " 

"One    moment,    please,"    interrupted    Mr. 


Hammer,  rising  to  his  feet.    "I  can't  sit  here 
and  take  credit  for  something  I  did  not  do. 

I'm  going  to  violate  a  confidence.    It  is " 

"Mr.  Hammer,  please "  broke  in  Frank, 

plaintively. 


"Keep  your  seat,  young  man,"  commanded 
Mr.  Hammer,  with  mock  sternness.  "As  I 
say,  I  am  going  to  violate  a  confidence — ^a  car- 
dinal offense,  for  a  banker.  But  it  is  only  just, 
Mr.  Hemmenway,  that  you  should  know.  The 
money  that  backed  you  came  from  your  son- 
in-law  !" 

"What?"  questioned  Mr.  Hemmenway,  in- 
credulously. 

"Yes,  Mr.  Collins  came  to  me  and  asked  me 
to  loan  you  his  money — he  had  an  account 
with  us  at  the  time.  He  had  seen  you  leave 
Bradley's  bank  and  head  for  ours,  and  he  raced 
in  ahead  of  you.  I  merely  followed  instruc- 
tions. The  arrangements  were  all  mine;  I 
made  them  to  safeguard  a  depositor;  but  the 
money  was  his." 

Mr.  Hemmenway  sat  down,  rested  an  elbow 
on  the  table  and  shaded  his  eyes  with  a  hand 
extended  across  his  brow. 

Finally  he  looked  up. 

"Frank,"  he  said,  reproachfully,  "you 
haven't  been  fair  with  me!" 

"Why?"  asked  the  young  man,  in  pained 
eagerness. 

"Because  you  let  old  Shylock  gouge  me.  He 
charged  me  six  per  cent.  I  could  have  got  a 
plenty  money  an)rwhere  else  at  five!" 

The  tenseness  of  the  situation  was  relieved 
instantly.    They  all  laughed. 

"Papa,"  said  Gertrude,  laying  a  little  case  on 
the  table  in  front  of  her  father,  "Frank  and  I 
have  bought  you  a  present.  It  isn't  much,  in 
one  way ;  that  is,  it  didn't  cost  much ;  but  it — 
well,  I'm  afraid  you  won't  understand.  Frank 
says  you  will,  but  I'm  afraid  you  won't.  We 
mean  it,  papa;  we  mean  it!" 

Mr.  Hemmenway  unsnapped  the  lid  and 
drew  forth  an  exact  duplication  of  a  Carnegie 
hero  medal.  Across  its  face  was  engraved, 
"He  seen  his  duty,  and  he  done  it !" 

"Understand?  Why,  children,  of  course  I 
understand!  And  I  thank  you,"  cried  Mr. 
Hemmenway,  blinking  hard.  "Hammer,"  he 
continued  fervently,  "this  is  a  good  world 
we're  living  in !" 

"It  sure  is,"  responded  Hollis  P.  Hammer, 
eyeing  a  fragrant  Havana  critically. 

{The  end.) 


"MY  BEST  PAYING 
SIDE-LINE  "—Magazines 


As  an  individual  side-line  I  consider  maga- 
zines and  periodicals  the  best  one  I  have  ever 
had.  While  the  profit  is  not  as  large  as  it  is 
on  some  other  lines,  yet  there  is  a  good  margin, 
considering  the  investment — which  is  prac- 
tically nothing — and  the  turnover,  which 
ranges  from  twelve  to  fifty-two  times  a  year. 
Moreover,  a  periodical  counter  brings  many 
strangers  into  the  store  who  otherwise  might 
go  elsewhere ;  and  in  this  way  a  number  of  new 


friends  and  new  customers  are  made  in  the 
course  of  a  year's  run. 

When  I  began  handling  magazines  I  only 
bought  two  copies  of  about  fifteen  different 
publications.  Now,  however,  in  less  than  two 
years,  the  business  has  grown  until  I  handle  all 
the  way  from  eight  to  twenty  copies  of  nearly 
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all  the  standard  publications.  Communities 
change  rapidly  in  this  particular  part  of  the 
country.  Old  families  are  moving  out  and  new 
ones  moving  in  constantly;  and  every  new 
family  that  moves  in  is  likely  to  have  one  or 
more  members  who  buy  magazines  regularly. 
When  they  begin  to  come  to  my  stpre  to  get 
their  magazines,  it  is  almost  a  safe  bet  that  I 
am  going  to  get  their  drug  business,  too. 

In  addition  to  the  actual  sales,  I  also  get  a 
lot  of  free  advertising  of  the  best  kind  from 
every  magazine  I  dispose  of.  When  the  new 
copies  arrive  I  set  aside  all  those  I  am  abso- 
lutely sure  to  sell,  and  before  I  put  them  out 
for  sale  I  go  through  the  advertising  pages  and 
stamp  the  advertisements  of  goods  that  I  carry 
in  stock  thus:  "For  Sale  in  Sentinel  by  the 
Sentinel  Drug  Co."  In  this  manner  we  get  the 
direct  benefit  of  all  the  national  advertising  of 
goods  we  carry ;  and  it  is  only  natural  that  if  a 
customer  reads  of  some  new  article  and  wants 
to  try  it,  he  will  come  to  my  store  to  buy  it. 

Another  argument  in  favor  of  magazines  is 
that  the  line  requires  no  special  fixtures.  But 
the  best  point  is  that  at  the  end  of  the  year 
there  need  be  practically  no  dead  stock,  or  left- 
overs, for  nearly  all  of  the  periodicals  are  re- 
turnable within  a  reasonable  length  of  time. 

In  brief,  magazines  constitute  a  nice,  clean, 
profitable  line.  They  help  the  cigar  trade,  the 
post-card  and  book  sales,  and  bring  more  busi- 
ness and  new  business  to  the  store  generally; 
business  from  the  very  best  class  of  people  in 
the  community, 

I  have  never  regretted  putting  in  magazines. 


AT  THE  FOUNTAIN. 

By  OILBEBT  F.  T.  HOWE. 


Come  to  the  drug-store,  dear,  and  let  me  see 
If  you  can  eat  another  Cherry  Flip; 

Or  some  nectarean  phosphate  try  with  me, 
Whose  sparkling  bubbles  we  will  gaily  sip. 

Let  others  say  that  one  should  be  enough; 
I  never  find  you  turning  down  my  treat. 


Providing  it's  some  cooling,  creamy  stuff — 
You  always  condescend  to  smile  and  eat. 

Ah,  smile,  my  love,  and  say  you'll  be  my  wife! 

My  heart  has  waited  long  for  such  a  queen; 
Thus  share  with  me  the  Sundaes  of  my  life. 

And  sweeten  all  the  days  that  come  between  I 


FIVE  STORE 
STATEMENTS  DIGESTED 


We  are  presenting  in  what  follows  a  brief 
analysis  of  five  store  statements  which  have 
come  to  us  for  comment.  Four  States  are  rep- 
resented— Missouri,  Minnesota,  South  Dakota, 
and  Tennessee.  In  the  accompanying  tabula- 
tion the  stores  are  listed  according  to  the  busi- 
ness they  do. 

MISSOURI  NO.  1. 

The  first  man  from  Missouri  presents  us  a 
tangled  skein.  Included  in  his  1913  inventory, 
which  we  must  use  by  way  of  Comparison,  are 
these  foreign  and  altogether  incompatible 
items:  "money  in  bank,"  and  "accounts  due 
the  firm." 

This  fact  cannot  be  stated  too  emphatically : 
nothing,  ah'SO-lutely-ly  nothing,  should  be 
balled  up  with  the  invoice  items  that  does  not 

Tennes- 
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Annual  sales 

Cost  of  roods  sold. . . 

Gioss  profit 

Expense 

Net  profits 

Peroentaffe  of  gross 
profits 

Peicentage  of  ex- 
pense   

Peroentage  of  net 
profit 


Missooil 
No.  1. 

Missoori 
No.  2. 

Minne- 
sota. 

So.  Da- 
kota. 

$  9215.82 

80.024.71 

20.000.08 

10.024.68 

7,828.96 

2.200.72 

$10,626.01 

184192.48 

10,926.68 

7.466.96 

6.842.94 

1.628.01 

1  8296.98 
14.964.48 
8.494.98 
6.494.60 
8,617.96 
2,861.67 

$2969.18 
8127.48 
4681.12 
8606  jn 
2204.41 
1891.90 

88.89 

40 

48.23 

44.25 

26.06 

81^ 

24.18 

27.12 

7.88 

f^z 

19.06 

17.18 

$4079.64 
9864.12 
6160.21 
8208.91 
2499.28 
704.68 

84.25 

26.71 

7.64 


The  figures  in  this  table  are  baaed  on  sales,  not  on  costs. 

belong  there.     And  all  that  belongs  there  is 
merely  and  simply  stock  and  fixtures. 

Depreciation  of  fixtures  should  never  be  lost 
sight  of — 10  per  cent  on  soda  fountain,  5  per 
cent  on  fixtures  proper.  The  figures  represent- 
ing depreciation  should  be  added  to  expense. 
Manager's  salary  should  also  be  charged  to  ex- 
pense. Moreover,  10  per  cent  of  book  accounts 
should  be  charged  oflf  for  bad  accounts  and 
entered  as  an  expense. 

We  take  it  for  granted  that  Missouri  No.  1 
was  cognizant  of  these  facts,  and  we  base  our 
brief  analysis  on  that  supposition. 

The  1914  inventory  (which  includes  Jan- 
uary and  a  part  of  February  of  this  year) 
stands  at  $11,018.29.  This,  as  above  stated, 
covers  accounts  due  the  firm,  and  money  in  the 
bank,  as  well  as  stock  and  fixtures;  we  must 
either  recognize  these  items  in  this  manner  or 
discard  the  statement  altogether.  The  cost  of 
merchandise    bought    during    the    year    was 


$19,458.57.  We  find,  also,  that  there  has  been 
a  merchandise  gain  during  the  year  of 
$1261.01 ;  that  is  to  say,  the  invoice  of  1914 
exceeds  the  preceding  invoice  to  the  extent  of 
the  figure  quoted.  This  represents  goods  on 
hand  which  have  been  bought  during  the  year 
but  which  have  not  been  sold.  The  cost  of  the 
goods  actually  sold  is  therefore  arrived  at  by 
deducting  the  $1261.01  from  the  amount  paid 
for  merchandise.    This  gives  us  $20,000.03. 

Sales  were  $30,024.71,  cost  of  goods  $20,- 
000.03.  The  gross  profit  is  the  difference  be- 
tween the  two,  which  is  $10,024.68.  To  find 
the  percentage  of  gross  profit  we  divide  the 
gross  profits  by  the  sales,  finding  it  to  be  33.39 
per  cent. 

Expenses  were  $7823.96,  and  to  get  the  net 
profit  we  subtract  this  item  from  the  gross 
profits.  The  difference,  in  this  case,  is 
$2200.72. 

The  percentage  of  expense  is  learned  by 
dividing  the  annual  expense  by  the  total  sales, 
and  is  found  to  be  26.06. 

The  percentage  of  net  profit  is  the  difference 
between  the  sales  expressed  in  percentage  and 
the  expense  expressed  in  percentage — 7.33. 

MISSOURI  NO.  2. 

This  store  has  no  invoice  covering  1912,  all 
the  figures  submitted  being  the  result  of  a 
grand  round-up  along  about  the  first  of  the 
present  year. 

Stock  and  fixtures  invoice  $10,626.01,  the 
annual  sales  were  $18,392.48,  and  the  cost  of 
goods  sold  was  $10,926.53.  Subtracting  the 
cost  of  goods  from  the  sales,  we  get  a  gross 
profit  of  $7465.95. 

There  is,  however,  something  wrong  with 
our  correspondent's  expense  account  — 
$2174.17.  It  isn't  big  enough.  Something 
has  been  left  out  of  it ;  salaries,  probably. 

We  find  in  the  statement  an  entry  which 
reads,  "firm  drew  out."  This  we  will  assume 
to  be  salaries.  The  amount  drawn  out  is 
stated  to  have  been  $3668.75,  and  this,  added 
to  the  $2174.17,  stimulates  confidence  at  once 
and  improves  the  complexion  of  the  questioned 
account  most  wonderfully.  The  revised 
version  reads  $5842.94. 
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Deducting  $584S.94  from  the  gross  profit, 
$7465.95,  we  get  a  net  profit  of  $1623.01. 

Transposing  the  entire  harmony  into  the 
key  of  G  minor,  we  get  a  gross  profit  of  40 
per  cent,  a  net  profit  of  8  1/3  per  cent,  and  find 
the  cost  of  doing  business  to  be  31  2/3  per 

A  MINNESOTA  STORE. 

Hats  off  to  the  man  from  Minnesota!  A 
page  and  a  half  of  legal-cap  and  not  one  little 
mistake !    This  is  unusual. 

Our  Gopher  friend  has  stock  and  fixtures 
which  total  $8236.98,  his  last  year's  sales  were 
$14,964.43,  and  his  expense  was  $3617.93. 

The  gross  cost  of  goods  bought  during  the 
year  is  stated  to  have  been  $8383.74 ;  and  from 
this  has  been  deducted  discounts — which  is 
right ;  and  to  the  figure  thus  obtained  has  been 
added  freight  and  drayage — which  is  also 
right.  The  actual  cost  of  goods  sold  is  found 
to  be  $8494.93. 

We  find  the  percentage  of  gross  profit  to  be 
43.23,  the  percentage  of  expense  to  be  24.18, 
and  the  net  profit  on  goods  sold  to  be  a  little 
better  than  19  per  cent.  This  is  a  very  good 
showing. 

A  SOUTH  DAKOTA  STORE. 

Here  is  a  man  who  has  done  remarkably 
well.  Six  years  ago,  he  says,  his  total  wealth 
did  not  measure  quite  half-way  up  to  a  five- 
hundred-dollar  banknote.  He  places  his  total 
assets  now  at  $10,303.71.  And  yet  there  are 
lemon-sour  croakers  who  will  tell  you  that  the 
drug  business  is  in  the  last  stage  of  mortifi- 
cation ! 

Incidentally  it  might  be  noted  that  this  man 
has  practically  no  prescription  business.  His 
side-lines  consist  of  phonographs,  cameras, 
school  books,  glass,  paints,  and  wall-paper. 


Inventory  taken  the  first  of  the  year  shows 
stock  and  fixtures  to  be  worth  $2969.18.  Last 
year's  inventory  lacked  $322.15  of  coming  up 
to  this  figure,  so  $322.15  must  be  deducted 
from  the  cost  of  goods  bought,  leaving 
$4531.12,  the  cost  of  goods  sold. 

Sales  were  $8127.43,  and  expenses,  includ- 
ing a  proprietor's  salary  of  $1200,  and  $30.00 
a  month  rent  on  a  building  owned  by  the  pro- 
prietor himself,  were  $2204.41. 

We  find  the  gross  profit  to  be  44,25  per  cent, 
the  percentage  of  expense  to  be  27.13  and  the 
net  profit  on  sales  to  be  17.13  per  cent. 

A  TENNESSEE  STORE. 

Our  Southern  correspondent's  stock  and  fix- 
tures invoiced  $4079,64,  which  shows  an  in- 
crease of  $274.32  over  last  year's  inventory 
figures.  This  must  be  subtracted  from 
$6424.38,  the  latter  figure  representing  goods 
bought. 

This  leaves  us  $61.10.01,  goods  actually  sold 
during  the  year.  Sales  were  $9354.12,  and  ex- 
penses $2499.28. 

The  gross  profit,  ascertained  by  subtracting 
cost  of  goods  sold  from  the  sales,  is  found  to 
be  $3203.91. 

The  percentage  of  gross  profit  is  34.25 ;  of 
net  profit,  7.54;  and  of  expense,  26.71. 

We  have  arbitrarily  added  an  entry  tagged 
"personal  withdrawals"  to  the  expense  ac- 
count, assuming  it  to  be,  in  essence,  the  pro- 
prietor's salary.  The  amount  involved  is  not 
salary  enough,  however.  The  entire  net  profit, 
$704.63,  might  well  be  added,  also,  without 
overpaying  the  "boss."  But  suppose  we  allow 
a  salary  of  $1000.  This  would  leave  a  net 
profit  of  $360.40.    Not  enough. 


lo  the  Detroit  Meetlns  of  the  A.  Ph.  A.  In  Aociut  I 


THE  NEW  FORTUNE- WARD 
STORE  AT  MEMPHIS,  TENN. 


Two  excellently  equipped  stores  in  Memphis, 
Tenn.,  are  those  of  the  Fortune-Ward  Dnig 
Co.  The  fiiTO  is  composed  of  T.  P.  Fortune, 
president,  and  his  three  sons,  S.  P.  Fortune, 
vice-president ;  W,  H.  Fortune,  treasurer ;  and 
B.  L.  Fortune,  secretary. 

Mr.  Fortune  has  been  in  the  drug  business  in 
Memphis  31  years,  and  the  slogan  of  the  firm 
is,  "Thirty-one  years  of  pleasing  Memphis." 
He  is  now  65  years  of  age,  and  he  opens  the 


The  shaved  ice  at  the  fountain  is  covered 
with  a  three-sided  glass  case,  the  invention  of 
W.  H.  Fortune.  This  not  only  keeps  dust 
from  settling  over  the  heap  of  ice,  but  it  also 
keeps  people  from  handling  it. 

The  prescription  department  is  thoroughly 
modem  in  every  particular.  The  Schwartz 
sectional  system  is  used  and  foimd  very  con- 
venient. 

In  the  basement  is  a  water  heater  so  ar- 


new  store  at  111  Madison  Avenue  at  six 
o'clock  every  morning.  Mr.  Fortune  says  he 
tries  to  operate  under  the  motto,  "Early  to  bed 
and  early  to  rise,  work  like  blazes  and  adver- 
tise," The  company  specializes  in  the  pre- 
scription and  soda  business,  and  manufactures 
all  of  the  ice  cream  they  use;  and  they  sell  a 
great  deal,  having  established  a  large  trade 
among  those  who  take  cream  home. 


ranged  that  the  mere  turning  of  a  faucet  turns 
up  the  gas,  water  being  heated  almost  instantly, 
A  small  Stokes  still,  originally  installed  for 
making  salvarsan  solutions,  is  now  employed 
to  furnish  distilled  water  for  prescription 
work. 

The  picture  shows  the  new  store  as  it  ap- 
peared shortly  before  it  was  formally  thrown 
open  to  the  public. 
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DOLLAR  IDEAS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


A  SCRAP-BOOK  FOR  WINDOW  DISPLAYS. 

Wm,  E.  Steckelmann,  Ph.B,,  Columbus, 
Ind, :  I  have  made  a  collection  of  window  dis- 
plays which  have  been  reproduced  in  the  vari- 
ous drug  journals.  These  I  have  bound 
together  in  the  form  of  a  scrap-book,  which 
I  keep  handy  for  reference. 

The  pages  are  arranged  so  that  displays  of 
the  same  articles,  or  articles  of  the  same  kind, 
are  all  together.  In  this  manner  it  is  very  easy 
for  me  to  select  a  desirable  window  trim. 
First  I  decide  what  I  want  to  display,  then  I 
turn  to  that,  section  of  the  book  which  shows 
such  goods  displayed,  and  select  the  display 
which  is  best  suited  to  my  use. 

I  seldom  work  out  a  display  exactly  as  the 
one  shown,  but,  instead,  jchange  it  in  various 
ways  as  circumstance  suggests.  It  is  the 
fundamental  idea  which  is  of  value,  and  which 
I  appropriate  shamelessly. 

By  the  use  of  such  a  book  a  great  deal  of 
the  worry  about  "What  shall  I  display  this 
time?"  and  "How  shall  I  display  it?"  is 
eliminated. 


DATING  THE  PRESCRIPTION  LABEL. 

L.  W,  Coleman,  Dodge  City,  Kansas:  Many 
times  we  are  called  upon  to  refill  a  prescription 
when  the  label  on  the  bottle  is  so  soiled  or 
smeared  that  it  is  the  next  thing  to  guesswork 
to  determine  the  correct  number. 

I  use  a  common  dating  stamp  with  which  to 
stamp  the  date  on  the  reverse,  or  gummed  side, 
of  the  label. 

After  the  label  has  been  affixed  the  date 
shows  plainly  through  the  bottle. 

If  the  bottle  is  returned  to  be  refilled  and 
you  can't  make  out  the  number,  it  is  a  great 
help  to  you  to  be  able  to  ascertain  the  date  on 
which  it  was  first  filled  by  looking  through  the 
bottle. 

In  the  case  of  pill  or  powder  boxes,  I  stamp 
the  date  on  the  bottom  of  the  box. 


LIQUID  PETROLATUM  IN  CAPSULE 

PILLING. 

IV.  G.  Epplen,  Omaha,  Neb. :  The  addition 
of  a  few  drops,  more  or  less  as  may  be  re- 
quired, of  a  high  grade  of  liquid  petrolatum 
(P.  D.  &  Co.  preferred)  to  a  mixture  of  drugs 
or  chemicals  to  be  triturated  and  filled  into  cap- 
sules will  aid  wonderfully  the  process  of  tritu- 
ration. The  mixture  will  fill  into  the  capsule 
more  easily,  more  quickly,  and  pack  better, 
therefore  going  into  the  smallest  possible  cap- 
sule— ^an  end  always  sought  by  the  druggist. 
This  simple  scheme  brings  completeness  of 
trituration,  speed  in  filling  capsules,  and  neat- 
ness in  the  appearance  of  the  finished  producL 


AN  IDEA  IN  BARREL  BUNGS. 

W.  G.  Epplen,  South  Omaha,  Neb.:  Good 
bungs  for  barrels  and  kegs  of  all  sizes  are 
scarce,  and  often  the  loss  by  evaporation  is 
considerable  owing  to  the  poor  methods  em- 
ployed in  closing  the  bung-holes  of  alcohol  and 
other  barrels. 

Save  the  conical  wooden  cores  from  the 
wrapping-paper  rolls,  ^seal  the  openings  at  each 
end  with  properly  fitting  corks,  and  you  have  a 
bung  stopper  that  will  fit  almost  any  keg  or 
barrel.  With  careful  trimming  this  bung  can 
be  made  to  fit  the  opening  of  a  five-gallon  keg. 


A  CAMPHOR  CUTTER. 

Wm.  C.  Moulton,  Millbury,  Mass. :  In  mak- 
ing camphorated  oil  it  is  a  long  job  to  cut  the 
camphor  in  small  pieces  so  it  will  be  dissolved 
by  the  cottonseed  oil.  I  took  an  old  tobacco 
cutter,  poHshed  the  blade,  and  now  it  is  an  easy 
matter  to  run  the  camphor  under  the  cutter, 
press  down  on  the  handle  and  shave  it  off  as 
thin  as  one  wishes.  This  same  method  can  be 
used  in  the  making  of  cold  cream  for  shaving 
the  waxes  so  they  will  melt  easier. 


REMOVING  METHYLENE  BLUE  STAINS. 

Thomas  Francis,  P.D.,  Philadelphia,  Pa.: 
After  trying  various  cleansers  with  indifferent 
success,  I  found  that  nitric  acid  will  remove 
the  stains  of  methylene  blue  from  mortar, 
pestle,  spatula,  etc.  It  will  remove  the  blue 
from  the  fingers,  also;  and  if  the  hands  are 
immediately  rinsed  in  water  there  will  be  no 
discoloration  of  any  kind. 
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One  dollar  is  paid  by  return  mail  for  all  contrtbu- 
tions  accepted  for  this  department.  The  ideas  must  he 
reasonably  new  and  must  not  have  been  printed  on  this 
page  before. 


"LET    GONNORHEA   REMEDIES    ALONE:" 

A  REPLY. 

To  the  Editors : 

Your  editorial  in  the  January  Bulletin, 
entitled  "Let  Gonorrhea  Remedies  Alone,"  and 
the  letter  on  the  same  subject  from  Dr.  Wil- 
liam J.  Robinson  in  the  March  issue,  have  in- 
terested me  greatly.  Your  advice  may  be  good, 
but  it  leaves  room  for  argument. 

In  the  first  place,  the  average  patient  does 
not  want  to  call  gonorrhea  a  serious  disease. 
If,  however,  he  becomes  convinced  that  it  is 
such,  and  is  further  influenced  to  see  a  doctor, 
how  unsatisfactory  is  the  treatment  he  is  apt  to 
receive  at  the  doctor's  hands!  Imagine  after 
your  waste  of  time,  in  convincing  the  patient 
of  the  serious  aspect  of  the  malady,  to  have 
the  learned  physician  prescribe  a  zinc  sulphate 
solution  with  perhaps  a  trace  of  colorless 
hydrastis,  to  be  used  as  an  injection,  but  with 
no  instructions  as  to  how  to  inject!  Bosh! 
Towns  are  not  overrun  with  specialists,  and 
the  treatment  for  gonorrhea  at  the  hands  of 
the  medical  profession  could  be  improved 
upon.  Perhaps  it  is  looked  upon  as  a  dirty 
job,  and  yet  doctors  do  not  hesitate  to  insert 
an  imgloved  finger  up  a  S)rphilitic  vagina. 
Therefore  I  rather  think  it  is  either  because 
they  are  negligent  or  do  not  know  their 
business. 

In  the  next  place,  unless  the  doctor  can  keep 
in  touch  with  a  case  he  can  never  know  the 
outcome  of  it.  How  is  he  to  benefit  a  young 
man  when,  as  soon  as  the  disease  begins  to 
clear  up,  he  sees  no  more  of  him?  And,  be- 
lieve me,  it  is  a  pretty  hard  matter  at  times 
for  even  a  physician  to  persuade  the  gonor- 
rheal victim  of  the  dire  consequences  of  the 
disease  and  keep  him  taking  the  treatment.  I 
know  because  I  have  had  patients  come  to  me 
with  the  impression  that  the  physician  was 
playing  a  hold-up  game.  I  have  several  times 
had  my  hands  full  in  supporting  the  doctor's 
position  and  upholding  his  character. 

We  are  told  that  with  the  ordinary  injection 
method  of  the  patent  medicines  one  is  apt  to 
cause  stricture.    The  medical  profession  likes 


to  harp  upon  this.  Now  this  is  seldom  the 
fact.  The  truth  is  that  the  disease  itself,  the 
irritation  produced  by  the  gonococcus  on  the 
delicate  mucous  membrane  of  the  urethra, 
causes  the  laying  down  of  new-formed  tissue. 
The  more  chronic  the  attack  becomes  the  more 
of  this  tissue  is  deposited.  As  this  tissue  be- 
comes aged  it  shrinks,  and  as  it  is  deposited 
around  the  canal  it  gives  rise  to  the  so-called 
stricture. 

Gonorrhea,  being  an  infectious  disease,  does 
give  rise  to  all  kinds  of  serious  ailments,  and 
for  this  reason  we  are  told  should  not  be 
treated  by  ready-made  mixtures.  Huh !  How 
about  colds?  How  are  we  to  know  they  arc 
simply  catarrhal?  When  may  they  not  be 
the  ushering  in  of  pneumonia?  How  are  we 
to  know  that  streptococci  are  not  mixed  up  in 
the  affair?  Do  we  not  get  dire  consequences 
from  such  invasions?  Do  not  streptococci 
even  cause  rheumatism,  endocarditis,  etc.  ? 

There  are  a  good  many  things  which  patent 
medicines  are  not  competent  to  cure,  but  so 
long  as  the  public  wants  them,  and  so  long  as 
*  physicians  can  offer  nothing  better,  just  so 
long  will  there  be  such  preparations  on  the 
market.  As  to  the  specialist,  I  suppose  he 
would  send  a  few  million  dead  gonococci  with 
their  associates  into  the  blood  stream  of  the 
gleety  individual  to  harvest  the  living  bacteria, 
scare  them  into  convulsions,  and  allow  Mr. 
Phagocyte  to  come  along  and  make  a  meal  of 
them  while  they  were  thus  defenseless.  But 
I  would  like  to  ask  if  he  himself  is  getting 
away  from  the  ready-made  remedy  of  the 
patent-medicine  houses.  If  So-and-so's  brand 
does  not  effect  a  cure,  he  immediately  con- 
cludes that  the  ghost  of  So-and-so's  vaccine  is 
not  the  proper  ghost,  so  he  takes  another 
brand,  and  still  another  if  necessary.  Then  if 
no  results  are  forthcoming  he  throws  up  his 
hands. 

Meantime  the  patient  is  disgusted  with  such 
expensive  treatment,  falls  back  on  balsam 
copaiba,  and  resurrects  the  infection!  Some 
one  has  told  him  to  use  an  ordinary  astringent, 
under  which  treatment  the  secretion  becomes 
lessened  and  finally  stops.  He  is  satisfied  with 
the  situation,  although  he  may  be  loaded  to  the 
gills  with  gonococci,  suffer  other  s)rmptoms  all 
his  life,  and  even  in  later  years  bring  misery 
upon  an  innocent  wife. 

To  be  sure,  medicine  is  upon  a  more  scien- 
tific basis  than  it  was,  but  things  are  still  badly 
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managed — ^and  I  write  from  observation.  I 
believe  as  Dr.  Robinson  does  about  your  edi- 
torial, "Let  Gonorrheal  Remedies  Alone."  He 
surely  has  sound  judgment,  and  he  could  treat 
all  gonorrhea  sufferers  if  I  could  so  influence 
them  and  if  it  were  practical  regarding  dis- 
tance. I  merely  write  on  the  other  side  of  the 
subject,  and  I  believe  I  have  shown  that  while 
this  disease  is  well  understood  by  the  medical 
profession  they  are  not  "there"  with  the  treat- 
ment. To  say  the  least,  the  whole  situation 
from  all  view-points  is  badly  managed. 

Dayton,  Ky.  O.  BerGMEYER. 

Note  by  the  Editors. — ^Yes,  the  situation  t;  badly 
managed  in  many  cases.  Too  many  physicians  are  open 
to  serious  criticism,  either  because  they  are  incompe- 
tent, or  because  they  fail  to  realize  the  manifold  dan- 
gers of  the  disease.  This,  however,  does  not  in  the 
slightest  degree  excuse  the  druggist  in  the  sale  of  a 
gonorrheal  remedy  of  his  own  or  another's  composition. 
Two  wrongs  never  yet  made  a  right. 

There  are  plenty  of  physicians — ^not  alone  trained 
specialists,  but  conscientious  general  practitioners — 
who  can  be  depended  upon  to  handle  a  case  of  gon- 
orrhea skilfully  and  with  due  regard  to  its  vital  impor- 
tance. It  is  the  pharmacist's  duty,  so  far  as  he  can, 
to  send  the  patient  to  such  men,  and  to  make  him  see 
that  his  life,  health,  and  happiness  critically  depend 
upon  it.  Even  Mr.  Bergmeyer  admits  that  the  ready- 
made  injections  sold  over  the  counter  fall  far  short  of 
the  requirements.  The  secretion  may  become  lessened 
and  may  finally  disappear  altogether,  but  the  patient 
"may  still  be  loaded  to  the  gills  with  gonococci,  suffer 
other  S3rmptoms  all  his  life,  and  even  in  later  years  bring 
misery  upon  an  innocent  wife." 

Finally,  Mr.  Bergmeyer  is  very  unconvincing,  and 
even  sophistical,  when,  in  touching  on  the  serious  ail- 
ments resulting  from  an  attack  of  gonorrhea,  he  argues 
that  a  cold  may  likewise  lead  to  pneumonia  or  rheu- 
matism or  endocarditis.  This  comparison  is  not  at  all 
an  apt  one.  Gonorrhea  invariably  leads  to  frightful 
sequelae  if  it  is  not  checked  in  time.  Colds,  on  the 
other  hand,  very  rarely  become  anything  else  but  colds. 


TWO  PRESCRIPTIONS  DISCUSSED. 

To  the  Editors : 

I  notice  in  the  Bulletin  frequent  criticisms 
of  prices  charged  for  prescription  work  in 
various  localities  and  by  different  compound- 
ers. I  have  always  taken  the  groimd  that  no 
fixed  schedule  can  ever  be  made  permanent  or 
universal.  In  last  month's  issue  I  was  inter- 
ested in  two  compounds  submitted— one  from 
Kentucky  and  one  from  Connecticut.  With 
your  permission  I  should  like  to  discuss  them 
briefly. 

I  cannot  see  where  our  friend  from  Ken- 


tucky creates  a  value  of  75  cents  for  the  com- 
pounding of  the  formula*  he  mentions,  and  I 
fail  to  see  how  he  can  make  any  claim  for 
superiority  of  substances  involved.  Of  course 
this  mixture  calls  for  knowledge  in  the  shaping 
of  a  perfect  preparation,  but  it  is  one  which 
really  comes  imder  the  head  of  merchandising, 
and  is  more  or  less  open  to  competition.  A 
formula  of  this  sort  is  liable  to  be  handed 
around  from  one  household  to  another,  and 
our  Kentucky  friend  ought  never  overlook  the 
fact  that  any  good  drug  store  is  supported  by 
the  homes,  and  that  the  home  is  presided  over 
by  a  woman  who  is  mighty  sure  to  refrain 
from  going  back  to  the  store  that  has  given 
her  the  opportunity  to  say  that  she  has  been 
overcharged. 

For  the  preparation  submitted  by  our  friend 
from  Litchfield,  Connecticut,  I  should  say  that 
his  price  was  about  right.  Here  is  a  prescrip- 
tiont  written,  no  doubt,  for  a  patient  showing 
serious  symptoms,  and  a  prescription  calling 
for  much  care  and  responsibility  in  com- 
pounding. Surely  there  is  no  merchandising 
in  this  transaction,  no  passing  aroimd ;  and  cer- 
tainly there  is  no  competition,  unless  the  seri- 
ously ill  are  willing  to  buy  their  medicine  as 
they  do  their  shoe-laces — a  transient  trade  no 
man  can  hold. 

I  have  frequently  had  prescriptions  which 
have  been  filled  at  other  stores  brought  to  me 
to  be  refilled  on  copy.  Before  I  touch  them  I 
always  make  the  price  known. 

One  day  a  prescription  of  this  sort  was 
brought  in  and  I  looked  at  it,  and  stated  that 
the  price  would  be  85  cents. 

"Well,"  said  my  customer,  "put  it  up.  1 
didn't  ask  the  price,  did  I  ?" 

Upon  receiving  his  medicine  and  change  the 
man  then  asked  me  why  I  had  stated  my  figure 
in  advance.  I  told  him  that  I  would  rather  he 
should  know  my  price  first,  as  it  might  not 
agree  with  what  he  had  previously  paid. 

He  had  been  paying  60  cents — 25  cents  less 
than  the  figure  I  charged  him.  But  I  refilled 
his  prescription  several  times. 

Every  man  must  sustain  his  business  by  his 
own  integrity  and  ability.  Whatever  he  cre- 
ates must  stand  or  fall  according  to  its  own 
strength  or  weakness.        Walter  E,  Day. 

Hopkinton,  Mass. 

♦See  page  251,  June  Bulletin. 
fSee  page  253,  June  Bullstin. 
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THE  MANUFACTURER  TO  BLAME? 
To  the  Editors : 

Right  in  the  beginning  let  me  mildly  suggest 
that  if  what  I  am  about  to  say  hits  somebody, 
just  please  will  that  somebody  come  back  at 
me?    The  coming-back  is  good. 

Basically,  and  also  emphatically,  I  am  not  in 
favor  of  cutting  prices. 

But  who's  to  blame  for  this  cut-rate  busi- 
ness? 

Let  the  manufacturers  have  one  price  to  all, 
regardless  of  quantity  buying,  and  I  think  the 
retail  price  will  come  pretty  nearly  fixing  itself. 
Place  the  brunt  of  the  battle  where  it  belongs. 
This  idea  of  the  manufacturer  trying  to  force 
us  to  sell  his  goods  for  him  at  the  retail  price 
he  establishes  is  all  a  huge  joke,  particularly 
when  we  stop  to  think  that  the  manufacturer 
is  the  one  who  is  responsible  for  cut-rate 
prices.  As  you  all  know,  the  manufacturers 
have  for  years  been  making  some  of  us  one 
offer  and  the  large  cut-rate  dealers  another. 
Which  class  of  trade  does  that  look  like  they 
are  catering  to  ? 

An  example.  I  know  of  a  retailer  who  sells 
at  ten  cents  an  article — same  make,  same 
package,  same  label — ^that  I  have  to  get  15 
cents  for,  and  we  both  make  30  cents  a  dozen ! 
I  maintain  this  manufacturer  would  sell  just 
as  much  if  he  would  gfive  us  all  the  same  price. 
Many  a  small  dealer  has  been  forced  to  handi- 
cap himself  seriously  by  being  compelled  to 
buy  in  quantity  lots,  when  he  really  did  not 
have  the  market  to  justify  such  a  course. 

My  conviction  is  that  the  manufacturer  is 
not  giving  the  drug  trade  in  general  a  square 
deal.  James  R.  Cady. 

Alliance,  Ohio. 


A  QUESTION  ASKED. 

To  the  Editors : 

I  have  been  much  interested  in  your  pre- 
scription-pricing articles.  In  our  store  we  use 
the  N.  A.  R.  D.  pricing  schedule  and  find  it 
very  satisfactory.  We  also  mark  every  copy 
of  a  prescription  with  the  N.  A.  R.  D.  price- 
mark. 

I  would  like  very  much  to  have  this  question 
asked  of  the  readers  of  the  Bulletin: 

Does  the  paying  of  commissions  on  certain 
goods  result  in  creating  good-will  for  a  store — 
or  does  it  produce  the  opposite  effect? 

Jacksonville,  111.  E.  S.  Snyder. 


ESTIMATING  THE  LIQUID  IN  A  BARREL. 

To  the  Editors : 

It  just  occurred  to  me  that  the  following 
suggestion  might  be  of  use  to  some  one  else. 

It  is  not  always  easy  to  determine — even  ap- 
proximately— ^the  contents  of  a  barrel  or  half- 
barrel  package.  I  take  a  short  piece  of  rubber 
tubing  and  slip  it  over  the  end  of  the  faucet. 
Into  the  free  end  I  then  insert  a  piece  of  glass 
tubing  long  enough  to  reach  the  probable  level 
of  the  liquid  in  the  barrel,  and  this  I  hold 
straight  up.  When  the  faucet  is  opened,  the 
liquid  will  of  course  assume  the  same  level  in 
the  glass  tube  that  it  does  in  the  barrel,  and 
you  can  at  once  see  how  much  there  is. 

This  beats  shaking  a  barrel  and  making  a 
guess  when  taking  inventory. 

South  Bend.  Ind.  Emil  ReYER. 


WHAT  IS  IT? 

To  the  Editors : 

I  am  sending  you  an  order  which  I  received 
this  morning.     I  failed  to  discover  what  was 


A'l/'^'^^ 


wanted.     Please   give   Bulletin   readers   a 
chance  to  guess  on  this  problem. 

Gravette,  Arkansas.  J-  W.  OgleSBY. 


THEY  ANSWER  EVERY  QUESTION  I 

To  the  Editors : 

The  1913  Bulletin  finishes  the  twelfth  vol- 
ume I  have  bound,  having  taken  the  journal 
since  1902.  These  twelve  volumes  contain  a 
lot  of  valuable  information,  for  there's  hardly 
anything  comes  up  but  that  I  can  find  some- 
thing in  regard  to  it  in  these  books. 

Sergeant  Bluff,  Iowa.  ^'  ^*  i^LLIS. 


We  of  course  are  admirers  of  the  Bulletin 
OF  Pharmacy  and  find  very  many  helps  in 
each  publication.  We  read  it  from  "kiver  to 
kiver."  Morgan's  Drug  Store. 

Hot  Springs,  S.  D. 


300 


BULLETIN  OF  PHARMACY 


A.  PH.  Ai  REFORM. 


"THE    UNBEARABLE,    UNSPEAKABLE.    UN- 
NECESSARY, UNWELCOME  ROT.** 

A  TRAGICOMEDY  IN  FOUR  ACTS. 
By  a  Sufferer  of  Long  Standing. 

Act  I.    Place:    A  hotel  parlor  in  the  Hub.    Time:    A 

sultry  day  in  August. 

A  large  gathering  of  patient  men  are  crowded  to- 
gether on  uncomfortable  chairs  in  a  room,  the  tempera- 
ture and  atmosphere  of  which  are  well-nigh  unbear- 
able, listening  to  a  lot  of  well-meant  but  ill-spent  ora- 
tory. After  several  hours  of  long  suffering  in  which 
nothing  of  practical  value  has  been  accomplished,  an 
unpractical  professor  has  sufficient  impudence  to  make 
the  following  motion,  which  is  duly  seconded  and  car- 
ried by  a  vote  of  the  "practical"  men,  who  are  just 
awakening  to  a  realization  that  their  time  is  worth  $5 
a  day  and  that  the  Association  is  wasting  $2500  of 
Uncle  Sam's  valuable  coin: 

Motion :.  "That  we  request  the  Council  to  report  to 
the  Association  such  ways  and  means  by  which  the 
work  of  the  general  session  can  be  simplified,  and,  if 
possible,  much  of  the  general  routine  may  be  elim- 
inated." (Bulletin  A,  Ph.  A.,  6,  p.  481.  See  also  the 
Secretary's  approval.  Ibidem,  p.  379.) 

Later  a  committee  is  appointed. 

The  interval  between  Acts  I  and  H  is  spent  in  part 
in  the  efforts  to  secure  a  conference  of  the  members 
of  this  Committee  with  the  General  Secretary.  A  com- 
mittee on  Reorganization  of  the  Association  having, 
likewise,  been  appointed  at  the  intellectual  center  of  our 
great  country,  the  chairman  of  this  second  committee 
asks  for  the  cooperation  of  the  first  committee.  How- 
ever, the  Committee  respectfully  declines  to  be  absorbed 
and  sends  in  its  report. 
Act  II,    Place:    A  hotel  parlor  in  Denver.    Time:    A 

year  later. 

In  the  rare  atmosphere  of  the  Rockies  a  crowd  of 
patient  men  has  gathered  once  more,  not  to  breathe  the 
pure  air  of  the  mountains,  not  to  rejuvenate  themselves 
by  climbing  to  the  Garden  of  the  Gods,  but  to  submit, 
as  usual,  to  the  same  ordeal  of  the  first  general  session. 

The  following  report  of  the  Committee  to  suggest 
ways  and  means  to  simplify  the  work  of  the  general 
Session  is  submitted  to  the  Council.  It  is  "received  and 
referred  to  the  Committee  on  Revision  of  the  Consti- 
tution and  By-Laws."  (Journ.  A,  Ph.  A.,  vol.  i,  p. 
1105.)  The  Committee  or  its  report  are  not  even  men- 
tioned in  the  index,  and  are  thus  lost  sight  of  com- 
pletely. 

Report  of  Committee  to  Suggest  Ways  and  Means  to  Simplify 
the  Work  of  the  General  Session, 

Gbntlbmbn:  Your  committee  begs  to  tubmit  the  following 
brief  report: 

It  is  the  opinion  of  your  committee  that  the  problem  of 
loss  of  time  can  be  solved  in  the  simplest  manner  by  proceeding 
at  once  to  the  regular  business  of  tne  general  session  without 
any  formalities  whatever.  That  such  formalities  as  it  seems 
desirable  to  indulge  in  be  transferred  to  an  open  session  to  be 
held  early  the  first  evening.  A  word  of  welcome  by  one  person 
only,  to  be  selected  by  the  local  committee,  might  be  spoken  and 
responded  to  by  the  outgoing  president  or  such  person  as  he 
may  choose  as  his  representative.  This  exchange  of  greetings 
ought  to  be  restricted  to  fifteen  minutes  at  most. 

While  it  might  seem  discourteous  to  restrict   the  president's 


address  to  a  specific  time  limit,  it  ought  to  become  regarded  as 
poor  taste  to  use  much  more  than  forty-five  minutes.  Recom- 
mendations should  not  be  brought  up  at  this  time,  but  at  the 
first  or  second  general  session.  This  will  give  the  president 
time  to  deliver  his  address  before  he  makes  his  recommendations 
in  general  session  if  he  so  desires. 

If  the  open  session  begins  promptly  at  eight  o'clock,  the 
reception  usually^  provided  by  the  local  committee  for  the  first 
evening  can  begin  at  nine.  The  ladies  would  naturally  be  in- 
vited to  attend  the  open  session. 

If  the  above  recommendations  are  carried  out  the  causes  for 
the  greatest  dela^  during  the  first  general  session  will  have  been 
removed.  A  minor  delay,  though  possibly  of  sufficient  import 
to  receive  attention  by  this  committee,  is  caused  by  the  roll  call 
of  States.  We  would  suggest,  therefore,  that  the  secretary  be 
instructed  to  provide  ways  and  means  whereby  this  roll  call, 
together  with  the  election  of  members  of  the  nominating  com- 
mittee, be  made  as  automatic  as  possible.  A  sort  of  primary 
election  might  be  arranged  which  could  be  conducted  in  the 
corridors  of  the  hotel  serving  as  headquarters.  A  printed  ballot 
form  and  a  ballot  box  should  be  provided  and  the  results  an- 
nounced on  a  bulletin  board.  Any  differences  that  cannot  be 
settled  in  this  way  could  be  referred  either  to  the  nominating 
committee  or  to  the  general  session  as  a  last  resort. 

Inasmuch  as  a  committee  was  appointed  at  the  Boston  meet- 
ing to  consider  ways  and  means  ot  facilitating  the  work  of  the 
association  in  general,  this  committee  has  restricted  itself  alto- 
gether to  the  subject  referred  to. 

What  was  done  between  Acts  TI  and  III  the  muses 
have  not  informed  the  writer  of  this  farce — or  was  it 
to  be  a  comedy  or  drama?  The  intervals  between  acts 
are  too  long  for  the  author  to  remember  which  sort  of 
play  he  started  out  to  write. 
Act  III.     Place:     Again  a  hotel  parlor,  this  time  in 

"cool"  Nashville.    Time:    Two  years  after  the  first 

act. 

The  same,  ever  patient,  "practical"  men  have  this 
time  gone  to  the  sunny  South  in  August  because  they 
expected  to  shiver  in  their  summer  homes  in  a  hot  con- 
tinental climate.  After  having  applauded  the  speakers 
who  have  tortured  them,  they  are  reported  to  have  been 
so  wilted  that  they  had  no  energy  left  to  discuss  the 
report  of  the  committee  on  reorganization  to  which  had 
been  referred  the  report  of  the  committee  to  suggest 
ways  and  means  to  simplify  the  work  of  the  general 
session.  (Compare  /.  A,  Ph.  A.,  vol.  2,  pp.  758  and 
760.) 

Interval  between  Acts  III  and  IV.    The  muses  arc 
silent,  but  the  rumblings  of  an  association  earthquake 
manifest  themselves  in  the  Bulletin  of  Pharmacy. 
Act  IV.     Place:     Once  more  a  hotel  parlor.     Time: 

Three  years  after  the  first  act. 

The  same,  ever  patient ,  but  they  have 

lost  their  patience. 

Here  endeth  the  duty  of  the  historian  playiirright. 
Possibly  the  "practical"  man  is  at  last  going  to  prove 
true  to  his  boast. 


PROGRAMME  FOR  THE  DETROIT  MEETING. 

The  following  programme  has  finally  been  adopted 
by  the  Council  after  much  discussion  and  amendment: 


Monday: 

9.00  A.M. 

8.00  P.M. 

7.80  P.M. 
8.80  P.M. 

Tuesday: 
9.80  A.M. 

10.00  A.M. 
10.00  A.M. 

1.80  P.M. 
2.00  P.M« 
S.80  P.M. 


7.80  P.M. 


Meeting  of  Council. 
First  General  Session. 
Meeting  of  Committee  on  Nomination. 
House  of  Delegates. 

Joint    Reception    of    Presidents    of    A.Ph.A. 
M.S.P.A.,  followed  by  Annual  Ball. 


and 


Second  General  Session. 

First   General    Session   M.S.P.A. 

National  Association  of  Boards  of  Pharmacy. 

Ladies'  Shopping  and  Visiting. 

Ladies*  Boat  Ride  to  Bois  Blanc  Island  and  Supper. 

National  Association  of  Boards  of  Pharmacy. 

Scientific  Section   (1). 

Joint  Session  of  Commercial  Section  and  M.S.P.A. 

(1). 
House  of  Delegates.  - 
Meeting  of  Council. 
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Widmbsday: 

0.80  A.M. 


10.00  A.M. 

12.80  P.M. 

1.00  P.M. 

2.80  P.M. 

2.80  P.M. 
7.80  P.M. 


Thvbsday: 
9.80  A.M. 


10.00  A.M. 
1.80  P.M. 

Fbiiuy: 
2.80  A.M. 


2.80  P.M. 
7.80  P.M. 
8.00  P.M. 
8.80  P.M. 


Satuvday: 

2.00  A.M. 
10.80  A.M. 


Section   on   Education   and    Legislation    (1). 

Section  on  Pharmacop<eias  and  Formularies  (1). 

Commercial  Section  (8). 

National  Association  of  Boards  of  Pharmacy. 

Conference  of   Pharmaceutical   Faculties. 

Luncheon  of  College  Alumni. 

National  Association  of  Boards  of  Pharmacy. 

Women's  Section   (1). 

Section  on  Practical  Pharmacy  and  Dispensing  (1). 

Scientific  Section   (2). 

Meeting  of  Council. 

Theatre  Party  for  Ladies. 

Smoker  for  Men. 


Section  on  Education  and  Legislation  (2). 

Scientific  Section    (8). 

Joint   Session   of  Section   Practical    Pharmacy  and 

Dispensing  and  M.S.P.A.   (2). 
National  Association  of  Boards  of  Pharmacy. 
Excursion  for  Everybody  to  St.  Clair  Flats. 


Historical  Pharmacy   (1). 

Section  on  Pharmacopoeias  and  Formularies  (2). 
Women's  Section  (2). 
General   Auto  Ride. 
Reorganization   of   Council. 
House  of  Delegates. 

Joint  Session  of  Section  on  Education  and  Legis- 
lation, A.C.P.F.,  and  N.A.B.P. 


Meeting  of  Council. 
Final  General  Session. 


This  revised  programme,  while  not  perfect,  repre- 
8cnts  the  first  step  in  the  direction  of  reform.  It  will 
be  noted  that  the  meetings  of  the  Council  are  to  be  held 
in  the  evening  instead  of  the  morning,  so  that  the  regu- 
lar business  of  the  sections  is  not  interfered  with.  It 
will  be  noticed  also  that  for  the  most  part  the  evenings, 
instead  of  being  crowded  with  business,  are  left  free 
for  recreation  and  social  intercourse.  It  is  true  that 
some  business  sessions  are  scheduled  during  different 
evenings,  but  they  are  not  those  which  enlist  the  interest 
and  attendance  of  the  membership  as  a  whole. 

The  annual  meeting  of  the  Michigan  State  Phar- 
maceutical Association  is  to  be  held  the  same  week  in 
the  same  hotel— the  Hotel  Pontchartrain.  It  will  be 
observed  from  the  foregoing  programme  that  the  M.  S. 
P.  A.  is  to  attend  as  a  body  upon  the  first  session  of 
the  Commercial  Section  of  the  A.  Ph.  A.  on  Tuesday 
afternoon,  and  upon  the  second  session  of  the  Section 
of  Practical  Pharmacy  and  Dispensing  on  Tuesday 
morning.  This  will  insure  a  very  full  and  inspiring 
audience  on  these  two  occasions. 


FURTHER  NECESSARY  REFORMS. 

As  this  subject  of  A.  Ph.  A.  reform  and  reorganiza- 
tion is  studied  from  month  to  month,  additional  steps 
arc  seen  to  be  necessary.  There  is,  for  instance,  the 
great  confusion  and  loss  of  time  incident  upon  the  ap- 
pointment of  a  Nominating  Committee  in  the  midst  of 
the  first  general  session  on  Monday  afternoon.  First  a 
recess  nominally  of  five  minutes,  but  actually  of  fifteen 
or  twenty  minutes,  is  called,  during  which  members 
from  the  different  States  get  together  and  select  two 
representatives  from  each  State  to  go  on  the  Nominat- 
ing Committee.  Then  the  meeting  reconvenes,  and  there 
is  a  long,  tedious  roll  call  for  the  purpose  of  enabling 
the  secretary  to  get  the  personnel  of  the  Nominating 
Committee  on  his  records,  after  which  the  president  ap- 
points five  members  at  large  on  the  Committee. 

We  venture  to  say  that  this  proceeding  consumes  an 
hour  or  more.    It  comes  at  a  time  when  the  first  general 


session  has  already  been  running  for  a  couple  of  hours, 
and  when  many  in  the  audience  have  gotten  tired  and 
are  willing  to  quit.  It  is  either  an  unwelcome  perpetua- 
tion of  the  meeting,  or  else  an  annoying  interruption, 
however  it  may  be  looked  at.  Some  better  machinery 
ought  to  be  devised,  so  that  the  first  general  session  will 
not  largely  be  ruined  by  the  interjection  of  this  pro- 
cedure. 

As  for  other  contemplated  changes  and  reforms, 
there  seems  to  be  a  growing  sentiment  that  the  Histori- 
cal Section,  the  Women's  Section,  and  the  House  of 
Delegates  should  be  abolished  as  not  being  important 
enough  to  justify  the  consumption  of  time  and  energy 
which  they  involve.  Upon  this  point  we  prefer  to  ex- 
press no  opinion  at  the  present  time,  but  we  suggest 
that  while  the  subject  of  reform  is  under  consideration, 
the  whole  field  ought  to  be  thoroughly  covered  in  order 
that  the  job  may  be  done  up  right.  The  majority  should 
of  course  rule  in  these  as  in  all  other  things. 


TWO  LETTERS  FROM  PROMINENT  MEN. 

I  hope  that  all  the  changes  suggested  by  Mr.  Mason 
in  Council  Letter  No.  20  will  be  adopted,  as  I  am  firmly 
convinced  that  such  changes  will  lead  to  much  improve- 
ment. With  few  exceptions  the  proposed  changes  are 
so  obviously  the  proper  thing  that  argument  seems  un- 
necessary. 

There  is  one  point  I  want  to  mention.  No  matter 
what  the  programme  is,  how  it  is  arranged  by  the  Coun- 
cil, whether  it  be  short  or  long,  whether  there  be  con- 
flicting sessions  or  not,  there  is  one  thing  that  soon  or 
late  must  be  done.  That  is  this — arrange  your  pro- 
gramme before  the  meeting,  publish  it,  and  then  stick 
to  it  at  the  meeting.  What  demoralizes  the  entire  meet- 
ing, creating  more  confusion  and  dissatisfaction  than 
all  else  put  together,  is  the  endless  string  of  changes 
announced  by  the  local  secretary  at  the  opening  of  every 
session.  About  the  second  afternoon  of  the  meeting 
no  one  knows  what  the  programme  is. 

This  is  the  thing  that  must  be  done.  The  other 
things  are  really  of  minor  importance. 

A.  H.  Clark. 

ABOLISH  THE  HISTORICAL   SECTION. 

Permit  me  to  say  I  am  in  favor  of  the  general  prin- 
ciples suggested  by  Harry  B.  Mason  for  injecting  ef- 
ficiency into  the  A.  Ph.  A.,  now  needed  to  catch  up 
with  the  modem  ideas  of  effective  and  productive  work. 

I  should  be  sorry,  however,  to  see  the  Section  on 
Pharmacopoeias  and  Formularies  discontinued.  Even 
the  Section  on  Materia  Medica  and  Pharmacognosy 
should  be  tried  out. 

I  am  surprised  that  Mr.  Mason  did  not  suggest  the 
discontinuance  of  the  Historical  Section,  instead  of  the 
others  mentioned.  This  section,  while  indeed  very  im- 
portant, does  not,  to  my  mind,  have  the  same  element 
of  productivity  and  efficiency  as  do  the  sections  recom- 
mended to  be  dropped. 

I  should  be  glad  to  have  the  Council  consider 
seriously  the  recommendations  of  Mr.  Mason,  and  I, 
for  one,  would  be  willing  to  sacrifice  some  of  my  pet 
sections  for  the  general  good. 

L.  E.  Sayre. 
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SOME  STRAWBERRY  FORMULAS. 

FBESH  STRAWBERRY  SYRUP. 

Prepare  the  fresh  berries  as  in  making  crushed  fruit, 
mashing  the  pulp  as  fine  as  possible,  add  as  much  sugar 
as  will  dissolve  in  the  fruit  in  the  cold,  then  strain 
through  muslin  or  very  fine  gauze.  This  makes  a  deli- 
cious syrup  and  has  a  distinctive  taste,  differing  from 
that  of  the  syrup  made  by  the  hot  process.  Only  the 
richest  flavored  berries  should  be  used. 

STRAWBERRY  SUNDAE. 

Fill  an  eight-to-the-quart  ice-cream  holder  full  of 
vanilla  ice  cream,  place  in  a  sundae  glass  and  pour  over 
it  a  ladleful  of  special  crushed  fruit,  top  with  a  red  ripe 
strawberry  and  decorate  with  a  sprig  or  two  of  fresh 
green  mint  or  place  a  few  blanched  almonds  around  the 
side.  A  glass  vase  filled  with  fresh  green  mint  will  add 
a  touch  of  contrasting  color  to  the  dish  of  fresh  straw- 
berries on  the  counter  and  is  also  a  reminder  of  spring- 
time. 

ORIENTAL  STRAWBERRY   SUNDAE. 

Fill  a  number  8  cone  with  lemon  cream,  put  into  a 
sundae  glass,  pour  over  it  a  small  ladleful  of  crushed 
strawberries  and  top  with  a  red  ripe  strawberry.  Take 
half  a  banana,  cut  into  thin  slices  and  arrange  these 
around  the  bottom  of  the  cone.  A  cherry  may  be  used 
to  top  off  if  desired. 

NEW  YORK  STRAWBERRY  SUNDAE. 

Fill  a  number  8  cone  full  of  a  mixture  of  equal 
parts  of  vanilla  and  strawberry  ice  cream  in  a  sundae 
glass,  pour  over  a  ladleful  of  crushed  strawberries  and 
then  a  little  champagne  or  maraschino  syrup.  Top  with 
whipped  or  marshmallow  cream  and  place  a  maraschino 
cherry  at  top. 

STRAWBERRY  PARFAIT. 

Put  a  number  8  cone  of  strawberry  ice  cream  into  a 
mixing  glass,  add  a  ladle  of  whipped  cream  and  mix 
well.  Transfer  to  a  parfait  glass  and  decorate  with 
fresh  ripe  strawberries,  then  pour  over  a  small  ladleful 
of  whipped  cream. 

ANGEL  STRAWBERRY  PARFAIT. 

Use  an  eight-ounce  concave  glass  for  serving.  Begin 
by  putting  a  layer  of  strawberries  at  the  bottom  of  the 
glass,  then  a  small  disher  of  strawberry  cream,  then  a 
small  disher  of  vanilla  ice  cream,  flatten  out  and 
sprinkle  over  it  a  ladleful  of  crushed  orange,  sprinkle 
cut  nuts  around  the  top  and  dress  with  whipped  cream. 
This  shoud  not  be  sold  for  less  than  fifteen  cents. 

STRAWBERRY   FRAPFE. 

Select  a  quart  of  fresh  ripe  strawberries,  pour  over 
them  a  hot  syrup  made  by  dissolving  two  and  a  half 
pounds  of  sugar  in  two  quarts  of  water,  let  stand  until 
nearly  cold,  then  add  the  juice  of  three  lemons,  strain 
through  cheese-cloth  and  pour  into  the  freezer.  Now 
beat  in  thoroughly  the  well-whipped  whites  of  five  eggs 
and  freeze  until  the  mixture  thickens,  then  work  in  a 
half  pint  of  maraschino  or  a  wineglass ful  of  sherry  wine 
and  freeze  hard.    Pack  with  ice  and  set  aside  to  ripen. 


Serve  in  a  shallow  sundae  glass  and  place  a  few  ripe 
strawberries  around  the  sides  and  top  with  a  cherry. 

STRAWBERRIES  AND  CREAM. 

Use  dainty  berry  dishes  for  serving  this  and  place  the 
dish  on  a  small  plate.  Fill  the  dish  with  strawberries, 
being  careful  not  to  crush  them ;  sprinkle  well  with  pow- 
dered sugar  and  pour  over  a  ladleful  of  whipped  cream. 
Some  prefer  plain  cream,  in  which  case  serve  the 
cream  separate  in  a  small  pitcher.  Ordinary  cream 
should  be  slightly  sweetened  and  is  improved  by  adding 
one  part  of  whipped  cream  to  three  parts  of  plain 
cream. 

Always  serve  a  glass  of  ice  water  with  sundaes,  par- 
faits,  fruit  with  cream,  etc.,  placing  it  beside  the  dish 
on  a  folded  paper  napkin.  These  should  always  be 
placed  on  a  paper  napkin  spread  out  on  the  counter  be- 
fore the  customer  and  a  folded  napkin  placed  beside 
the  dish.  Be  liberal  in  suppl3ring  paper  napkins,  as 
ladies  especially  appreciate  them,  as  they  can  be  used 
both  as  ordinarily  and  for  wiping  off  the  "sticky  feel- 
ing" from  the  hands  after  the  dish  has  been  eaten. 
Daintiness  in  serving  is  just  as  essential  in  building  up 
a  demand  for  sundaes  and  other  fancy  concoctions  as 
is  daintiness  of  flavor  and  materials. 


WHAT  OTHERS  HAVE  DONE. 

Big  business  is  but  the  natural  result  of  the  evolu- 
tion of  small,  business,  developed  to  the  maximum  of 
efficiency.  It  is  volume  that  counts.  The  fixed  expenses 
— light,  heat,  clerk  hire,  advertising,  etc. — go  on  just  the 
same  whether  the  trade  is  brisk  or  sluggish,  and  the 
man  who  makes  each  department  pay  its  own  way  and 
then  dovetails  them  all  into  each  other,  to  produce  the 
one  big  profit,  is  the  one  that  wins,  says  the  North-' 
western  Druggist.  The  only  failure  is  the  man  who 
quits.  Just  so  long  as  we  keep  on  working,  living  and 
trying — ^fighting  the  good  fight — ^there  can  be  no  failure. 
Work,  not  worry,  is  the  antidote  for  all  our  ills. 

An  Idaho  druggist  said  that  his  new  fountain  had 
increased  his  business  25  per  cent  and  reduced  his  cost 
of  operation  40  per  cent;  a  Kansas  man  did  a  $10,000 
cash  business  in  six  months  in  a  small  town,  a  splendid 
percentage  of  the  average  annual  general  business  of 
any  small  drug  store,  and  the  profits  of  which  went  a 
long  way  toward  paying  for  a  handsome  new  soda 
fountain;  a  Wisconsin  man  took  in  $125  on  his  two 
opening  days  in  the  winter  month  of  March  in  a  town 
of  600  people  and  states  that  his  business  has  increased 
40  per  cent  over  the  last  season,  owing  entirely  to  the 
trade-drawing  qualities  of  his  soda  fountain ;  an  Illinois 
small  town  druggist  writes  that  it  has  doubled  his  soda 
business  and  that  in  one  month  he  made  and  sold  1025 
gallons  of  ice  cream.  Think  of  it — an  average  of  nearly 
35  gallons  a  day  I  How  many  months  would  it  take  for 
his  fountain  to  pay  out  at  this  rate? 

A  Michigan  man  bought  a  small  fountain  on  the  note 
payment  plan.  It  was  the  first  soda  fountain  ever 
brought  into  the  little  town,  and  he  made  so  much 
money  that  he  discounted  his  own  notes  after  the  first 
payment.  A  druggist  in  a  town  of  1000  population,  with 
a  14- foot  counter  fountain  and  a  12- foot  back  bar,  oper- 
ating six  tables,  sold  $3184.10  worth  of  soda  water  in 
five  months.  During  the  same  period  of  the  previous 
year  his  sales  were  $1936.15;  an  increase  of  $1247.95. 
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Another  druggist  states  that  liis  soda  business  has 
increased  300  per  cent,  and  that  it  is  now  a  pleasure 
instead  of  a  drudgeiy  to  sell  soda  water.  A  Mississippi 
druggist,  in  a  town  of  5000  people,  dLd  a  $10,000  soda 
business  last  year,  and  his  store  was  not  open  Sundays. 
Another  Southern  druggist,  whose  store  has  not  the 
advantage  of  location  of  the  other  three,  nevertheless 
pulls  the  heaviest  business  in  the  town  because  of  his 
up-to-date  soda  fountain. 

Most  druggists  have  found  that  in  the  summer-tinie 
the  soda  fountain  is  the  best  patronized  department  of 
their  stores.  In  many  cases  and  with  many  people  it 
acts  as  a  lever,  or  an  excuse,  to  bring  them  into  the 
store  for  the  purchase  of  other  articles,  and  it  not  in- 
frequently paves  the  way  for  future  business. 

It  is  a  common  occurrence  for  women  shopping  to 
select  the  store  having  the  best  soda  department  in 
which  to  make  their  purchases.  It  appeals  to  them 
from  many  difFerent  standpoints,  besides  being  a  per- 
fectly natural  attraction. 

It  should,  therefore,  be  given  ample  room,  and  plenty 
of  chairs  and  tables  should  be  furnished  for  those  who 
wish  to  rest.  This  latter  convenience  is  frequently  an 
inducement  to  purchase — and  an  excuse  for  many  ladies 
to  enter  the  store. 

Above  all,  see  that  the  immediate  surroundings  are 
in  harmony  with  the  department  itself.  The  cleanliness 
of  adjacent  fixtures  and  merchandise  has  its  influence 
on  the  soda  department,  and  a  dirty  counter  or  a  filthy 
floor  may  often  fortn  the  dividing  line  between  a 
pleased  patron  and  a  criticizing  and  discriminating  one. 

The  soda  fountain  business  is  a  big  study,  and  that 
is  one  of  the  points  we  wish  to  emphasize.    Study  it. 


lion  with  some  of  the  substances  already  named.    A 
compound  quillaya  foam  is  made  as  follows; 

Ouillaya  b»tk «  ouncca. 

Sarsaparilla  turk S   anncn. 

Alcobol.  50  per  cent t  pinu. 

Prepare  by  percolation.  Two  ounces  of  this  is  quite 
sufficient  to  the  gallon  of  syrup. 

Finally,  here  are  a  couple  of  formulae  for 
"Schaumerzeugungs-Praeparate,"  published  in  the  Sad- 
deulscke  Apotheker  Zeitung,  which  are  declared  by  our 
contemporary  to  be  "excellent  and  entirely  harmless ;" 
Digest  together,  for  eight  days,  10  parts  of  quillaya 
bark,  40  parts  of  water,  and  10  parts  of  90-per-cent 
alcohol.  At  the  end  of  this  time  decant  the  liquid  with 
gentle  pressure  and  filter.  A  large  teaspoonful  (1J4 
fluidrachms)  added  to  a  gallon  of  syrup  produces  a 
splendid  (prachtiges)  and  homogeneous  foam  on 
drinks  in  which  the  syrup  is  used.  The  second  fonnula, 
the  product  of  which  is  called  "Spumatalin,"  is  as  fol- 
lows: Boil,  on  the  water-bath,  for  one  hour  200  parts 
of  quillaya  bark  and  a  sufficiency  (say  800  to  900  parts) 
of  distilled  water;  then  decant  and  press  oflF  the  liquid. 
Add  100  parts  of  95-per-cent  alcohol,  filter,  and  bring  the 
total  up  to  1000  parts  by  the  addition  of  distilled  water. 


A  MENU  CARD. 


An  unusually  attractive  menu  card  is  used  this  year 
by  J.  Mcintosh,  Gooding,  Idaho.    The  work  was  done 


HOW  SODA  FOAHS  ARE  HADE. 

Foams,  so-called,  or  substances  added  to  syrups  to 
cause  the  soda  to  foam  more  profusely  or  to  hold  the 
foam  on  the  water  longer,  may  be  made  from  gum 
arable,  white  of  egg,  Irish  moss,  gelatin,  etc.,  says  the 
National  Druggist.  Of  all  substances  yet  tried,  old  soda 
dispensers,  almost  without  exception,  give  the  pref- 
erence to  egg-albiimen.  It  does  the  work  required  of  it 
in  first-class  style,  and  seems  to  suit  the  taste  of  cus- 
tomers better  than  anything  else.  To  prepare  it,  add  the 
white  of  one  egg  to  eight  ounces  of  water,  stir  well,  let 
stand  for  half  an  hour,  and  strain  off.  To  this  add  . 
eight  ounces  of  simple  syrup,  and  mix  by  stirring. 
This  suffices  for  a  gallon  of  syrup.  It  should  be  pre- 
pared fresh  every  day. 

Irish  moss  may  be  prepared  as  follows ;  Wash  the 
moss  with  cold  water  to  cleanse  it  of  impurities;  then 
:o  every  ounce  of  moss  (from  2  to  4  ounces  suffice  for 
a  gallon  of  syrup,  according  to  the  amount  of  foaming 
desired)  add  one  pint  of  hot  water.  If  you  arc  in  a 
hurry,  you  may  dissolve  by  bringing  the  mixture  to  a 
boil  for  four  or  five  minutes,  but  if  not  so  hurried,  set 
aside  in  a  cool  place,  with  an  occasional  stirring,  for 
twenty-four  hours,  or  until  dissolved.  Filter  through 
a  muslin  strainer,  or  through  absorbent  cotton. 

Simple  mucilage  of  gum  arable  (8  ounces  of  gum 
to  the  pint  of  water)  is  excellent.  From  3  to  4  ounces 
of  the  mucilage  to  the  gallon  gives  a  fine  foaro.  In 
addition  to  the  substances  named,  quillaya  has  also  been 
recommended,  either  the  tincture  alone  or  in  combina- 


at  a  local  printing  establishment,  and  the  general  out- 
line conceived  by  Mr.  Mcintosh  himself. 

On  the  front  cover  is  pasted  a  photograph  of  the 
soda  foimtain.  A  snapshot  was  taken  and  a  thousand 
little  photographs  measuring  V/i  by  2^  were  struck  off. 
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The  paper  is  light  blue,  and  the  lettering  on  the  cover 
is  done  in  gold.    The  effect  is  very  pleasing  to  the  eye. 
Mr.   Mcintosh   gets  ten  cents  for  plain   ice-cream 
soda,  and  fifteen  cents  when  crushed  fruit  is  added. 


MAKING  A  FOUNTAIN   POPULAR. 

*'If  you  have  a  soda  fountain  and  expect  to  hold  a 
good  trade,  you  must  by  all  means  keep  it  scrupulously 
clean,"  says  William  A.  Howe,  in  a  paper  read  before 
the  Ohio  Pharmaceutical  Association.  "For  five  years 
we  have  never  failed  to  wash  everything  used  about 
the  fountain — ^glasses,  dishes,  spoons,  holders,  shaker 
glasses  and  dippers — in  boiling  water  every  night  before 
leaving  the  store,  and  we  let  people  know  that  we  do 
this,  too.  In  the  soda  business  anything  new  about  the 
fountain  attracts  trade  and  attention. 

"We  utilized  a  small  space  at  the  end  of  our  fountain 
as  a  lemonade  well.  We  had  our  stone  cutter  make  a 
sandstone  front  and  top,  with  a  circular  hole  in  the 
center  large  enough  to  drop  a  five-gallon  stone  chum 
through.  The  whole  thing,  stone  work,  chum  and  an 
eight-ounce  aluminum  dipper,  only  cost  us  $6. 

"Two  dozen  lemons  and  three  pounds  of  sugar  will 
make  three  gallons  of  good  lemonade,  which  we  serve 
in  an  8-ounce  glass  for  five  cents,  and  make  3}^  cents 
profit  on  each  glass.  Our  bulletin  board  says :  'Ice-cold 
lemonade  made  from  lemons  only,  and  right  from  the 
well.'  It  brings  in  traveling  men  and  transients,  as  well 
as  home  people. 

"While  sitting  at  my  desk  the  other  day  I  heard  a  lady 
at  one  of  the  soda  tables  telling  another  that  'This  is  the 
only  place  in  town  where  you  get  ice  water.'  Now,  as 
a  matter  of  fact,  possibly  every  other  fountain  in  town 
is  serving  ice  water,  but  not  so  cold  as  our  own.  We 
give  as  much  space  in  our  coils  to  ice  water  as  we  do 
to  carbonated  water. 

"You  may  say  this  is  a  little  thing,  but  it  helps  to 
make  your  fountain  popular,  and  that  means  money  in 
your  cash  register. 

"A  popular,  and  to  many  people  a  favorite,  serving  is 
to  take  a  sundae  dish  with  one  ounce  of  any  desired 
syrup,  shave  full  of  ice  and  top  with  a  No.  20  disher 
of  ice  cream.  It  makes  a  very  refreshing  serving  in 
hot  weather  and  sells  with  us  as  well  as  do  straight  sun- 
daes.   We  call  them  'Bon-Bons.' " 


A  FEW  PAT  ONES. 

ISH   KI  BIBBLE  BANANA  SPLIT. 

Place  a  slice  of  banana  on  a  fancy  plate  and  cover 
with  a  small  amount  of  vanilla  ice  cream.  Add  a 
ladleful  of  chopped  nuts  and  chocolate  syrup,  another 
dash  of  ice  cream,  and  top  with  pineapple  cube  and  a 
maraschino  cherry. 

STBAWBEBKY  TANGO. 

Wash,  hull,  and  mash  a  cupful  of  fresh  strawberries. 
Beat  the  whites  of  two  eggs  until  stiff;  add  a  third  of 
a  cupful  of  powdered  sugar  and  the  mashed  straw- 
berries and  beat  all  until  very  stiff,  using  for  this  pur- 
pose a  broad,  deep  bowl  and  a  wire  egg-beater.  Then 
pile  the  fluffy  mass  lightly  in  a  glass  dish  and  serve  as 
a  top  dressing  on  sundaes,  such  as  those  made  with  a 


dipper ful  of  strawberry  or  vanilla  ice,  topped  with  a 
fresh  crushed  strawberry.  This  tango  fluff  makes  a 
much  more  desirable  topping  than  whipped  cream. 

HESITATION  CREAM. 

Pour  into  a  mixing  glass  the  white  of  one  egg  and 
a  half-ounce  of  Catawba  syrup.  Add  a  half  tumblerful 
of  shaved  ice  and  fill  the  mixing  glass  with  milk.  Then 
shake  thoroughly  and  strain  the  egg  mixture  through 
a  spoonful  of  whipped  cream  in  a  tall  mineral  glass, 
holding  the  glass  high  and.  pouring  the  mixture  in  a 
long  stream  from  one  glass  to  another.  Serve  with  a 
spoon. 

MAXIXE  SUNDAE. 

Place  a  cone  of  vanilla  ice  cream  on  a  dish  and  put 
three  whipped-cream  chocolates  around  it.  Pour  maple 
syrup  over  the  ice  cream  and  sprinkle  a  few  nuts  over 
all,  topping  with  whipped  cream  and  a  maraschino 
cherry. 


INDIVIDUAL  PAPER  CUPS. 

A  movement  has  been  started  in  several  States, 
says  the  C  R,  D,  A,  News,  which  will  make  it  com- 
pulsory to  serve  ice-cream  soda  in  individual  paper 
cups.  This  feature  has  been  recommended  by  a  num- 
ber of  health  officers.  It  is  recommended  that  paper 
cups,  the  style  and  size  of  the  average  12-  or  14-ounce 
soda  glass,  be  selected  for  drug,  confectionery,  and  all 
other  stores,  and  places  where  soft  drinks  are  served. 
It  is  claimed  that  no  matter  how  well  the  ordinary  soda 
glass  may  be  washed,  it  is  far  less  sanitary  than  the 
paper  receptacle.  It  is  further  claimed,  taking  glass 
breakage  into  consideration,  that  the  individual  paper 
cup  is  much  more  economical  than  glass.  The  same 
principle  holds  good  in  service  of  ice-cream,  sundaes, 
and  other  refreshments  served  in  public  places.  Here 
is  an  opportunity  for  some  progressive,  up-to-date  and 
alert  manufacturer  in  this  line  of  goods. 


TO  MEND  A  MARBLE  FOUNTAIN 
ORNAMENT. 

Twelve  parts  Portland  cement. 

Six  parts  slaked  lime. 

Six  parts  sand,  very  finely  powdered. 

One  part  infusorial  earth. 

Water-glass  solution,  q.  s. 

Mix  the  powders  well  and  add  sufficient  water-glass 
to  make  a  thick  paste.  Apply  cold  to  each  piece  of  the 
fracture  and  match  them  as  exactly  as  possible.  The 
cement  sets  firmly  in  twenty- four  hours,  and  the  joint 
is  said  to  be  as  strong  as  any  other  part  of  the  stone. — 
Practical  Druggist. 


"WHEN  YOU'RE  READY,  GRIDLEY,  FIRE!" 

Advertise,  advertise!  Advertise  a  clean  fountain 
and  pure  soda.  Advertise  personal  cleanliness  and 
wholesome  products.  But  before  you  say  one  word 
about  purity,  cleanliness,  and  wholesomeness,  see  that 
soda,  fountain,  and  clerks  are  pure,  clean,  and  whole- 
some!— Pacific  Drug  Review. 
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BUSINESS  HINTS 
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af  druggists'  advertising  are  solieUtd  jor 
tr  comment  in  this  department  of  the 


Promoting  the  Sale  of  Garden  Seeds. — 

The  one  best  bet  at  the  drug  store  of  H.  C. 
Shuptrine,  Savannah,  Ga.,  is  seeds.  We  are  repro- 
ducing the  cover  of  one  o£  Mr.  Shuptrine's  1913-1914 
catalogues.  Everybody  knows,  of  course,  that  Mr. 
Shuptrine  was  president  of  the  N.  A.  R.  D,  two  or 
three  years  ago,  and  is  now  a  member  of  the  Georgia 
legislature. 

Striking    window    displays    are    arranged    by    Mr. 


They  must  not  be  kept  in  stock  so  long,  either,  because 
of  the  danger  of  the  tobacco  beetle.  The  whole  box 
must  be  sorted  at  once,  when  the  beetle  appears,  and 
the  affected  cigars  thrown  away. 

"The  ideal  arrangement  for  a  cigar  department  con- 
sists of  a  floor  case  for  cigar  display,  and  wall  case  for 
other  goods,  with  separate  compartments  for  cigarettes. 
Never  put  your  cigarettes  and  cigars  into  the  same  com- 
partment. Cigarettes  and  smoking  tobacco  will  ruin 
the  flavor  of  even  the  cheapest  cigars. 

"It  is  well  to  put  the  cheaper  cigars  at  one  end  of 
the  case  and  the  good  cigars  at  the  other.  Neat  price 
tags  add  to  the  effectiveness  of  the  arrangement.  Once 
the  order  has  been  decided,  it  should  be  held  to  per- 
manently, so  that  regular  customers  may  know  where 
to  look  for  their  favorite  cigars. 

"Boxes  should  be  kept  nearly  full.  A  customer  is 
more  apt  to  buy  several  cigars  from  a  full  box  than 
from  one  almost  empty.  ^  The  cigars  appear  fresher. 
In  every  case  the  customer  should  be  allowed  to  select 
his  cigars  from  the  box  himself. 

"A  polite  clerk  who  can  help  a  customer  to  select 
his  cigars  without  forcing  him  to  try  experiments  will 
help  to  build  up  your  cigar  department.  Cigar  cutter, 
lighter, ,  matches,  and  change  receiver  on  the  counter 
are  necessary  attentions  to  the  customer's  convenience. 

"If  rightly  handled,  cigars  are  one  of  the  druggist's 
most  profitable  aide-lines — but  they  must  be  humored 
and  'humidored'  right  from  the  start." 

One  of  Hr.  Holzbauer's  Windows. — 

Charles  W.  Holzhauer,  of  Newark.  N.  J.,  has  al- 
ways made  a  close  study  of  the  subject  of  window 
dressing.  Several  of  his  forceful  and  attractive  trims 
have  appeared  in  the  Bulletin  of  Phabmacv  from 
time  to  time,  and  we  are  reproducing  another  in  con- 
nection with  this  paragraph.  Mr.  Holzhauer  delivered 
an  address  on  window  dressing  at  a  recent  quarterly 
meeting  of  the  New  York  College  of  Pharmacy,  and 


Shuptrine  in  season,  unique  effects  being  worked  out 
by  forming  the  words  "Shuptrine's  Tested  Garden 
Seeds"  and  other  legends  from  the  seeds  themselves. 
Cardboard  letters  are  cut  out,  spread  over  with  a  thin 
coating  of  gtue,  and  the  different  colored  seeds  care- 
fully laid  in  place. 

A  Shuptrine  seed  catalogue  measures  6  by  9]4,  con- 
tains 36  pages,  and  is  replete  with  excellent  illustrations. 

Must  Be  Humored  and  Humidored.— 

The  fourth  number  of  Morrisson,  Plummer  &  Co.'s 
"Pink  Sheet"  contains  an  article  by  Mr.  Edmund 
Morris,  of  the  Wilmanh  Show  Case  Co.,  on  certain 
phases  of  conducting  a  cigar  department. 

"If  possible,"  says  Mr.  Morris,  "separate  compart- 
ments should  be  provided  in  the  case  for  domestic 
cigars,  mixed  cigars,  and  pure  Havanas.  Domestic 
cigars  should  be  kept  dry;  mixed  cigars  require  a  very 
little  moisture;  and  clear  Havanas  must  be  kept  moist 
and  never  allowed  to  dry  out. 

"In  warm  weather,  cigars  require  more  moisture. 


the  accompanying  window  was  one  of  several  used  on 
that  occasion  for  purposes  of  illustration.  The  subject 
of  the  window  was  Holzbauer's  Bug  Ejt terminator. 
The  placard  in  the  center  of  the  window  read  as  fol- 
lows: "Hohhauer's  Exterminator  goes  after  all  kinds 
of  bugs.  It  destroys  their  nests,  kills  tbem  (big  and 
little),  and  it  does  not  soil  the  woodwork  or  stain  the 
wall-paper.    A  safe  and  sane  bug  fighter." 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prop.  W.  L.  Scovii,ia 


Prognostication  Preservatives. — 

Chemically  pure  water  has  a  blue  color. 

Freezing  and  storage  of  contaminated  water  is  found 
to  purify  it  almost  as  effectually  as  germ-proof  filters. 
Water  cpntaining  214,000,000  typhoid  germs  per  Cc.  was 
sterile  after  being  frozen  a  month. 

Cochrane  and  Perkins  find  that  1  per  cent  of  alcohol 
in  an  unsaturated  syrup  accelerates  fermentation,  but 
that  additional  alcohol  tends  to  retard  it  until  it  finally 
prevents  fermentation  altogether. 

Methylene  blue  will  kill  or  weaken  the  tubercle 
bacillus  when  applied  directly  to  it,  but  its  use  internally 
in  tuberculosis  is  of  no  value. 

Injections  of  colloidal  platinum  or  iridium  or  pal- 
ladium will  reduce  obesity  and  apparently  without  harm. 
They  are  thought  to  increase  the  oxidation  processes. 

The  hydrochloric  acid  of  the  stomach  has  no  chemi- 
cal action  on  calomel  unless  ammonia  salts  are  present. 
Then  some  of  it  goes  into  solution,  probably  as 
mercuric  chloride. 

An  Italian  pharmacologist  finds  that  bloodletting 
changes  the  dynamics  of  the  remaining  blood  favorably 
and  thinks  that  this  is  a  factor  in  the  therapeutic  ad- 
vantage of  bleeding. 

Hair  dyes  containing  aniline  colors  are  found  to 
affect  the  eyesight,  sometimes  causing  inflammation  of 
the  eyes. 

H.  A.  Gardner  finds  that  the  ill  effects  of  paint 
vapors  are  mostly  due  to  carbon  monoxide  formed  in 
the  drying  oils.  The  vapors  from  lead  paints  contain 
no  lead. 

A  mixture  of  boric  acid  and  naphthalene,  equal 
parts,  is  stated  to  drive  away  cockroaches  after  two  or 
three  applications  to  their  haunts. 

The  filtration  of  toxins,  antitoxins,  serums,  and 
similar  colloidal  bodies,  through  asbestos,  spun  glass, 
cotton,  silk,  etc.,  always  reduces  their  strength,  and 
under  some  conditions  may  entirely  remove  them. 

The  amount  of  cholesterol  in  the  cells  of  the  bodv 
is  increased  in  acute  infectious  diseases  and  decreased 
in  cancer  and  many  chronic  diseases.  Cholesterol  plays 
a  part  in  protecting  the  body,  but  just  how  or  to  what 
extent  is  not  yet  known. 

Traces  of  strontium  when  given  with  calcium  salts 
stimulate  the  growth  of  bone  tissues,  but  an  excess 
causes  degenerative  changes. 

Of  310  patients  exposed  to  diphtheria  contagion  111 
received  two  injections  of  antitoxin  and  none  of  these 
developed  the  disease,  while  of  199  who  received  a 
single  injection  only  8  had  light  symptoms  of  the 
disease. 

Some  Explanation. — 

The  function  that  the  lipoids  play  in  life — i.e., 
cholesterol,  lecithin,  cephalin,  phytalin,  etc. — is  the  sub- 
ject of  much  study  by  chemists.  These  bodies  accom- 
pany the  fats  in  only  very  small  proportions,  but  they 
play  an  important  part  in  the  body  processes.    Foods, 


without  them,  do  not  assimilate  right,  and  when  foods 
containing  one  or  more  of  them  are  treated  to  remove 
these,  the  food  is  no  longer  sufficient.  Both  lecithin  and 
cholesterin  are  found  to  have  a  part  in  maintaining 
health  and  in  combating  disease.  Important  con- 
clusions may  be  expected  from  the  studies  now  being 
made  concerning  their  functions  in  the  cells  and  body 
fluids. 

About  Glycerophosphates.—* 

G.  DuBois  says  that  commercial  calcium  glycero- 
phosphate frequently  contains  citric  acid  to  make  it 
soluble  in  water,  but  that  a  true  salt  can  be  made 
which  is  soluble  in  about  22  parts  of  water  without  the 
aid  of  acid,  and  this  soluble  form  remains  in  solution 
much  better  than  the  acid  substitute.  Potassium  glyc- 
erophosphate decomposes  in  water  more  rapidly  than 
sodium  or  calcium  glycerophosphates,  and  the  decom- 
position is  promoted  by  citric  acid  but  is  hindered  by 
mineral  acids.  Decomposition  is  also  hastened  by  heat- 
ing. The  crystalline  sodium  glycerophosphate  is  the 
Beta  isomeride  and  contains  5^  molecules  of  water  of 
crystallization. 

The  Alkalinity  of  Bottles.—' 

The  alkalinity  of  ordinary  glass  is  a  serious  objec- 
tion in  the  dispensing  of  hypodermic  solutions  and  often 
of  alkaloidal  solutions  for  use  in  the  eye,  etc.  £. 
Richter  recommends  that  the  glass  be  tested  by  filling 
with  a  solution  of  narcotine  hydrochloride,  1  to  1000, 
which  remains  clear  if  the  glass  is  suitable  for  use,  but 
which  becomes  cloudy  in  presence  of  traces  of  free 
alkali.  Ordinary  bottles  develop  cloudiness  in  the  solu- 
tion within  one-half  to  one  hour.  The  test  is  rendered 
more  delicate  if  the  solution  is  kept  hot  during  the 
period  of  testing. 

New  Ointment  Bases. — 

Hydrogenated  or  hardened  oils  are  growing  in  im- 
portance industrially  and  chemically.  C.  Ellis  says  that 
the  keeping  property  of  these  oils  is  remarkably  good, 
no  sign  of  rancidity  being  evident  after  18  months'  ex- 
posure to  a  damp  atmosphere.  The  hardened  oils 
resemble  tallow  in  consistency  and  general  properties, 
but  keep  better,  and  are  nearly  odorless,  even  when 
made  from  odorous  oils.  They  seem  to  be  worthy  of 
trial  as  ointment  bases. 

Something  New! — 

A  French  pharmacist  recommends  a  new  form  of 
"blue  ointment,"  made  by  triturating  23.5  grammes  of 
mercuric  chloride  with  8.1  grammes  of  sodium  sul- 
phocyanide  and  enough  lanolin  and  petrolatum  to  make 
100  grammes.  The  mercuric  chloride  is  reduced  to 
metallic  mercury  and  mercury  sulphocyanate,  and  the 
action  is  said  to  be  similar  to  that  of  "blue  ointment." 
It  is  more  easily  prepared  than  the  latter. 

Drugged  Vaccines! — 

A.  Arkin  finds  that  strychnine  salts  have  a  marked 
stimulating  action  on  phagocytosis,  while  morphine, 
caffeine,  chloral,  and  cholesterol  depress  it.  Antipyrin 
has  a  slight  stimulating  action.  He  suggests  that  the 
addition  of  some  drugs  to  vaccines  or  sera  may  be  of 
considerable  advantage,  since  the  stimulants  may  render 
the  vaccines  more  effective. 
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QUERIES 


In/ormaiion  is  given  in  this  department  under 
the  following  amdiiions  only:  (/)  No-gueries  are 
answered  by  mail;  {t)  queries  tnusl  reach  us  be/ore 
Ike  isth  of  the  month  lo  be  answered  in  the  Bulle- 
TIM  of  the  month  following;  {j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (^) 
names  and  addresses  must  be  affixed  lo  ail  com- 
fnunications. 


That  Guaranty  Statement  on  the  Label. 

P.  S.  &  A.,  manufacturers  of  a  line  of  proprietary 
articles,  noticing  the  editorial  in  the  June  Bm-LEriN  on 
the  new  government  ruling  withdrawing  the  guaranty 
statement  from  all  labels,  ask  for  further  particulars, 
and  we  are  answering  their  inquiries  as  follows: 

If  we  were  in  your  place,  we  would  simply  leave  this 
statement  off  the  label  from  now  on.  In  the  first  place. 
the  law  does  not  require  it  to  be  on  the  label,  and  nei'er 
did  require  it  to  be  there.  It  has  always  been  wholly 
optional  with  the  manufacturer  whether  he  should  put 
it  on  or  leave  it  off.  The  label  statement,  you  under- 
stand, was  simply  one  form  of  giving  a  guaranty.  The 
manufacturer  could  give  it  in  any  other  way  that  he 
chose,  or  not  give  it  at  all.  The  government  regula- 
tions, not  the  Federal  law,  merely  provided  that  if  a 
manufacturer  wanted  to  give  a  guaranty,  and  desired 
to  print  it  on  the  label,  registration  could  be  effected  at 
Washington  and  a  serial  number  given. 

Furthermore,  since  we  wrote  the  editorial  for  the 
June  Bulletin,  the  government  has  extended  the  time 
limit  on  the  withdrawal  of  the  label  statement  to  May 
1,  1916,  instead  of  May  1,  1915.  This  is  simply  to  give 
manufacturers  a  chance  to  work  off  their  present  stocks 
of  labels.  We  repeat  that  if  we  were  in  your  place  we 
would  ignore  the  guaranty  statement  on  the  label  from 
now  on  with  any  labels  or  containers  that  you  have 
printed.  If  your  dealers  insist  upon  a  guaranty  pro- 
tection from  you,  and  if  you  desire  to  give  them  this 
protection,  as  you  doubtless  will,  you  can  from  now  on 
use  the  alternative  method  and  attach  your  guaranty  to 
each  bill  or  invoice  of  goods.  This  is  the  only  form 
of  guarantee  now  recommended  by  the  government,  and 
the  only  form  that  will  be  recognized  by  it.  But,  un- 
derstand, this  is  a  matter  after  all  between  you  and 
your  distributors.  Get  it  firmly  in  your  mind,  as  you 
do  not  seem  to  have  it  now,  that  the  law  demands  no 
guaranty  whatsoever.  You  give  a  guaranty  only  because 
you  want  to  protect  your  distributor,  or  because  he  in- 


lauding  the  virtues  of  'Doctor  Root.'  My  curiosity  was 
aroused,  and  I  determined  to  follow  the  thing  up.  So 
down  goes  a  dollar  to  Florida,  and  in  due  time  back 
came  a  two-ounce  package  of  what  appears  to  be  or- 
dinary angelica  root — plain  unadulterated  angelica  root ! 

"Now  I  am  morally  certain,  but  still  am  not  sure. 
I  am  sending  you  a  sample.  Kindly  let  me  know  what 
the  stuff  is. 

"Some  profit,  eh?" 

We  shall  be  obliged  to  mark  our  querist  100  in  iden- 
tification. The  "stuff"  consists  of  angelica  root,  pure 
and  simple. 

There  seems  to  be  a  veiled  inference  contained  in 
our  querist's  letter,  however,  which  leads  us  to' suspect 
that  he  doubts  the  efficacy  of  angelica  root  as  a  cure  for 
the  tobacco  habit.  This  is  unwarranted,  as  he  may 
easily  learn  by  experimenting  a  little.  Every  time  he 
feels  like  taking  a  chew  or  smoke  let  him  fill  his  mouth 
with  angelica  root,  at  the  same  time  repeating  the  Lord's 
prayer  backward.  Under  no  circumstances  should  he 
give  way  to  temptation.  In  the  course  of  lime  he  will 
find  that  even  a  cigarette  will  become  extremely  re- 
pugnant to  him,  and  that  he  will  lose  all  interest  in 
lodge  suppers. 


"Doctor  Root." 

L.  E.  writes  us  the  following  letter : 

"Knowing  that  it  is  your  chief  pleasure  to  accom- 
modate inquirers,  I  am  going  to  add  a  little  to  .vour  joy. 

"Some  time  ago  there  appeared  in  one  of  our  re- 
ligious  papers  a  "blind'  ad.  for  a  remedy  for  the  cure 
of  the  tobacco  habit.  The  advertiser  had  nothing  to 
■ell,  he  said ;  only  advice,  as  free  as  salvation.  The 
'advice'  consisted  of  a  long  letter  from  another  party 


At  the  a.  Ph.  A.  Hbrino  m  Augdst.— This  la  the  Btcamer 
'"  Promise."  the  chartered  boat  to  l>e  used  bj  P«rke,  D«t1«  £  Co.  In 

eutertkluliv  the  Americui  Phurnwrntlcs]  AssodatioD  on  a  trip  up 
to  "the  Venice  of  America"  dnrinc  the  week  <^  the  blsmeetlnc  In 
Detroit  daring  Antnst.  Dinner  will  I*  serrod  on  board,  mad  the 
ride  will  last  from  some  tin»  in  the  cwlj  aflcmoon  antU  B  or  9 
o'clock  in  the  erenln*.  This  will  comprise  one  of  the  btienterUln- 
meot  features  of  the  convention  week. 


BOS 
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Painting  Cloth  Signs. 

£.  £.  D. — "Please  publish  particulars  for  preparing 
cloth  for  outdoor  signs.  I  have  trouble  when  making 
the  letters— the  paint  'runs/  " 

To  paint  on  muslin  requires  considerable  skill. 
Select  a  smooth  wall  or  partition,  upon  which  tack  the 
muslin,  drawing  the  fabric  taut  and  firm.  Then  make 
a  solution  of  starch  and  water,  adding  one- fourth  starch 
to  three-fourths  water,  and  apply  a  glaze  of  this  to  the 
muslin.  To  guard  against  the  striking  in  of  the  paint, 
and  to  hold  it  more  securely  in  place,  mix  the  pigment 
with  rubbing  varnish  to  the  consistency  of  a  stiff  paste, 
and  then  thin  with  turpentine  to  a  free  working  con- 
dition. *A  double-thick  camel's-hair  brush,  of  a  width 
to  correspond  properly  with  the  size  of  the  surface  to 
be  coated,  is  the  best  tool  with  which  to  coat  fine  muslin. 
A  fitch-hair  tool  is  probably  best  suited  to  the  coarser 
muslin.  Many  painters,  when  about  to  letter  on  muslin, 
wet  the  material  with  water;  but  this  method  is  not  so 
reliable  as  sizing  with  starch  and  water.  Wetting 
canvas  or  duck  operates  very  successfully  in  holding 
the  paint  or  color  in  check,  but  these  materials  should 
not  be  confounded  with  muslin,  which  is  of  an  entirely 
different  texture. 


tightly  closed.    Carbon  tetrachloride  is  not  inflammable 
or  explosive." 


Fly  "Dope." 

F.  A.  H. — "Please  publish  in  your  next  issue  a 
formula  for  liquid  fly-killer  to  be  sprayed  on  horses 
and  cattle." 

The  following  formula  is  taken  from  "350  Dollar 
Ideas  for  Druggists:" 

Crude   carbolic   acid 1  quart. 

Tanner's  oil    1  quart. 

Crude   petroleum    1  quarta. 

The  formula  is  supplied  by  A.  L.  Remington,  Silver 
Springs,  N.  Y.,  who  has  this  to  say : 

"During  the  season  when  flies  are  troublesome  every 
progressive  dairyman  sprays  his  cows  with  some  sort 
of  a  preparation.  There  are  a  number  of  proprietary 
mixtures  on  the  market  for  the  purpose,  but  most  of 
thbm  sell  for  about  a  dollar  a  gallon.  I  save  my  gallon 
olive  oil  cans,  maple  syrup  cans,  and  other  gallon  cans 
which  are  not  returnable,  and  put  up  my  own  prepara- 
tion in  these  containers.  It  is  a  'repeater,'  too.  It  can 
be  sold  at  fifty  cents  a  gallon  if  you  wish,  or  seventy- 
five  cents  if  you  can  get  it." 


For  Moths  in  Clothing  Cabinets. 

Last  month  we  published  a  query  from  "F.  D.  S.," 
who  stated  that  his  local  merchants  complained  of 
damage  done  by  moths  which  got  into  clothing  cabinets, 
and  who  asked  for  the  formula  of  some  sort  of  a  prep- 
aration which  might  be  of  assistance  in  the  premises. 

After  using  up  about  two  inches  of  space  we  re- 
ferred the  matter  to  our  readers;  and  now  Mr.  G.  T. 
Getman,  of  Lyons,  N.  Y.,  has  kindly  come  forward  with 
the  following: 

"Advise  'F.  D.  S.'  that  a  teaspoonful  of  gasoline  or 
carbon  tetrachloride  to  each  50  cubic  feet  of  space  will 
kill  all  moths.  Renew  once  a  week  if  goods  are  kept 
in  cases  that  are  opened  frequently;  once  a  month  if 


To  Paste  Paper  to  Iron. 

C.  H.  N. — "I  am  after  information.  What  is  a  good 
formula  for  a  paste  to  be  used  to  stick  large  labels  on 
iron  oil  drums  and  tanks?  I  have  used  nitric  acid  in 
flour  paste,  and  also  tincture  of  benzoin  on  the  surfaces, 
but  they  do  not  do  the  work." 

Try  this:  Over  a  water-bath  dissolve  200  parts,  by 
weight,  of  gelatin  in  150  parts,  by  weight,  of  water; 
while  stirring  add  50  parts,  by  weight,  of  acetic  acid, 
50  parts  alcohol,  and  50  parts,  by  weight,  of  pulverized 
alum. 

The  spot  upon  which  it  is  desired  to  attach  the  paper 
must  first  be  rubbed  with  a  bit  of  fine  emery  paper. 


Sorehead  in  Chickens. 

E.  D.  D. — "We  have  a  number  of  calls  throughout 
the  year  in  this  section  of  Florida  for  some  remedy  or 
cure  for  sorehead  in  chickens,  and  wish  to  inquire  if 
you,  or  some  of  your  subscribers,  have  had  any  experi- 
ence along  this  line,  and  could  suggest  something  'for 
the  good  of  the  order?'" 

Personally  we  have  had  no  experience  with  this  par- 
ticular complaint  in  chickens,  and  must  therefore  appeal 
to  our  readers.  Will  some  subscriber,  who  is  also  a 
chicken  fancier,  come  to  our  relief? 


Blue  for  Cotton. 

D.  W.  H. — "Kindly  send  me  a  good  formula  for  a 
blue  dye  for  cotton  goods." 

For  40  pounds  of  goods  use  copperas,  2  pounds. 
Boil  and  dip  20  minutes;  dip  in  soap-suds,  and  return 
to  the  dye  three  or  four  times.  Then  make  a  new  bath 
with  prussiate  of  potash,  ^  pound;  oil  of  vitriol,  V/i 
pints.    Boil  one-half  hour,  rinse  and  dry. 

Certain  commercial  dyes,  ready  prepared,  have 
proved  so  completely  satisfactory  during  the  last  ten  or 
fifteen  years  that  there  is  little  call  for  the  old-fashioned 
mixtures  and  processes.  Under  ordinary  conditions  the 
prepared  dyes  are  to  be  preferred. 


To  Mask  Cresol. 

S.  A.  F. — "Will  you  kindly  answer  this  query  in  your 
next  issue :  What  will  best  mask,  or  perfume,  the  odor 
of  cresol?" 

Use  the  camphoraceous  oils — lavender,  eucalyptus, 
thyme,  rosemary,  sassafras,  or  peppermint. 

Combinations  are  usually  somewhat  more  pleasant 
than  a  single  oil,  but  no  more  efficient. 


McBride's  Arabian  Healer. 

N.  A.  C. — **Can  you,  through  your  query  columns, 
kindly  locate  for  us  the  manufacturer  of  McBride's 
Arabian  Healer?  It  is  made  either  in  Massachusetts  or 
Rhode  Island,  and  is,  I  think,  a  veterinary  preparation." 

Will  some  Massachusetts  or  Rhode  Island  subscriber 
kindly  come  forward  with  the  desired  information? 
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THE  MONTH'S  HISTORY 


MANAGERS  ARE 
SCARCE. 


We  find  in  Printers'  Ink  for 
July  9  an  interesting  inter- 
view with  H.  S.  Collins  on 
the  present  and  future  plans  of  the  Riker- 
Hegeman  drug  chain.  Mr.  Collins,  it  will  be 
remembered,  was  the  right-hand  man  of 
George  J.  Whelan  in  the  building  up  of  the 
United  Cigar  Stores  Co.,  and  as  first  vice- 
president  of  the  Riker-Hegeman  corporation 
he  has  been  assigned  the  task  of  reorganizing 
the  selling  methods  of  that  concern. 

The  interesting  thing  about  the  interview 
with  Mr.  Collins  is  his  statement  that  the  prob- 
lem of  adding  new  stores  to  the  chain  is  the 
problem  of  securing  or  training  store  man- 
agers. This  illustrates  what  has  been  said  on 
many  an  occasion,  namely,  that  good  men  are 
really  as  scarce  in  pharmacy  as  they  are  else- 
where, and  that  there  is  a  crying  demand  for 


them.  Over  and  over  again  Mr.  Collins  em- 
phasizes the  fact  that  the  Riker-Hegeman  Co. 
can  grow  only  so  fast  as  it  can  produce  men  to 
grow  with.  One  of  his  chief  tasks  lies  in  this 
very  problem  of  finding  or  developing  men. 

From  this  interview,  and  from  the  inspira- 
tional letters  which  Mr.  Collins  has  sent  out  to 
his  staff  of  division  managers  and  store  man- 
agers, it  is  apparent  that  the  slogan  of  the 
Riker-Hegeman  corporation  under  its  new 
ownership  is  summed  up  in  the  one  word — 
Service-  More  than  once  the  employees  of 
the  company  are  told  that  they  must  give  a 
better  service  than  is  to  be  had  anywhere  else ; 
that  the  interests  of  customers  are  to  be  held 
uppermost;  that  customers  are  to  be  satisfied 
at  whatever  cost ;  and  that  complaints  are  to  be 
adjusted  quickly  and  courteously  even  if  the 
store  loses  by  it.  Which  is  only  another  way 
of  saying,  what  has  often  been  said  before, 
that  a  satisfied  customer  is  one's  best  adver- 
tisement. 

We  erred  a  month  or  so  ago  in  saying  that 
the  Riker-Hegeman  Co.  had  already  over  100 
stores.  The  number  appears  to  be  93  at  the 
present  time,  and  it  is  estimated  that  there  will 
be  110  by  January  1.  The  May  sales  of  the 
corporation  showed  an  increase  over  a  year  ago 
of  about  20  per  cent.  In  1913  the  entire  busi- 
ness was  in  the  neighborhood  of  $15,000,000, 
and  it  will  probably  amount  to  18  or  20  mil- 
lions in  1914. 

*     *     * 


ADULTERATION. 


The  extent  to  which  food 
and  drug  investigation  has 
proceeded  is  well  indicated  in 
a  recent  report  by  M.  I.  Wilbert,  of  the 
Hygienic  Laboratory  in  Washington.  Mr. 
Wilbert  shows  that  from  1907  to  1911  exam- 
inations were  made  in  the  different  States  of 
9000  samples  of  six  pharmacopoeial  prepara- 
tions alone.  No  less  than  44  States  are  now 
making  some  attempt  to  enforce  pure  food  and 
drug  laws.  The  total  number  of  employees  in 
the  work  is  465 — ^an  average  of  10  to  each 
State.    During  one  year  alone  the  total  number 
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of  samples  examined  in  all  the  States 
amounted  to  83,498.  And  yet,  extensive  as 
these  figures  seem,  Mr.  Wilbert  declares  that 
the  limitations  imposed  on  the  work  are  still 
too  severe  when  we  remember  that  there  are 
45  or  50  thousand  retail  drug  stores  in  the 
country,  and  that  each  store  has  in  stock  from 
1000  to  20,000  separate  articles. 

A  peculiar  thing  about  most  of  these  drug 
investigations  is  that  they  are  largely  limited  to 
products  subject  to  deterioration  and  there- 
fore under  presumption  of  being  deficient  in 
strength  and  quality.  Things  like  aromatic 
spirit  of  ammonia  and  spirit  of  nitrous  ether 
are  examined  over  and  over  again,  with  the 
result  that  a  considerably  higher  percentage  of 
bad  drugs  is  found  than  would  really  be  the 
case  if  everything  was  examined  impartially 
instead  of  a  few  weak  sisters  being  picked  out 
for  special  attention.  It  is  somewhat  astonish- 
ing to  learn,  however,  according  to  Mr.  Wil- 
bert, that  fully  50  per  cent  of  such  widely  used 
articles  as  aromatic  spirit  of  ammonia,  spirit  of 
camphor,  tincture  of  iodine,  tincture  of  opium, 
spirit  of  peppermint,  and  spirit  of  nitrous  ether 
are  found  to  be  adulterated  or  below  standard. 

In  1912  the  Indiana  State  Board  of  Health 
examined  365  samples  of  drugs  and  found  156 
not  in  conformity  with  the  requirements.  The 
drug  commissioner  of  South  Dakota  examined 
326  samples  and  rejected  36.3  per  cent.  In 
New  Hampshire  421  samples  were  examined 
and  42.8  per  cent  of  them  were  condemned. 
Even  though  drugs  especially  subject  to  dete- 
rioration are  selected  by  the  examiners,  these 
figures  are  rather  startling,  and  they  illustrate 
the  importance  of  this  era  of  food  and  drug 
legislation  and  enforcement  into  which  we 
entered  six  or  eight  years  ago. 


COMING  TO 
DETROIT? 


On  Monday,  the  24th  of  this 
month,  the  American  Phar- 
maceutical Association  will 
begin  its  annual  convention  at  the  Hotel 
Pontchartrain  in  this  city.  This  is  the  last  time 
we  shall  have  an  opportunity  of  saying  any- 
thing about  the  meeting  in  advance:  next 
month  we  shall  present  an  editorial  review  of 
the  convention  itself.  We  earnestly  hope  that 
the  attendance  will  be  large  and  representative. 
Detroit  is  a  city  of  great  charm  in  the  summer 
— ^not  at  all  like  the  customary  American  city 
in  this  respect.     It  is  located  on  the  Great 


Lakes,  and  the  convention  floor  at  the  top  of 
the  Hotel  Pontchartrain  will  be  foimd  very 
cool  and  grateful  during  the  entire  week. 

Moreover,  an  entertainment  programme  of 
considerable  interest  has  been  carefully  worked 
out  by  the  local  committee.  The  beauties  for 
which  Detroit  is  famous  will  all  of  them  be 
visited  and  seen.  There  will  be  an  automobile 
ride  of  two  or  three  hours  through  Belle  Isle, 
along  the  famous  Lakeside  Drive  at  Grosse 
Pointe,  and  out  Woodward  Avenue  to  Palmer 
Park.  There  will  be  a  boat-ride  on  Thursday 
afternoon  up  the  Detroit  River  and  through 
Lake  St.  Clair.  There  will  be  another  boat- 
ride  down  the  river  to  Bois  Blanc  Island. 
There  will  be  a  trip  through  the  laboratories 
of  Parke,  Davis  &  Co. — and  to  the  plants  of 
other  drug  and  automobile  concerns  also  if 
interest  in  them  is  exhibited  bv  the  visitors. 
And  there  will  be  smokers,  theater  parties, 
card  parties,  shopping  parties,  etc.,  galore. 

Come  to  Detroit  and  bring  your  wife! 


PLANS  OF  THE 
COMHEBCUL 

SECTION. 


In  the  meantime  it  is  an- 
nounced that  the  various 
sections  of  the  association 
have  succeeded  in  working  up  programmes  of 
tmusual  interest.  The  Commercial  Section  is 
the  one  division  that  touches  the  heart  and 
pocket-book  of  the  retail  druggist  with  the 
greatest  degree  of  success,  and  we  are  author- 
ized to  say  that  an  excellent  collection  of 
papers  has  already  been  secured  on  the  livest 
of  live  problems. 

Among  other  things  there  will  be  two  papers 
on  opposite  sides  of  the  question :  "Is  a  strictly 
cash  business  desirable  or  possible.*^"  There 
will  be  two  papers  by  well-known  pharmacists 
on  "Methods  of  developing  a  sale  on  biological 
products  in  the  drug  store."  Two  other  drug- 
gists have  written  in  answer  to  the  query: 
"Does  it  pay  to  cultivate  the  business  of  dis- 
pensing doctors?"  Other  papers  are  on  these 
topics:  "What  advertising  methods  do  we  em- 
ploy," "The  druggist  and  his  bank,"  "Display- 
ing confectionery  and  cough  drops  in  bulk," 
"Calendars  as  an  advertising  medium  for  retail 
pharmacists,"  "Handling  insecticides,  disinfec- 
tants, and  sprays,"  and  "How  to  gain  greater 
efficiency  and  cooperation  from  clerks." 

The  foregoing  papers,  we  understand,  are 
already  in  the  hands  of  the  chairman  of  the 
section,  while  a  number  of  others  from  practi- 
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cal  druggists  have  been  promised  and  will 
doubtless  be  received  before  this  issue  of  the 
Bulletin  is  read.  Altogether  a  total  of  some- 
thing like  25  papers  will  be  presented  during 
the  two  or  three  sessions  of  the  Commercial 
Section,  and  the  programme  as  a  whole  will 
constitute  a  post-graduate  course  in  the  practi- 
cal conduct  of  the  dhig  store  and  the  making 
of  money. 

What  the  Commercial  Section  is  doing  this 
year  is  itself  an  eloquent  answer  to  the  state- 
ment sometimes  made  that  the  American  Phar- 
maceutical Association  is  purely  a  scientific 
body  which  has  little  concern  with  the  practical 
necessities  of  the  work-a-day  retailer. 


While  speaking  of  the  De- 
PBOHPTNEsss       troit  meeting  of  the  A.  Ph. 

A.  in  August,  we  are  moved 
to  say  that  two  or  three  rather  striking  inno- 
vations will  be  worked  out  on  that  occasion. 
The  subject  of  A.  Ph.  A.  reform  has  been 
uppermost  in  the  minds  of  members  now  for 
several  months,  and  the  local  committee  has 
decided  to  make  some  improvements  on  its  own 
initiative.  If,  for  instance,  the  cooperation  of 
the  section  chairmen  and  the  president  can  be 
secured,  every  meeting  during  the  entire  week 
will  be  called  to  order  strictly  on  time  even  if 
there  are  not  more  than  three  people  in  the 
room ! 

Heretofore,  with  the  Council  meeting  held 
the  first  thing  every  morning,  the  opening  of 
the  different  sections  has  been  delayed  from 
half  an  hour  to  an  hour  and  a  half,  and  the 
Association  has  fallen  into  very  bad  habits. 
This  year  the  Council  will  meet  altogether  in 
the  evening,  so  that  there  is  no  earthly  reason 
why  the  sections  cannot  begin  their  work  on 
the  stroke  of  the  clock  at  9.30  every  day.  In 
years  gone  by  members  have  got  in  the  habit 
of  counting  on  delays,  and  have  sat  and  chat- 
ted in  the  hotel  lobby  for  three-quarters  of  an 
hour  or  an  hour  after  the  scheduled  time 
before  going  into  a  meeting.  This  year  there 
will  be  a  general  announcement  on  the  first  day 
that  everything  will  start  on  time,  and  it  is 
hoped  to  have  the  entire  Detroit  meeting  go 
through  with  a  swing  and  a  dash. 

Another  innovation,  frequently  urged  dur- 
ing recent  months,  will  be  found  in  the  entire 
omission  at  the  first  general  session  of  the 
tedious  hour  or  hour  and  a  half  of  "welcome" 


addresses  and  all  that  sort  of  stuff.  Imme- 
diately when  the  convention  is  called  to  order 
President  Beringer  will  begin  reading  his  an- 
nual address,  without  any  foolish  and  time- 
consuming  preliminary  of  any  sort  whatso- 
ever. These  and  several  other  reforms  will,  it 
is  hoped,  make  for  efficiency  and  interest,  and 
will  establish  useful  precedents  for  the  future. 


DBUOOISTS 


A  large  party  of  druggists 

TouMNO  EUROPE.    ^iU  be  doing  Europe  as  this 

number  of  the  Bulletin  is 
being  read  by  its  subscribers.  They  are  on  the 
tour  gotten  up  by  Dr.  W.  C.  Alpers  under  the 
auspices  of  the  German  Apothecaries'  Society 
of  New  York  City.  They  left  New  York  on 
July  2  and  will  return  on  August  24. 

The  party  is  made  up  exclusively  of  drug- 
gists, and  such  points  and  institutions  will  be 
visited  as  are  of  pharmaceutical  interest.  This 
makes  the  tour  unique  in  character.  Some- 
thing like  120  people  comprise  the  party,  and 
while  the  larger  number  are  from  New  York, 
we  observe  that  the  list  includes  Mr.  and  Mrs. 
C.  A.  Robinson  and  Gustav  Bachmann  of 
Minneapolis,  William  Caspari,  Jr.,  and  H.  A. 
Dunning  of  Baltimore,  Mr.  and  Mrs.  Fred  W. 
Connolly  and  Joel  W.  Connolly  of  Dorchester, 
Mass.,  Mrs.  Charles  Rehfuss  and  daughter  of 
Philadelphia,  S.  K.  Sass  of  Chicago,  Mr.  and 
Mrs.  P.  Henry  Utech  of  Meadville,  Pa.,  and 
C.  A.  Washburn  of  Hallettsville,  Texas. 

Several  of  these  men  are  well-known  mem- 
bers of  the  American  Pharmaceutical  Associ- 
ation, and  even  though  they  are  supposed  to  be 
back  in  New  York  on  the  day  that  the  A.  Ph. 
A.  convention  opens  in  Detroit,  it  is  extremely 
unlikely  that  we  shall  see  any  of  them  here  that 

week. 

♦     ♦     ♦ 

Two  years  ago  Dr.  J.  O. 
BECK  RETURNS.  Schlottcrbcck,   dean   of  the 

School  of  Pharmacy  of  the 
University  of  Michigan,  secured  a  leave  of 
absence  for  the  purpose  of  establishing  a  lab- 
oratory for  the  J.  Hungerford  Smith  Co.  of 
Rochester,  N.  Y.  It  was  understood,  however, 
that  the  Smith  people  were  very  anxious  to 
secure  Dr.  Schlotterbeck's  services  perma- 
nently, and  that  he  might  stay  on  if  he  liked  a 
commercial  as  well  as  a  university  environ- 
ment, and  if  Rochester  suited  himself  and  his 
family  as  well  as  Ann  Arbor.    He  was  made  a 


312 


BULLETIN  OF  PHARMACY 


director  in  the  company,  given,  it  was  said,  a 
good  salary,  and  everything  was  done  to  make 
him  feel  satisfied.  Once  a  university  professor, 
however,  always  a  university  professor.  It  is 
impossible  to  get  it  out  of  the  blood.  It  is  now 
announced  that  Dr.  Schlotterbeck  has  decided 
to  return  to  Ann  Arbor,  and  that  he  will  take 
up  his  work  there  as  dean  of  the  School  of 
Pharmacy  at  the  opening  of  the  first  semester 
this  fall. 

3|e       4^       4^ 

A  new  workingmen's  com- 

■^'mySL^ED?     Pensation    law     went     into 

effect  in  New  York  State  on 
July  1.  The  druggists  are  wondering  if  the 
law  affects  them.  Efforts  have  been  made  to 
get  a  ruling  from  the  State  Department  in 
Albany,  but  so  far  they  have  proved  unsuccess- 
ful. The  law  provides  for  generous  damages 
for  workmen  injured  while  engaged  in  the 
occupations  of  their  employers,  and  still  larger 
damages  in  case  of  death  through  accident. 
Druggists  think  they  are  exempt  from  the 
operations  of  the  law  inasmuch  as  neither 
power  nor  machinery  is  used  in  their  establish- 
ments, but  this  apparently  yet  remains  to  be 
determined.  Since  the  law  provides  that 
employees  injured  even  through  their  own 
carelessness  may  collect  damages,  the  subject  is 
one  of  considerable  importance.  Several  States 
now  have  these  workingmen's  compensation 
laws,  but  we  have  never  heard  before  that 
druggists  were  in  anywise  involved. 


In   his  annual  report,  Otto 
LONG  NAMES.       Raubenhcimer,  Chairman  of 

the  Committee  on  New  Rem- 
edies, New  York  State  Pharmaceutical  Associ- 
ation, notes  that  nothing  startling  has  been 
brought  forth  during  the  year,  even  the  tar 
barrel  proving  somewhat  barren.  Holders  of 
patents  about  to  expire  have  been  more  or  less 
active,  however.  Novatophan  has  been  intro- 
duced by  the  manufactures  of  Atophan,  and 
Novaspirin,  it  is  hoped,  will  merit  as  warm  a 
welcome  as  was  accorded  Aspirin.  Mr.  Rau- 
benheimer  finds  cause  for  congratulation  in  the 
fact  that  "sesquipedalia"  gives  evidence  of  a 
healthy  decline.  "Luckilv  for  pharmacy  and 
medicine,"  he  remarks,  "long  chemical  names 
with  as  high  as  90  letters  are  on  the  wane.  In 
my  present  report  there  is  but  one  having  48 
letters,  namely  Dimethylaminotetraininoarsen" 


ohenzole  Hydrochloride,  an  organic  arsenic 
preparation,  containing  25.5  per  cent  of  ar- 
senic, and  a  relation  of  606  and  909." 


The  National  Association  of 
THE  DBuo  CLEBKS.  Drug  Clerks  held  its  annual 

meeting'  not  long  since  and 
elected  L.  W.  Sinclair,  of  Columbus,  Ohio, 
president  of  the  organization.  P.  A.  Manda- 
bach,  Chicago,  remains  secretary-treasurer. 
Regulations  were  adopted  urging  a  minimum 
salary  scale  starting  at  $1200  a  year  for  a  full 
registered  clerk,  and  $900  a  year  for  a  regis- 
tered assistant.  A  resolution  was  also  adopted 
advocating  an  8-hour  working  day  with  fewer 
hours  for  Sunday.  Secretary  Mandabach  said 
very  little  in  his  report  about  the  Druggists' 
National  Home.  The  reason  given  by  him  for 
the  omission  of  the  subject  was  that  the  Home 
had  been  turned  over  a  year  ago  to  a  board  of 
trustees,  responsible  to  the  druggists  of  the 
country.  The  trustees,  however,  have  had 
great  difficulty  in  getting  subscriptions,  so  that 
they  apparently  represent  themselves  and  no- 
body else. 


PHYSICUNS 
IN  JAIL. 


Druggists  who  declare  that 
physicians  can  easily  ignore 
narcotic  laws  with  impunity 
don't  know  what  they  are  talking  about. 
Every  once  in  a  while  some  physician,  conspir- 
ing with  habitues  to  get  dope,  finds  himself  in 
the  meshes  of  the  law.  Two  or  three  practi- 
tioners are  now  languishing  in  jail  as  a  conse- 
quence. One  of  them  is  Dr.  John  Van  Hom> 
who  at  one  time  served  as  a  representative  of 
the  Kings  County  Pharmaceutical  Society  in 
the  effort  of  that  organization  to  acquaint 
Brooklyn  physicians  with  the  National  Formu- 
lary and  to  induce  them  to  prescribe  official 
prescriptions.  Van  Horn  was  once  assistant 
superintendent  of  a  Sunday  school,  too. 


The  Diastase  Section  of  the  American  Phar- 
maceutical Association  is  the  unofficial  subdi^ 
vision  of  the  association.  Since  its  founder 
and  propagator,  the  late  lamented  Hallberg, 
has  passed  away  the  Diastase  Section  has  been 
inclined  to  lag  for  want  of  enterprise.  We 
suggest  Herr  Wilhelm  Bodemann  as  chairman 
for  the  Detroit  meeting  this  month. 
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EDITORIAL 


ANNUAL    BUSINESS   STATEMENTS   FROM 

DRUGGISTS. 

During  the  last  eight  or  ten  years  we  have 
received  many  annual  business  statements 
from  druggists  for  analysis,  criticism,  and 
comment  in  the  Bulletin  of  Pharmacy. 
Long  experience  has  taught  us,  however,  that 
the  statements  we  receive  are  usually  incom- 
plete and  inaccurate.  To  so  great  an  extent  is 
this  true  that  conclusions  drawn  from  them 
are  more  or  less  uncertain.  Furthermore,  dif- 
ferent druggists  often  use  different  methods  in 
taking  care  of  various  items,  whereas  uniform- 
ity is  an  absolute  essential  if  we  are  to  draw 
exact  comparisons  from  these  statements  and 
arrive  at  general  averages  of  a  helpful  and 
suggestive  character. 

For  these  reasons  we  are  now  drawing  up 
a  form  of  annual  statement,  and  in  the  future 
we  shall  ask  druggists  to  fill  out  this  blank  if 
they  care  to  have  us  analyze  their  figures  for 
them.  The  blank  is  largely  self-explanatory, 
although  we  have  added  a  few  paragraphs  of 
instruction  at  the  bottom: 


kept  in  detail,  showing  the  date  of  purchase,  also  the 
purchase  price,  and  10  per  cent  of  the  entire  fixture 
valuation  should  be  written  off  and  charged  annually 
to  the  expense  account,  as  separately  explained. 

(d)  Regarding  item  7,  "purchases  during  the  year," 
we  may  explain  that  the  goods  should  be  put  down  at 
the  billed  cost  plus  freight  and  drayage,  and  minus  all 
discounts,' allowances,  and  credits  for  returns.  Freight 
and  drayage  are  properly  a  part  of  the  cost  of  the  goods, 
and  should  not  be  included  in  the  expense  account  as 
they  sometimes  are.  Discounts  also  have  to  do  with  the 
cost  of  merchandise,  and  should  be  handled  in  this 
place  and  no  other. 

(e)  An  expense  account  should  include  the  follow- 
ing 18  things:  (1)  taxes,  (2)  insurance,  (3)  fuel,  (4) 
light,  (5)  water,  (6)  rent,  (7)  proprietor's  salary,  (8) 
clerk  hire,  (9)  advertising,  (10)  telephone,  (11)  tele- 
graph, (12)  office  supplies,  (13)  postage,  (14)  repairs,, 
(15)  delivery  service,  (16)  donations,  (17)  subscrip- 
tions, (18)  depreciation  in  stock  and  fixtures  and  losses 
in  bad  accounts.  As  to  number  6,  a  druggist  who  owns 
the  building  in  which  his  store  is  located  should  charge 
himself  a  rental  equivalent  to  what  he  would  get  from 
some  one  else.  As  to  number  7,  the  proprietor  should 
always  charge  himself  a  salary  just  as  though  he  were 
working  for  somebody  else  in  the  same  capacity,  and 
at  about  the  same  rate.  As  to  number  18,  there  should 
be  an  annual  depreciation  charge  of  10  per  cent  on  the- 
store  fixtures  and  book  accounts,  and  5  per  cent  on  the- 
stock.  No  charge  for  interest  on  the  investment  should! 
be  made  in  the  expense  account,  even  though  business, 
is  done  in  part  or  in  whole  on  borrowed  money.  An 
interest  charge  is  technically  a  charge  against  the  net 
profits  of  the  business  instead  of  an  expense  item. 


BLANK  FORM  OF  STATEMENT.       . 

1.  Cash  received  from  all  sales  and  book  accounts $ 

2.  Book  accounts  beginning  of  year $ 

3.  Book  accounts  end  of  year $ 

4.  Difference  in  book  accounts  $ 

5.  Net  sales  for  the  year $. 


6.  Inventory  of  stock  beginning  of  year $ 

7.  Purchases  during  year $ 

8.  Total  cost  of  merchandise $ 

9.  Inventory  of  stock  end  of  year $ 

10.  Net  cost  of  merchandise  sold  during  year $, 


11.  Gross  profits  

12.  Current  expenses 

13.  Net  profits 

14.  Total  income  from  business 


$. 
$ 

$ 
$. 


INSTRUCTIONS. 

(o)  Please  fill  in  items  1,  2,  3,  6,  7,  9,  and  12.  From 
these  facts  we  shall  be  able  to  supply  the  other  figures 
ourselves,  and  to  make  the  necessary  criticisms  on  the 
showing  submitted. 

(b)  Item  6,  "inventor>^  of  stock  at  the  beginning  of 
the  year,"  is  an  inventory  of  stock  only,  and  should 
not  include  the  fixtures. 

(f)  A  separate  inventory,  however,  should  be  kept 
of  the  fixtures,  although  it  is  not  to  be  included  in  the 
foregoing  statement,  and  has  nothing  to  do  with  the 
determination  of  the  annual  profits  by  this  method.  A 
complete  record  of  all  fixture  investments  should  be 


(/)  Item  No.  1,  "Cash  received  from  all  sales  and 
book  accounts,"  should  include  the  cash  sales  plus  what 
credit  sales  have  been  paid  for.  The  unpaid  credit 
sales  will  appear  in  the  book  accounts,  and  will  show 
up  when  items  2  and  3  are  compared  with  one  another. 
This  explanation  is  made  in  order  that  duplication  may 
be  avoided.  Do  not  include  unpaid  credit  sales  in  item 
1,  because  they  would  then  appear  in  two  places.  Item 
1  should  cover  nothing  but  cash  actually  received,  either 
on  account  or  from  direct  sales. 

The  form  of  statement  given  above  will,  we 
trust,  have  two  distinct  advantages.     In  the 
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first  place,  it  will  show  the  druggist  just  what 
records  he  ought  to  make  in  order  to  keep 
track  of  his  business  properly,  and  arrive  accu- 
rately at  his  costs,  expenses,  and  profits.  In 
the  second  place,  if  druggists,  in  desiring  to 
have  us  comment  on  their  annual  statements, 
will  follow  these  rules  uniformly,  and  fill  out 
the  blank  according  to  the  somewhat  arbitrary 
method  we  have  suggested,  we  shall  be  able 
to  arrive  at  conclusions  of  an  accurate  nature 
from  their  figures.  Our  comments  may  then 
be  relied  upon  as  being  trustworthy. 

Furthermore,  if  all  druggists  make  their  cal- 
culations exactly  alike,  we  shall  be  able  in  the 
future  to  make  comparisons  between  different 
druggists  that  will  prove  most  illuminating. 
One  druggist  will  be  able  to  see  how  others  ex- 
ceed him  in  this  or  that  particular,  and  where 
his  own  showing  is  poor  will  discover. the  ne- 
cessity of  making  corrections. 

If  any  of  our  readers  would  care  to  fill  out 
the  blank  and  send  it  in  to  us,  we  should  be 
glad  to  have  them  do  so.  Comparisons  based 
on  a  large  number  of  returns  would  be  val- 
uable.   

A  NATIONAL  LICENSE  IN  PHARMACY? 

Dr.  H.  L.  Taylor,  of  Albany,  N.  Y.,  secre- 
tary of  the  Pharmaceutical  Syllabus  Commit- 
tee, submitted  a  plan  at  the  Nashville  meeting 
of  the  American  Pharmaceutical  Association 
for  a  national  pharmaceutical  license.  Dr. 
Taylor  first  read  a  paper  on  the  subject  at  the 
meeting  of  the  National  Association  of  Boards 
of  Pharmacy,  and  then  the  same  or  a  similar 
paper  before  the  Section  on  Education  and 
Legfislation  of  the  A.  Ph.  A.  The  require- 
ments for  the  proposed  national  license  were 
to  be  as  follows: 

Tbe  life  license  valid  for  the  United  States  shall 
be  issued  by  the  American  Pharmaceutical  Association. 

The  examinations  on  which  it  is  issued  shall  be  con- 
ducted by  the  National  Association  of  Boards  of  Phar- 
macy through  the  State  Board  signatories  to  the  agree- 
ment. 

Satisfactory  evidence  verified  by  oath  shall  be  re- 
quired by  the  National  Association  of  Boards  of  Phar- 
macy of  all  candidates  for  admission  to  the  examina- 
tions. It  shall  admit  to  the  examinations  for  the  na- 
tional license  any  candidate  who  pays  a  fee  of  $25  and 

1.  Is  more  than  23  years  of  age. 

2.  Is  of  good  moral  character. 

3.  Has  had  prior  to  beginning  the  first  year  of  study 
in  the  school  of  pharmacy — 

(a)  At  least  the  equivalent  of  one  year's  apprentice- 
ship under  a  pharmacist  registered  by  the  State  board. 
(b)  A  general  preliminary  education  equivalent  to 


the  successful  completion  of  a  four  years'  course  in  a 
secondary  school  recognized  by  the  State  educational 
authorities. 

4.  Has  studied  pharmacy  as  outlined  in  the  Phar- 
maceutical Syllabus  not  less  than  three  years  in  a  regis- 
tered or  accredited  school  of  pharmacy;  and 

5.  Has  had  two  years'  successful  experience  as  a 
licensed  pharmacist,  one  year  of  which  must  have  been 
in  a  pharmacy  in  the  United  States. 

Dr.  Taylor's  idea  at  Nashville  was  to  have 
this  proposition  discussed  at  the  joint  meeting 
of  the  National  Association  of  Boards,  the 
Conference  of  Pharmaceutical  Faculties,  and 
the  Section  on  Education  and  Legislation  of 
the  A.  Ph.  A.  Through  some  hitch  or  other, 
however,  the  subject  failed  to  be  brought  up 
for  discussion  at  this  joint  meeting.  Dr.  Tay- 
lor is  a  man  of  such  pertinacity  that  he  will 
doubtless  continue  to  agitate  the  plan,  and  inas- 
much as  it  is  likely  to  come  up  again,  we  are 
printing  the  essence  of  it  for  the  edification 
and  instruction  of  our  readers.  Schemes  of 
this  kind  have  an  unquestioned  attraction  for 
men  who  realize  that  there  are  certain  grave 
defects  in  our  American  system  of  State  sov- 
ereignty, and  that  constant  and  unremitting 
efforts  must  be  made  looking  toward  national 
uniformity. 


BE  FAIR  WITH  YOUR  JOBBER! 

In  a  circular  letter  recently  issued  by  the 
Smith,  Kline  &  French  Co.,  Philadelphia,  to 
the  company's  customers,  a  very  common 
source  of  annoyance  to  the  jobber  was  dis- 
cussed. It  seems  that  it  is  an  ail-too- frequent 
practice  for  the  retailer  to  abuse  the  return 
privilege.  It  may  not  be  the  intention  of  the 
buyer  to  cause  undue  trouble  and  frequently 
actual  loss  to  the  jobber,  but  in  many  cases 
that  is  what  happens  when  a  little  package  of 
goods  is  bunched  up,  shipped  in,  and  an  arbi- 
trary demand  made  for  a  credit  memorandum. 

The  Smith,  Kline  &  French  Co.  cite  an  ex- 
ample. Five  items  were  sent  back  by  a  patron, 
together  with  a  request  for  credit.  The  com- 
pany asked  for  the  date  of  purchase  of  each 
item,  but  the  customer  refused  to  supply  the 
desired  information. 

The  jobbing  house  then  indulged  in  a  thor- 
ough investigation.  On  the  five  items  the 
company  had  lost  $8.  A  part  of  the  loss  was 
due  to  a  temporary  bulge  in  the  market  price 
of  an  essential  oil ;  another  part  to  an  error  in 
billing  when  the  goods  had  been  sent  to  the 
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retailer;  and  a  third  part  due  to  the  fact  that 
two  of  the  items  had  not  been  bought  from 
the  jobber  at  all,  but  direct  from  the  manu- 
facturers in  quantity  lots — lots  involving  spe- 
cial discounts  and  bonuses  of  free  goods. 

Cases  of  this  kind  might  be  multiplied  in- 
definitely. In  fact,  the  abuse  of  the  return 
privilege  is  a  factor  which  must  be  taken  into 
consideration  when  a  minute  and  comprehen- 
sive analysis  of  the  jobbing  business  is  made. 
It  is  one  of  the  most  disagreeable  and  irritating 
features  that  the  jobbing  trade  has  to  contend 
with. 

The  wholesaler  is  a  fellow  human  being. 
Treat  him  as  such.  If  you  don't,  he  knows  it. 
He  has  two  ways  of  measuring  you:  first,  by 
the  manner  in  which  you  meet  your  obliga- 
tions, and  secondly  by  the  way  in  which  you 
use  or  abuse  the  return  privilege. 

Be  fair  with  your  jobber ! 


bought  a  drug  store.  He  had  formed  the 
Massachusetts  habit,  however,  and  eventually 
drifted  back  across  the  border,  landing  in  May- 


"WIND-JAMMING." 
I  don't  believe  in  long-winded  "patriotic"  addresses, 
for  these,  like  all  other  wind-jamming  efforts,  are  tire- 
some, but  I  do  think  that  patriotic  pageants,  hannless 
fireworks  and  pure  enjoyment  in  outdoor  sports  and 
games  will  combine  just  about  the  proper  proportions  of 
patriotism  and  frolic  which  will  serve  to  make  the  day 
of  the  utmost  significance  to  our  youth.  And  I  think 
that  our  "sane  Fourth"  celebrations  are  rapidly  coming 
to  this  excellent  combination. 

The  foregoing,  clipped  from  somebody's 
letter  or  speech  in  the  Chicago  Herald,  is  sent 
to  us  by  Wilhelm  Boderaann.  Herr  Bode- 
mann  thinks  it  applie.-;  to  the  present  movement 
to  cut  out  the  long-winded  "welcome"  speeches 
at  the  National  and  State  meetings  of  phar- 
macists. 

"Get  right  down  to  business  at  once"  is  the 


nard,  where  he  purchased  the  Johnson  phar- 
macy in  1902. 

Mr.  Dwinell  is  a  member  of  six  different 
associations  connected  with  the  drug  trade. 


A  NEW  ASSOCIATION  PRESIDENT. 

One  of  the  livest  State  associations  in  the 

country  blossoms  annually  down  on,  or  near, 

the  Rio  Grande.    On  June  17  this  association, 

being  in  session  at  El  Paso,  it  was  remarked 


THE  HALL  OF  FAME 


A  DRUGGIST  AND  A  BANKER 

Banking  as  a  side-line  is  not  often  indulged 
in  by  a  drug  man.    Yet  it  is,  occasionally. 

One  of  the  fortunates  is  H.  J.  Dwinell,  of 
Maynard,  Mass.,  who  is  vice-president  of  the 
Maynard  Trust  Co. 

Mr.  Dwinell  was  born  in  Vermont,  went  to 
Boston  when  he  was  19  years  old,  and  went 
back  to  Vermont  when  he  was  27  years  old  and 


that  nominations  for  president  would  be  in 
order.  Straightway  Walter  D.  Adams  was 
elected.  The  new  president  of  the  Texas  Phar- 
maceutical Association  hails  from  Forney. 


BULLETIN  OF  PHARMACY 


r  ^ 


tttbellllDobSUtemeeUnr- 


The  MlnneolB  Hotel  >t  Poi  Lake,  where  the  meeting  of  tl 
Illinois  State  Pharmaceutical  Association  was  held  in  Jane 
certainli  a 


W7 


Here  ice  have  the  members  ol  the  Louisiana  Btale  Phamia-  In  this  view  tt 

ceutlcal  AHOdatlon  at  tbeir  anuoal  banqoet  tn  the  Youree  train  which  tooli 

Hotel.  Bhnveport.  La.  flelds  at  Oil  diy. 

At  (h*  Slat*  A»aoclatloa  HaaUais. 


them  down  from  Sbreveport  to  visit  the  oil 
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no  dnwiBts  from  Buffalo,  dnciniiati.  <'«liunbaa.  St.  LodIb, 
Oraod  RkpldB.  Battle  (Veek.iuid  Dear-bTPOlnlacune  to  Detroit 
■  lew  week!  aso  for  the  eipren  eanxae  of  visltlns  tbe  iBboni- 
lorlee  of  Parke.  Davis  A  Co.  Thej  ore  sees  bere  leAvlna  tbe 
UlohlcMi  Central  station  for  tbe  automobile  boueB  waUing  to 
Uke  them  to  tbelr  hoteli. 


Tbe  dele«atlan  frc 
enfhoaUittlc  In  tbe 
Inc  oft  sometbins  o 
OHhed  tbia  long  bt 


1  Orand  Rapids  was  one  of  the  moat 
intlie  ciowd.  Thej  were  always  puU- 
unlqne  intereat.  Wbea  tbe;  suddenlj 
ner,  and  Kot  beblnd  <t  on  the  lattorb- 


-i 


Tbe  bis  refreshment  lent  on  tt 
toriea.  &cins  tbe  river,  was  a  k 
the  trip  tbrongh  the  plant  had  b* 


On  tbe  second  dar  of  th:  visit.  Parke,  Davis  A  Co.  chartered 
a  apedal  steamer  and  took  the  crowd  up  the  river  for  a  ride  to 
the  famous  St.  Clair  Flats. 


This  dew  of  tbe  Reaearcfa  lAborator;  was  snapptd  by  Lonin 
V.  HIddleton  of  Qrand  Rapids  from  the  steamer  as  It  was  pas- 
dnc  the  P.-D.  plant.  We  are  Indebted  to  Mr.  Hlddleton  for 
moat  of  the  plctorea  on  this  pace. 


r.  H.  JonEeJan,  also  of  Oiand  Rapids,  sends  us  this  snapsbot 
of  the  crowd  bealegins  a  dmi  store  at  AlKonac.  where  the 
steamer  slopped  (or  hall  an  hoar  In  order  to  permit  everybody 
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■ol.  W.  It.  Uaj.  KcrelUT  of  the  Illinois       FiankJ.Butler.ol 
State  Phunuceotinl  AHoclatlon.  Illinois  State 


The  Uinneola  Hotel  at  Fox  LAke.  where  the  meetins  of  the  ^be  lllinoii  State  Board  o 

Illinois  8Ule  Pharmacentioal  Association  nas  held  in  June—  T.  D.  Gresc.  B.  W.  Weeks, 

oertainlj  a  beanlilal  spotl  Frank  J.  Butler. 


m 


Here  ne  have  the  members  ol  tlie  Louisiana  Slai  e  Fharms^  In  this  riew  the  Louieiana  dr jeglsts  are  teavinc  the  apedal 

ceutical  Anodation  at  their  anntial  banquet  in  the  Youree  train  which  took  them  down  h 

Hotel.  Bhievepoit,  La.  Belds  at  Oil  Clt7- 

At  Ih*  Stat*  AMOclaUoB  HMtliiis. 
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IM  dmcKlBts  from  Buffalo.  Cincinnati.  Calumbnj.  St.  Looia, 
OnndRapldi.  Battle  n«k.  and  near-bjpoinUcune  to  Detroit 
ft  few  weeka  affo  for  the  exiiresa  purpose  of  viaitiiv  the  labora- 
tories of  Patke,  Davii  A  Co.  Tber  at«  seen  here  learlns  tbe 
Hlchican  Central  alation  for  the  automobile  bnsscB  waltiiu:  lo 
take  them  to  their  hotels. 


The  delegation  from  Qrand  Rapids  waa  one  of  tbe  most 
enlbuiiaatic  in  the  enlire  ciowd.  Tbej  were  alwan  pull- 
ins  off  BOmethln«  □(  onlqne  tntereat.  When  thej  inddenlj 
flashed  this  lout  banner,  and  Kot  behind  It  on  tbe  labora- 
tory lawn,  BOmebod)'  jami«a  forwiird  with  a  camera  nnd 
snapped  tbem. 


it  tent  on  the  lawn  In  front  oT  the  labon- 
toriea.  fadns  the  river.  wa«  a  eoene  of  animated  Interest  after 
the  trip  throDffh  (he  plant  had  been  concluded. 


On  the  aecond  dar  ol  ths  visit.  Parke.  DaTia  A  Co.  chartered 
a  special  steamer  and  took  tbe  crowd  up  the  river  for  a  ride  to 
tbe  [amoua  St.  Hair  Flat*. 


Tbis  view  or  the  Research  Laboratory  v 
V.  Mlddleton  of  Grand  Rapids  from  the  a 
sine  the  F.-D.  plant.  We  are  indebted  b 
most  of  tbe  plctnrea  on  tbJs  pace. 


Mr.  Uiddleton 


d  beeleslng  a  dnw  si 


o  stretch  his  le^. 
200  Drn^ata  Vlalt  Detroit, 


ids  us  this  snapshot 
Hcouac.  where  the 
a  permit  everjbodj 


BULLETIN  OF  PHARMACY 


Thia  rieMn  ihowi  H  BCctkn  of  one  ol  the  iBrrct  dns  itar»  This  tUm,  —■*"'-'■-*  in  1MB.  ii  owned  br  Blibj  A  Potter. 

Ml  tba  Jtntr  eoait.    The  iton  U  looted  M  AMbarj  Park.  u>d  BepnbUc  Eauu— N.  w.  Biihr  and  P.  R  Potter.    Strict  Muar- 

i*  owned  br  I>r-  P.  P-  Coknuui.  tioo  to  detail*  hu  built  up  >  aloe  tiiiriiifei 


Six  Tlewi  of  the  Bhrereinrt  Drat  Company's  store,  Shreve-  A  Hlchlxan  More— Ed  Aoatln's  at  UkUaod.    Thle  plcton  wae 

port,  La.,  Wm.  Q.  HDdKm.  manacer.    Dnrlnc  the  State  Phar-  taken  from  an  eleration,  and  shoiia  the  arnuwement  of  tooda 

nwceatkal  Aaw>eUtion  meeting  In  Haj,  Mr.  Hndson  Inrlled  the  admiiablj.     Mr.  Anitin  was  pieaident  of  the  Hlchivan  State 

drncclata  lo  make  hii  itore  headqnaiten.  Ptaanoaaentlc*]  Anociatlon  la  inS. 


QiMM.  B.  Wltbenpoon.  Galfe*t«D.  Texas,  ii  well  equipped  lo  Another  Bouthern  pharmac7~Dedmaa'i  drui  atore.  Arkaniaa 

lake  can  of  his  laixe  and  increaains  boaineM.    Two  men  ate  Cltr,  ArkanMa.    Ur.  J.  A.  Btlll.  the  manacer.  may  be  ■een  In 

anpkved  at  the  Boda  fountain.  tbeplotnie.    Tbi*  store  haa  no  KidafoantalD. 

Tw*lv*  Dwmi  S(or*«* 


ii 


If  I  Had  My  life  to  live  Over,  Would  I  Be  a  Druggist? 

Two  writers  have  handled  this  subfed,  one  on  either  aide,  and  two  articles  could  scared^  be  less  alike. 
One  is  an  anthem  of  praise  from  a  pipe^rgan,  the  othtr  possesses  some  of  the  characteristics  of  the  last 
wail  of  a  lost  soul.     Both,  we  feel  confident,  will  be' found  unusually  interesting. — THE  EDITORS, 

WHY  I  WOULD. 

By  Wiluam  d.  Alpers, 

Dean  of  the  Qeveland  College  of  Pharmacy. 
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The  wish  of  having  lived  in  a  state  of  life  or 
being  engaged  in  a  business  diflferent  from  the 
chosen  one,  has  always  appeared  to  me  as  in- 
consistent with  strong  character  and  good 
judgment.  If  it  has  taken  a  man's  whole  life- 
time to  discover  that  he  is  misplaced,  he  has 
certainly  shown  slow  and  poor  judgment,  and 
his  final  enlightenment  comes  too  late;  and  if 
he  lias  known  all  his  life  that  he  would  do 
better  in  any  other  sphere,  he  has  betrayed  lack 
of  energy  and  courage  by  submitting  for  years 
to  the  burdens  of  earlv  errors. 

Almost  without  exception  discontent  is 
based  on  lack  of  success;  for  the  successful 
man  never  regrets  his  career.  And  this  lack  of 
success  is  attributed  to  all  possible  outward 
conditions  and  influences,  but  very  rarely  to 
one's  own  inability  to  recognize  and  grasp  the 
opportunities  of  life  at  the  right  time  and  in 
the  right  way. 

Everywhere  we  can  hear  the  complaints  of 
elderly  men  who  have  stayed  behind  the  aver- 
age, who  aver  that  things  have  changed  and 
conditions  become  worse ;  that  opportunities,  as 
they  existed  at  their  youth,  have  passed  away, 
and  that  it  is  almost  impossible  for  an  honest 
man  to  earn  a  living. 

Such  words  invariably  betray  the  one  great 
fault  of  so  many  men.  They  start  out  in  life 
tinder  fairly  good  conditions,  prosper  a  short 
time,  then  forget  that  the  world  moves,  and 
stagnate.    They  lack  adaptability. 

WHY  MANY  FAIL  TO  SUCCEED. 

They  stay  where  they  started,  and,  absorbed 
in  the  daily  routine  of  their  own  little  duties,  do 
not  notice  what  goes  on  around  them  ;and  some 
day,  sooner  or  later,  they  wake  up  to  see  that 
they  are  sorely  lagging  behind — generally  so 
late,  however,  that  they  have  neither  the  en- 
ergy nor  confidence  to  arouse  themselves  from 
the  sleep  and  make  a  bold  move  forward.  For 
their  minds  have  stood  still  too  long;  they  have 
become  used   to  thinking  as   people  thought 


twenty  or  thirty  years  ago ;  the  inventions  and 
discoveries  of  science  and  industry  are  mys- 
terious apparitions  to  them  that  they  consider 
their  enemies,  the  destroyers  of  their  oppor- 
tunities; they  have  failed  to  adapt  themselves 
to  new  conditions,  new  actions,  new  life;  and 
they  blame  their  neighbors,  their  competitors, 
industrial  enterprises,  in  fact  the  whole  world, 
for  their  failure. 

The  general  thoughts  are  particularly  appli- 
cable to  pharmacy.  They  apply  to  both  the 
so-called  commercial  druggist  and  the  profes- 
sional pharmacist ;  they  apply  to  the  man  in  the 
larger  city  and  on  the  country  cross-road ;  to 
the  wealthy  and  to  the  poor.  The  one  great 
quality  that  every  pharmacist  needs  above 
everything  else  is  adaptability ;  if  he  lacks  this 
quality  his  success  will  be  doubtful,  no  matter 
how  able  or  how  zealous  or  how  faithful  he  is. 
The  enormous  changes  brought  about  by  dis- 
coveries and  inventions  ih  all  branches  of  hu- 
man activity,  and  particularly  in  chemistry  and 
medicine;  the  skill  of  using  the  resources  of 
mechanics  in  the  service  of  professional  work ; 
the  developments  in  commercial  enterprises; 
the  use  of  capital  in  a  hundred  formerly 
unthought-of  directions — ^all  these  factors 
have  brought  about  a  revolution  in  pharmacy, 
and  the  man  who  cannot  adapt  his  thoughts 
and  interests  to  these  changes  is  forced  to  the 
rear  ranks. 

However,  it  is  not  the  object  of  these  lines  to 
dwell  on  the  causes  that  underlie  the  failure  of 
so  many  druggists  of  to-day,  but  rather  to 
dwell  on  the  affirmative  side  and  show  why  in 
spite  of  these  world-wide  changes  the  pharma- 
cist's vocation  is  yet  one  of  the  best,  if  not  the 
very  best,  that  a  man  of  energy  and  foresight 
can  select;  to  show  whv  I  mvself  would  not 
care  to  exchange  it  for  any  other. 

The  doubter  and  scoffer  w-ill  at  once  ex- 
claim: 'Then  you  are  one  of  the  few  lucky 
ones  who  have  reached  the  height  of  success  in 
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your  vocation!"     And  my  answer  is:   It  all 
depends  what  is  meant  by  "success." 

THE  ATTAINMENT  OF  IDEALS. 

This  magic  word,  the  goal  of  all  human 
endeavor,  is  used  daily  by  thousands  and  thou- 
sands, no  two  of  whom,  probably,  have  the 
same  conception  of  its  meaning.  Our  lexico- 
graphers define  success  as  the  attainment  of  a 
proposed  object,  or  the  prosperous  termination 
of  anything  attempted.  It  therefore  depends 
entirely  on  the  object  that  a  man  sets  out  to 
attempt  and  to  attain.  Few  will  rise  to  state 
that  they  accomplished  this  purpose  to  their 
full  satisfaction.  For  no  matter  what  our 
object  in  early  life  may  have  been,  we  see  it 
changing  and  growing  as  our  own  views  and 
powers  grow;  so  that  there  always  remains  a 
new^  road  to  travel,  a  new  field  to  cultivate. 

But  this  very  inability  of  all  human  en- 
deavor to  reach  the  attempted  goal  makes  for 
new  effort  and  new  energy,  and  keeps  us  active 
and  hopeful  to  the  end  of  our  lives.  And  if 
this  lifelong  work  is  devoted  to  a  noble  and  a 
great  cause,  this  unattained  aim  becomes  an 
ideal  that  guides  and  directs  us.  It  leads  us 
like  the  polar  star  leads  the  sailor,  who  looks 
up  to  it  in  confidence  and  admiration,  though 
he  never  expects  to  call  it  his  own. 

This  noble  conception  of  our  daily  work, 
this  high  ideal  of  our  life,  can  be  upheld  better 
in  pharmacy  than  in  any  other  occupation. 
What  is  it  that  calls  forth  the  best  efforts  of 
man  and  makes  his  mind  active  and  produc- 
tive? Many  will  answer,  money,  wealth;  and 
indeed  the  accumulation  of  wealth  is  a  power- 
ful factor  with  every  one.  But  there  are  many 
other  causes. 

There  may  be  the  longing  for  broad  com- 
mercial enterprise;  the  desire  to  shine  in  soci- 
ety ;  to  be  prominent  in  art  or  literature ;  to  be 
known  as  an  inventor  or  discoverer ;  to  be  the 
solver  of  some  grand  problem;  to  be  a  leader 
of  men  in  private  enterprises  or  in  public;  to 
be  a  teacher  or  expounder  of  scientific  prob- 
lems ;  to  be  known  to  posterity  for  great  deeds 
or  thoughts.  All  these  are  desires  and  passions 
more  or  less  strong  and  active  in  the  hearts  of 
men ;  desires  and  passions  that  prompt  them  to 
think,  to  work,  to  strive. 

A  LIMITLESS  FIELD. 

And  there  is  no  occupation  in  the  world  that 
offers  a  broader  field,  a  wider  scope,  than 
pharmacy. 


That  the  accumulation  of  wealth  is  not  im- 
possible in  pharmacy  is  shown  by  many 
instances,  and  I  believe  that  the  number  of 
wealthy  men  in  pharmaceutical  pursuits  com- 
pares very  well  with  that  of  any  other  occupa- 
tion. What  an  enormous  field  expands  here  to 
the  enterprising  man !  Manufacturing  in  many 
directions,  the  importing  and  exporting  of 
drugs  and  chemicals,  the  establishment  of  bio- 
logical institutions,  the  development  of  com- 
merce with  foreign  nations — ^all  this  is  within 
the  grasp  of  the  young  pharmacist ;  and  it  is  a 
fact  that  nearly  every  one  of  the  men  promi- 
nent in  these  lines  to-day  either  rose  from  the 
lowest  ranks  or  succeeded  his  father,  who 
started  as  an  ordinary  druggist. 

In  the  accumulation  of  wealth  do  not  look 
down  to  those  who  have  failed,  but  look  up  to 
those  who  have  attained  what  the  world  calls 
success,  and  you  will  find  that  a  large  percent- 
age of  druggists  are  prosperous  men,  and  that 
the  opportunities  are  the  same  to-day  as  yester- 
day ;  in  fact,  better. 

CHEMISTRY  AN  INFANT. 

And  what  an  enormous  field  there  is  for  the 
inventor !  Chemistry  has  only  begun  to  show 
its  depth  and  broadness,  and  the  thousands  of 
practical  applications  of  its  teachings  that  are 
yet  unused  offer  the  pharmacist  who  has  an 
inventive  mind  no  end  of  opportunities.  Here, 
too,  pharmacy  compares  well  with  any  other 
science,  and  the  number  of  pharmacists  who 
have  attained  renown  and  even  immortal  rec- 
ognition as  chemical  discoverers  is  very  great. 

If  the  beauties  of  the  field,  the  hidden 
treasure  of  nature  in  groves  and  virgin  forests, 
attract  you,  pharmacy  again  will  lead  you,  as 
it  has  many  others  before,  and  show  you  a 
broad  range  of  activity  for  your  inclinations. 

In  literature,  pharmacy  takes  equal  rank 
with  all  other  professions,  and  the  subjects  that 
its  branches  offer  will  bewilder  your  mind  by 
their  multitude  and  variety.  There  never  is 
any  drought  or  lack  of  new  material  for  the 
thinking  writer  in  pharmacy,  and  the  beauty 
and  abundance  of  topics  will  stimulate  him  to 
attain  the  highest  proficiency. 

In  the  community,  among  his  neighbors,  the 
able  pharmacist  cannot  but  gain  friendship  and 
respect.  His  broad  knowledge  of  so  many 
things ;  his  willingness  to  correct,  instruct  and 
advise;  his  tact  and  commercial  ability — all 
these  will  make  him  a  leading  man,  and  he  can 
freely  follow  his  inclinations  to  excel  in  society 
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or  politics,  if  he  wishes  to  do  so.  Also  as 
instructor  and  teacher  in  the  higher  places  of 
learning  he  finds  an  open  field,  and  many  a 
pharmacist  has,  through  his  wise  and  beneficial 
influence  in  this  direction,  shaped  the  career  of 
young  men  who  otherwise  might  have  gone 
astray. 

Finally,  if  books  on  abstract  science,  records 
from  olden  times,  problems  of  pure  philosophy 
are  your  delight,  where  better  than  in  that  little 
room  behind  the  pharmacy,  when  the  midnight 
lamps  shed  a  cosy  radiance  on  your  table,  can 
you  follow  the  thoughts  of  great  thinkers,  or 
let  your  own  imagination  build  happiness  and 
comfort  around  you? 

It  will  therefore  be  seen  that  the  man  whose 
mind  and  ambition  reach  beyond  the  limited 
sphere  of  the  ordinary  drug  store,  pharmacy 
offers  chances  and  opportunities  of  the  most 
varied  scope;  opportunities  that  cannot  be 
equaled  or  surpassed  by  any  other  profession 


or  business.  Also  to  the  average  pharmacist, 
who  cannot  boast  of  such  ambitions  and  whose 
expectations  in  life  take  a  more  modest  flight, 
pharmacy  offers  the  possession  of  a  cosy  home, 
the  happiness  of  a  contented  and  harmonious 
family,  the  respect  of  his  neighbors. 

The  opportimity  to  help  others  by  advice  and 
deed ;  the  yearly  intercourse  with  professional 
friends  at  the  meetings  of  associations;  the 
consciousness  of  devoting  life  to  the  welfare 
and  health  of  our  fellow  men ;  the  perusal  of 
our  pharmaceutical  literature,  thereby  enlarg- 
ing and  completing  of  our  knowledge;  and 
above  all  the  ability  to  do  good — all  of  this,  if 
understood  and  undertaken  in  the  right  spirit, 
must  strengthen  and  beautify  our  efforts, 
increase  our  self-respect,  give  us  hope  and  con- 
fidence in  our  future  and  make  us  happy  in  the 
performance  of  our  duties  for  the  elevation  of 
pharmacy,  the  noblest  and  best  vocation  of 
man. 


WHY  I  WOULD  NOT. 
By  Elmer  £.  Cas£. 


Some  boys  have  pronounced  bents.  Early  in 
life  they  show  tendencies  which  leave  little 
doubt  as  to  what  work  their  future  should  be 
devoted  to.  Such  boys  are  fortunate — some- 
times. 

They  are  fortunate  if  teachers,  parents,  or 
guardians  read  the  signs  aright  and,  having 
read,  give  heed.  They  are  extremely  unfor- 
tunate if  the  fiber  of  their  being  is  thwarted, 
and  some  distasteful  calling  is  literally  jammed 
onto  them. 

I  am  one  of  the  latter.  I  became  a  druggist, 
in  spite  of  loud,  protesting  cries  which  must 
have  come  from  some  ductless  gland  near  the 
seat  of  the  soul.  My  entire  being  revolted  at 
the  time  the  decision  was  made  for  me,  and 
there  has  been  more  or  less  inner  turmoil  ever 
since. 

I  wanted  to  be  a  railroad  man ! 

Now  don't  laugh.  I  want  to  be  a  railroad 
man  yet,  and  I  am  52  years  old!  I  shall  go 
down  to  the  end  of  my  days  wanting  to  be  a 
railroad  man.  And  mark  you  this:  if  there  are 
railroads  on  that  bright  and  happy  shore  we 
sometimes  sing  about,  I  shall  be  neither  bright 
nor  happy  if  they  don't  rig  me  out  in  proper 
regalia,  hand  nie  a  long-snouted  oil-can,  and 
give  me  a  regular  run. 


To  my  mind  there  is  nothing  in  all  this 
world  so  interesting  and  wonderful  as  a  loco- 
motive; there  is  no  class  of  men  so  happy, 
healthy,  and  essential  as  locomotive  drivers,  or 
engineers,  as  we  call  them.  They  like  their 
work,  they  love  the  big,  pulsating  monster  over 
which  they  dominate;  and  within  them  all 
swells  a  justifiable  pride  as  they  take  up  the 
challenge  of  the  elements.  Doesn't  it  paint 
goose-pimples  on  your  flesh  to  contemplate  the 
picture — ^a  brave  man  throwing  the  throttle 
and  heading  off  into  the  fury  of  a  storm  ? 

If  it  doesn't,  take  out  some  more  life  insur- 
ance.   Your  liver  is  bad. 

As  a  child  I  literally  reveled  in  toy  engines 
and  miniature  "choochoos."  At  school,  even 
as  a  boy  in  knee  pants,  I  knew  more  about 
engines  than  my  teachers  did.  As  a  youth 
much  of  my  spare  time  was  spent  in  railroad 
yards,  and  many  a  sound  whaling  I  got  at 
home  because  of  it,  too.  There  could  have 
been  no  possibility  of  doubt  in  the  minds  of  my 
parents  as  to  the  trend  my  entire  being  took, 
nor  that  it  was  a  trend  of  imusual  intensity. 

And  yet  one  can't  blame  them  much,  either. 
No  parent  likes  to  see  his  or  her  child  take  to 
railroading.  It  is  not  considered  an  altogether 
genteel  occupation,  to  begin  with,  and  quite 
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apart  from  that  it  is  classed  as  an  extremely 
hazardous  one.  Mothers,  particularly,  shudder 
at  the  very  thought  of  it. 

I  BECAME  A  DRUGGIST. 

When  I  was  about  sixteen,  mother's  health 
began  to  fail.  Father  used  this  fact  to  good 
effect,  in  his  talks  with  me.  When  I  left  high 
school,  he  almost  persuaded  me  to  go  into  the 
office  with  him — he  held  a  good  clerical  posi- 
tion with  a  grain  concern.  While  I  was  gig- 
ging back,  "sparring  for  wind,"  as  the  saying 
is,  our  neighborhood  druggist  called  me  in  as 
I  was  passing  one  day,  and  offered  me  a  place 
in  his  store, 

I  did  not  know  for  a  long  time  that  the  offer 
had  been  made  at  father's  earnest  and  repeated 
solicitation.  The  druggist  had  no  faith  in  me ; 
I  soon  learned  that. 

However,  I  fooled  him — ^the  druggist.  I 
made  good. 

Father  helped  me  through  pharmacy  school, 
and  as  soon  as  the  law  would  permit  I  secured 
registration.    I  was  now  22. 

It  must  not  be  understood,  though,  that  I 
had  given  up  the  idea  of  becoming  a  railroad 
man.  The  date  of  my  entrance  into  the  glori- 
ous field  was  merely  deferred,  that  was  all. 
Mother's  health  still  continued  bad.  I  could 
wait. 

And  then,  one  day,  I  met  a  certain  young 
lady  whom  we  will  not  name  but  who  was 
destined,  shortly,  to  become  the  finishing  agent 
in  depriving  railroad  circles  of  a  bright, 
resplendent  star. 

We  were  married  five  months  and  three 
days  from  that  memorable  morning  on  which 
I  sold  her  a  tooth-brush. 

Now  I  knew  well  enough  what  it  meant  to 
take  the  matrimonial  plunge.  I  imderstood 
fully  that  such  a  step  undoubtedly  closed  "for 
keeps,"  to  use  a  boyish  expression,  those  ave- 
nues down  which  I  had  looked  so  longingly  all 
my  life.  But  somehow,  I  couldn't  help  myself. 
A  bright  smile  and  a  double  row  of  pearly 
teeth  swept  me  out  into  the  current,  into  the 
dizzy,  swirling  waters  above  the  falls,  and  then 
over  the  brink. 

I  was  very  young ! 

saved! 

My  parents  were  overjoyed.  I  had  been 
saved !  In  the  exuberance  of  this  elation  they 
assisted  me  in  getting  started  in  a  business  of 
my  own ;  I  bought  a  store  in  a  suburb,  and  set- 


tled down  to  pill-rolling  as  a  life  vocation.  In 
due  time  little  Nellie  and  then  little  Billy  made 
their  appearance,  and  my  feet  were  firmly  set 
in  tanglefoot. 

I  have  said  that  I  made  good  in  a  drug  store: 
And  I  did,  as  a  clerk.  I  had  a  bright,  breezy, 
good-humored  way  about  me  which  was  par- 
ticularly pleasing  to  customers.  I  made  ac- 
quaintances quite  offhand,  and  gained  and  held 
the  good-will  of  a  large  portion  of  the  com- 
munity.   In  short,  I  was  a  good  clerk. 

But  I  soon  found,  when  I  got  in  business  for 
myself,  that  I  was  sadly  deficient  in  genuine 
business  ability.  I  abhorred  bookkeeping;  fig- 
ures in  any  shape  or  form,  for  that  matter. 
Barter  and  trade  was  not  a  part  of  my  make- 
up, never  was,  and  never  can  be.  I  did  not 
possess  the  commercial  instinct. 

This  was  particularly  unfortunate,  for,  on 
the  other  hand,  I  did  not  possess  the  scientific 
instinct.  And  so  I  found  myself,  as  so  many 
thousands  do,  sadly  out  of  my  element — ^and 
sentenced  for  life ! 

Now  I  am  aware  that  certain  political  eco- 
nomists will  tell  you  that  such  a  view  is  all 
wrong ;  that  no  man  need  be  chained  to  an  oar 
in  the  galley-boat  all  his  life  long.  But  these 
men  are  entirely  off  in  their  reckoning.  They 
may  be  good  theorists  and  all  that,  but  when  it 
comes- to  the  practical  concerns  of  life  they  are 
not  one  whit  better  equipped  than  I  am.  Yoke 
one  of  them  up  with  a  hysterical  woman,  add 
to  this  the  mistake  of  starting  without  a  dollar, 
compound  the  felony  by  two  visits  from  the 
stork — and  where  would  Mr.  Fixer  land? 

THE  BUMP  OF  COMMERCE. 

It  takes,  a  man  whose  bump  of  commerce  is 
a  little  better  developed  than  similar  bumps  on 
the  heads  of  his  neighbors  to  wiggle  out  of  a 
quagmire  like  that.  It  doesn't  matter  to  what 
extent  his  other  bumps  stick  out,  only  one 
counts:  the  bump  of  Getting-the-Start-of- 
Your-Neighbor.  If  such  a  bump  is  a  depres- 
sion, may  the  good  Lord  help  him.  It  isn't 
very  often  that  his  wife  will. 

I  am  still  here,  right  where  I  started.  I 
have  made  a  piece  of  a  living,  in  spite  of  it  all. 
I  make  no  attempt  at  being  a  scientific  business 
man.  I  keep  my  stock  fairly  up  to  the  hour, 
wait  on  what  customers  happen  to  drop  in,  and 
gossip  and  smoke  and  read  during  all  the  spare 
time  I  can  get. 

My  wife  says  that  I  am  lazy,  but  that  isn't 
it.    I  am  merely  out  of  place. 
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I  take  very  little  interest  in  my  business-  I 
have  no  ambition  to  be  known  either  as  a  com- 
mercial skyrocket  or  an  owl-eyed  wise  man. 
It  all  seems  so  puny  and  distressingly  inconse- 
quential to  me. 

But,  kind  fairy,  give  me  an  oil-can!  My 
heart  thumps  at  the  thought  of  it. 

And  still,  in  honest  seriousness,  I  realize  that 
there  is  nothing  wrong  with  the  drug  business. 
I  know  of  no  more  honorable  calling,  or  one 
which  is  likely  to  prove  more  satisfactory  to 
the  man  who  has  no  pronounced  bent  in  some 
other  direction.  To  these  it  proves  a  fascinat- 
ing occupation,  and  one,  not  infrequently, 
from  which  a  go-devil  load  of  gold  dollars  may 
be  yanked  with  exhilarating  regularity.  In- 
deed, from  my  warped  standpoint,  pharmacy 
is  the  least  accursed  of  all  commercial  enter- 


prises, for  the  reason  that,  as  far  as  storekeep- 
ing  goes,  it  is  the  least  commercial.  Still,  in 
this  respect,  a  marked  change  has  taken  place 
during  the  stale  years  that  I  have  "run"  a  drug 
store.  Commercialism  has  crowded  its  way  to 
the  foreground,  until  to-day  it  is  much  more 
than  highly  probable  that  the  so-called  "suc- 
cessful druggist"  is  10-per-cent  professional 
man  and  90-per-cent  customer  juggler. 

I  haven't  made  money.  I  don't  even  own  a 
home.  I  keep  my  children  at  school,  and  pro- 
tect their  future,  as  well  as  their  mother's,  with 
a  little  life  insurance. 

After  having  said  all  this,  is  it  necessary  to 
ask,  "If  I  had  my  life  to  live  over  again,  would 
I  become  a  druggist?" 

I  didn't  "become"  a  druggist  in  the  first 
place.    I  was  made  one. 


BOSSES  I 
HAVE  KNOWN 


Ernest  Seton-Thompson  once  wrote  a  book 
on  "Wild  Animals  I  Have  Known."  I  shall 
follow  in  his  illustrious  foot-tracks,  modifying 
somewhat,  however,  his  much-pirated  title. 

"Bosses  I  Have  Known."  We  will  let  it  go 
at  that. 

My  first  employer  was  my  uncle.  He  took 
me  into  his  dusty  pill  emporium  for  the  pur- 
pose of  giving  me  a-  start  in  life.  He  didn't 
want  to,  I  am  convinced  of  that.  But  I  in- 
sisted, and  he  was  too  easy-going  and  com.plac- 
ent  to  refuse. 

Uncle  took  it  for  granted  at  the  start  that 
my  life  was  to  be  a  total  failure,  and  that 
it  would  be  an  utter  waste  of  time  to  try 
to  teach  me  anything.  Shortly  after  I  entered 
his  employ,  I  got  down  an  old  dilapidated  dis- 
pensatory, and  asked  him  if  I  hadn't  better 
study  a  little  occasionally.  He  told  me  that 
the  book  was  too  big;  that  it  wasn't  any  use 
to  tackle  it.    He  advised  a  quiz  compend. 

I  stayed  with  Uncle  Stephen  two  years,  dur- 
ing which  I  learned  much — what  not  to  do. 
In  fact,  the  best  instruction  I  ever  received  in 
my  life  was  the  total  lack  of  it  from  Uncle 
Stephen. 

'^  A  FRIENDLY  HAND. 

A  native  of  our  little  village  had  gone  to 
a  town  in  a  neighboring  State  and  leased  a 


By  JOHN  H.  KREISEL 

hotel.  One  day  I  got  a  letter  from  this  man 
apprising  me  of  the  fact  that  there  was  a  job 
awaiting  me  in  one  of  their  two  drug  stores  at 
$7.00  per  week,  if  I  would  take  it.  My  friend 
was  a  hustler.  He  was  looking  for  boarders 
who  would  stay  by  him. 

Well,  I  went.  The  druggist  took  me  "out 
of  sight  and  unseen,"  as  we  used  to  say  when 
we  traded  jack-knives.  I  was  a  strong  boy 
for  my  age,  being  at  that  time  17,  and  this 
particular  druggist  needed  a  strong  boy.  It 
became  a  part  of  my  duties  to  see  that  he  got 
home  not  later  than  12  o'clock  every  night. 
He  couldn't  have  made  it  alone,  for  it  was  one 
of  his  strong  convictions  that  it  wouldn't  do 
to  go  home  sober. 

I  stayed  with  this  man  a  year — 2l  year  so 
full  of  experience  that  it  would  take  several 
books  the  size  of  Webster's  Dictionary  to  prop- 
erly contain  them.  One  bright  Wednesday 
morning,  out  of  pure  malice,  he  fired  me. 

So  far  I  had  not  learned  much  about  the 
drug  business,  nor  had  I  accumulated  quite 
enough  capital  to  take  me  through  college.  I 
went  home  and  for  nearly  three  months  was 
idle,  my  chief  occupation  being  answering  ad- 
vertisements for  drug  clerks.  My  qualifica- 
tions were  so  limited  that  it  was  difficult  to 
secure  a  position. 
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I  got  one  finally,  though;  this  time  in  a  big 
city.  The  proprietor  who  gave  me  employ- 
ment owned  two  stores;  he  put  me  in  the 
branch,  or  second  store,  imder  a  manager 
whose  age  could  not  have  exceeded  25  sum- 
mers. The  manager  was  highly  cultured,  a 
graduate  in  pharmacy,  but  not  a  hustler.  His 
mind  ran  more  to  silk  socks,  polka-dot  neck- 
ties, and  the  latest  popular  air  than  to  anything 
pertaining  to  his  chosen  calling.  Moreover, 
he  played  the  banjo,  and  smoked  cigarettes. 
Being  country  bred,  the  latter  performance 
was  a  heinous  crime  in  my  eyes. 

This  boss  took  very  little  interest  in  me, 
other  than  to  see  that  I  was  kept  busy  at  the 
most  menial  tasks.  We  soon  became  so  an- 
tagonistic that  it  was  impossible  for  me  to  re- 
main with  him.  I  told  the  proprietor  my 
troubles,  and  he  transferred  me  to  the  main 
store. 

This  man  ran  to  race  horses ;  in  fact,  in  the 
end  they  got  him.  He  lost  both  stores.  How- 
ever, before  this  happened  I  passed  the  exam- 
ination and  became  an  assistant. 

FIVE  DOLLARS  AND  COSTS ! 

My  next  boss  was  not  a  druggist ;  he  was  a 
would-be  politician.  The  store,  which  was  the 
only  one  in  a  little  village  of  400  inhabitants, 
was  run  imder  the  local  physicians'  registra- 
tion, he  being  a  registered  pharmacist  as  well 
as  a  doctor. 

This  proprietor  had  evidently  had  some  bad 
experience  with  former  clerks.     He  was  the 


most  suspicious  man  I  ever  knew.  Right  at 
the  beginning  he  set  half  a  dozen  or  more  traps 
for  me,  which  were  so  poorly  concealed  that  a 
blind  muskrat  would  have  failed  to  get  into 
one  of  them.  This  attitude  was  extremely 
galling,  and  in  the  end  resulted  in  actual 
blows. 

The  fine  was  $5.00  and  costs,  and  after  I 
paid  it  I  had  but  little  more  left  in  the  way  of 
available  assets  than  was  necessary  to  get  me 
to  the  next  town,  for  which  I  headed  without 
undue  waste  of  time. 

There  were  two  drug  stores  in  this  place,, 
and  the  proprietor  of  one  of  these  stores  I 
knew  to  be  extremely  unfriendly  to  the  man 
whose  employ  I  had  just  left. 

I  went  to  this  man  and  told  him  my  troubles. 
He  kept  me  with  him  a  week,  in  the  end  secur- 
ing me  a  position  with  a  friend  of  his  in  a 
small  city  about  70  miles  distant. 

I  had  moved  about  altogether  too  much ;  this 
I  realized.  But  in  going  back  over  that  period 
of  my  life  during  which  I  had  been  associated 
with  the  smell  of  iodoform,  I  could  not  see 
wherein  I  had  been  particularly  to  blame. 
Nevertheless  I  felt  somewhat  ashamed  of  my- 
self, and  determined,  let  the  conditions  be  what 
they  might,  to  stay  at  this  new  place  a  num- 
ber of  years,  if  possible. 

And  here,  at  last,  I  found  a  real  boss,  one 
who  not  only  conducted  his  business  on  broad 
humanitarian  plans,  but  who  also  took  an  lui- 
usual  degree  of  interest  in  his  employees.  .  I  am 
with  him  yet. 


A  SYNTHETIC  SALESMAN 


Good  Spat,  our  local  druggist,  made  up  his  mind  one 

day 
To  scrutinize  the  value  of  the  little  things  that  pay. 
He  wasn't  satisfied  to  note  that  Brown  need  scarcely 

try, 
While  Perkins   seemed  to  lack  the  knack  of  making 

people  buy. 
And  thus  he  came  to  analyze  why  Brown  could  records 

make, 
While  Perkins  on  his  palmy  days  could  scarce  an  order 

take. 

He  saw  when  Perkins  made  a  sale  of  fifteen  cents  or  so 
He  seldom  said  a  pleasant  word,  or  had  a  smile  to  show. 
To  watch  the  genial  Brown  you'd  note  how  very  hard 
he  tried 


By  G.  F.  T.  HOWE 

To  treat  his  customers  like  friends,  and  make  them 

satisfied. 
He  always  seemed  unruffled,  were  it  maid  or  man  or  boy. 
He'd  gladly  sell  a  postal  card  or  show  a  child  a  toy. 

And  thus  it  was  Spat  analyzed,  with  keen  and  clever 

mind. 
The  points  of  every  clerk  he  met,  to  failings  never  blind. 
And  then  he  took  a  country  boy  who'd  barely  left  the 

school, 
And  taught  him  how  in  salesmanship  to  use  the  Golden 

Rule. 
And  slowly  there  developed  what  good  Spat  had  dared 

to  guess, 
The  new  synthetic  salesman — and  a  most  pronounced 

success  I 


Monthly  Prize  Questions  and  Answers. 

tVe  an  praaObig  Otk  monlh  Aree  pf  Ihe  papm  retxhtJ  bi  rapome  to  Ihe  qaetOon,  "What  b  Ihe  bed 
hcaihn  in  the  drug  store  for  the  dgta  ootada,  and  whjf?  "  and  mippleitMaittng  the  «erie>  hg  one  paper  m 
"What  are  the  best  melhodt  of  eUndnating  aatle  ti  the  drugttore?  "  Both  these  queitiom  were  amtounoeJ 
bt  oar  April  numher,  and  have  pimed  to  be  prodacHoe  of  thoughtful  dttcauhn.  Then  can  be  bat  Mle  argumad 
aa  to  where  the  dgax  com  JmuU  he  located,  crdinarily;  but  it  b  aomettmet  interesting  to  ca^mpl^e  a  numier 
ofdtfferenlly-expreaaed  viewi.  eoen  though  they  may  all  tend  bi  the  tame  general  SrecOoa.  The  paper  on 
e&mbtalbig  ukate  will,  we  feci  be  found  biterealbig  also. 


What  is  the  Best  Location  for  the  Ggar  Counter? 

Answers  to  a  Question  announced  m  April. 


THE  PRIZE-WINNING  ANSWER. 

By  Fred  A.  Bockuann. 

A  cigar  counter  should  always  be  in  the 
front  part  of  the  store,  as  near  the  entrance 
as  possible.  This  is  for  the  reason  that  nine 
men  out  of  ten,  when  they  take  it  into  their 
heads  to  buy  a  cigar,  are  in  a  hurry;  at  least 
think  they  are. 

When  a  store  is  on  a  car  line,  it  is  a  distinct 


advantage  to  have  the  cigar  case  near  the  front 
windows,  so  that  a  man,  waiting  for  a  car, 
will  not  feel  that  he  is  in  any  danger  of  losing 
his  ride  while  buying  a  cigar.  Also,  in  ex- 
treme warm  weather,  and  in  extreme  cold 
weather  as  well,  a  man  will  frequently  step  into 
the  drug  store  to  wait  for  a  car.  If  the  cigar 
case  is  near  the  window  he  will  frequently  buy 
a  cigar,  or  two  or  three.     He  may  not  always 


do  this  because  he  wants  the  cigar  at  the  time, 
but  if  he  is  a  "good  scout"  he  feels  like  cancel- 
ing the  obligation  by  buying  something.  If  he 
is  a  smoker,  cigars  can  be  used,  some  time. 
Hence  the  advantage  of  having  the  cigar  case 
"right  before  his  eyes." 

If  the  cigar  case  is  well  up  in  front,  it  may 
be  seen  from  the  sidewalk,  also.  This  has  a 
suggestive  influence  on  a  man  who  has  gone 
without  a  weed  in  his  face  for  a  number  of 
hours,  which  frequently  results  in  a  sale.  With 
the  cigar  case  sunk  back  in  the  middle  of  the 
store  this  could  never  happen. 

The  customary  place  for  the  cigar  case  is 
near  the  entrance — that  is  another  reason  why 
it  should  always  be  found  there.  Men  do  not 
like  to  look  around  for  what  they  want.  They 
are  more  or  less  creatures  of  habit.  They  go 
into  a  store,  turn  to  the  place  where  the  cigar 
case  ought  to  be,  and  if  it  isn't  there  they 
simply  don't  like  it.  More  than  that,  there  is 
a  certain  small  majority  of  buyers,  particularly 
the  younger  ones,  who  do  not  want  to  appear 
green.  Going  into  a  store,  if  they  do  not  dis- 
cover the  cigar  case  where  they  think  it  ought 
to  be,  they  are  much  more  likely  to  turn  around 
and  go  out  than  to  ask  questions. 

The  cigar  case  should  he  near  the  soda  foun- 
tain. Somehow,  the  two  seem  to  be  related. 
A  great  many  smokers  feel  the  need  of  the 
soothing  influence  of  a  little  nicotine  after  eat- 
ing. An  ice-cream  sundae  calls  for  a  smoke. 
Possibly  the  call  may  not  be  strong  enough  to 
suggest  distinctly  the  advisability  of  buying  a 
cigar;  but  if  a  show-case  full  of  well-displayed 
cigars  is  before  the  eye  it  emphasizes,  almost 
irresistibly,  the  inclination.  A  good  place  for 
the  cigar  counter  is  opposite  the  soda  fountain. 
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Another  point.  Suppose  your  cigar  case  was 
located  somewhere  at  the  rear  of  the  store. 
Suppose  your  store  is  small  and  somewhat 
crowded.  How  many  men  are  going  to  push 
their  way  through  in  order  to  buy  a  cigar? 
Not  one  in  500. 

The  cigar  case  should  be  in  the  front  of  the 
store.  I  cannot  conceive  of  a  possible  reason 
for  locating  it  anywhere  else. 


NO  CHANCE  FOR  DISCUSSION. 

By  Louis  J.  Strehl. 

The  customers  of  a  cigar  department  are 
men.  There  may  come  a  time — ^and  it  is  said, 
by  some,  not  to  be  very  far  distant — when 
members  of  the  gentle  gender  will  line  up  in 
front  of  a  cigar  case,  together  lyith  the  men ; 
but  that  era  in  evolution  has  not  been  reached 
yet. 

The  cigar  case  should  be  so  located  that  it 
can  be  seen  from  the  sidewalk.  This  often 
suggests  the  idea  of  smoking,  which  might  not 
otherwise  be  thought  of. 

Often  a  man  comes  in,  buys  a  cigar,  lights 
it,  and  then  leans  against  the  show-case  and 
smokes  a  while.  Now  if  the  show-case  was 
located  in  the  middle  of  the  store,  a  cloud  of 
smoke  would  dissipate  itself  throughout  the 
entire  room.  If  the  case  is  located  near  the 
door,  and  the  door  is  open,  much  of  the  smoke 
takes  the  directest  route  to  the  freer  realms 
outside.  Thus  we  frequently  do  away  with  the 
possibility  of  the  entire  store  becoming  scented 
with  tobacco  smoke. 

Sometimes  a  man  comes  in  with  his  wife, 
and  while  she  is  making  her  purchases,  or  tele- 
phones, the  man  stands  near  the  front  entrance 
and  waits.  If  he  is  near  a  cigar  case  he  is  sub- 
jected to  its  suggestive  influence.    It  is  harder 


for  a  smoking  man  to  lean  against  a  cigar  case 
and  not  invest  in  some  of  its  contents  than  it 
is  for  a  woman  to  pass  up  a  bargain  sale — 
and  that's  going  some ! 

The  objection  is  often  made  that  if  a  case 
is  located  up  in  front  that  a  collection  of 
loafers  gathers  around  it,  and  this  has  a 
tendency  to  keep  women  customers  out  of  the 
store.  But  nowadays  there  are  few  "regu- 
lars;" far  less  than  there  used  to  be.  Cus- 
tomers understand  that  the  proprietor  doesn't 
want  them  to  hang  around  and  smoke  up  the 
place,  and  they  are  usually  considerate  enough 
not  to  do  so. 

It  is  sometimes  suggested  that  if  the  cigar 
case  was  located  about  midway  down  the  store 
it  would  give  the  clerks  a  better  opportunity  to 
make  other  sales,  besides  cigar  sales,  to  the 
same  man.  As  the  matter  now  stands,  it  is  his 
habit  to  come  in,  buy  a  cigar,  and  rush  out 
again.  If  the  cigar  counter  was  farther  into 
the  store  you  might  have  a  better  chance  to 
open  up  a  conversation  which  would  result  in 
increased  sales. 

But  this  point  may  be  easily  overcome  if 
certain  goods,  such  as  shaving  supplies,  etc., 
etc.,  are  neatly  displayed  on  top  of  the  cigar 
case.  Always  attach  price  tags  to  the  goods 
thus  displayed,  whether  such  goods  be  razors, 
razor  blades,  soaps  of  various  kinds,  cigar 
lighters-— or  whatever  goods  they  may  be. 

Certain  breath  tablets,  or  liquids  for  hoarse- 
ness and  sore  throat,  may  be  displayed  to  ad- 
vantage. A  neat  sign  "For  Smokers'  Throats" 
helps  wonderfully. 

To  my  mind,  there  is  no  chance  for  dis- 
cussion. The  cigar  case  should  occupy  a  com- 
manding position  in  the  front  of  the  store. 

You  won't  lose  any  trade  by  placing  it  there ; 
you  will  lose  trade  if  you  put  it  anywhere  else. 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  department  is  in  the  hands  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  cooperation 
b  earnestly  urged.     The  following  questions  are  armouncedfor  the  next  contest: 

1 .  Who  shoiild  receive  the  highett  ialary—  the  first^da—  saletman  on  the  floor  in 
front,  or  the  licensed  prescription  clerk  in  the  rear?    Why  ?    SuSmdUtd  by  Oijfwd  H.  Radf, 

Utica,  N.  Y. 

2.  Can  an  ordinary  drug  store  secure  business  from  factories,  municipalities,  big 

business  concerns,  etc;  and  if  so,  how  ?     SukmUttd  hy  IValier  M.  Ouue,  Bangor,  Me. 

For  the  besf  answer  to  any  one  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other  answers,  if 
printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  worth  long  and  in 
our  hands  by  September  10. 
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MEET  THE  CUSTOMER  AT  THE  DOOR. 

By  George  D.  Campbell. 

Cigar  customers  are  usually  in  a  hurry. 
They  come  right  in,  turn  around,  and  go  right 
out  again.  The  cigar  case  should  meet  them 
pretty  close  to  the  door. 

This  is  a  peculiar  fact  which  I  have  often  ob- 
served: a  man  will  walk  a  number  of  blocks 
in  order  to  make  a  purchase  at  his  favorite 
store — ^but  he  won't  walk  20  feet  into  the  in- 
terior of  the  store  to  buy  a  cigar ! 

In  the  case  itself,  every  box  should  be  so 
placed  that  the  cigars  are  displayed  to  the  best 
advantage,  and  so  that  the  labels  may  be  easily 
read.  It  is  a  good  idea,  also,  to  have  the  price 
attached  to  every  box. 

Even  the  man  who  smokes  one  brand  almost 
exclusively  likes  to  look  over  your  stock ;  likes 
to  note  the  new  brands  as  they  appear.  More 
than  that,  nearly  every  smoker  likes  to  pick  and 
choose — ^likes  to  make  the  clerk  feel  that  he  is 
a  judge  of  good  tobacco. 

In  a  store  where  the  volume  of  business  on 
this  particular  line  is  not  large  enough  to  jus- 
tify the  employment  of  a  special  clerk,  it  is 


desirable  to  have  the  cigar  case  located  where 
it  is  accessible  to  clerks  as  well  as  customers. 
When  a  man  comes  in,  the  clerk  should  beat 
him  to  the  cigar  case,  if  possible.  Now  this 
sometimes  is  not  possible,  in  very  large  stores. 
I  know  of  three  stores  where  the  cigar  case  is 
located  about  a  third  of  the  way  back  from  the 
door,  for  this  verv  reason.  Were  it  located 
near  the  door,  the  customer  would  be  obliged 
to  wait  until  the  clerk  could  get  there.  In  such 
rare  instances  there  may  be  some  excuse  for 
having  the  cigar  counter  situated  pretty  well 
back  from  the  entrance ;  but,  as  I  stated,  these 
cases  are  rare. 

Many  men  will  walk  out  of  a  store,  rather 
than  call  a  clerk  to  get  them  a  cigar. 

It  is  an  advantage  to  have  the  cigar  counter 
near  the  soda  fountain.  Many  cigars  are  sold 
to  customers  who  drop  in  for  a  glass  of  soda. 
The  soda  clerk  can  make  these  sales  readily. 

Everything  about  the  cigar  counter  should 
be  neat,  clean,  and  attractive.  Many  sales  are 
made  by  displaying  goods  that  men  are  par- 
ticularly interested  in,  on  top  of  the  show- 
case. Short,  snappy  sign  cards  will  help  to 
catch  the  eye. 


What  is  the  Best  Method  of  Eliminating  Waste  ? 

Answer  to  a  Question  announced  in  April. 


THE  PRIZE- WINNING  ANSWER. 
By  Albert  H.  Parke. 

A  drug  business  and  a  steamboat  surely 
present  many  points  of  dissimilarity.  But  in 
one  particular  they  are  alike:  both  are  subject 
to  leaks.  If  the  leaks  in  a  steamboat  are  not 
stopped,  she  is  very  apt  to  sink.  So  is  a  drug 
business,  if  leaks  are  not  attended  to. 

One  of  the  great  sources  of  waste  is  the  in- 
competent clerk — ^and  believe  me  he  is  some 
thorn  in  the  poor  old  druggist's  side !  He  is, 
at  best,  a  poor  salesman;  he  must  necessarily 
be  a  poor  salesman,  for  he  has  no  knowledge 
of  his  wares,  and  a  good  salesman  knows  his 
goods.  The  incompetent  clerk  usually  follows 
the  line  of  least  resistance,  with  utter  disre- 
gard of  the  interests  of  his  employer.  He  is  a 
rank  waster  in  everything  he  undertakes.  He 
should  be  eliminated. 

All  of  us  without  exception  fall,  at  times,  in 
the  matter  of  extending  credit.  They  say  that 
the  dniggist  is  a  particularly  easy  mark;  that 
he  carries  more  "dead  ones"  on  his  books  than 
are  carried  by  any  of  his  fellow  business  men. 


Such  may  or  may  not  be  the  case.  I  do  not 
know.  But  at  any  rate,  too  much  credit  busi- 
ness is  transacted,  and  as  an  inevitable  conse- 
quence, too  much  waste  follows. 

TIGHTEN   up! 

We  cannot  eliminate  credit  business  alto- 
gether— more's  the  pity ! — ^but  we  can  be  more 
careful.  And  thereby  will  one  bad  leak  be 
checked,  to  say  the  least. 

A  frequent  source  of  loss  is  in  forgetting  to 
enter  a  charge,  after  credit  has  been  extended. 
It  is  one  of  the  easiest  things  in  the  world  to 
fail  to  get  a  memorandum  of  this  nature  down 
on  the  book.  Very  often  it  is  extremely  dif- 
ficult to  do  so — ^there's  a  strong  feeling  that 
customers  must  not  be  left  waiting,  and 
coupled  with  this  is  the  constant  fear  that  some 
of  them  may  get  away  entirely.  The  tempta- 
tion is  to  rush  into  the  breach  and  trust  to  the 
memory  in  the  matter  of  making  the  charge. 
But  memory  often  fails,  and  many  a  dollar 
has  been  lost  in  this  manner. 

It  is  the  best  practice  to  make  the  charge 
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immediately  after  the  goods  have  been  sold, 
and  this  custom  should  be  made  an  absolute 
and  essential  part  of  the  clerk's  training. 

Slipshod  methods  of  collecting  is  another 
common  source  of  waste.  Many  an  account  is 
permitted  to  drag,  when  all  that  is  needed  is  a 
little  sharp  talk  in  connection  with  the  present- 
ing of  a  statement.  It  is  extremely  easy  not 
to  collect.  In  fact,  very  few  men  are  good 
collectors. 

Buying  unsalable  goods  is  something  that  no 
man  can  avoid;  nevertheless  it  is  a  frequent 
source  of  waste.  Taking  a  chance  occasionally 
is  all  right ;  but  taking  too  many  chances  is  all 
wrong.  The  utmost  care  should  be  exercised 
in  the  matter  of  buying. 

PUSH  SLOW-SELLING  GOODS. 

After  goods  are  bought  they  are  often  per- 
mitted to  become  unsalable.  They  are  not 
pushed  out  the  way  they  should  be ;  interest  in 
them  is  lost,  and  no  salesmanship  put  back 
of  them.  They  become  shop-worn,  frayed, 
ragged  and  dirty.  Much  of  their  value  is  thus 
wasted.  A  little  proper  forethought  w^ould 
have  shown  the  necessity  of  extra  effort  in 


getting  rid  of  such  goods  before  they  could 
have  got  into  this  condition.  Proper  methods 
of  storing  them  would  have  done  much,  also. 
This  is  particularly  true  of  rubber  goods. 
They  should  be  taken  care  of.  Otherwise  they 
will  get  into  such  shape  that  it  is  extremely 
hard  to  sell  them.  There  is  always  more  or 
less  waste,  at  best,  in  connection  with  a  drug- 
store stock  of  rubber  goods. 

Not  taking  discounts  is  another  source  of 
waste.  Most  business  men  nowadays  see  the 
wisdom  of  taking  advantage  of  discount  op- 
portunities, even  though  they  have  to  borrow 
the  money  with  which  to  do  it.  Others  are 
careless;  and  lack  of  forethought  in  this  par- 
ticular falls  little  short  of  constituting  a  leak. 

But  the  greatest  source  of  waste  of  all  is 
not  attending  to  business.  Take  any  man  with 
ordinary  ability,  let  him  conduct  his  business 
as  he  should,  and  he  will  discover  most  of  the 
sources  of  waste  as  they  appear.  But  let  him, 
on  the  other  hand,  stand  apart  from  his  busi- 
ness— ^not  attend  to  it — ^and  many  habits  of 
loss  will  creep  into  the  general  policy  which  he 
cannot  correct,  because  he  does  not  know  that 
they  exist. 


MY  BEST  PAYING 
SIDE-LINE^A  Fruit  Farm 


20th  Paper 

There  ar£  various  factors  which  may  enter 
into  the  choosing  of  a  side-line.  In  the  par- 
ticular instance  of  which  this  brief  paper  treats 
the  actuating  cause  was  ill-health. 

A  few  years  ago  I  did  not  have  the  best  of 
physical  well-being.  I  consulted  a  physician, 
and  he  advised  me  to  take  exercise  and  get 
plenty  of  fresh  air. 

This  advice  cost  me  $5.00,  and  I  began  to 
look  around  in  an  effort  to  determine  how  I 
could  get  my  money's  worth. 

Fresh  air  is  cheap,  but  it  cannot  be  obtained 
in  the  majority  of  drug  stores,  at  any  price. 

To  get  exercise  one  must  work  for  it. 

It  became  necessary  for  me  to  find  some- 
thing to  do ;  some  outdoor  work.  I  concluded 
that  I  was  not  likely  to  follow  the  doctor's 
instructions  unless  there  was  some  incentive — 
some  object  in  view,  other  than  that  of  merely 
regaining  my  health. 

I  had  dropped  into  a  rut.  Had  become  more 
or  less  circumscribed  in  my  habits,  resembling. 


By  GEORGE  D.  CAMPBELL 

in  some  respects,  one  of  the  fixtures  in  my 
store. 

Just  at  the  opportune  moment  I  was  offered 
a  half-interest  in  a  fruit  farm  located  about 
four  miles  distant  from  my  place  of  business. 
I  decided  that  this  was  the  very  thing  with 
which  to  fill  the  doctor's  prescription. 

Here  was  something  over  which  I  could 
enthuse.  I  had  studied  botany,  chemistry,  and 
entomology  while  at  school,  and  was  decidedly 
interested  in  these  subjects.  One  can  make  as 
much  use  of  his  knowledge  of  these  branches 
on  a  fruit  farm  as  he  can  in  a  drug  store. 

I  derive  a  great  deal  of  pleasure  from  mix- 
ing chemical  fertilizers,  insecticides,  fungi- 
cides, and  experimenting  with  them  on  my 
farm.  These  experiments  are  carried  on  in  the 
open  air  instead  of  in  a  hot,  stuffy  laboratory. 
Moreover,  I  can  work  with  real,  live,  growing 
plants,  instead  of  some  old  dried  leaves  and 
bark  from  the  wholesale  houses. 

A  four-mile  drive  out  into  the  country  once 
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or  twice  a  week,  and  plenty  of  exercise  in 
God's  pure  air  and  sunshine,  will  put  vim  and 
vigor  into  almost  any  run-down  druggist. 

Such  farm  work  as  plowing  and  hoeing 
potatoes,  and  so  on,  may  well  be  left  to  hired 
help.  But  aside  from  these  tasks  there  is  much 
light  work  to  be  done  on  a  fruit  farm  which 
isn't  anything  more  than  pleasant  exercise.  I 
do  not  know  of  a  more  agreeable  pastime  than 
pnming,  spraying,  grafting,  or  planting  a  few 
trees  occasionally,  and  then  watching  things 
grow!  In  the  fall,  gathering,  packing  and 
shipping  fruit  is  more  agreeable  still,  a  positive 
and  exhilarating  pleasure. 

Another  thing  about  fruit  farming  which 


hasn't  anything  in  particular  to  do  with  health, 
unless  it  can  be  connected  with  a  more  healthy 
bank  account,  is  the  fact  that  this  work  brings 
one  in  close  contact  with  his  soil-scratching 
contemporaries.  Farmers  like  to  buy  goods 
from  a  man  who  can  talk  crops.  They  like  to 
buy  fertilizers  and  spraying  material  from  one 
who  has  used  these  things,  and  can  discourse 
intelligently  concerning  them. 

I  have  found  the  work  well  suited  to  my 
needs.  I  have  regained  my  health  to  a  con- 
siderable degree,  and  the  venture  has  proved 
profitable  in  addition.  I  wouldn't  exchange 
my  side-line  for  any  that  I  have  yet  heard  of, 
or  read  about. 


A  BEWILDERING 
WINDOW  DISPLAY 


A  bottle  so  inclined  that  its  contents  is  con- 
stantly running  out,  and  which  never  becomes 
empty — that,  surely,  is  novel  enough  to  excite 
interest. 

The  bottle  is  hung  in  plain  sight.    One  can 


By  HARRY  E.  FISHER 

Until  the  secret  gets  out,  crowds  will  gather 
about  the  window  and  speculate.  It  is  ex- 
tremely amusing  to  listen  to  some  of  the  wise 
deductions. 

We  installed  a  device  of  this  kind  in  connec- 


see  above,  below,  all  around  it.  Nothing,  ap- 
parently, can  get  into  it.  Yet  water,  in  a  con- 
tinuous stream,  runs  out  of  it  all  the  day  long ! 
A  miracle,  truly. 


tion  with  a  very  simple  display  of  thermos 
bottles.  The  accompanying  reproduction  of  a 
photograph  of  the  window  will  show  how 
everything  appeared  when  it  was  set  in  place. 
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The  letters  comprising  the  word  Thermos  were 
cut  from  enameled  cardboard  and  sewed  to  the 
background.  A  camera  tripod  was  made  use 
of  for  the  purpose  of  holding  the  magic  bottle 
in  suspension.  A  sign,  bearing  prices,  was 
conspicuously  displayed. 

The  real  work  in  installing  this  window, 
however,  comes  in  in  properly  adjusting  those 
details  which  are  carefully  concealed.  To  aid 
in  the  explanation,  I  have  made  a  drawing. 

Below  the  floor  of  the  window  a  water-pipe 
is  nm ;  and  running  from  this  water-pipe  to  a 
funnel  hidden  in  the  box  is  a  rubber  tube  for 
the  water  to  pass  through.  Attached  to  the 
end  of  the  rubber  tube — ^the  latter  extends  over 
the  upper  edge  of  the  funnel — is  a  bent  glass 
tube  (hollow,  of  course)  which  is  so  shaped 
that  it  exactly  conforms  to  the  curve  in  a 
stream  of  water  which  would  naturally  run  out 
of  a  bottle. 

The  funnel  sets  into  a  drain  pipe. 

Now  turn  on  the  water.  The  stream  runs 
up  through  the  rubber  tube,  up  through  the 


glass  tube,  and  partly  fills  the  bottle.  The 
bottle  being  tipped,  the  water  runs  out  of  it  and 
down  the  outside  of  the  glass  tube,  completely 
obscuring  it.  ^A 


A,  the  never-empty  bottle;  B.  bent  fflass  tube;  C.  rubber  tube 
connecting  water-pipe  with  ffUws  tube;  D,  funnel:  E,  drain-pipe; 
F,  water-pipe. 

Simple,  isn't  it?    A  mere  matter  of  patience 
and  adjustment !    Try  it. 


'GAINST  HEAVY  ODDS! 


No  man's  life  has  served  its  purpose,  has 
been  truly  successful  or  satisfactory,  which  has 
failed  to  add  something  of  value  to  the  stock 
of  human  knowledge,  or  has  in  some  way  been 
of  service  to  mankind. 

We  live  in  an  age  which  promises  much. 
There  never  was  a  time  when  serious  and  earn- 
est endeavor  received  greater  encouragement 
than  to-day.  Large  centers  of  learning  are  no 
longer  the  foci  from  which  alone  knowledge, 
the  result  of  painstaking  observation,  or  orig- 
inal research  and  experimentation  flows.  Koch 
made  his  epoch-producing  discoveries  and  an- 
nouncement from  a  hamlet  which  was  almost 
unknown.  There  he  patiently  worked  year 
after  year  with  high  ideals  which  he  attained 
because  of  his  persistence.  Beaumont  revolu- 
tionized the  physiology  of  the  stomach  from 
an  unknown  quarter.  McDowell  and  Marion 
Simms  in  the  remote  South  made  themselves 
immortal  because  they  studied  conditions 
which  they  met  faithfully  and  thoroughly; 
never  tiring,  they  worked  with  full  confidence 
in  their  ultimate  success.    Boerhaave  at  Ley- 


From  a  recent   addrett   by 
DR.  HENRY  L.  BLSNBR 

den  was  the  best  known  physician  on  the  East- 
em  Continent  and  brought  students  to  that 
small  center  from  all  quarters  of  the  globe. 
Von  Behring,  Pasteur,  Lister,  Metchnikoff, 
Flexner,  Ehrlich,  and  all  who  within  the  past 
century  have  illumined  medicine,  had  ideals 
and  would  have  reached  the  goal  and  attained 
greatness  wherever  stationed.  The  Mayos,  by 
their  industry,  skill,  and  ability  to  organize, 
have  erected  a  clinic  which  is  to-day  the  most 
renowned  on  the  Western  hemisphere,  in  a 
town  which  has  nothing  to  commend  it  but  the 
presence  of  these  men. 

There  is  not  one  of  you  who,  if  by  industry, 
ability  and  honesty  of  purpose  accomplishes 
more  than  the  average  man,  though  you  live 
at  the  four  corners,  away  from  the  busy  hum 
of  men,  cannot  achieve  success  which  will 
make  you  world-renowned.  You  must  rise 
above  mediocrity  if  you  would  succeed.  You 
must  dip  deeper  inlo  the  study  of  the  individ- 
ual subject  than  does  the  ordinary  student. 
You  must  work  your  way  out  through  the 
quarries  by  diligence. 


GETTING  THE  MOST 

OUT  OF  CIGARS  AND  TOBACCO 


Every  druggist  has  certain  regular  cigar  cus- 
tomers, and  much  as  he  may  value  the  trade  of 
this  contingent,  he  must  keep  constantly  alert 
to  gain  new  trade. 

In  his  efforts  to  increase  his  business  he  will 
keep  a  sharp  lookout  for  new  brands,  testing 
them  out  to  see  if  they  will  suit  his  trade.    He 


By  F.  STANDISH 

what  they  want,  but  they  will  not  go  any  fur- 
ther than  they  have  to. 

One  merchant  found  that  his  business  in- 
creased considerably  after  he  removed  a  step 
which  had  formerly  been  part  of  the  entrance 
to  his  store,  lowering  the  floor  to  a  level  with 
the  sidewalk.     He  said  he  had  seen  people,  at- 
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will  buy  with  the  very  best  of  judgment.  And 
yet  sometimes  he  will  fail  to  make  the  cigar 
department  yield  the  returns  it  should. 

The  connecting  link  between  a  really  good 
cigar  stock  and  the  cash  register  is  very  often 
to  be  found  in  the  proper  kind  of  fixtures. 
The  right  kind  of  cigar  case  is  almost  sure  to 
increase  sales. 

The  selection  of  the  right  kind  of  case  for 
the  cigar  department  depends  partially  on  the 
location  in  the  store  which  it  is  to  occupy. 
And  right  here  must  be  taken  into  considera- 
tion the  old  law  of  inertia.    Men  will  go  after 


tracted  by  something  in  his  show  window,  turn 
to  enter  the  store,  and  then  seemingly  change 
their  minds  and  pass  on  when  they  caught  sight 
of  the  step. 

And  so  it  is  with  the  cigar  department,  A 
few  confirmed  smoke  consumers  might  go 
'way  back  to  the  rear,  but  it  has  been  found 
better  to  have  the  cigar  case  near  the  entrance, 

SELECTION  OF  THE  CIGAR  CASE. 

There  is  no  lack  of  variety  in  styles  from 
which  to  choose  the  cigar  case:  straight  cases 
of  any  length;  cases  with  one  or  two  round 
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comers ;  angle,  or  "horseshoe,"  cases ;  the  pop- 
ular I^shaped  case.  The  "horseshoe"  case  is 
not  very  common,  for  it  is  too  large  for  the 
ordinary  cigar  stock.  But  there  is  nothing 
more  effective  than  the  "L"  case. 

These  "L"  cases  can  be  bought  both  in  wood 
frame  and  all-plate-glass  styles,  and  can  be 
made  in  the  length  most  suitable  to  the  size  and 
conditions  of  the  store  for  which  they  are  in- 
tended. They  are  not  usually  made  less  than 
ten  feet  long,  each  wing,  or  side,  measuring 
five  feet.  The  most  common  combination  is 
six  feet  by  six  feet,  although  they  frequently 
are  built  five  by  seven,  or  four  by  eight  feet  in 


marble.  The  effect  of  the  polished  plate  glass 
in  combinatbn  with  the  pure  white  and  rich 
dark-green  marbles  is  extremely  artistic.  This 
same  case  is  also  built  with  a  twenty-four-inch 
base  of  any  one  kind  of  marble  desired. 

THE  CARE  OF  CIGARS. 

It  has  been  rightly  said  that  tobacco  is  the 
most  self-willed  plant  in  the  world,  and  its 
caprices  are  far  from  being  ended  when  it  is 
made  up  into  cigars.  Modem  scientific  methods 
have  made  it  possible  for  the  cigars  to  be  de- 
livered to  the  retail  store  in  prime  condition, 
but  too  often  lack  of  intelligent  handling  ut- 


length.  It  is  possible  to  obtain  them  with  a 
square  corner,  but  the  round  comer  is  con- 
sidered more  convenient  as  a  rule,  and  better 
adapted  to  displaying  the  goods. 

The  "L"  case  shown  in  the  illustration  is  of 
the  narrow  wood-frame  variety  with  a  four- 
inch  marble  base  which  adds  considerably  to  its 
appearance.  The  latter  does  not  show  the 
scratches  and  "kicks"  as  plainly  as  a  finished 
wood  base. 

Another  style  of  cigar  case  which  is  very 
effective,  and  really  beautiful,  is  the  all-plate- 
glass  case,  which  is  built  with  two  kinds  of 


terly  destroys  their  flavor  after  they  get  there. 

Cigars  should  be  kept  in  storage  humidors 
until  they  are  put  into  the  display  case. 

There  are  so  many  styles  of  modem  cigar 
cases  combining  effective  display  with  practi- 
cal humidor  equipment,  that  there  is  little  ex- 
cuse for  a  druggist  not  having  his  cigars  in 
first-class  smoking  condition  all  the  time. 

After  getting  a  good  case,  the  cigars  should 
be  kept  in  it,  and  not  on  it.  Occasional  win- 
dow trims  may  be  necessary,  but  cigars  lose 
their  aroma  so  quickly  when  exposed  to  the  air 
that  this  practice  should  be  avoided,     Havana 
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cigars  are  especially  sensitive  and  require  the 
most  careful  treatment. 

Cases  with  separate  zinc-lined  compartments 
in  the  base  can  be  obtained  which  will  make  it 
possible  to  keep  domestic  cigars,  mixed  cigars 
and  Havanas  apart  from  each  other,  and  each 
under  just  the  right  conditions.  This  is  very 
important,  for  Havanas  must  be  kept  very 
moist,   while   the   mixed   cigars  do   not   need 


ment.  It  is  important  that  little  things  like  the 
cutter,  the  lighter,  and  matches  should  be 
within  easy  reach  of  the  customer.  The  best 
arrangement  is  to  have  a  tobacco  wall  case  of 
the  type  which  has  a  cash  register  compart- 
ment. Then  the  clerk  need  merely  turn  around 
to  register  his  sale  and  get  the  change. 

When  the  store  is  not  large  enough  to  war- 
rant both  a  wall  and  a  floor  case,  and  yet  needs 
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much  moisture,  and  domestics  should  be  kept 
dry. 

IDEAL  CIGAR  DEPARTMENT. 

An  ideal  arrangement  for  a  cigar  depart- 
ment consists  of  a  floor  case  for  cigar  display, 
and  a  wall  case  for  tobacco  with  separate  cigar- 
ette compartments.  Cigarettes  and  smoking 
tobacco  must  never  be  put  in  the  same  com- 
partment with  cigars,  for  they  will  invariably 
spoil  the  flavor  of  the  latter. 

Nowhere  in  the  drug  store  is  good  service 
more  to  be  desired  than  in  the  cigar  depart- 


more  display  space,  it  is  a  good  idea  to  keep 
the  cigars  in  the  regular  floor  case,  and  buy  a 
small  all-plate-glass  case  for  the  display  of 
cigarettes-  These  little  cases  can  be  placed  on 
top  of  the  cigar  case ;  are  very  convenient  and 
are  really  ornamental.  They  can  be  bought  in 
lengths  from  two  to  five  feet,  with  or  without 
a  plate-glass  shelf. 

There  is  no  one  rule  which  is  guaranteed  to 
bring  success;  but  proper  equipment  and  at- 
tractive display  will  surely  help.  It  is  very 
often  a  mistaken  policy  to  "try  to  get  along." 


"-*-" 


PERSONALITY 
AND  PACKAGES 


Personality  is  one  of  the  chief  assets  in  the 
retail  drug  business.  Outside  of  the  large 
cities,  where  the  bulk  of  the  trade  is  transient, 
it  will  be  found  an  almost  invariable  rule  that 
the  man  with  the  good  drug  business  is  the  man 
with  the  good  personality.  That  is  why  it  is 
so  essential  that  the  proprietor  should  be  on  the 
job ;  either  that,  or  have  some  one  in  his  place 
whose  personality  equals,  or  exceeds,  his  own. 

A  man's  personality  should  transcend  the 
confines  of  his  mere  physical  frame  and  should 
prevade  every  corner  and  every  department  of 
his  store.  It  should  show  itself  in  the  kind  of 
goods  handled ;  in  the  kind  of  fixtures  by  which 
the  goods  are  displayed ;  in  the  windows ;  at  the 
soda  fountain ;  it  should  be  everywhere,  a  pul- 
sating, dominating  influence. 

A  man's  personality  may  be  shown,  to  a  de- 
gree, by  his  dress;  by  the  personnel  of  his 
clerical  staff;  by  the  color  of  his  wrapping 
paper;  by  the  appearance  of  the  package,  as 
the  customer  carries  it  out. 

There  is  a  world  of  advertising  to  be  gained 
from  a  well-wrapped  bottle,,  from  a  neat 
package  of  any  kind.  In  fact,  nowadays,  the 
public  looks  for  these  things,  and  the  man  who 
is  not  particular  concerning  them  is  not  apt  to 
be  successful  very  long.  It  is  the  efficient  man, 
or  store,  that  gets  the  business.  And  a  neat 
package  is  a  mark  of  efficiency. 

Not  long  ago,  when  riding  on  a  street-car,  I 
saw  a  very  stout  woman  who  held  a  package 
in  her  hand.  The  paper  on  the  outside  showed 
it  to  be  drug-store  paper.  By  some  mischance 
the  woman  dropped  this  package.  Inside  the 
paper  was  a  flimsy,  cheap  box.  The  paper 
broke,  the  lid  of  this  box  came  off,  and  a  part 
of  its  contents  spilled  out  on  the  floor  of  the 
car.  The  woman  turned  to  her  neighbor  and 
said:  "That  is  the  last  time  I  shall  ever  go 
to  Smith's.  He  has  the  reputation  of  being 
cheap,  and  I  guess  he  is!" 

Now  I  know  Smith;  I  have  been  in  his 
store  often.  I  have  seen  him  wrap  bottles  in 
newspapers;  in  fact,  on  a  certain  table  in  his 
back  room  is  kept  a  pile  of  newspapers  just 
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for  that  purpose — the  wrapping  of  packages. 
Not  all  packages  are  wrapped  with  newspapers, 
do  not  understand  that;  but  in  certain  cases 
where  Smith  thinks  it  doesn't  matter  much,  he 
tries  to  save  a  little  by  economizing  on  paper. 

Smith's  entire  service  is  cheap.  He  buys 
cheap  bottles  and  cheap  boxes. 

Yesterday  I  went  to  a  neighboring  city,  and 
while  there  I  had  occasion  to  go  into  a  drug 
store.  It  was  not  a  large  store,  but  it  was 
one  of  the  best  arranged  places  I  have  ever 
been  in.  They  were  busy  there,  too — four  of 
them. 

Smith's  store,  back  home,  came  to  my  mind, 
and  I  smiled.  Here  was  a  place  where  every- 
thing was  operated  on  an  entirely  different 
plan.  Nothing  but  the  best,  I  stood  ready 
to  wager,  was  ever  used,  in  any  shape  or  man- 
ner ;  and  there  was  a  crisp,  businesslike,  touch- 
and-go  spirit  which  sent  a  man's  pulse-beat  up 
a  notch  or  two  and  straightened  his  spine. 

I  walked  back  toward  the  wrapping  counter 
and  stood  waiting.  I  saw  a  clerk  come  from 
the  prescription  department  with  an  attractive 
little  box  in  his  hand.  It  had  the  druggist's 
ad.  on  all  sides  of  it.  The  clerk  wrapped  it 
deftly  and  gave  it  to  the  lady,  who  put  it  in 
her  purse.  It  was  small  and  flat  and  took  up 
very  little  room,  producing  merely  a  bulge  or 
wart  effect. 

Next,  another  clerk  came  out  with  a  bottle 
in  his  hand,  and  in  this  bottle  was  a  nice,  long, 
solid  cork  and  a  plain,  honest-looking  label. 
This  bottle  was  slipped  into  a  folding  box  that 
was  lined  with  corrugated  paper. 

I  knew  that  this  store  gave  good  service.  I 
did  not  need  to  be  told  it,  and  I  did  not  need 
to  read  it ;  just  to  come  into  the  store  one  felt 
it.  This  business  was  built  on  a  solid  founda- 
tion, and  while  I  was  not  sure  that  the  proprie- 
tor was  present,  I  nevertheless  knew  that  he 
possessed  personality  plus,  and  that  he  radiated 
it  throughout  the  establishment. 

The  neatness  of  the  packages  coming 
from  his  prescription  department  was  enough 
to  tell  the  tale,  had  there  been  nothing  else. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
wutual  interest. 


A  LETTER  AND  A  REPLY. 

To  the  Editors : 

For  a  great  many  years  I  have  been  a  reader 
of  your  valuable  magazine,  and  I  always  find 
it  very  interesting.  I  note  that  many  brother 
druggists  write  you,  on  occasion,  for  advice, 
and  I  am  going  to  take  the  privilege  of  assum- 
ing an  equal  right.  I  wish  you  would  tell  me 
what's  the  matter  with  my  business,  and  ad- 
vise me  as  to  what,  in  your  opinion,  I  ought 
to  do: 

I  seem  to  have  a  fairly  good  trade ;  I  attend 
strictly  to  business;  advertise  as  much  as  1 
think  I  ought;  and  yet  somehow  I  don't  seem 
able  to  get  ahead. 

Our  town  has  a  population  of  2500,  and 
there  are  two  other  drug  stores  besides  mine. 
I  know  that  I  have  the  best  business  of  the 
three,  although  I  have  no  soda  fountain.  The 
other  two  have.  There  are  five  physicians, 
four  of  whom  write  prescriptions,  and  all  four 
are  with  me.  My  store  is  the  oldest  in  the 
city;  in  fact,  I  believe  it  is  the  oldest  in  the 
county;  and  it  has  always  enjoyed  a  good 
reputation. 

I  bought  the  store  fourteen  years  ago,  and 
at  that  time  there  was  only  one  other  store 
here.  I  paid  a  little  less  than  $3000  for  it;  a 
lump  sum,  no  invoice  being  taken.  I  paid,  per- 
haps, a  little  more  than  the  place  was  worth; 
but  it  looked  like  a  good  buy,  and  I  think  it 
was.  I  went  into  the  venture  without  a  cent ; 
a  relative  signed  papers  with  me. 

Now,  during  all  these  years  I  have,  as  above 
stated,  enjoyed  a  good  business.  The  table 
which  I  am  enclosing  will  show  that  in  spite 
of  the  coming  of  the  new  store  I  have  held  my 
trade.  My  business  last  year  was,  with  one 
exception,  the  best  it  has  been  during  the  four- 
teen-year period. 

Since  starting  I  have  bought  the  store  build- 
ing I  occupy,  the  consideration  being  $3000.  I 
have  paid  $1000  on  it,  and  still  owe  the  bal- 
ance. This  building  is  worth  at  least  $4000 
now;  perhaps  I  could  get  more  for  it  if  I  put  it 


on  the  market.  I  have  also  bought  a  home.  I 
have  in  it  about  $4000,  on  which  I  owe  $2000. 
On  these  two  loans  I  am  paying  interest  at  the 
rate  of  6  per  cent.  In  addition  to  this  indebt- 
edness I  also  owe  the  banks  $6500,  on  which 
T  am  paying  interest  at  the  rate  of  8  per  cent. 
Part  of  this  latter  loan  is  for  a  farm  I  am 
interested  in.  I  figure  that  in  this  deal  I  have 
an  equity  of  about  $1800. 

I  try  my  best  to  keep  my  bills  paid  with  the 
wholesale  houses,  but  I  find  it  impossible,  at 
times,  to  take  advantage  of  discoimts.  I  keep 
pretty  well  paid  up,  though,  and  my  credit  is 
good. 

I  am  not  a  spender ;  never  leave  town ;  just 
stay  on  the  job  and  hammer  away  all  the  time; 
and  I  figure  that  I  ought  to  be  making  better 
headway. 

My  fixtures  are  not  modern  and  my  store  is 
not  entirely  up-to-date.  Both  the  other  stores 
excel  mine  in  this  particular.  I  am  sometimes 
inclined  to  think  that  if  I  put  in  new  fixtures 
such  a  move  might  increase  my  trade  to  some 
extent  and  assist  me  in  making  a  better  show- 
ing. I  am  at  a  loss  to  know  if  such  a  move 
would  be  advisable.  I  can  get  the  money  to 
fix  up  with,  if  it  is  thought  best.  What  do  vou 
think  ? 

On  the  whole  I  seem  to  be  at  a  standstill, 
as  far  as  getting  out  of  debt  goes.  I  have 
been  offered  a  position  paying  $1200  the  first 
year,  with  prospects  for  advance,  and  I  am 
somewhat  tempted  to  close  out  my  entire  hold- 
ings, get  free  from  all  obligations,  and  breathe 
easy.  But  I  like  the  drug  business;  would 
much  prefer  my  own  business  to  any  other. 

Now  what  shall  I  do?  This  is  a  long  letter 
and  I  have  burdened  you  with  a  great  deal,  I 
know.  But  if  you  will  give  the  matter  a  little 
thought  and  attention  I  will  appreciate  it  very 
much.  J.  B.  N. 

REPLY  BY   THE  EDITORS. 

There  would  seem  to  be  but  one  response  to  make, 
and  that  can  be  made  very  briefly:  retrench. 

No  legitimate  drug  business,  the  annual  gross  re- 
ceipts of  which  are  $9204.95,  and  the  net  profit  of 
which  is  somewhere  in  the  neighborhood  of  a  thous- 
and dollars,  can  stand  the  drain  of  a  yearly  interest 
tax  of  $750-^  per  cent  on  $6500;  6  per  cent  on  $4000. 

The  reasonable  thing  to  do,  it  would  seem,  would  be 
to  get  out  from  under,  if  possible. 

As  the  matter  now  stands,  our  correspondent  is 
barely  holding  his  own.  What  he  takes  in  with  one 
hand  he  pays  out  with  the  other. 

The  figures   supplied   show   that  he  owes  $10,500, 
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plus  what  indebtedness  there  may  be  to  wholesale 
houses,  if  any.  We  will  assume  the  amount  to  be 
$10,500,  $2000  of  which  he  owea  on  his  home,  $2000 
on  his  store  building,  and  $6500  to  the  banks. 

Against  this  we  will  set  his  assets :  stock  and  fix- 
tures, $5000;  store  building,  $4000;  equity  in  farm, 
$1800;  home,  $4000.  Total,  $14,800.  The  di£Ference 
is  $4300. 

In  other  words,  our  correspondent's  present  worth 
does  not  quite  equal  the  value  of  his  stock  and  fix- 
tures. 

Now  why  not  sell,  if  possible,  the  store  building  and 
the  farrn  equity?  Such  a  move,  according  to  the  fig- 
ures supplied,  would  bring  in  $5800.  This  would  re- 
duce the  indebtedness  to  $5000.  No  man  ought  to  pay 
more  than  6  per  cent  interest.  This  would  curtail  in- 
terest obligation  to  $300  a  year. 

Of  course  there  would  be  the  matter  of  rent,  which 
is  placed  in  the  expense  account  before  us  at  $30  a 
month— $360  a  year.  But  it  is  sometimes  better  to  pay 
rent,  with  prospects  ahead  of  getting  into  a  position 
to  make  some  real  money,  than  it  is  to  struggle  year 
after  year  for  the  mere  privilege  of  keeping  afioat. 

Should  our  correspondent  sell  his  home,  also,  he 
would  be  able  to  start  afresh  with  practically  a  clean 
stock.  He  should  then  be  able  to  make  a  good  living 
and,  in  addition,  put  something  like  a  thousand  dol- 
lars in  the  bank  each  year. 

All  of  the  above  is  based  on  the  assumption  that 
the  figures  supplied  are  accurate  and  that  there  is  no 
boom  in  prospect  for  the  little  city  with  the  three  drug 
Stores.  If  there  is  to  be  a  marked  rise  in  values  dur- 
ing the  next  three  or  four,  or  even  ten,  years,  or  if 
there  is  any  chance  of  our  correspondent's  business  in- 
creasing materially,  it  might  be  well  to  continue  the 
process  of  han^ng  on.  Otherwise  we  can  see  no  justi- 
fication for  it. 


AN  AMERICAN  DRUG  STORE  IN  CHINA. 
To  the  Editors : 

I  am  mailing  you  a  photograph  of  our  Amer- 
can  drug  store  out  here  in  China.  This  is  the 
only  American  store  in  all  China,  and  is,  I 
beheve,  one  of  the  farthest  in  the  world  away 
from  Detroit.  Chung  King  is  1500  miles  up 
the  river  Yangtse  from  Shanghai,  the  latter 
being  China's  largest  and  most  important  sea- 
port. We  have  been  in  business  here  during 
the  last  twelve  years,  and  we  are  gaining  stead- 
ily.   Our  capital  at  the  present  is  $25,000. 

The  population  of  this  inland  port  is  half  a 
million,  and  Chung  King  is  known  as  a  great 
drug  center  of  China,  the  largest  part  of  its 
exports  being  crude  drugs.  We  produce  good 
rhubarb,  gentian,  licorice  root,  nutgalls,  nux 
vomica,  cantharides,  capsicum,  and  a  number 
of  other  items  too  numerous  to  mention  in 
the  space  at  command. 

West  China,  or  Szechuen   Province,    fur- 


nishes one  of  the  best  fields  for  exploitation  of 
foreign  drug  products  that  can  be  found  any- 
where. Since  the  revolution,  three  years  ago, 
the  demand  for  such  products  has  greatly  in- 
creased, due  to  the  fact  that  the  Chinese  army 
medical  attendants  are  wholly,  or  at  least  par- 
tially, foreign-trained.  The  Chinese  have  al- 
ways been  great  believers  in  the  efficacy  of 
drugs ;  the  more  nauseous  they  are  the  better. 


Still,  since  the  introduction  of  tablets  and  pills, 
their  faith  in  bitter  stuff  is  somewhat  on  the 
wane. 

We  handle  Parke,  Davis  &  Co.'s  pills,  tab- 
lets, and  fluidextracts.  We  get  drug  sundries 
from  New  York,  and  some  of  our  stock  drugs 
from  England  and  Germany. 

I  may  add  in  closing  that  I  have  always 
taken  a  keen  interest  in  the  Bulletin  of 
Pharmacy.  It  connects  me,  in  a  sense,  with 
home.  LeRoy  W.  McCartney. 

Chung  King,  West  China. 


FROM  THE  SECRETARY  OF  THE  SYLLABUS 
COUUITTEE. 

To  the  Editors: 

Pursuant  to  the  formal  vote  of  the  Natiotial 
Committee  of  the  Pharmaceutical  Syllabus,  I 
am  sending  you  imder  other  cover  official  copy 
No.  503,  with  the  Committee's  compliments. 

I  also  enclose  leaflet  five  for  further  in- 
formation with  the  request  that  you  bring 
this  book  to  the  attention  of  your  readers. 
There  is  no  profit  to  the  Committee  in  this 
transaction,  for  the  publication  is  barely  paid 
for  by  the  sales. 

For  the  advancement  of  pharmaceutical  edu- 
cation will  you  emphasize  the  value  of  the 
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work  to  teachers,  to  examiners,  and  to  stu- 
dents ? 

Your  attention  is  invited  to  the  following 
facts  regarding  the  Syllabus: 

First:  It  is  the  first  Syllabus  ever  pub- 
lished of  a  national  character.  Its  emblem 
typifies  the  fact.  That  53  State  boards  and 
more  than  75  schools  of  pharmacy  could  unite 
in  the  American  Pharmaceutical  Association 
in  the  organization  of  a  National  Committee, 
prosecute  studies  through  a  period  of  years, 
and  publish  a  book  to  be  adopted  by  the  schools 
of  pharmacy  and  by  the  boards  of  pharmacy 
for  the  guidance  of  both  in  the  preparation  of 
students  and  their  examinations,  seems  note- 
worthy. 

Second:  It  is  the  first  Syllabus  to  stand  the 
strain  of  revision  under  a  reorganized  Com- 
mittee. That  the  Committee  could  agree  upon 
courses  of  study,  subjects  to  be  found  therein, 
detail  outlines  of  time  to  be  devoted  to  each 
in  hours  per  week  and  weeks  per  year;  could 
perfect  a  Syllabus  in  the  treatment  of  the  sub- 
jects, plan  for  their  intelligent  presentation, 
advise  the  adoption  of  modern  methods  with 
suitable  equipment  in  laboratories  and  libraries, 
seems  a  work  of  no  little  magnitude  and  of 
far-reaching  influence. 

Third:  It  is  the  first  Syllabus  success- 
fully published  by  a  Committee  without  the 
financial  backing  of  a  parent  body.  That  this 
work  could  be  issued  without  fight  or  bequest, 
without  aid  of  advertisement,  of  personal  con- 
tributions, and  that  the  expenses  of  individ- 
uals were  contributed  without  hope  of  return, 
seems  the  highest  form  of  disinterested  service. 

Fourth:  The  copyright  is  owned  by  the 
Committee.  Every  copy  issued  represents  the 
disinterested  effort  and  the  personal  funds  of 
more  than  a  score  of  workers  from  Massa- 
chusetts to  Washington,  from  Canada  to  Cuba. 

Fifth:  At  this  date  the  second  edition  has 
been  discussed,  approved,  and  adopted  by  the 
Indiana  State  Board  and  the  Indiana  schools, 
by  the  New  York  State  Board  and  the  New 
York  Pharmaceutical  Council;  by  the  Buffalo 
School  and  by  the  Missouri  Board.  The  Flor- 
ida Board  has  reaffirmed  its  approval;  the 
Nebraska  Board  has  deferred  action  till  all  its 
members  could  get  copies ;  the  Alabama  Board 
has  deferred  action  to  the  October  meeting; 
and  the  Oklahoma  Board  will  bring  it  up  for 
approval  at  the  July  meeting. 

The  Committee  therefore  bespeaks  the  earn- 


est and  intelligent  cooperation  of  all  interested 
in  the  cause  of  higher  pharmaceutical  educa- 
tion. Very  respectfully  yours, 

Henry  L.  Taylor,  Secretary. 

Albany,  N.  Y. 

[Note  by  the  Editors. — Instead  of  re-phrasing  Dr. 
Taylor's  letter  in  our  own  language,  we  prefer  to  let 
him  speak  for  himself.  What  he  says  of  the  Pharma- 
ceutical Syllabus  is  well  deserved,  and  the  book  should 
be  adopted  and  used  by  every  board  of  pharmacy  and 
college  of  pharmacy  in  tha  United  States.  It  represents 
the  one  link  uniting  the  boards  and  the  colleges  in  a 
combined  effort  to  unify  and  advance  educational  stand- 
ards. The  book  costs  $1.35  post-paid,  and  may  be  se- 
cured from  Dr.  Taylor  at  2  Woodlawn  avenue,  Al- 
bany, N.  Y.] 


WASPS  AND  SALOL. 


To  the  Editors : 

Some  years  ago  the  Bulletin  carried  a  de- 
partment in  which  unusual  store  experiences 
were  exploited.  I,  for  one,  disliked  to  see  this 
department  dropped ;  I  have  not  seen  it  lately. 
I  always  enjoyed  reading  those  funny,  or  un- 
usual, experiences. 

As  man  has  progressed  along  the  long  lane 
of  evolution,  he  seems  to  have  lost,  to  a  degree,, 
some  of  his  senses — ^particularly  the  sense  of 
smell.  But  once  in  a  while,  out  from  some  sub- 
conscious past,  the  old  sense  will  bob  up  with 
renewed  vigor.  I  am  going  to  give  a  personal 
experience  which  illustrates  this. 

Years  ago,  when  I  started  to  learn  the  drug 
business,  one  of  the  first  things  I  did  was  to 
make  a  tour  of  inspection  around  the  store  in 
which  I  had  found  employment.  I  came  across 
a  salol  bottle  just  before  completing  my  jour- 
nev.  I  removed  the  cork  and  took  a  "whiff."" 
I  took  the  second  "whiff,"  for  the  first  one 
reminded  me  of  some  familiar  odor  I  did  not 
at  first  recognize.  After  a  while  it  came  to  me 
that  this  odor  was  very  similar  to  that  of  the 
wasp. 

Five  long  years  rolled  by  (and  you  all 
know  how  long  they  were),  when  one  day  the 
phone  rang,  and  on  responding  I  found  that 
one  of  our  best  customers  was  on  the  other 
end  of  the  line,  and  wanted  to  place  an  order 
but  did  not  know  what  to  call  for.  This  is 
what  he  said: 

"Send  me  over  some  of  those  tablets  that 
smell  so  much  like  a  wasp." 

I  began  to  scratch  my  head,  trying  to  figure 
out  what  in  the  name  of  common  sense  the 
man  had  in  mind,  but  could  not  do  so  im- 
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mediately.  I  told  him  that  he  had  me  up  a 
tree.  He  responded:  **I  thought  a  druggist 
knew  the  smell  of  all  of  the  drugs  made.  Now 
what  I  want  smells  exactly  like  a  wasp.  They 
are  little  tablets  and  I  use  them  for  headache." 

Then  it  came  to  me,  all  in  a  flash — salol ! 

I  sent  him  the  salol  tablets,  then  called  him 
up  and  told  him  that  if  they  were  not  right  to 
return  them.  He  called  later  and  stated  that 
I  had  hit  it. 

How  is  that  for  a  drug-store  experience? 

Hinton,  W.  Va.  ChaRLES  E.  HaLL. 


ELIXIR  OF  I.  Q.  AND  S. 

To  the  Editors: 

I  am  submitting  with  this  communication 
a  million-dollar  formula  for  that  heart- 
breaker,  elixir  of  iron,  quinine  and  strychnine. 
If  instructions  are  followed  to  the  letter,  the 
result  will  be  a  beautiful  dark  olive-green 
color,  and  in  addition  an  absolutely  permanent 
preparation.  Each  teaspoonful  will  contain  4 
grains  of  phosphate  of  iron,  J4  grain  of  phos- 
phate of  quinine,  and  1/64  grain  of  strych- 
nine.   The  formula: 

Ferric  phosphate,  soluble 4  ounces. 

Quinine  phosphate 1  ounce. 

Strychnine  phosphate 16  grains. 

Pot.  citrate 5^  ounce. 

Spirit  of  orange,  comp 1  drachm. 

Alcohol  2  pints. 

Syrup  4  pints. 

Water q.  s.  1  gallon. 

Mix  as  follows:  Dissolve  the  phosphate  of  iron  in 
about  a  pint  of  hot  water,  and  to  cool  add  the  remain- 
der of  the  water.  To  this  solution  add  the  syrup.  Next 
dissolve  the  phosphate  of  quinine  and  the  phosphate  of 
strychnine  in  alcohol,  adding  the  compound  spirit  of 
orange.  Mix  the  two  solutions,  add  the  citrate  of  pot- 
ash, and  shake.  Add  ^  ounce  of  kaolin  and  filter 
through  well-wetted  paper. 

This  preparation  will  always  be  uniform  in 
color,  odor,  and  strength.  And  it's  easy  to 
make.  A.  P.  Spero,  Ph.G. 

Brooklyn,  N.  Y. 


COMPOUND  SOLUTION  OF  CRESOL. 

To  the  Editors : 

I  have  experienced  considerable  trouble 
when  making  compound  solution  of  cresol  in 
obtaining  a  clear  solution,  and  finally  came  to 
the  conclusion  that  it  was  due  to  the  quality  of 
the  linseed  oil  which  I  was  using,  so  I  tried  the 


substitution  of  cottonseed  oil  with  surprisingly 
satisfactory  results. 

I  obtained  a  clear,  sparkling  product  which 
after  being  kept  six  months  has  showed  no 
signs  of  murkiness,  and  dissolves  perfectly  in 
all  proportions  of  water. 

I  vary  slightly  from  the  official  process,  in 
that  I  let  the  soap  stand  from  six  to  twenty- 
four  hours  before  adding  the  cresol.  It  is  a 
little  slower,  but  is  much  more  certain  of  per- 
fect saponification. 

Doubtless  others  have  tried  the  substitu- 
tion of  cottonseed  oil  for  linseed  oil,  but  I  have 
never  noticed  a  mention  of  it  in  any  drug 
journal.  John  C.  Endress. 

Crown  Point,  Ind. 


AN  ECONOMICAL  CUSTOMER. 

To  the  Editors : 

Every  druggist  doubtless  has  many  amusing 
experiences   with  thrifty  and    frugal-minded 
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folk.  The  attached  order  explains  itself  and 
points  its  own  moral.  Here  is  a  woman  who 
evidently  disliked  paying  for  a  bottle. 

Kingston,  N.  Y.  ChaRLES  L.    McBriDE. 


THREE  BUSINESS  PRINCIPLES. 

To  the  Editors : 

I  put  aside  the  July  Bulletin  for  later  read- 
ing and  was  surprised  to  learn  just  now  that 
I  had  been  awarded  first  prize  in  the  adver- 
tising contest. 

I  thank  you,  and  trust  that  when  you  publish 
the  ads.  they  will  prove  of  some  benefit  to 
your  readers. 

We  find  the  money  we  spend  in  advertising 
to  pay  us  handsomely,  and  we  attribute  our 
growing  business  largely  to  the  fact  that  we 
make  it  a  rule  to  deal  honestly,  charge  rea- 
sonably, and  in  our  advertising  to  always  tell 
the  truth.  Chas.  T.  Haas, 

Adv.   Mgr.    for  the  H.  J.   Sherwood   Co.,   Cleveland, 
Ohio. 
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BELIEVES  IN  A  FOUR-DAY  MEETING. 

By  M.   I.  WiLBERT. 

In  the  Bulletin  of  Pharmacy  for  June,  1914,  Harry 
B.  Mason  publishes  a  copy  of  a  letter  to  the  Council  in 
which  he  makes  certain  suggestions  in  regard  to  pro- 
spective changes  in  the  meetings  of  the  American 
Pharmaceutical  Association.  In  a  general  way  I  wish 
to  indorse  heartily  the  suggestions  he  makes,  and  will 
endeavor  to  outline  as  nearly  as  possible  my  thoughts 
in  regard  to  practical  changes  that  should  be  made  at 
the  present  time  or  in  the  very  near  future. 

As  I  see  it,  there  is  absolutely  no  reason  why  the 
American  Pharmaceutical  Association  should  not  con- 
clude its  meetings  in  four  days,  allowing  the  two  addi- 
tional days  of  the  week  for  the  meetings  of  the  Con- 
ference of  Faculties  and  the  Association  of  Boards  of 
Pharmacy.  My  suggestions  for  a  programme  would  be 
'  as  follows : 

Monday,  9  a.m..  Council  meeting. 

Monday,  2  p.m.,  first  general  session  restricted  to 
the  annual  address  of  the  President  and  the  usual  pre- 
liminaries for  the  selection  of  members  of  the  nominat- 
ing committee. 

Intermission  of  fifteen  minutes  for  the  selection  of 
members  of  the  nominating  committee,  then  reconvening 
the  Association  for  the  second  general  session.  At  this 
second  general  session,  the  report  of  committees  should 
be  received  and  referred  to  either  the  Sections  of  the 
Association  or  to  the  Council. 

Monday  evening,  at  8,  meeting  of  the  nominating 
committee;  9  p.m.,  reception. 

Tuesday,  9.12  a.m.,  simultaneous  sessions  of  the  Sec- 
tions on  Scientific  Papers,  Education  and  Legislation, 
Practical  Pharmacy,  and  Commercial  Interests. 

Tuesday,  2.5  p.m.,  simultaneous  sessions  of  all  Sec- 
tions. 

Tuesday  evening,  8  p.m.  to  ?  a.m.,  meeting  of  the 
Council. 

Wednesday,  9.12  a.m.,  simultaneous  sessions  of  all 
the  Sections. 

Wednesday,  2.5  p.m.,  simultaneous  sessions  of  all 
the  Sections. 

Wednesday  evening,  8  p.m.  to  ?  a.m.,  meeting  of 
Council. 

Thursday,  9.12  A.M.,  simultaneous  sessions  of  all 
Sections. 

Thursday,  p.m.,  concluding  session  of  the  Associa- 
tion, report  on  the  proceedings  of  the  Council,  fol- 
lowed by  adjournment. 

A  programme  along  the  lines  suggested  would  in- 
volve considerable  pruning  that  would,  I  think,  ma- 
terially improve  the  proceedings  of  the  Association. 
It  would  eliminate,  among  others,  the  Section  on 
Pharmacopoeias  and  Formularies,  which  I  believe  is 
quite  unnecessary.  Personally,  I  would  prefer  to  re- 
strict the  activities  of  the  Association  to  three  sections 
and  to  eliminate  the  so-called  Section  on  Commercial 
Interests.  The  commercial  interests  of  the  pharma- 
cists  are   either  practical   pharmacy  or  they   are  not 


pharmaceutical  at  all,  and  if  not  pharmaceutical  have 
no  room  and  no  place  in  the  American  Pharmaceutical 
Association.  The  discussion  of  profitable  side-lines, 
whether  of  the  lunch-counter  type  of  the  chicken-feed 
variety,  or  fake  jewelry,  have  little  or  nothing  to  do 
with  pharmacy,  and  should  not  be  recognized  in  an  or- 
ganization designed  primarily  to  discuss  pharmaceutical 
problems. 

My  programme  would  also  eliminate  the  House  of 
Delegates,  which  has  no  legitimate  room  or  place  for 
existence,  and  in  view  of  the  fact  that  the  Council 
already  contains  some  thirty-eight  or  forty  members, 
with  provisions  for  a  further  increase,  I  am  inclined 
to  believe  that  the  latter  body  is  quite  sufficiently  repre- 
sentative of  the  membership  at  large  to  take  care  of  any 
business  that  may  be  referred  to  it. 

This  programme  also  eliminates  the  so-called 
Women's  Section  which,  as  I  understand,  is  not  legally 
a  part  of  the  Association  at  the  present  time.  W^ile 
there  can  be  absolutely  no  objection  to  an  official  or 
non-official  Women's  Auxiliary,  there  is,  as  I  under- 
stand it,  no  provision  in  the  constitution  or  by-laws  of 
the  Association  that  provides  for  election  or  recogni- 
tion of  non-members  of  the  Association  as  members  of 
a  Section  or  as  officers  of  a  Section. 

I  quite  agree  with  others  that  meetings  of  the  Ameri- 
can Pharmaceutical  Association  should  be  devoid  of 
what  has  been  referred  to  as  "gabfests,"  and  should  be 
restricted  to  the  consideration  of  really  worth-while 
material  that  will  be  a  credit  to  the  Association  and 
make  for  progress  in  the  sciences  of  our  calling. 


WOULD  RETAIN  THE  COMMERCIAL 

SECTION. 

By  F.  M.  Apple. 

Concerning  the  suggestions  made  by  Hany  B. 
Mason  I  wish  to  state  that  I  indorse  the  following  ones 
without  reserve:  Nos.  1,  2,  3,  4,  6,  7,  8,  9,  10,  11,  13, 
and  14.*  I  would  modify  No.  5  so  that  a  brief  synopsis 
of  the  committee  reports  be  presented  to  the  Council 
for  its  consideration  and,  if  deemed  wise  by  it,  re- 
ferred to  the  Association  for  discussion. 

Before  adopting  No.  12,  provision  must  be  made  to 
protect  the  material  offered  for  the  benefit  of  the  Jour- 
nal of  the  A.  Ph.  A.  No.  15  is  a  very  radical  move  and 
should  be  given  serious  attention  before  its  adoption. 
This  proposed  move  indicates  the  necessity  of  using 
ver>'  great  care  in  selecting  presiding  officers  for  the 
several  sections.  It  might  be  well  to  have  an  Advisory 
Board,  chosen  by  the  Council,  to  censor  the  nominees 
for  presiding  officers  of  the  several  sections  in  the  gen- 
eral interest  of  the  Association. 

I  most  heartily  indorse  the  idea  of  abolishing  the 
Section  on  Pharmacopoeias  and  Formularies,  as  its  work 
comes  under  the  scope  of  the  Committee  on  Practical 
Pharmacy  and  Dispensing  mostly,  hence  you  very  ma- 
terially weaken  this  Section,  which  is  most  unfortunate 
indeed. 

Until  it  is  proved  that  another  Section  can  properly 
look  after  the  questions  that  now  are  the  property  of 
the  Committee  on  Commercial  Interests,  I  am  opposed 
to  discontinuing  the  oldest  section  of  the  Association. 


*See  page  254  of  the  June  Bulletin. 
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It  was  established  in  1887,  when  the  Association  was  only 
twenty-five  years  old,  and  has  continued  to  be  a  vital 
part  of  the  Association's  activities.  It  is  needed  more 
to-day  than  at  any  previous  time,  and  all  that  is  required 
is  proper  supervision  and  direction.  The  bread-and- 
butter  line  is  too  prominent  a  part  in  the  life  of  the 
majority  of  our  members  to  be  treated  lightly.  What 
is  demanded  to-day  is  the  possibility  of  practically  ap- 
plying one's  knowledge  to  gain  an  honorable  living,  and 
provide  for  the  proverbial  rainy  day. 


THE  SODA  FOUNTAIN. 


MOVES  TO  CHANGE  THE  WOMEN'S 

SECTION. 

By  Hugh  Craig. 

I  am  impressed  with  Mr.  Wilbert's  communication, 
and  I  believe  that  for  the  most  part  his  suggestions  are 
good  ones.  There  is  a  real  and  growing  necessity  for 
some  change  in  the  procedure  of  the  Association,  to 
obviate  a  great  deal  of  wasting  of  time  and  to  coordi- 
nate the  interests  of  the  various  sections.  While  Mr. 
Wilbert  suggests  a  great  many  simultaneous  sessions,  I 
believe  that  this  matter  could  be  adjusted  each  year 
quite  satisfactorily. 

I  particularly  favor  his  suggestion  to  eliminate  the 
Section  on  Pharmacopoeias  and  Formularies.  This  has 
always  seemed  to  me  an  unnecessary  subdivision. 

The  matter  of  the  standing  of  the  so-called  Women's 
Section  was  one  upon  which  my  position  is  quite  well 
known  from  the  efforts  I  made  to  have  at  least  the 
name  of  this  subdivision  changed  at  the  Nashville  con- 
vention. Mr.  Wilbert  states  what  are  uncontrovertible 
facts  with  reference  to  the  constitutional  standing  of 
such  a  division  of  the  Association,  and  heartened  by 
his  suggestion  I  desire  at  this  time  to  offer  the  follow- 
ing motion: 

Resolvedf  Tbat  the  name  of  the  subdivision  of  the  American 
Pharmaceutical  Association  now  known  as  the  Women's  Section, 
be  changed  to  the  Women's  Auxiliary,  and  that  all  matters  of 
constitution  and  by-laws  of  this  Auxiliary  be  left  to  the  deter* 
mination  of  those  who  shall  constitute  it,  with  the  provision 
that  membership  in  the  Auxiliary  be  limited  to  the  women  mem- 
bers^ of  the  Association  and  to  the  women  members  of  the  im- 
mediate  family  of  all   members  of  the  Association. 

I  do  not  agree  with  Mr.  Wilbert  with  reference  to 
the  abolition  of  the  House  of  Delegates,  as  I  believe 
this  body  performs  a  very  necessary  service  as  a  clear- 
ing house  under  present  conditions.  I  think,  however, 
that  it  would  be  much  better  if  provision  was  made  for 
having  the  Council  meet  as  a  committee  on  resolutions 
— ^to  use  a  popular  term — ^and  perform  the  work  now 
carried  out  by  the  House  of  Delegates.  In  order  that 
delegates  might  secure  proper  recognition  my  sugges- 
tion would  embody  a  plan  for  having  them  certified 
to  the  Council  and  allowing  them  full  voice  on  the  floor 
of  the  meeting,  which  I  have  suggested,  this  meeting 
not  to  have  any  voting,  the  disposition  of  the  various 
matters  being  left  to  the  Council. 

^ — ,-  I  I      ■  _  _  B^^^M-M 

Blue  Eyes  or  Brown?— 

Physicians  of  the  Plaistow  Fever  Hospital  ol 
England  say  that  scarlet  fever  attacks  gray  and  blue- 
eyed  individuals  much  more  rigorously,  and  is  about 
twice  as  fatal  as  to  brown  or  dark-eyed  individuals. 
The  same  is  true  as  to  diphtheria,  but  the  mortality  is 
nearly  four  times  as  great  in  blue-eyed  cases  as  in 
brown-eyed. 


MIDSUMMER  BERRIES. 

While  blackberries,  raspberries,  and  cherries  are  most 
popular,  says  American  Druggist,  there  is  a  big  oppor- 
tunity for  one  who  spends  a  little  time  and  ingenuity  in 
working  up  palatable  concoctions  of  such  other  berries 
,as  currants,  gooseberries,  huckleberries;  also  such  small 
fruits  as  plums  and  wild  cherries.  These  will  be  novel- 
ties and  will  appeal  to  the  habitual  soda-fountain  patron 
all  the  more  because  they  are  different  from  the  usual 
drinks  and  dishes  served.  Furthermore,  a  soda-fountain 
owner  can  have  no  more  valuable  asset  than  the  reputa- 
tion of  being  the  man  who  is  always  getting  up  some- 
thing new  and  novel  in  taste  or  material.  The  chronic 
soda  drinker,  and  the  young  folks,  too,  will  walk  past 
many  fountains  to  reach  his  and  get  the  latest  novelty 
in  beverages. 

Below  are  given  some  excellent  recipes  for  July 
fruits  and  berries,  which  may  be  varied  in  many  ways 
so  as  to  provide  frequent  changes  in  taste  and  appear- 
ance. It  must  not  be  forgotten  that  the  fruits  and 
berries  themselves  furnish  the  most  irresistible  display. 
They  should  be  used  liberally  around  the  fountain  and 
in  the  window,  if  the  latter  is  not  exposed  to  the  direct 
rays  of  the  sun. 

BLACKBERRY  SYRUP. 

Take  ten  quarts  of  ripe  blackberries,  clean  and  pick 
over  carefully,  put  in  a  good  sized  kettle  and  add  five 
pounds  of  sugar,  mashing  the  berries  somewhat.  Heat 
over  a  moderate  fire  with  constant  stirring  until  the 
contents  begin  to  boil,  then  remove  from  the  heat  and 
strain  while  hot  through  a  heavy  muslin  or  flannel  bag. 
To  this  juice,  while  still  hot,  add  sugar  according  to  the 
heaviness  of  the  syrup  desired  and  bottle  at  once  in 
sterilized  containers.  This  makes  a  delicious  syrup  for 
fountain  use,  and  because  of  its  rich  red  color  can  be 
added  to  other  syrups  to  give  them  variety.  Some 
recommend  adding  a  little  cinnamon  and  the  juice  and 
peel  of  a  lemon  while  cooking  the  syrup. 

BLACKBERRY  SHRUB. 

Put  two  ounces  of  blackberry  syrup  in  a  tall  glass, 
add  shaved  ice  and  fill  up  solid  with  soda,  topping  off 
with  a  thin  slice  of  lemon  or  orange,  with  the  peel  on. 
This  may  be  varied  by  topping  with  a  slice  of  pineapple 
or  with  berries  or  cherries.    Serve  with  straws. 

BLACKBERRY    EGG-FLIP. 

Put  some  cracked  ice  into  a  tall  glass,  break  an  egg 
into  this,  add  two  ounces  of  blackberry  syrup,  shake 
thoroughly,  and  fill  up  the  glass  with  the  fine  stream. 
Pour  back  and  forth  from  one  glass  to  another  a  few 
times,  strain  into  a  clean  glass,  sprinkle  a  little  nutmeg 
over  the  top,  and  serve  with  straws. 

FRESH   BLACKBERRY  SUNDAE. 

Put  a  number  8  cone  of  vanilla  or  lemon  ice  cream 
in  a  sundae  glass,  sprinkle  liberally  with  fresh  ripe 
blackberries,  and  pour  over  this  an  ounce  of  blackberry 
syrup.  Top  with  whipped  or  marshmallow  cream  and 
serve  with  sweet  wafers.  By  sprinkling  a  few  nuts  over 
this  it  can  be  made  up  as  nut  blackberry  sundae. 
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BLACKBERRY  WATER  ICE. 

This  is  made  as  other  ices  are.  Crush  the  black- 
berries, strain  off  the  juice,  add  a  little  lemon  juice,  and 
dissolve  in  this  sugar  to  taste  and  the  well-beaten  whites 
of  eggs  or  gelatin;  pack  and  freeze  very  hard.  Allow 
one  egg  to  each  quart  of  berries  as  a  rule.  Serve  in 
cones  and  garnish  with  fresh  blackberries,  cubes  of 
pineapple  or  orange,  and  pour  over  the  dish  a  little 
blackberry  syrup.  This  makes  a  delicious  ice  for  hot 
days. 

CHERRY  SYRUP. 

Take  three  parts  by  weight  of  juicy  blackheart  cher- 
ries and  one  part  of  ripe  wild  cherries,  put  into  a  stone 
crock  and  crush  with  a  wooden  masher,  and  allow  the 
mass  to  stand  until  slight  fermentation  begins  and  the 
odor  and  flavor  are  fully  developed.  Strain  off  the 
juice,  express  and  dissolve  in  it,  cold,  as  much  sugar  as 
it  will  take  up  in  solution;  transfer  this  syrup  to  jugs, 
and  sterilize  by  placing  the  jug  in  water  up  to  the  neck 
and  quickly  bringing  it  to  the  boiling  point.  If  the 
syrup  is  made  frequently  this  sterilization  may  be 
omitted,  but  syrup  so  made  does  not  keep  well  unless 
sterilized.  Never  apply  direct  heat  to  cherry  prepara- 
tions. The  wild  cherries  give  a  novel  and  piquant  flavor 
to  the  ordinary  cherries  used,  and  this  syrup  served  as 
a  phosphate  or  used  on  sundaes,  etc.,  will  prove  very 
popular. 

CHERRY  PUNCH. 

Put  some  cracked  ice  in  a  tall  glass,  add  two  ounces 
of  cherry  syrup,  a  little  lime  juice,  a  spoonful  of 
crushed  pineapple,  and  shake;  then  fill  up  the  glass 
solid  with  soda  and  top  off  with  a  slice  of  orange  and 
slices  of  strawberry.  Serve  with  straws,  adding  a 
spoon,  as  many  like  to  eat  the  fruits. 

CRUSHED  CHERRIES. 

These  are  best  prepared  for  fountain  use  from  the 
red  or  white  cherry,  removing  the  stones  and  cooking 
slightly  with  enough  sugar  to  make  a  rich  syrup.  The 
cherries  should  be  broken  as  little  as  possible  in  remov- 
ing the  pits. 

CHERRY  SUNDAE. 

Place  a  number  8  cone  of  orange  water  ice  in  a 
sundae  glass,  arrange  a  row  of  whole  preserved  cher- 
ries around  the  bottom,  pour  over  this  a  small  ladle  of 
crushed  cherries,  and  top  off  with  a  ladleful  of  mara- 
schino whipped  cream.    Serve  with  Nabisco  wafers. 

CHERRY  CHOP  SUEY. 

Put  a  ladleful  of  candied  cherries  chopped  moder- 
ately fine  in  a  large  sundae  dish,  pour  over  this  a  small 
ladleful  of  crushed  pineapple,  spread  a  number  8  cone 
of  pistachio  ice  cream  over  the  top  and  spread  out  with 
a  spoon,  then  pour  over  the  whole  maraschino  flavored 
or  plain  whipped  cream,  and  top  off  with  a  sprinkling 
of  chopped  nuts. 

CALIFORNIA   CHERRY   SUNDAE. 

Place  a  number  8  cone  of  cherry  ice  cream  (made 
from  the  preserved  fruit)  in  a  sundae  dish,  arrange  a 
row  of  blanched  almonds  around  the  bottom  of  the 
cone,  pour  over  this  a  ladleful  of  crushed  cherries  and 
a  ladleful  of  whipped  cream,  and  top  off  with  a 
maraschino  cherry. 


SELECTED  FORMULAS. 

RASPBERRY  VINEGAR. 

Pour  over  t\vo  quarts  of  raspberries  in  a  stone  jar 
one  quart  of  very  best  vinegar,  let  stand  twenty- four 
hours;  strain  and  pour  liquid  over  two  quarts  of  fresh 
fruit,  and  let  stand  the  same  way  (another  twenty- four 
hours).  Allow  one  pound  of  sugar  to  one  pint  of  the 
juice,  put  in  a  stone  jar  and  set  in  a  pint  of  boiling 
water  one  hour,  skim  well,  and  put  in  bottles.  While 
hot  cork  and  seal  tight. 

This  makes  a  delightfully  refreshing  raspberry  drink, 
and  may  also  be  used  for  mixing  with  other  flavors. 

PINEAPPLE  FOAM. 

Draw  into  a  twelve-ounce  soda  tumbler  two  ounces 
pineapple  syrup,  two  ounces  of  plain  ice  water.  Beat 
the  white  of  an  tgg  and  add  to  the  above  mixture,  mix 
with  spoon,  and  fill  with  soda  water,  fine  stream. 

PINEAPPLE  CHEER. 

Place  into  a  mixing  glass  one  ounce  pineapple  syrup, 
one-half  ounce  vanilla  syrup,  one-half  ounce  strawberry 
syrup,  two  ounces  sweet  cream,  one  teaspoon ful  ice 
cream ;  shake  well  and  nearly  fill  glass  with  soda  water ; 
transfer  to  thin  glass,  fill  with  soda  water,  fine  stream, 
and  top  off  with  a  slice  of  pineapple.  Serve  with  spoon 
and  straws. 

LIME  CHAMPAGNE   SYRUP. 

Mix  thoroughly  2  pints  of  lime  syrup,  1  pint  of  pine- 
apple syrup,  and  5  pints  of  champagne  syrup.  To  ser\'e : 
Draw  1^  ounces  into  a  mineral  glass  and  fill  with  car- 
bonated water. 

CLUB  SANDWICH  SUNDAE. 

Place  a  slice  of  vanilla  ice  cream  on  a  dish,  place 
over  this  two  sweet  wafers,  and  over  them  a  slice  of 
chocolate  ice  cream,  giving  a  perfect  sandwich.  This 
sandwich  is  sometimes  served  on  a  lettuce  leaf. 
Chopped  nuts  and  fruits  may  also  be  used  for  filler; 
likewise  sliced  apple,  sliced  orange  (relieved  of  its 
rind),  and  other  sliced  fruits.  Sliced  banana  answers 
the  purpose  well,  as  it  may  be  eaten  easily  with  a  spoon, 
a  point  to  be  kept  in  mind.  If  you  will  have  a  sandwich 
mold  made,  you  can  get  very  elaborate  effects. 

CREAM  EGG  SHAKE. 

Into  a  14-ounce  glass  break  one  egg;  add  2  ounces 
of  syrup  of  wild  cherry  or  a  sufficient  quantity  of  syrup 
"red  tame  cherxyi"  1  ounce  of  syrup  of  raspberry,  J4 
ounce  of  cream,  1  ounce  of  milk,  and  shaved  ice.  Shake 
well,  fill  glass  with  carbonated  water,  coarse  stream. 

CHOCOLATE  SOLDIER. 

For  a  fancy,  nice  looking  sundae,  one  that  is  suited 
to  a  fountain  catering  to  the  better  class  of  trade,  this 
is  just  the  thing:  1  dipper  of  chocolate  ice  cream,  3^ 
lady's-fingers,  1  chocolate  Teddy  bear,  1  small  American 
flag.  It  sells  for  20  cents,  although  some  stores  might 
charge  a  quarter. 

OLD-FASHIONED   LIMEADE. 

Squeeze  the  juice  from  one  lime  into  a  12-ounce 
glass,  put  in  one-half  the  rind,  add  1  ounce  of  lemon 
syrup  and  two  tablespoon fuls  powdered  sugar;  fill  the 
glass  two-thirds  full  of  crushed  ice,  and  draw  on  car- 
bonated water,  coarse  stream,  until  the  glass  is  nearly 
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full.     Mix  by  pouring  from  glass  to  strainer  several 
times ;  finally  strain  into  the  glass  and  serve  with  straws. 

cupid's  quaff. 

Cherry  syrup,  J4  ounce;  orange  syrup,  J4  ounce;  1 
dash  lemon  juice  and  1  t%g.  Break  the  tg%  into  a  glass, 
add  the  other  ingredients,  shake  well.  Fill  with  car- 
bonated water  and  top  off  with  whipped  cream. 

OLD-FASHIONED  CHOCOLATE  CREAM. 

Prepare  a  syrup,  using  }4  pound  chocolate,  five  pounds 
white  sugar,  Yz  gallon  water,  and  1  ounce  extract  of 
vanilla.  Heat  ^  pint  of  water  and  stir  in  the  chocolate 
until  a  smooth  paste  is  made.  Stir  in  a  pound  of  sugar, 
then  add  the  balance  of  the  sugar  and  water.  Bring  to 
a  boil,  cook  about  five  minutes,  remove  from  the  fire, 
when  cool,  add  the  extract  of  vanilla.  To  serve,  take 
2  ounces  of  the  above  syrup,  3  ounces  of  milk,  and  a 
disherful  of  vanilla  ice  cream.  Put  into  a  12-ounce 
glass,  fill  with  carbonated  water,  using  both  coarse  and 
fine  streams. 

CATAWBA  MILK  PUNCH. 

Into  a  phosphate  glass  put  1^2  ounces  of  Catawba 
syrup,  a  little  cracked  ice,  2  ounces  of  milk,  and  fill  the 
glass  with  carbonated  water,  using  fine  stream;  top  off 
with  cinnamon. 

FROSTED   ICE-CREAM   CHOCOLATE. 

Place  2  ounces  of  chocolate  syrup  in  a  glass  and  half 
fill  with  carbonated  water;  add  1  ounce  of  vanilla  ice 
cream,  then  fill  the  glass  with  carbonated  water.  Top 
off  with  whipped  cream.  A  delicious  beverage  for  those 
who  desire  a  cold  drink  in  either  summer  or  winter. 

GRAPE  CUP. 

Grape  juice,  1  pint;  English  breakfast  tea  (concen- 
trated), 1  ounce ;  prepared  lime  juice,  4  ounces ;  solution 
of  acid  phosphates,  ^  ounce;  water,  1  pint.  Add  a 
chunk  of  ice  and  let  the  mixture  stand  until  cold.  To 
dispense,  fill  a  glass  three-fourths  full,  completing  the 
filling  with  carbonated  water,  fine  stream.  Stir  with  a 
spoon. 

STRAWBERRY  SHERBET. 

Mash  and  strain  through  a  sieve  one  and  one-half 
pounds  of  fresh  strawberries  and  half  a  pound  of  red 
currants;  add  to  the  juice  one  and  one-half  pints  of 
syrup  cooked  to  a  light  thread,  the  juice  of  two  lemons, 
then  strain  again.  Gauge  the  composition  to  18  degrees 
and  freeze.  After  it  is  well  frozen,  and  about  ten 
minutes  before  serving,  stir  into  it  a  bottle  of  Burgundy 
previously  kept  on  ice.  When  the  sherbet  is  too  pale 
add  a  few  drops  of  liquid  carmine,  but  don't  work  too 
much  or  else  it  will  lose  its  color.  Serve  in  sherbet 
glasses. 

HAWAIIAN  FRUIT  SALAD  SUNDAE. 

On  a  small  platter  lay  two  slices  of  Hawaiian  pine- 
apple; on  each  slice  put  a  No.  20  cone  of  ice  cream, 
using  two  kinds  of  cream  if  you  have  them.  Over  one 
pour  a  ladle  of  some  good  fruit  salad,  over  the  other 
pour  some  good  nut  dressing  and  top  with  a  cherry. 

PERRY  COCKTAIL. 

One  t%g,  1  teaspoon ful  Worcestershire  sauce,  salt 
and  pepper,  and  2  crackers.  A  little  lemon  juice  may 
be  added  if  desired. 


CARMEN  ELIXIR. 

Raspberry  syrup,  1?4  ounces;  plain  cream,  2  ounces; 
1  egg.  Put  all  in  a  glass,  shake  well  and  add  Vichy 
water  to  fill. 

UNDEN HURST  SUNDAE. 

Vanilla  ice  cream,  maple  syrup,  crushed  stewed 
prunes,  crushed  English  walnuts,  chocolate  whipped 
cream,  of  each  a  sufficiency;  top  off  with  a  maraschino 
cherry. 

LEMON  MERINGUE  SODA. 

Lemon  syrup,  2  ounces;  add  shaved  ice  and  enough 
carbonated  water  to  fill  glass.  Dress  with  whipped 
cream. 

TRES  FORD. 

Orange  syrup,  1}4  ounces;  lemon  juice,  1  teaspoon- 
ful ;  angostura  bitters,  2  dashes ;  crushed  ice,  a  sufficient 
quantity.  Put  into  glass  and  fill  with  carbonated  water^ 
adding  a  slice  of  lemon. 


A  TEA-ROOM  IN  A  DRUG  STORE. 

Here  is  a  new  departure,  says  the  Pharmaceutical 
Era,  which  offers  a  suggestion  to  druggists  operating 
soda  fountains  with  luncheonette  adjuncts: 

Absolutely  the  latest  idea  in  the  equipment  of  a 
modem  drug  store  has  been  adopted  by  the  Clark  Drug 
Co.,  227  West  Main  Street,  Oklahoma  City.  Amid 
elaborate  decorations  of  smilax,  palms,  holly  and  mistle- 
toe the  ladies  of  Oklahoma  City  were  entertained  on 
the  opening  day,  each  receiving  a  ribbon-trimmed  pack- 
age of  chocolates  and  bonbons  as  a  souvenir. 

The  store  had  been  completely  renovated,  and  a  new 
room  has  been  opened  devoted  to  the  service  of  the 
"cups  that  cheer  but  not  inebriate."  This  room 
is  a  gem.  The  walls  are  covered  with  lattice-work 
through  which  are  entwined  wistaria  vines  and  their 
highly  decorative  clusters  of  purple  blossoms.  At  the 
end  of  the  room  is  a  Japanese  landscape,  placed  over 
a  long  mirror.  At  the  right  side  of  the  room  and 
opening  from  the  central  passage  are  little  booths,  in 
each  of  which  four  persons  can  be  seated  comfortably. 
The  decorations  are  in  Japanese  style,  and  Japanese 
chimes  are  suspended  at  the  entrance  to  each  booth. 

Another  innovation  is  a  ladies'  dressing  room  ad- 
joining the  tea  room.  This  is  finished  in  pure  white^ 
and  is  equipped  with  toilet  accessories,  face  powder, 
violet  and  toilet  waters,  and  similar  accessories  with 
which  to  repair  the  ravages  consequent  upon  a  shopping 
trip.  The  kitchen,  in  which  luncheonette  dainties  are 
prepared,  is  also  finished  in  pure  white,  and  this  de- 
partment is  entirely  separated  from  the  main  store,, 
thus  doing  away  with  odors  and  the  savor  of  viands. 

On  the  opening  day  a  full  orchestra  rendered  a  pro- 
gramme of  popular  music  from  noon  till  midnight. 


SAWBUCK  SUNDAE. 

Roll  a  large  spoonful  of  vanilla  ice  cream  and  place 
it  on  an  oblong  dish.  Over  each  end  of  the  roll  cross 
two  lad/s-fingers.  Peel  a  banana,  cut  it  in  half  (cross- 
wise), and  place  one-half  on  the  lady's-fingers.  On 
each  side  of  the  dish  put  a  spoonful  of  chopped  nuts 
and,  at  each  end,  a  spoonful  of  whipped  cream  and  a 
maraschino  cherry. 
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BUSINESS  HINTS 


Specimens  of  druggists'  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 
Bulletin. 


A  One-cent  Cigar  Sale. — 

The  display  shown  in  the  accompanying  illustra- 
tion was  used  merely  two  days — the  day  of  the  sale 
and  the  day  preceding  it.  The  sale  was  held  on  the 
Saturday  before  Easter,  and  was  what  is  known  as  a 
"One-cent  Sale."  The  idea  was  to  sell  a  box  of  cigars 
at  the  regular  price  and  to  give  another  box  of  the 


same  cigars  for  an  additional,  solitary  cent;  two  boxes 
of  cigars  for  the  price  of  one  box,  plus  one  cent. 

The  two  rabbits,  which  were  pasted  on  the  glass, 
were  cut  out  of  white  cardboard,  and  outlined  in  black. 
From  the  front  feet  of  each  rabbit  two  strands  of  white 
crepe  paper  extended  to  the  show-card  in  the  back- 
ground. 

This  card  explained  the  sale.  It  was  lettered  in 
purple  and  black,  the  former  predominating.  The  shad- 
ing and  decorating  on  the  card  were  done  in  a  very 
light  gray. 

The  background  of  the  display  consisted  of  a  strip  of 
purple  crepe  paper  around  the  upper  part  of  the 
window,  and  a  strip  of  white  crepe  paper  extended  from 
the  lower  edge  of  the  purple  paper  to  Ihe  floor.  The 
floor  was  covered  with  purple  cloth. 

In  the  center  of  the  display  was  placed  an  electric 
humidifier.  The  atmosphere  in  the  window  was  kept  in 
good  condition  at  all  times.  This  feature  drew  amaz- 
ingly, causing  many  passers-by  to  stop  and  take  notice. 


The  sale  began  early  in  the  morning,  and  the  cigars 
were  sold  directly  from  the  window  to  the  customer. 

The  photograph  of  this  display,  together  with  the 
text,  was  supplied  by  William  E.  Steckelmann,  Ph.B., 
Columbus,  Ind. 

Sent  with  Statements. — 

Wilhelm  Bodemann,  S018  Lake  Avenue,  Chicago, 
Illinois,  inserts  with  monthly  statements  the  enclosure 
which   we  present   herewith.     It  is  in   the   form  of  a 


card,  on  firm,  stiff,  rough  white  paper,  and 
3Jix5i^  inches.  The  text  is  particularly  impressive, 
and  the  result  should  be  the  gaining  of  new  patrons  of 
that  class  which  is  most  desirable. 

A  Prescription  Department  Ad. — 

M.  A.  Knipkin,  1S21  Fullerton  Avenue,  Chicago,  puts 
out  a  little  store  paper  called  "Krupkin's  Live-Wire 
News."  The  paper  contains  four  advertisements  sup- 
plied by  Mr.  Krupkin,  and  we  are  reproducing  one  of 

Particular  stress  is  laid  on  quality.    This  is  always 


No  counterfeiter    has   ever   pro- 
duced a  perfect  dollar  Ull. 
No    Imitator   has  ever  equaled 
Parke.  Davis  &  Co.'s  and 
Squibb's  Quality. 


pt  At^S.i.Tcl'VK™!.  iiid  fa.  s^olbbi  I 

SoDi.cpf  New  VDrii.  "tkoowle^Cfll  lohive  ihe  larfrtt 
•cicnIiAc  prcpanwn  ol  hi|i|.|nde  ^rAaccniicilL 
Tbil  it  vie  d(  tbc  maEfk  rtuoQi  vbr  Aaaon  prefer 
to  lu*e  ui  fill  Ibclr  pntcrlpilcfi^  bcaue  tberr  If  PD 
nrii-uik    ibonl   Pirkt.  Di>h  i  Ca*!  ■li4E.it. 

M.  A.  KRUPKIN, 


a  strong  point,  when  featuring  the  prescription  depart- 
ment, and  one  in  which  the  people  are  much  more  in- 
terested now  than  they  were  before  the  day  of  pure 

food  and  pure  drug  agitation. 

A  Preacription  Window  Displajr.— - 

Various  utensils  used  in  the  art  of  compounding, 
together   with   a   number  of   stock  pack^es   of   well- 


BULLETIN  OF  PHARMACY 


345 


Imown  pharrnaceuticals,  constituted  a  large  part  of  the 
material  made  use  of  in  the  construction  of  the  dis- 
play recently  installed  in  one  of  the  windows  of  Tobin's 


intervals  with  full  boxes  of  popular  brands  of  cigars. 
The  large  hand  on  the  dial  is  worked  by  an  electric 
battery  and  stops  every  few  seconds  on  a  box  of 
Aquillas,  Preferencias,  Henry  George's,  Little  Tom's, 
or  whatever  brands  he  wants  to  advertise.  The 
passer-by,  arrested  by  the  motion  of  the  wheel,  ponders 
a  tew  minutes  to  discover  "what's  the  game"  and  then 
goes  in  to  take  a  chance.  There  is  no  chance,  but  the 
little  wheel  has  done  its  work  and  makes  many  sales. 

Up-to-Date  Delivery  Service. — 

Two  very  attractive  little  Ford  automobiles  are  in 
the  delivery  service  of  Brown  &  Allen,  of  Atlanta,  Ga. 
They  are  business-gelters,  the  firm  declares.  The  run- 
ning cost  is  summarized  as  follows :  two  chauffeurs  at 
$IS  a  week;  gasoline,  per  day,  60  cents;  oil  IS  cents. 
This  totals  about  $2.85  a  day  for  each  car. 


Pharmacy,  South  Omaha,  Neb.    The  window  was  ar- 
ranged by  W.  G.  Epplen,  chief  prescriptionist. 

A  Chancelesa  Came. — 

Manager  Roberts  of  Voegeli's  Nicollet  Hotel  Drug 
Store,  Minneapolis,  has  rigged  up  a  very  clever  cigar 
window  which  he  finds  has  gathered  a  crowd  of  "look- 
ers" about  every  time  he  takes  the  trouble  to  glance 
outdoors,  says  the  Northwestern  Druggist.  It  b  a  new 
adaptation  of  the  old  truth  that  all  men  love  to  take 
a  chance  or— a  new  phase  of  an  old  scheme.  Mr. 
Roberts  has  erected  a  large  clock-shaped  dial  perpen- 
dicularly in  the  window  and  surrounded  it  at  regular 


ADtomQbllea  used  b;  Broum  A  Allen.  AtUnta.  Oa- 

The  two  cars  displaced  four  messengers,  who  were 
paid  $7  a  week  and  carfare. 

Post-card  pictures  of  the  automobiles  are  distributed, 
the  cards  bearing  the  inscription ;  "Your  telephone  and 
our  quick  delivery  makes  us  your  nearest  drug  store." 


•mars  SWCn  M  TMDM  HOT  ^ 
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Toothbrushes 

are  necessary 

to  health. 

We  seU  only 

those 

that  are 
i  properly  made 

and  the 

bristles  never 
i  come  out. 

35  cents. 
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Conveniences  in  Dispensing. — 

In  a  paper  read  before  the  June  meeting  of  the 
Pennsylvania  Pharmaceutical  Association,  P.  Henry 
Utech,  Ph.G.,  advanced  some  extremely  practical  sug- 
gestions.   The  paper  is  reproduced,  in  part: 

"We  make  a  practice  of  filtering  all  liquids  in  which 
solid  substances  have  been  dissolved,  through  a  pledget 
of  absorbent  cotton.  More  delicate  solutions,  such  as 
eye  lotions  or  those  containing  potent  drugs,  are  of 
course  filtered  through  paper. 

"Occasionally  one  has  call  for  a  few  odd  tablet  trit- 
urates. The  delay  incident  to  procuring  them  from  the 
manufacturer  is  oftentimes  quite  embarrassing.  A 
small  hard  rubber  hand  tablet  machine  has  paid  for 
itself  many  times  over  in  just  such  emergencies. 

"The  trituration  of  many  fine  powders  such  as  cal- 
cined magnesia,  wood  charcoal,  bismuth,  etc.,  is  oft- 
times  a  tedious  and  fussy  job.  By  placing  the  powder 
in  a  device  known  as  a  prescription  sieve  (which  is 
nothing  more  than  a  nickel-plated  cylinder  fitted  with 
covers  on  either  end  and  a  fine  mesh  sieve  fastened  in 
its  center)  and  shaking  gently  for  a  few  moments  the 
operation  is  thoroughly  and  quickly  done. 

"Having  immediate  need  recently  for  a  large  sized 
water-bath,  we  purchased  a  granite  enamel  sauce-dish 
at  a  near-by  department  store,  and  had  a  tinner  adjust 
several  galvanized  zinc  rings  on  it  in  a  few  minutes. 
We  thus  had  a  three-quart  water-bath  at  a  total  cost 
of  twenty-five  cents. 

"We  hesitated  quite  a  while  before  deciding  to  invest 
in  a  typewriter  for  use  on  the  prescription  counter,  but 
since  m'aking  the  purchase  the  numerous  expressions  of 
approval,  by  physicians  and  customers  alike,  together 
with  the  improved  appearance  and  neatness  of  the  label, 
have  amply  proved  the  wisdom  of  our  judgment. 

"Another  important  necessity  is  an  automatic  num- 
bering machine.  For  more  than  fifteen  years  we  em- 
ployed the  old  method  of  writing  the  number  with  pen 
and  ink,  and  were  loath  to  change.  A  few  points  in 
favor  of  the  machine  are  absolute  accuracy,  economy, 
and  expediency. 

"In  compounding  liquid  eye  prescriptions,  we  always 
dispense  them  in  a  dropper  bottle  which  is  fitted  with 
a  rubber  base  and  a  detachable  rubber  cap  for  dropping 
the  contents.  Sepsis  is  therefore  reduced  to  a  mini- 
mum. We  also  append  a  small  red  sticker  "For  the 
Eye,"  so  as  to  distinguish  this  class  of  medicines  from 
others  similar  in  appearance.  These  dropper  bottles  we 
also  use  for  all  prescriptions  calling  for  drop  doses  of 
toxic  substances,  and  we  have  found  them  to  meet  with 
the  warm  approval  of  many  of  our  physicians. 

"Triturations  of  calomel,  strychnine  sulphate,  etc., 
diluted  with  sugar  and  milk,  one  part  in  ten,  afford  a 
quick  method  of  manipulating  minute  quantities  of  these 
medicaments  in  powder  form 

"Solutions  of  the  following  chemical  substances  are 
kept  in  stock  constantly  to  facilitate  time  in  dispensing: 
sodium  bromide,  potassium  acetate,  sodium  salicylate  in 
50%  solutions.  Saturated  solutions  are  kept  of  the  fol- 
lowing: potassium  chlorate,  boracic  acid,  sodium  phos- 


phate, potassium  iodide.  The  following  are  kept  in 
stock  solutions  representing  .065  Gm.  to  each  4  Cc. : 
strychnine  sulphate,  bichloride  of  mercury,  arsenous 
acid,  atropine  sulphate,  eserine  salicylate.  The  last  two 
are  for  use  in  oculists'  work.  Microscopic  organisms 
soon  appear  in  these,  and  to  overcome  this  a  minute 
quantity  of  boracic  acid  is  included  as  a  preservative." 

Water  as  a  Menstruum  for  Opium.— 

After  stating  that  it  is. well  known  that  the  alka- 
loids of  opium  are  soluble  in  water,  Charles  K.  Stotle- 
meyer,  Pharm.D.,  in  a  paper  read  before  the  annual 
meeting  of  the  Maryland  Pharmaceutical  Association, 
gives  an  actual  working  process  by  which,  he  says,  an 
excellent  tincture  of  opium  may  be  made,  water  being 
used  as  the  menstruum.    We  quote  from  the  paper : 

"Three  lots  of  the  tincture  were  prepared,  300  Cc. 
each,  all  from  the  same  sample  of  granulated  opium, 
which  was  obtained  from  a  reputable  firm  and  labeled 
to  contain  12  per  cent  of  morphine. 

"The  granulated  opium  was  placed  in  an  agate  dish 
and  as  many  Cc.  of  boiling  water  poured  on  it  as  of 
finished  tincture  desired  (in  this  case  300  Cc).  The 
vessel  was  then  covered  and  the  whole  allowed  to 
macerate  for  24  hours.  At  the  end  of  that  time  the 
magma  was  transferred  to  a  percolator,  and  when  the 
liquid  had  drained  off  the  percolation  was  continued 
with  water,  the  object  of  the  preparation  of  the  three 
lots  being  to  determine  the  point  to  which  it  would  be 
practicable  to  carry  this  exhaustion.  The  mixed  per- 
colates were  then  evaporated  to  the  proper  volume  and 
enough  95-per-cent  alcohol  added  to  make  up  the 
quantity. 

"The  point  to  which  the  evaporation  should  be 
carried  and  the  quantity  of  alcohol  to  be  added  are 
readily  calculated  if  it  is  remembered  that  the  official 
tincture  contains  47  per  cent  of  absolute  alcohol.  Thus, 
in  making  up  the  volume  of  these  three  lots,  the  mixed 
percolates  were  in  each  case  evaporated  to  148.5  Cc, 
and  151.5  Cc  of  95-per-cent  alcohol  added  to  bring 
the  volume  up  to  300  Cc. 

"The  very  satisfactory  results  obtained  are  shown 
by  the  following  figures : 

"Lot  1.  Total  water  used  to  extract  30  Gm.  of 
drug,  820  Cc.    Assayed  1.262  Gm.  morphine  in  100  Cc 

"Lot  2.  Water  used  to  extract  30  Gm.  of  drug, 
620  Cc.    Assayed  1.250  Gm.  morphine  in  100  Cc. 

"Lot  3.  Water  used  to  extract  30  Gm.  of  drug, 
420  Cc.    Assayed  1.232  Gm.  morphine  in  100  Cc. 

"From  this  it  would  seem  that  to  obtain  the  U.  S. 
P.  strength  an  even  smaller  quantity  of  water  would 
suffice,  which  would  materially  shorten  the  process 
both  in  the  extraction  and  evaporation. 

"The  tincture  thus  obtained  is  the  same  in  appear- 
ance, although  not  quite  so  dense,  as  that  made  by  the 
official  formula,  and  does  not  contain  as  much  resinous 
matter,  which  greatly  facilitates  the  washing  of  the 
precipitate  occasioned  by  the  addition  of  water  in  the 
assay. 

"Some  of  the  resinous  or  extractive  matter  sepa- 
rates out  in  the  evaporation,  but  is  redissolved  upon 
the  addition  of  the  alcohol,  and  while  the  three  samples 
prepared  have  only  been  standing  for  a  few  weeks, 
little  or  no  precipitation  has  subsequently  occurred." 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  L.  Scovn^iA 


^ 


AUotropic  Acumen. — 

The  addition  of  a  little  glycerin  to  a  saturated  solu- 
tion of  Epsom  salt  prevents  crystallization. 

Most  of  the  cream  of  tartar  in  grapes  is  found  im- 
mediately below  the  skin.  The  pu4p  of  the  grape  con- 
tains comparatively  little. 

The  detergent  action  of  soap  is  probably  due  to 
physical  causes  more  than  to  chemical.  Toilet  soaps 
are  usually  more  alkaline  in  solution  than  household 
soaps. 

D.  White  of  the  U.  S.  Geological  Survey  thinks  that 
coal  is  primarily  a  peat  product,  and  mainly  of  swamp 
formation. 

Meyerhof  finds  that  alcohols,  ketones,  and  urethanes 
have  a  decidedly  preservative  effect  upon  hydrogen 
peroxide,  particularly  when  slightly  acid. 

Foods  which  are  rich  in  fat  are  generally  cheaper, 
from  a  nutritive  standpoint,  than  those  which  are  rich 
in  proteids  but  poor  in  fats. 

German  biological  chemists  think  that  a  little  calcium 
chloride  should  be  added  to  bread  in  order  to  supply 
the  amount  of  calcium  which  is  needed  for  normal  as- 
similation. 

A  German  biologist  claims  that  potassium  salts,  pre- 
ferably the  bicarbonate  or  bitartrate,  are  valuable  reme- 
dies in  bronchitis  and  whooping-cough. 

Resorcin  in  large  doses  produces  symptoms  in  cats 
and  dogs  resembling  those  of  epilepsy. 

The  injection  of  a  one-per-cent  solution  of  osmic 
acid  into  a  leg  produced  rapid  healing  of  a  fractured 
bone.  Osmic  acid  has  a  decided  stimulating  action  on 
bone-marrow. 

French  biologists  state  that  coUyria  should  have  a 
strength  isotonic  with  a  1.4-per-cent  solution  of  sodium 
chloride  or  2-per-cent  solution  of  sodium  bicarbonate. 
This  is  more  dense  than  the  internal  secretions. 

Professor  Monti  of  Turin  prepares  a  concentrated 
grape  juice  which  is  very  stable,  is  of  the  consistency 
of  honey,  and  which  can  be  used  for  dilution  or  in  its 
concentrated  form  to  disguise  the  taste  of  medicines. 

Mercury  benzoate  dissolves  in  sodium  chloride  solu- 
tions to  form  mercuric  chloride  and  sodium  benzoate, 
but  in  ammonium  benzoate  solution  it  forms  a  complex 
ammoniated  salt. 

The  Eskimos  have  a  normal  diet  which  is  excessive 
in  its  proportion  of  meat  and  fat,  but  deficient  in  car- 
bohydrates, yet  uric  acid  diseases  are  rare  among  them, 
and  the  proteins  are  well  assimilated. 

P.  W.  Bridgman  has  made  two  new  allotropic  forms 
of  phosphorus,  a  new  white  form  obtained  at  very  low 
temperatures,  and  a  black  form  obtained  under  heavy 
pressure.  The  latter  form  does  not  bum  easily  and  is 
very  stable  in  the  air. 

Professor  Richards  finds  that  lead  of  radioactive 
origin  has  a  slightly  lower  atomic  weight  than  lead  from 
other  sources.  This  suggests  that  another  hole  in  the 
atom  may  be  divulged  when  an  adequate  explanation 
is  found. 


The  Remsen  Referee  Board  have  concluded  that  the 
use  of  alum  baking  powders  is  not  injurious  as  or- 
dinarily used,  either  to  the  health  or  to  the  nutritious 
quality  of  the  food. 

Adrenalin  is  found  to  hasten  the  recovery  of  normal 
conditions  to  the  muscles  after  fatigue.  How  it  acts 
is  not  understood. 

Tumors  in  animals  have  been  reduced  by  first  inject- 
ing into  the  circulation  methylene  blue,  then  after  two 
days  injecting  calomel.  Tumors  with  cells  which  were 
stained  with  the  methylene  blue  soften  and  disintegrate. 

O.  Hesse  has  separated  five  different  alkaloids  from 
ipecac  root,  of  which  two  are  newly  reported,  which  he 
calls  ipecamine  and  hydroipecamine. 

Salol  and  betanaphthol  or  sulphonal  and  betanaph- 
thol  do  not  liquefy  in  any  proportions  at  ordinary  tem- 
peratures, but  a  mixture  of  78  parts  of  salol,  15  parts 
of  betanaphthol,  and  7  parts  of  sulphonal  liquefies  at 
27*'  C. 

Artificial  skating-rink  surfaces  are  composed,  ac- 
cording to  a  recent  patent,  of  a  layer  of  magnesium 
chloride  covered  by  a  layer  of  paper  or  porous  material, 
and  then  a  top  layer  of  sodium  sulphate  or  carbonate 
mixed  with  talc. 

Human  pepsin  requires  about  half  as  much  again  of 
hydrochloric  acid  for  its  best  action  as  does  pig  pepsin. 
When  mixed  with  pancreatin,  pepsin  in  neutral  solution 
has  no  effect  on  the  pancreatin,  but  in  even  faintly  acid 
solutions  the  pancreatin  is  destroyed. 

Disinfectants  which  kill  bacteria  in  one  concentra- 
tion will  first  tend  to  become  inert  by  dilution,  and  then 
when  relatively  weak  will  stimulate  the  growth  of  the 
bacteria.  After  employing  a  disinfectant  it  is  necessary 
to  wash  it  out  completely  or  not  at  all. 

Getting  Used  to  It- 
Diphtheria  antitoxin  is  found  in  the  blood  of  persons 
who  have  recovered  from  diphtheria,  but  it  is  richest  in 
those  persons  who  are  frequently  exposed  to  the  disease. 
It  is  thought  from  a  study  of  the  condition  that  healthy 
persons  pass  through  latent  infections  which  suc- 
cessively increase  the  antitoxin  in  the  system.  A  single 
infection  does  not,  therefore,  produce  a  high  degree  of 
immunity,  but  repeated  infection  increases  the  resistance 
without  producing  the  disease. 

Urinary  Antiseptics. — 

Dr.  A.  Jordan  says  that  hexamethylenamine  is  not 
of  itself  antiseptic,  but  acts  by  producing  formaldehyde 
in  acid  urine,  the  degree  of  antiseptic  power  being  pro- 
portionate to  acidity.  Benzoic  and  salicylic  acids  are 
fairly  efficient  in  acid  urines,  but  of  little  or  no  value 
in  alkaline.  Sandal  oil  has  a  special  action  on  staphy- 
lococcus, and  uva-ursi  is  efficient  in  a  way  not  under- 
stood. Boric  acid  is  the  best  antiseptic  for  alkaline 
urines. 

Less  Shocking  When  Old. — 

When  kept  under  proper  conditions  diphtheria  and 
tetanus  antitoxins  do  not  lose  their  activity  upon  long 
storage,  but  they  do  undergo  some  change  which  re- 
duces the  anaphylactic  shock.  Scrums  which  have  been 
kept  ten  years  were  found  to  produce  no  appreciable 
reaction  after  injection,  though  active  in  producing  im- 
munity. This  suggests  that  the  older  serums  are  safer 
to  use  than  those  which  are  fresh. 
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SOLICITING  BUSINESS  IN  INDIA. 

[American  aggressiveneBs  is  contagious.  Very  frequently  it 
breaks  out  in  most  malignant  form  m  some  locality  where  we 
least  have  the  right  to  expect  it.  Through  the  courtesy  of  the 
manager  of  the  East  Indian  branch  of  a  large  pharmaceutical 
house  we  are  enabled  to  present  to  our  readers  a  specimen  of 
what  happens  when  a  native  of  Bengal  contracts  the  complaint, 
but  has  not  yet  mastered  the  language.  The  communication 
emanates  from  the  of&ce  of  a  Calcutta  advertising  agency,  and  is 
quite  capable  of  speaking  for  itself. — ^Thb  Eoitoks.] 

To  the  Manager, 

Dear  Sir:  Wc  have  the  pleasure  to  bring  to  your 
notice,  and  beg  to  call  your  ardent  co-operation,  that 
we  have  undertaken  a  new  line  of  our  Agency  business 
for  the  benefit  of  the  public,  by  adopting  a  quite  fresh 
and  a  new  recent  idea  of  plan  to  circulate  and  to  give 
every  information  to  the  mass  public  bodies,  for  its 
genuine  curative  powers  in  the  localities  of  this  part  of 
the  world  and  its  various  wards  as  well  as  out  of  the 
towns,  where  millions  of  both  middle  and  low  class 
people  reside;  who  are  quite  ignorant  and  unaware  of 
your  illustrated  advertisements  on  the  newspapers. 

Herein  we  beg  to  say  with  stress  that  there  is  an- 
other fact  equally  broad  in  our  new  scheme  of  adver- 
tisements which  will  divulge  and  impress  and  as  well 
as  act  like  a  touchstone  in  the  minds  of  the  mass  of 
people,  who  are  very  largely  dealing  in  all  such  medi- 
cines. We  now  take  the  liberty  of  making  them  under- 
stand about  the  marvellous  healing  effects  of  certain 
drugs  in  several  incurable  diseases.  In  fact  when  this 
will  be  once  wide  awake  amongst  them,  it  will  pay  you 
very  handsomely  for  this  invention  of  your  enterprise. 

In  short,  we  most  sincerely  beg  to  state  that  our 
supreme  attempts  and  endeavours  are  to  promote  all 
such  advertisements  by  placing  your  illustrated  placards 
in  a  particularly  some  attractive  ways,  and  its  true 
agreeing  principles  that  will  spatter .  round  in  the  air 
to  the  ears  &  hearts  of  the  peoples  which  will  be  drawn 
by  horse  and  bullock  carts  to  each  parts  of  the  resi- 
dential quarters,  and  to  give  vent  in  every  private  and 
public  mass  meetings  and  assemblies,  and  as  well  as  to 
the  fringed  areas  of  the  towns,  where  very  often  epi- 
demical out-breaks  spread  widely. 

Further,  we  beg  to  say  that  we  will  appoint  and  en- 
gage some  exceptionally  efficient  men  of  fascinating 
power- with  literary  style  and  masterly  way  to  explain 
the  medicine,  of  its  miraculous  effects  to  all  such  cases, 
with  every  descriptions  of  its  characters,  and  to  dis- 
tribute all  your  catalogues  and  handy  pamphlets,  as  well 
as  your  some  free  sample  phials,  to  all  such  epidemical 
quarters,  which  you  will  consign  to  us  for  its  free  cir- 
culations amongst  those  class  of  peoples,  and  to  explain 
for  its  wonderful  curative  powers  as  well  as  successful 
services  in  human  lives  and  health  and  to  convince  them 
the  remarkable  characters  of  its  true  genuinity  and 
worth  for  its  healing  effects. 

We  beg  to  state  herein  with  great  pleasure,  and  can 
confidently  assure  you  that  by  this  brilliant  act  of  our 
efforts  thousand  upon  thousands  will  be  benefitted  and 
as  well  as  you,  too,  will  gain  hand  fully  in  all  respects, 
by  inserting  in  series  of  your  long  alluring  advertise- 
ments on  different  newspapers;  and  we  beg  most  cor- 
dially to  invite  your  fervid  attention  that  at  the  present 


age  most  of  the  people  who  used  to  go  through  every 
days  newspapers  do  not  pay  any  heed  to  those  innumer- 
able different  advertisements  that  are  so  placed  together 
in  the  columns  of  the  papers,  and  in  fact  take  no  notice 
of  all  such  advertisements. 

We  therefore  can  solemnly  assure  you  to  this  point 
of  the  view,  that  if  you  want  to  promote  and  circulate 
the  results  of  your  long  toiled  and  skilled  inventive 
efforts  for  the  wonderful  discoveries  of  the  medicines, 
please  give  a  trial  in  our  methods  of  advertisements 
which  will  be  awakened  to  the  public  by  its  right  cir- 
culations. To  this  we  can  also  confidently  promise  you 
that  it  will  very  soon  give  you  enormous  facilities  to 
yourself,  as  well  as  to  the  bereaved  diseased  people. 

In  fine,  we  can  lastly  assure  you  that  hereafter  you 
will  realise  this  remarkable  refine  plan  of  our  master 
piece  of  advertisements,  which  will  practically  run  to 
the  people's  mind  in  every  household  of  India. 

We  beg  to  say  that  our  charges  for  all  such  adver- 
tisements is  $1000  per  annum,  to  be  paid  in  advance. 
Besides  in  addition,  we  beg  once  more  to  call  your 
earnest  attention  that  you  are  enormously  expending 
every  year  some  thousands  of  dollars  for  its  true  pro- 
motions, but  of  no  such  prompt  encouraging  virtues. 

We  do  not  wish  to  say  anything  more  on  the  sub- 
ject. A  trial  in  ours  will  convince  and  prove  its  in- 
vigorating result  within  a  course  of  few  months. 

Soliciting  the  favor  of  your  early  issue  of  order  to 
enable  us  to  enlist  your  names  in  our  catalogues. 

Please  supply  us  with  a  copy  of  the  complete  list  of 
the  various  drugs  prepared  by  you  with  their  respective 
literature  on  the  subject,  as  well  as  some  sample  phials. 

Yours  faithfully, 

H.  Raja  &  Co. 

P.  S. — Furthermore  in  addition  we  beg  leave  to  state 
herein  with  pleasure,  that  we  do  undertake  all  such 
agencies  of  the  varied  curative  medicines  as  well  as 
other  kinds  of  diverse  varieties  of  goods  for  their 
prompt  circulations  to  effect  extensive  sales  in  this  part 
of  the  world.  Besides  that,  we  fully  assure  &  give 
you  confidence  that  our  long  standing  experienced  abili- 
ties extend  commands  to  the  market  to  promote  the 
beneficial  services  in  the  various  different  lines. 

In  concluding,  we  shall  be  greatly  obliged  to  you 
that  if  you  please  introduce  us  to  your  friends  and 
acquaintances  and  to  negotiate  us  with  any  such  reliable 
and  qualified  agents  who  can  undertake  to  act  on  our 
behalf  for  all  like  works.  They  will  be  compensate  for 
iheir  such  works. 

Hope  to  be  excused  for  this  undue  advantage. 

Yours  faithfully, 

H.  R.  &  Co. 


GOOD  BUSINESS  MOTTOES. 

When  in  doubt— tell  the  truth. 

It  docs  nobody  any  good  to  be  grouchy. 

To-day  is  the  to-morrow  you  worried  about  yes- 
terday. 

Mind  your  own  business  and  in  time  you'll  have  a 
business  to  mind. 

Thoroughness  plus  ginger  equals  success. 

If  the  unexpected  happens — why  not  expect  it? 

The  man  who  never  made  a  mistake — ^never  made 
anything. 
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Don't  stare  up  the  steps  of  success,  but  step  up  the 
stairs. 

The  great  danger  in  trying  to  get  something  for 
nothing  is  that  you  may  get  what  you  deserve. 

Honesty  is  the  best  policy,  but  too  many  people  have 
allowed  theirs  to  lapse. 

The  more  I  see  of  some  men  the  better  I  like  my 
horse. 

An  executive  is  a  man  who  makes  quick  decisions 
and  is  sometimes  right. 

Be  a  'live  wire."  If  s  the  dead  ones  that  are  used 
for  door-mats. 

He  who  has  misgivings  as  to  the  finish  will  never 
start  anything. 

Cheer  up — ^this  ain't  near  so  hot  as  hell  is  going  to  be. 

There  is  something  doing  somewhere  for  every  man 
ready  to  do  it. 

Most  people  get  what  they  deserve,  but  very  few  are 
willing  to  admit  it. 

Don't  worry — ^work. 

Greatness  lies  not  in  being  strong,  but  in  the  right 
use  of  strength. 

The  world  generally  pushes  a  man  the  way  he  makes 
up  his  mind  to  go. 

Appearances  are  deceptive — ^if  you  want  to  know 
how  far  a  frog  can  jump,  measure  his  jumps. 

If  you  can't  win,  make  the  one  ahead  break  the 
record. 

You  can't  saw  wood  with  a  hammer. 


which  didn't  draw   dividends  in   fun  or  dollars   was 
worry. 

A  mistake  sprouts  a  lie  when  you  cover  it  up. — 
From  the  catalogue  of  Geo.  F.  Wescott,  Buffalo,  N.  Y. 


OUT  OF  THE  DAY'S  WORK. 

Nail  a  fact  just  as  a  sensible  man  nails  a  mosquito — 
the  first  time  it  settles  near  you. 

I  don't  care  how  good  old  methods  are,  new  ones 
are  better,  even  if  they're  only  just  as  good. 

A  man's  got  to  lose  more  than  money  to  be  **broke." 

In  all  your  dealings,  remember  that  to-day  is  your 
opportunity;  to-morrow  some  other  fellow's. 

A  competent  boss  can  move  among  his  men  without 
having  to  draw  an  imaginary  line  between  them,  be- 
cause they  will  see  the  real  one  if  it  exists. 

You  must  learn  not  to  overwork  a  dollar  any  more 
than  you  would  a  horse.  Three  per  cent  is  a  small  load 
for  it  to  draw ;  six,  a  safe  one ;  when  it  pulls  in  ten  for 
you  it's  like  working  some  place  where  you've  got  to 
watch  to  see  that  it  doesn't  buck. 

You  are  bright  enough  to  be  a  half-way  man,  to 
hold  a  half-way  place  on  a  half-way  salary  by  doing 
half  the  work  you  are  capable  of,  but  you've  got  to  add 
dynamite,  ginger  and  jounce  to  your  equipment  if  you 
want  to  get  the  other  half  that's  coming  to  you. 

When  a  fellow  knows  his  business,  he  doesn't  have 
to  explain  to  people  that  he  does. 

When  a  fellow  brags  that  he  has  a  pull,  he's  a  liar, 
or  his  employer  is  a  fool.  And  when  a  fellow  whines 
that  he's  being  held  down,  the  truth  is,  as  a  general 
thing,  that  his  boss  can't  hold  him  up. 

When  a  fellow's  got  a  straight  backbone  and  a  clear 
eye  his  creditors  don't  have  to  lie  awake  nights  worry- 
ing over  his  liabilities. 

I've  put  a  good  deal  more  than  work  into  my  busi- 
ness, and  I've  drawn  a  good  deal  more  than  money 
out  of  it;   but  the   only  thing  I've   ever  put  into  it 


AS  THE  WAITER  SAYS  IT. 

The  waiter  who  bawls  out  his  order  to  the  cook 
in  the  kitchen  may  soon  be  as  extinct  as  the  dodo ;  but 
his  cries  should  live  forever. 

"Mutton  broth  in  a  hurry,"  says  a  customer.  "Baa- 
baa  in  the  rain!    Make  him  run!"  shouts  the  waiter. 

"Beefsteak  and  onions,"  says  a  customer.  "John 
Bull!     Make  him  a  ginnyl"  shouts  the  waiter. 

"Where's  my  baked  potato?"  asks  a  customer.  "Mrs. 
Murphy  in  a  sealskin  coat!"  shouts  the  waiter. 

"Two  fried  eggs.  Don't  fry  'em  too  hard,"  says  a 
customer.  "Adam  and  Eve  in  the  garden !  Leave  their 
eyes  open!"  shouts  the  waiter. 

"Poached  eggs  on  toast,"  says  a  customer.  "Bride 
and  groom  on  a  raft  in  the  middle  of  the  ocean !"  shouts 
the  waiter. 

"Chicken  croquettes,"  says  a  customer.  "Fowl 
Bawl!"  shouts  the  waiter. 

"Hash,"  says  a  customer.  "Gentleman  wants  to  take 
a  chance!"  shouts  the  waiter.  "I'll  have  hash,  too," 
says  the  next  customer.  "Another  sport!"  shouts  the 
waiter. 

"Glass  of  milk,"  says  a  customer.  "Let  it  rain!" 
shouts  the  waiter. 

"Frankfurters  and  sauerkraut,  good  and  hot,"  says 
a  customer.  "Fido,  Shep  and  a  bale  of  hay!"  shouts 
the  waiter;  "and  let  'em  sizzle." — Kellogg's  Square 
Dealer. 


QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
anszvered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bulle- 
tin of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Is  it  Possible  to  Make  a  Profit  of  100  Per  Centf 

C.  A.  B.  writes  as  follows :  "Will  you  kindly  explain 
to  us  the  method  of  figuring  the  profit  on  goods  sold 
in  a  store?  Is  it  possible  to  obtain  one  hundred  per 
cent  profit?  If,  for  instance,  an  article  is  bought  for 
25  cents,  and  is  sold  for  50  cents,  what  percentage  of 
profit  is  realized?" 

It  is  plain  to  be  seen  that  our  correspondent  has 
become  confused  over  the  two  methods  of  figuring 
profits — ^basing  them  on  the  cost  price  in  one  case,  and 
on  the  selling  price  in  the  other.  This  subject  was 
gone  into  at  considerable  length  by  the  editor  in  an 
article  published  on  page  511  of  the  Bulletin  for  De- 
cember, 1913.    When  you  pay  25  cents  for  an  article. 
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and  get  50  cents  for  it,  you  make  a  profit  of  25  cents. 
This  25  cents  of  profit  is  50  per  cent  of  the  selling  price, 
or  100  per  cent  of  the  cost  price :  you  therefore  realize 
a  profit  of  either  50  or  100  per  cent  according  as  you 
figure  your  profits  on  your  selling  or  your  cost  price. 
A  merchant  who  bases  all  of  his  profit  calculations 
on  the  selling  price  can  never  make  100  per  cent  profit 
on  a  transaction  unless  he  gets  the  goods  for  nothing. 
You  can  readily  see  why  this  is.  No  profit  that  he 
would  make  would  be  equal  to  the  selling  price.  This 
is  one  reason  why  the  system  of  calculating  profits  on 
the  selling  volume  is  rather  unscientific,  although  it  is 
the  method  most  in  use  among  retail  merchants  of  all 
classes. 


The  Soap  in  "Milk  of  Roses." 

C.  A.  J. — "I  have  been  very  much  interested  in  the 
prize-winning  formula  submitted  by  F.  P.  Theriot, 
Madisonville,  Louisiana,  but  I  would  like  to  know  how 
he  prepared  soft  soap  'as  white  as  possible.' 

"The  formula,  referred  to  is  the  second  prize  lotion 
in  the  June,  1914,  issue.  Can  you  suggest  a  method 
for  making  white  soft  soap  ? 

"I  have  experimented  with  several  formulas  of  this 
kind,  with  little  success.  Can  you  offer  any  sugges- 
tions as  to  how  a  permanent,  non-separating  lotion  may 
be  obtained?" 

The  "white  as  possible"  in  the  formula  under  dis- 
cussion was  perhaps  a  little  unfortunate.  We  repro- 
duced the  exact  wording  as  it  appeared  in  the  copy 
supplied  to  us,  and  we  overlooked  the  likelihood  of 
misunderstanding  arising  from  it.  Undoubtedly  "as 
light  as  possible"  would  have  been  a  better  phrase  to 
have  used. 

But  all  that  to  one  side,  suppose  the  soap  used 
were  as  brown  as  Aguinaldo's  heel,  would  it  make 
much  difference?  Merely  sixty  grains  to  the  pint  are 
called  for.  A  white  soft  soap  is  not  needed.  Good 
cottonseed-oil  soap  will  answer  all  requirements. 

In  the  making  of  Mr.  Theriot's  Milk  of  Roses, 
thorough  emulsification  is  a  cardinal  point.  That  is 
what  the  soap  is  for.  Made  according  to  directions, 
we  can  see  no  reason  why  a  permanent,  non-separat- 
ing lotion  may  not  be  obtained. 


Tan  and  Russet  Shoe  Polish. 

R.  P. — "Kindly  print  in  3'our  next  issue  formulas 
for  a  shoe  polish  resembling  as  nearly  as  possible 
Two  in  One.' " 

We  are  not  familiar  with  "Two  in  One"  in  its 
application  to  shoe  polish.  We  take  it  to  mean  a  liquid 
and  a  wax,  each  put  up  separately  and  the  two  con- 
tained in  one  package;  and  as  a  type  of  a  combination 
of  this  character  we  submit  the  following : 

Yellow  wax 4  ounces. 

Pearl  ash 4  drachms. 

Yellow  soap 1  drachm. 

Spirit  of  turpentine 7  ounces. 

Phosphine  (aniline) 4  grains. 

Alcohol   4  drachms. 

Water,  a  sufficient  quantity. 

Scrape  the  wax  fine  and  add  it,  together  with  the  ash  and 
soap,  to  12  ounces  of  water.  Boil  all  together  until  a  smooth, 
creamy  mass  is  obtained;  remove  the  heat  and  add  the  turoen- 
tine  and  the  aniline   (previously  dissolved  in  the  alcohol).     Mix 


thoroughly,    and    add    sufficient    water    to    bring    the    finished 
product  up  to  lyi  pints. 

The  paste  to  accompany  the  foregoing  mixture  is 
composed  of  yellow  wax  and  rosin  thinned  with  petro- 
latum, say  4  parts  of  wax,  1  part  of  rosin,  and  12  parts 
of  petrolatum. 


Solidified  Alcohol. 

G.  N. — "Some  time  ago,  if  my  memory  is  correct, 
you  published  a  formula  for  making  solid  alcohol, 
but  I  have  been  unable  to  locate  the  issue  containing  it. 
Will  you  please  furnish  me  with  this  information?" 

If  our  memory,  in  turn,  is  correct,  a  method  of 
solidifying  alcohol  appeared  in  Professor  Scoville's 
"Capsules  of  Science"  three  or  four  years  ago.  Pro- 
fessor Scoville  has  again  supplied  us  with  the  fol- 
lowing : 

Stearic  acid 8^  grammes. 

Caustic  soda  1  85/100  grammes. 

Alcohol,  q.  s 100  grammes. 

Dissolve  the  stearic  acid  in  about  50  grammes  of  alcohol,  by 
the  aid  of  heat.  Dissolve  the  caustic  soda  in  about  40  grammes 
of  alcohol.  Mix,  and  warm  until  the  two  solutions  combine. 
Pour  into  molds. 


A  Light  Soft  Soap, 

.  S.  H.  F. — "Kindly  publish  formula  in  your  next 
issue  for  the  manufacture  of  a  cheap  white  soft  soap, 
one  that  will  liquefy  on  the  addition  of  cresol.  My 
object  is  to  make  a  colorless  compound  solution  of 
cresol. 

"I  have  tried  bleached  cottonseed  oil,  but  it  is  not 
satisfactory.  Perhaps  I  did  not  use  the  proper  pro- 
portion of  caustic  potash." 

You  can  use  nothing  better  than  bleached  cotton- 
seed oil.    It  should  prove  satisfactory. 

As  you  state,  your  trouble  may  be  due  to  not  cm- 
ploying  the  proper  proportion  of  potassium  hydroxide. 
You  should  experience  no  difficulty  if  to  one  pound 
of  cottonseed  oil  1600  grains  of  caustic  potash  are 
used. 

Turn  to  our  department  of  "Letters,"  this  issue, 
and  read  a  communication  from  John  C.  Endress, 
Crown  Point,  Ind. 


Diarrhea  Mixture. 

F.  &  M. — "Please  inform  us  in  next  month's  Bul- 
letin whether  the  following  preparation  is  permanent 
or  not.  If  not,  please  tell  us  how  the  bismuth  may  be 
made  to  stay  in  solution,  so  that  shaking  will  be  un- 
necessary : 

Aromatic  svrup  of  rhubarb 1  fluidnunce. 

Bismuth  subnitrate 1  ounce. 

Spt.  lavender  compound 1  fluidounce. 

Morphine  sulphate 4  grains. 

Syrup  of  ginger  q.  s.  ad 12  fluidounces. 

"We  find  this  to  be  an  excellent  remedy  for  diar- 
rhea, both  for  children  and  adults." 

Aromatic  syrup  of  rhubarb  contains  potassium  car- 
bonate which  will,  first,  precipitate  the  morphine 
(slowly  in  the  syrupy  liquid)  ;  and,  secondly,  react 
slowly  with  the  bismuth  subnitrate,  giving  off  carbon 
dioxide  and  creating  pressure  in  the  bottle. 

The  first  incompatibility  is  dangerous,  since  it  may 
lead  to  an  overdose  of  morphine ;  the  second  is  trouble- 
some and  might  burst  the  bottle. 
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Bismuth  subnitrate  is  insoluble,  and  cannot  be  made 
to  dissolve  in  such  a  mixture. 

If  this  preparation  is  to  be  dispensed,  a  special 
syrup  of  rhubarb  aromatic  should  be  made,  one  which 
would  not  contain  potassium  carbonate. 


Show-card  Paint. 

G.  A.  C. — "Some  time  ago  you  published  a  formula 
for  show-card  paint,  consisting  of  lampblack,  alcohol, 
gum  arabic,  and  water.  It  made  a  dandy  paint,  but 
unfortunately  I  have  lost  the  formula.  Will  you 
kindly  republish  it?" 

We  cannot  be  sure  that  we  are  supplying  the  same 
formula  our  querist  found  so  satisfactory,  for  the 
reason  that  a  number  have  appeared  in  the  columns  of 
the  Bulletin.  The  one  we  are  about  to  submit  ap- 
peared in  our  October,  1913,  issue  in  an  article  entitled 
"How  to  Make  Show-cards,"  by  Frank  Monahan, 
Philadelphia.  Mr.  Monahan  stated  that  he,  in  turn, 
got  the  formula  from  the  Bulletin,  and  that  it  first 
appeared  credited  to  Paul  McConomy.    Here  it  is: 

Lampblack 1  ounce. 

Alcohol  2  fluidounces. 

Gum  arabic 1  fluidounce. 

Water,  q.  a 8  fluidounces. 

Rub  the  lampblack  with  alcohol.  Make  the  mucilage  with 
sufficient  water.  Mix  the  two  and  add  sufficient  water  to  make  8 
ounces. 

To  make  red  paint,  substitute  vermillion  for  the 
lampblack;  for  blue,  use  ultramarine;  for  green,  use 
chrome  green. 


Honey  and  Almond  Cream. 

L;  S. — We  are  not  familiar  with  the  formula  of  the 
proprietary  toilet  cream  you  mention.  A  preparation 
very  similar,  however,  may  be  made  as  follows: 

Cold  cream 1  ounce  ay. 

Sweet  almond  oil 1  fluidounce. 

Glycerin  1  fluidounce. 

Boric  acid 1  ounce  av. 

Solution  of  soda 25^   fluidounces. 

Mucilage  of  quince  seed 6  fluidounces. 

Water,  enough  to  make 40  fluidounces. 

Oil  of  bitter  almond. 

Oil  of  rose,  of  each,  sufficient  to  perfume. 

Heat  the  cold  cream,  oil,  and  solution  of  soda  together, 
stirring  constantly  until  an  emulsion  is  formed;  then  warm  to- 
gether the  glycerin,  acid,  mucilage,  and  about  80  fluidounces  of 
water,  mix  with  the  emulsion,  stir  until  cold,  and  make  to  40 
fluidounces  by  adding  more  water.     Lastly  add  the  volatile  oils. 


An  Agent's  Liquid. 

J.  H.  S. — "Recently  an  agent  sold  a  liquid  here 
for  marking  on  metal.  He  tasted  same,  and  put  it  on 
his  clothes,  without  damage.  I  would  be  pleased  if 
you  would  supply  me  with  the  formula  of  this  prepa- 
ration." 

If  we  dared  use  such  unbecoming  language  we 
would  be  prompted  to  remark  that  "there  haint  no  sich 
liquid."  Under  the  circumstances,  however,  we  will 
restrict  so  comprehensive  a  denial  to  the  statement 
that  we  don't  know  what  it  is. 


Chalk  and  Tooth  Pastes. 

G.   F. — "Kindly  tell  me  what   ingredients  may  be 

used  in  a  tooth  paste  in  the  place  of  prepared  chalk." 

Nothing   surpasses  either  precipitated   or  prepared 


chalk  in  a  tooth  paste,  consequently  we  would  not 
advise  a  substitute. 

Some  makers  prefer  prepared  chalk  for  the  reason 
that  it  gives  a  little  smoother  paste.  Certain  prepara- 
tions of  this  type  contain  a  considerable  proportion  of 
glycerin  and  of  alcohol,  also.  These  will  have  more 
to  do  with  the  consistency  of  the  paste  than  the 
abrasive  powder. 

We  are  unable  to  supply  the  formula  of  the  pro- 
prietary preparation  you  mention. 


Emulsion   of  Paraldehyde. 

J.  S.  G. — "Could  you  publish  a  formula  for  a  more 
palatable  product  than  the  following: 

Powdered  acacia 80  grammes. 

Paraldehyde   188  Cc. 

Oil  gaultheria 1  Cc. 

Aqua  dist.,  q.  s 108  Cc. 

M.  ft.  emul. 

"I  have  tried  the  elixir,  but  could  not  get  the  same 
therapeutic  eflFect." 

Emulsify  the  paraldehyde  with  condensed  milk, 
and  flavor  with  oil  of  lemon. 

Dilute  about  one  ounce  of  condensed  milk  in  an 
ounce  of  water,  and  add  paraldehyde  slowly,  shaking 
thoroughly  after  each  addition.  Then  flavor  with  the 
oil  of  lemon,  and  bring  to  the  desired  volume. 


Sorehead  in  Chickens. 

Our  July  number  contained  a  call  to  our  readers 
for  a  remedy  for  that  complaint  in  the  poultry  yard 
known  as  "sorehead."  B.  F.  Herman,  of  Natalbany, 
La.,  has  now  kindly  come  forward  with  the  following : 

"Our  Florida  friend  might  try  equal  parts  of  tinc- 
ture of  iodine,  phenol,  and  olive  oil.  Apply  twice  a 
week. 

"I  have  found  this  mixture  very  effective.  Usually 
two  applications  will  effect  a  cure." 


Non-poisonous  Oil  of  Bitter  Almond. 

H.  A.  K. — "There  is  an  oil  of  bitter  almond  on  the 
market  labeled  True,  free  from  prussic  acid.*  Does 
this  mean  that  it  is  non -poisonous  ?" 

Yes.  The  oil  still  retains  its  flavoring  qualities, 
but  the  removal  of  prussic  acid  renders  it  non- 
poisonous. 

Essence  of  Pepsin  and  Elixir  Digestive  Compound. 

A.  H.  B. — "Please  publish  a  good  formula  for  es- 
sence of  pepsin,  also  for  elixir  lactated  pepsin,  in  the 
next  issue  of  the  Bulletin." 

We  know  of  no  better  products  than  those  made 
from  the  formulas  contained  in  the  National  Formu- 
lary. On  pages  54  and  22  will  be  found  the  informa- 
tion you  seek. 


Briefer   Replies. 

R.  Y.  V. — ^We  are  unable  to  supply  the  information 
you  seek  in  regard  to  the  proprietary  dental  prepara- 
tion used  to  render  paste  more  adhesive. 

E.  J.  E. — We  are  unable  to  supply  the  information 
sought  concerning  the  formula  of  the  proprietary 
preparation  you  mention. 
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"Old  Age  Deferred." 

This  somewhat  remarkable  book  comes  from  the 
pen  of  Arnold  Lorand,  M.D.,  official  physician  to  the 
famous  Carlsbad  baths  in  Austria.  It  is  scientific  in 
spirit,  and  offers  no  single  panacea  for  the  prolongation 
of  life.  Based  upon  long  experiment  and  clinical  ob- 
servation, it  has  a  practical  point  of  view  that  makes  it 
of  particular  value  and  significance.  Dr.  Lorand  offers 
the  statement,  however,  that  it  is  easily  possible  to  pro- 
long the  average  term  of  life  by  10  or  20  years.  "We 
may  live  to  the  age  of  90  or  100  instead  of  dying  at  60 
or  70."  This  may  be  accomplished  by  the  observance 
of  hygienic  measures,  by  correct  living,  and  by  an  im- 
provement in  the  functions  of  certain  glandular  struc- 
tures in  the  body — always  provided,  however,  that  in- 
curable organic  disorders  have  not  made  their  ap- 
pearance. 

The  book  contains  nearly  500  pages,  and  something 
of  its  broad  scope  is  suggested  by  the  statement  that 
there  are  no  fewer  than  58  chapters.  There  is  quite  a 
lengthy  discussion  of  topics  like  diet,  clothing,  bathing, 
sunlight,  hygiene,  constipation,  sexual  life,  insomnia, 
stimulants,  the  use  of  drugs,  and  so  on.  Particular 
attention,  however,  is  paid  to  the  functions  of  the  duct- 
less glands — the  thyroid,  the  adrenals,  and  the  sexual 
glands  in  particular.  These  are  deemed  to  be  of  great 
significance  in  the  prolongation  of  life. 

The  book  is  published  by  the  F.  A.  Davis  Co.,  1914- 
1916  Cherry  Street,  Philadelphia,  and  the  price  is 
$2.50  net. 


Merck's  Annual  Report. 

Volume  26  of  Merck's  Annual  Report  has  been  is- 
sued, and  the  book  is  a  trifle  larger  than  last  year's 
edition.  It  is  replete  with  information  concerning  re- 
cent advances  in  pharmaceutical  chemistry  and  thera- 
peutics, and  is  supplemented  by  a  timely  article  by 
Prof.  R.  Heinz,  of  the  Pharmacological  Institute  of  the 
University  of  Erlangen,  on  the  assay  and  standardiza- 
tion of  digitalis  preparations. 

The  first  seventy-one  pages  are  devoted  to  lecithin. 
Then  follows  a  full  400  pages  devoted  to  chemicals  and 
preparations.  One  hundred  and  eleven  pages  are  given 
over  to  an  index  of  diseases,  symptoms,  and  indica- 
tions for  treatment. 

Taken  altogether  the  Report  is  of  great  value,  not 
only  because  it  may  be  perused  for  the  information  it 
contains,  but  because  it  may  be  placed  on  the  library 
shelf  as  a  reference  book. 

The  edition  is  limited,  and  is  distributed  principally 
among  teachers  of  materia  medica  and  therapeutics, 
and  medical  and  pharmaceutical  libraries.  Generally, 
however,  a  few  copies  of  each  issue  are  left  over  after 
this  special  distribution,  and  physicians  and  pharma- 
cists who  make  early  application  may  obtain  a  copy 
by  remitting  the  forwarding  charges  of  fifteen  cents 
in  stamps  to  Merck  &  Co.,  New  York,  no  charge  being 
made  for  the  volume  itself. 


Pharmaceutical  Education  Around  the  World. 

Henry  L.  Taylor,  Ph.D.,  State  Education  Building, 
Albany,  N.  Y.,  has  just  issued  in  the  form  of  a  brochure 
a  paper  which  was  read  last  summer  at  the  eleventh 
International  Congress  of  Pharmacy  at  The  Hague. 
The  title  is  "The  Pharmaceutical  Education  in  the  Dif- 
ferent Countries."  Practically  every  country  on  the 
globe  is  mentioned,  and  the  educational  requirements 
are  stated  with  care.  At  the  end  of  the  reprint  an  im- 
portant schedule  is  given  of  the  requirements  of  the 
different  States  of  this  country,  and  the  comparison  is 
a  most  interesting  and  suggestive  one.  The  purpose  of 
the  whole  study  on  Dr.  Taylor's  part  is  to  bring  to  the 
attention  of  the  pharmaceutical  world  the  essentials  of 
pharmaceutical  education  in  the  different  countries. 


A  New  Association  Organ. 

The  "Stirring  Rod"  is  a  late  addition  to  the  drug 
journal  family,  the  little  magazine  being  published 
monthly  by  the  Retail  Druggists'  Association  of  San 
Francisco  and  edited  by  D.  R.  Rees,  assisted  by  W. 
Gnerich.  Volume  one,  number  one,  states  that  the 
yearly  subscription  rate  is  $1.50,  and  that  a  single  copy 
costs  15  cents;  contains  a  strong  editorial  on  "Be  a 
Joiner,"  as  well  as  other  interesting  matter,  and  is  well 
filled  with  advertising.  The  San  Francisco  organization 
is  a  strong  one,  claiming  a  membership  of  95  per  cent 
of  the  local  drug  trade,  and  the  "Stirring  Rod"  will  find 
ample  opportunity  to  live  up  to  its  name. 


A  Book  on  Standardization. 

"Biochemic  Drug  Assay  Methods"  is  the  title  of  a 
little  book  of  150  pages  recently  added  to  the  list  of 
P.  Blakiston's  Sons  &  Co.,  Philadelphia.  The  author 
is  Paul  S.  Pittenger,  Ph.G.,  and  the  volume  is  edited  by 
F.  E.  Stewart,  M.D.,  Ph.G. 

The  data  has  been  collected,  it  is  stated,  from  mono- 
graphs, government  bulletins,  papers  read  before  medi- 
cal and  pharmaceutical  societies,  and  from  laboratory 
notes  containing  the  results  of  the  author's  original  re- 
search and  observation. 

The  price  is  $1.50. 


The  Genus  Eucalyptus. 

"A  Critical  Revision  of  the  Genus  Eucalyptus,"  by 
J.  H.  Maiden  (Government  Botanist  of  New  South 
Wales  and  Director  of  the  Botanical  Gardens  at  Syd- 
ney), Vol.  2,  part  10,  and  Vol.  3,  part  1,  with  plates 
85  to  92,  inclusive,  has  just  been  received.  Eleven 
species  are  described,  bringing  the  total  now  treated  in 
this  work  up  to  116.  Two  new  varieties  of  £.  Cinerea, 
F.  V.  M.,  are  described. 

These  brochures  are  published  by  the  government  of 
New  South  Wales  at  two  shillings  and  sixpence  each. 


Merck's  Chemical  Reagents. 

The  second  edition  of  this  valuable  treatise,  trans- 
lated by  Henry  Schenck,  A.B.,  is  now  available.  The 
book  contains  over  200  pages,  is  well  bound,  and  the 
price  is  $1.00,  net.  It  is  published  by  the  D.  Van  Nos- 
trand  Company,  25  Park  Place,  New  York  City. 
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The   greatest   war  that  the 
TBB  WAR.  world  has  ever  known  can- 

not fail  to  have  its  effect  on 
all  of  us,  in  a  business  way.  Modern  commer- 
cial methods  render  nations  interdependent.  A 
Chinese  wall  is  no  longer  possible.  Our  needs 
are  too  great. 

These  facts  have  been  borne  in  upon  us  dur- 
ing the  last  few  weeks  with  almost  overwhelm- 
ing emphasis.  The  mails  have  assumed  added 
proportions,  bags  being  jammed  with  price- 
advances.  Telegram  after  telegram  has  rained 
into  manufacturing  and  jobbing  houses.  Even 
the  wireless  has  been  pressed  into  service,  and 
contract  cancellation  and  price- jump  have  been 
flashed  through  fntermediate  space. 

One  phase  of  the  situation  is  that  we  have 
been  taught  how  dependent  we  are  on  Germany 
in  the  supply  of  what  is  known  as  "fine"  chem- 


icals. There  are  dozens  of  German  firms  on 
which  the  world  has  come  to  depend  for  a 
great  many  things  in  medicine.  German  labor 
is  cheap,  and  a  large  number  of  industries  con- 
nected either  directly  or  indirectly  with  the 
drug  business  have  been  particularly  favored 
in  that  country  during  the  last  30  years.  The 
result  has  been  that  a  great  many  items  which 
enter  into  a  drug  stock,  or  into  the  manufac- 
ture of  numerous  almost  indispensable  drug 
products,  are  made  or  grown  or  marketed  in 
Germany. 

This  source  of  supply  is  at  present  sealed  ab- 
solutely. It  is  hoped  that  some  roundabout 
avenue  of  exit  may  be  opened  later,  but  at  this 
writing  nothing  in  the  way  of  merchandise  can 
get  out  of  Germany. 


NEED  OF 
A  MERCHANT 

MARINE. 


We  have  been  taught  an- 
other thing,  too,  and  that  is 
our  need  of  a  merchant  ma- 
rine. Were  all  the  supplies  in  Europe  suddenly 
made  available  we  could  not  get  them  fast 
enough  to  meet  our  commercial  needs,  for  the 
reason  that  we  haven't  the  ships.  Our  oceanic 
passenger  and  freight  service  has  not  kept  pace 
with  our  growth  since  the  Civil  war;  railroad 
exploitation  and  other  vast  internal  improve- 
ments liave  offered  better  returns  on  the  invest- 
ment. So  we  find  ourselves,  as  some  of  our 
statesmen  have  predicted  we  some  time  would, 
face  to  face  with  a  most  unfortunate  condition. 
Germany  has  grown  to  be  a  big  figure  in 
shipping,  but  the  German  navy  is  not  strong 
enough  to  protect  its  vessels  should  they  ven- 
ture out  into  the  open.  English,  French,  and 
Russian  carriers  do  not  need  to  be  so  careful, 
for  the  combined  strength  of  their  navies  as- 
sures a  certain  degree  of  police  protection.  In- 
surance rates  are  extremely  high,  however,  and 
it  is  probably  unnecessary  to  point  out  that  the 
cost  of  insurance  must  be  added  to  the  cost  of 
goods.  Code  service  to  warring  points  is 
abolished,  also.  Every  word  in  a  cablegram 
must  be  spelled  out. 
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BOTANICAL         Another  point  that  has  been 

DBuos  brought    to    our    attention 

AFFECTED.        ^^^^   forcibly  is  that  many 

of  our  botanical  drugs  come  from  Europe.  It 
is  a  matter  to  which  most  men  in  the  drug  busi- 
ness gave  little  thought,  and  they  were  there- 
fore due  to  be  somewhat  surprised  when  the 
real  facts  became  known.  Who,  for  instance, 
suspected  that  the  supply  of  dandelion  root 
came  from  Russia  ?  Yet  such  is  the  case. 
Aconite,  belladonna,  arnica,  ergot,  ginger,  hen- 
bane, nux  vomica,  digitalis — ^these  and  scores 
of  others  are  affected.  Many  of  these  "botani- 
cals," as  they  are  called  in  trade  circles,  were 
still  growing  in  the  field  when  the  war  broke 
out,  and  much  of  the  crop  will  remain  unhar- 
vested  for  the  want  of  hands.  Incidentally  it 
might  be  mentioned  that  the  belladonna  crop 
was  a  failure  last  year.  This  year  gave  good 
promise  until  the  call  to  arms  was  sounded. 

It  has  been  the  custom  to  ship  far-Eastern 
products,  such  as  opium,  senna,  buchu,  and  a 
long  line  of  so-called  gums,  through  the  Suez 
Canal.  The  canal  belongs  to  England  and  is 
now  sealed  to  trade.  India,  Asia  Minor,  and 
all  Africa  except  the  western  coast  are  there- 
fore cut  off. 

Then,  too,  the  extraordinary  demands  of 
war  must  be  considered.  All  those  chemicals 
which  enter  into  the  composition  of  explosives 
took  on  an  enhanced  value  immediately,  as  did 
also  those  substances  which  are  in  demand 
as  antiseptics  in  the  treatment  of  gunshot 
wounds.  This  list  is  long  and  includes  things 
like  carbolic  acid,  permanganate  of  potash,  and 
glycerin. 

4^       4^       * 

In    view    of    all   this   there 
'sm?-hioh7"       could  be  but  one  result — ^a 

marked  and  erratic  price- 
advance  all  along  the  line.  Chemicals  and  al- 
kaloids have  been  the  most  affected,  for  even 
in  the  case  of  those  which  are  manufactured 
in  the  United  States,  the  manufacturers  are 
usually  dependent  on  some  foreign  country  for 
the  raw  material.  Quinine,  morphine,  codeine, 
cocaine — these  have  advanced  sharply.  Digi- 
talin,  it  is  claimed,  will  be  entirely  unavailable 
when  the  present  supply  is  exhausted,  unless 
American  firms  materially  increase  their  out- 
put. Germany  has  been  the  main  source  of 
supply. 

Germany  has  likewise  supplied  the  barium 


dioxide  which  is  used  in  the  manufacture  of 
hydrogen  peroxide.  Unless  another  source  of 
supply  is  opened  up  shortly,  further  advances 
in  the  latter  commodity  may  certainly  be 
looked  for. 


Altogether  the  situation  is 
^™  SHOULD^  ACT.     Particularly  confusing  to  the 

retail  druggist;  much  more 
so  than  to  the  manufacturer  or  the  jobber,  who 
have  sources  of  information  that  are  closed  to 
the  man  behind  the  counter.  The  manufac- 
turer and  jobber  are  constantly  receiving  re- 
ports and  figures  on  which  to  base  their  price 
schedules.  With  them  the  problem  is  largely 
one  of  judgment  and  mathematics,  and  they  do 
not  hesitate  to  advance  prices  when  the  wisdom 
of  such  a  move  becomes  apparent. 

But  in  this  particular  the  retailer  is  often 
somewhat  backward.  Witness  the  Spanish 
war  tax  on  proprietaries.  Who  paid  it?  The 
druggist.  Largely  through  fear  of  losing  busi- 
ness, the  retail  merchant  often  refrains  from 
price-advances  when  not  to  advance  prices  may 
be  but  a  slow  method  of  committing  commer- 
cial suicide.  And  when  he  does  increase  prices, 
very,  very  often  he  does  not  increase  them 
enough. 

Present  conditions  demand  action  and  they 
can  be  met  by  no  half-way  methods.  It  is 
necessary  to  act,  to  act  decisively,  and  to  act 
enough. 


The  "Prices  Current"  in  the 
BEiNFOBMEDi      BULLETIN    this  month   will 

be  found  crammed  full  of 
advanced  quotations,  but  further  increases  on 
a  hundred  items  may  be  looked  for  from  day 
to  day.  It  is  a  time  of  great  uncertainty.  It 
behooves  the  retailer  to  keep  informed  on  all 
price  changes  and  to  advance  his  own  figures 
accordingly. 

We  are  pleased  to  see  that  some  of  the  local 
drug  associations  are  grappling  earnestly  with 
the  problem,  notably  those  in  Detroit  and 
Pittsburg.  The  secretary  of  the  Detroit  asso- 
ciation stayed  home  during  the  week  of  the  N. 
A.  R.  D.  meeting  in  order  that  he  might  act 
as  an  information  bureau,  collecting  facts  from 
the  jobbers  and  others  and  passing  them  along 
promptly  to  his  members. 
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THE 

HAMBISON 

BILL. 


The  Harrison  anti-narcotic 
bill,  which  has  now  been 
pending  in  the  United  States 
Senate  for  about  a  year,  and  which  has  been 
the  subject  of  such  constant  interest  in  the  drug 
trade,  was  finally  passed  by  the  Senate  about 
the  middle  of  August.  In  its  final  language  it 
contained  practically  all  of  the  amendments 
which  had  been  suggested  by  the  National 
Drug  Trade  Conference.  During  the  last  few 
months,  however,  quite  a  fight  had  arisen  over 
a  proposed  amendment  compelling  physicians 
to  keep  a  record  of  all  narcotics  administered 
or  dispensed  by  them — a  proposition  which 
provoked  universal  protest  among  the  doctors. 
This  record  feature,  so  far  as  it  affected  phy- 
sicians, was  finally  withdrawn,  as  was  also  the 
amendment  proposed  by  Senator  Pomerene,  of 
Ohio,  exempting  physicians  from  the  necessity 
of  registering  and  paying  taxes  under  the 
terms  of  the  bill. 

Promptly  upon  its  passage  by  the  Senate,  the 
bill  went  back  to  the  House.  There  it  will 
either  be  repassed  with  the  Senate  amend- 
ments, or  conferees  may  be  appointed  to  act 
with  others  from  the  Senate.  This  issue  of  the 
Bulletin  will  be  delayed  somewhat  in  order 
to  .contain  editorial  reviews  of  the  N.  A.  R.  D. 
and  A.  Ph.  A.  conventions,  and  before  we  issue 
from  the  press  it  is  quite  likely  that  the  Harri- 
son bill  may  have  gone  through  its  final  stages 
and  been  signed  by  President  Wilson.  It  was 
hurried  up  last  month  in  the  Senate  in  order 
that  it  might  .be  made  law  at  this  session  of 
Congress,  and  thus  carry  out  our  obligations 
under  the  International  Opium  Treaty. 


THE 
"  DETBGIT 


A  novel  idea  in  cooperative 
ownership  has  been  denomi- 
nated the  "Detroit  Plan." 
The  idea  is  to  form  a  company  which  shall  buy 
well-known  patent  preparations  and  then  mar- 
ket them  cooperatively.  Such  a  company  has 
been  tentatively  formed,  in  fact;  it  is  known 
as  the  Carpenter  Chemical  Company,  and  it  al- 
ready has  secured  Carpenter's  Liquid  Court 
Plaster  and  Patterson's  Toothache  Wax. 
Later,  if  expectations  are  realized,  other  pro- 
prietaries are  to  be  bought  until  ultimately  a 
complete  line  of  familiar  household  remedies 
will  be  owned  and  produced  by  the  company. 

The  committee  in  charge  of  the  preliminary 
work  of  organization  consists  of  Grant  W. 


Stevens,  treasurer  of  the  N.  A.  R.  D.,  and 
president  of  the  Wolverine  Drug  Co. ;  A.  M. 
Edwards,  a  former  district  sales  manager  for 
the  A.  D.  S. ;  Prof.  W.  H.  Allen,  dean  of  the 
department  of  pharmacy  in  the  Detroit  Tech- 
nical Institute;  and  A.  Pal.  Young,  M.  K. 
Smith,  J.  H.  Webster,  F.  B.  Hurlsey,  and  W. 
G.  Leacock,  retail  druggists. 

It  is  the  contention  of  the  committee  that 
many  well-known  proprietaries  may  be  pur- 
chased at  extremely  reasonable  figures;  that 
the  names  of  such  preparations  need  no  intro- 
duction ;  and  that  the  sale  of  them  over  the  re- 
tail counter  may  be  accomplished  much  more 
readily  than  could  products  concerning  which 
the  customer  knows  nothing. 


A   committee  consisting  of 

™NATroN>S.'BO«E.  C   Widuk,  Max  J.   Goetz, 

and  Geo.  H.  Kesten,  in  a  re- 
port to  the  Wisconsin  Pharmaceutical  Asso- 
ciation, stated  that  the  Druggists'  National 
Home  is  a  thing  of  the  past.  Occupancy  of 
the  Home  was  originally  secured  on  an  option 
which  provided  that  a  payment  of  $20,000 
should  be  made  by  April,  1914.  It  was  found 
impossible  to  raise  the  money,  and  the  prop- 
erty therefore  reverted  to  the  owner,  James 
W.  Hedenberg.  By  a  special  arrangement 
with  Mr.  Hedenberg,  however.  Superintendent 
E.  C.  Heimstreet  is  still  in  charge  of  the 
Home,  and  it  is  open  to  druggists.  With  most 
commendable  tenacity,  Mr.  Heimstreet,  the 
only  remaining  trustee,  refuses  to  abandon  the 
project  completely,  and  is  now  caring  for  the 
Home  and  the  grounds  at  his  own  expense. 

During  the  year  that  the  Home  was  in  the 
hands  of  the  Trustees,  $10,000  was  raised,  and 
this  went  largely  into  improvements.  When 
the  property  reverted  to  the  owner,  the  im- 
provements went  with  it. 

The  committee  closed  its  report  with  this 
paragraph : 

To  any  one  not  having  had  the  opportunity  of  study- 
ing the  situation  at  close  range  it  might  seem  that  the 
faihire  of  raising  the  money  might  be  attributed  to  lack 
of  confidence  or  indifference  on  the  part  of  the  drug 
profession.  Your  committee  is  not  of  this  opinion.  We 
attribute  the  lack  of  support  to  the  fact  that  at  no  time 
has  there  been  apparent  need  for  a  charitable  institution 
for  the  druggist,  such  a  thing  being  in  direct  opposition 
to  his  calling,  which  is  that  of  giving  charity  instead  of 
accepting  it.  It  is  true  that  a  liberal  number  of  Wis- 
consin druggists  donated  to  the  cause,  not  because  they 
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realized  the  need  of  a  Home,  but  because  of  their  enter- 
prising spirit  to  assist  in  the  promotion  of  a  Wisconsin 
project. 

However,  it  is  stated  that  Mr.  Hedenberg 
still  stands  ready  to  re-transfer  the  property, 
and  that  efforts  are  yet  to  be  made  to  re- 
deem it. 

4c       4e       4: 


The   old   style   of   nostrum 

^  Veducebs.  advertising— pictures  repre- 
senting people  before  and 
after  taking — has  gone  down  in  its  last  ditch 
and,  in  all  probability,  what  is  to  be  its  final 
resting  place  has  been  neatly  rounded  over  by 
our  long-suflfering  Uncle  Samuel.  Its  final 
stand  was  in  connection  with  the  exploitation 
of  fat-reducers,  but  henceforth  readers  of  the 
daily  press  who  have  watched  with  interest  the 
I-should-worry  lady  fade  from  four-twenty  to 
a  Broadway  belle  in  three  weeks  will  witness 
the  spectacle  no  more,  for  Aggie  has  com- 
pletely evaporated.  The  Government  has 
found  these  remedies  either  harmful  or  worth- 
less, and  has  issued  a  quietus  against  them. 
The  only  real  reducers,  it  seems,  are  more  ex- 
ercise, more  responsibility,  and  less  to  eat. 


Quite  a  degree  of  enthus- 

"^To^i^DAT.       iasm  has  been  worked  up  in 

cigar  circles  over  the  pro- 
posal to  inaugurate  a  National  Cigar  Day. 
The  idea  is  to  check,  if  possible,  the  inroads 
made  by  pipe  and  cigarette  on  cigar  sales,  by 
culminating  a  stupendous  advertising  cam- 
paign in  the  "celebration"  of  a  single  day — 
October  12.  Various  manufacturers,  whole- 
salers and  prominent  retailers  are  cooperating, 
and  it  is  believed  that  many  millions  of  addi- 
tional cigars  may  be  marketed  by  this  plan. 
No  guilty  man  is  to  be  permitted  to  escape. 
Not  only  must  every  smoker  smoke  a  cigar  on 
Cigar  Day,  but  every  art  known  to  the  sales- 
man is  to  be  brought  into  play  to  induce  him 
to  fill  his  pockets.  It  is  planned  to  make  Na- 
tional Cigar  Day  an  annual  event. 


DISTANCE  ^P  ^^  Alaska  they  are  won- 

LENDS  dering  what  they  are  going 

ENCHANTMENT.        ^^    j^    ^j^j^    ^j^^j^.    JruggistS. 

Legislation  favorable  to  that  territory  having 
passed  Congress,  it  seems  to  have  occurred  to 
hundreds  of  young  men  in  the  States  that  the 


best  thing  they  could  do  would  be  to  take  the 
Alaskan  examination  and  anticipate  the  rush. 
So  they  have  filed  applications  with  the  Secre- 
tary of  the  Territorial  Board.  Alaska  is  di- 
vided into  four  districts,  pharmaceutically,  and 
more  than  fifty  applications  have  been  received 
in  one  district  alone.  But  after  the  examina- 
tion— what?  Before  there  can  be  more  drug 
stores  in  Alaska  there  must  be  more  people; 
and  it  is  highly  probable  that  general  develop- 
ment will  come  about  as  the  result  of  gradual 
growth,  rather  than  through  a  repetition  of  an- 
other mad  rush. 


According  to   a   press  des- 

^  "decision.       patch,    the    Supreme    Court 

of  the  State  of  Kansas  has 
held  that  extract  of  Jamaica  ginger  is  intoxi- 
cating, and  that  a  druggist  who  sells  it  may  be 
prosecuted  for  violation  of  the  law  enforcing 
prohibition.  The  court  also  held  that  lemon 
and  vanilla  extracts,  cologne,  spirit  of  cam- 
phor and  similar  tinctures,  extracts,  and  es- 
sences, if  they  actually  make  a  man  drunk,  are 
to  be  classed  as  intoxicating  liquors.  How, 
may  we  ask,  is  a  druggist  to  protect  himself  in 
Kansas?  Mamma  buys  a  pint  of  spirit  of  cam- 
phor to  relieve  a  headache.  Papa  filches  the 
bottle,  drinks  its  contents,  and  breaks  up  the 
furniture.  The  druggist  gets  30  days,  and 
mamma  10  for  contributory  negligence.  The 
only  way  out  seems  to  be  a  non-breakable 
patent  bottle  which  permits  only  teaspoon  ful 
doses;  and  this  opens  a  new  field  for  the  in- 
ventor in  the  land  of  William  Allen. 


A  DBASTIC 
OBDINANCE. 


Another  new  ordinance  in 
New  York  City,  also  a  dras- 
tic one,  affects  the  sale  of 
cocaine,  eucaine,  opium,  morphine,  cannabis 
indica  and  salts  and  preparations  thereof.  The 
ordinance  is  merely  conventional  so  far  as  it 
restricts  the  sale  or  dispensing  of  these  sub- 
stances to  physicians'  prescriptions.  The  new 
and  unconventional  feature  of  it  is  the  failure 
to  make  the  customary  exemption  in  behalf  of 
products  like  paregoric,  brown  mixture,  sun 
cholera  mixture,  Warburg's  tincture  and  sim- 
ilar things  intended  for  internal  use  and  con- 
taining less  than  a  certain  stipulated  percentage 
of  narcotic.  From  now  on  no  preparation  of 
any  sort  may  be  sold  without  a  prescription  in 
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New  York  City  if  it  contains  any  of  the  pro- 
hibited narcotics.  The  only  exception  to  this 
rule  IS  an  exemption  permitting  the  sale  of 
preparations  for  external  use:  these  need  not 
even  be  marked  "poison"  as  before. 


An  interesting  bit  of  news  is  the  statement 
that  the  Canadian  Pharmaceutical  Association, 
which  was  to  have  held  its  annual  meeting 
about  the  time  the  A.  Ph.  A.  was  convening  in 
Detroit,  decided  early  in  August  to  cancel  the 
idea  of  a  convention  altogether.  The  war,  and 
the  uncertain  conditions  developing  therefrom, 
were  given  as  the  reason. 


EDITORIAL 


A  SIDE-LIGHT  ON  PRICES. 

A  few  months  ago  the  Bulletin  ran  two 
articles  on  prescription-pricing  which  attracted 
considerable  attention — so  much  so  that  our 
mail  still  bears  almost  daily  evidence  of  the  in- 
terest taken  in  the  matter. 

The  position  taken  by  the  Bulletin  was 
that  druggists  were  not  getting  enough  for 
prescription  work.  It  was  very  clearly  shown 
that  a  general  advance  in  prices  was  not  only 
advisable,  but  almost  imperative. 

In  this  connection  an  article  which  appeared 
recently  in  the  "Bulletin  of  the  Massachusetts 
College  of  Pharmacy"  is  extremely  interesting. 
At  the  college  examination  of  candidates  for 
the  degree  of  Graduate  in  Pharmacy  ten  pre- 
scriptions were  required  to  be  dispensed.  In- 
dependently of  each  other,  the  members  of  the 
Board  of  Trustees  priced  these  prescriptions, 
and  then  compared  their  totals.  These  totals 
varied  but  slightly,  all  being  in  the  neighbor- 
hood of  four  dollars  and  a  half,  and  the  av- 
erage per  prescription  was  found  to  be  forty- 
five  cents. 

The  time  required  for  the  work  of  com- 
pounding was  estimated  to  be  four  hours ;  and 
when  the  cost  of  this  time  was  added  to  the 
cost  of  material  and  a  balance  struck,  the  start- 
ling fact  became  apparent  that  the  gross  profit 
left  for  the  store  measured  up  but  a  trifle  in 
excess  of  what  might  be  termed  microscopic. 

In  other  words,  had  these  Trustees  received 
these  same  prescriptions  in  drug  stores,  and 


had  priced  them  according  to  prevailing  rates, 
they  would  have  made  practically  nothing 
at  all. 

True,  they  were  unusual  prescriptions,  each 
presenting  some  difficulty  in  compounding,  and 
for  that  reason  the  time  element  was  ad- 
mittedly above  the  average.  ■  But  are  not  un- 
usual prescriptions  frequently  presented  at  the 
drug  store  ?  In  fact,  were  not  these  same  pre- 
scriptions all  taken  from  drug-store  files? 
And  is  there  not  something  radically  wrong 
with  a  pricing  system  which  is  not  flexible 
enough  to  provide  for  the  unusual  ? 

The  conclusion  drawn  was  that  the  time 
element  had  not  been  given  the  prominence  to 
which  its  importance  entitled  it.  It  was  then 
recalled  that  one  of  the  largest  independent 
drug  stores  in  New  York  City  had  recently 
advanced  its  charges  for  prescriptions  from 
an  average  of  forty-two  cents  to  nearly,  sixty 
cents,  with  no  bad  effect  on  business. 

These  are  identically  the  points  we  made  in 
the  Bulletin.  Tagged  and  arranged  in  order 
they  stand  like  this: 

1.  The  time  element  is  extremely  important, 
and  is  often  overlooked. 

2.  The  necessity  for  a  price-advance  is 
urgent. 

3.  It  is  possible  to  advance  prices  without 
suffering  loss  of  business. 

It  would  be  fortunate  if  every  druggist  in 
the  land  could  be  made  to  consider  seriously 
the  findings  of  the  Board  of  Trustees  of  the 
Massachusetts  college. 


DEPARTMENT  RECORDS  IN  THE  DRUG 

STORE. 

Selden  O.  Martin,  Ph.D.,  Director  of  the 
Bureau  of  Business  Research  in  the  Graduate 
School  of  Business  Administration  of  Harvard 
University,  said  something  in  a  recent  lecture 
about  the  departmentization  of  drug  stores. 
He  spoke  of  one  drug  store  he  knew  about 
where  soda  and  tobacco  were  in  separate  de- 
partments, but  prescriptions  and  proprietary 
medicines  in  one  department.  That  is  to  say, 
the  cash  registers  in  the  store  were  used  in  this 
way  for  the  departments  named. 

As  a  matter  of  fact,  said  Dr.  Martin,  it 
would  be  better  to  put  tobacco  and  proprietary 
medicines  together,  dissimilar  as  these  com- 
modities apparently  are,  than  to  have  proprie- 
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tary  medicines  combined  with  the  prescription 
department.  The  prescription  department,  un- 
like any  other  department  in  the  store,  involves 
an  expense  for  manufacturing  as  well  as  an 
expense  for  selling.  The  cost  of  operation, 
per  dollar  of  sales,  is  much  greater  than  it  is 
anywhere  else,  and  for  this  reason  the  pre- 
scription department  should  not  be  grouped 
with  any  other  in  the  establishment. 

Dr.  Martin  went  on  to  say  that  in  the 
average  drug  store,  doing  a  business  of  ten  or 
fifteen  thousand  dollars  a  year,  there  should 
be  at  least  three  separate  cash  registers,  rep- 
resenting three  department  groupings  in  the 
store.  One  should  be  devoted  to  prescriptions, 
because  of  the  absolutely  different  character  of 
the  prescription  department.  Another  should 
be  devoted  to  soda,  which  is  also  essentially 
different.  The  third  might  well  include  pro- 
prietary medicines,  tobacco,  candy,  sundries, 
and  practically  everything  else  in  the  store — 
unless  the  business  were  large  enough  to  justify 
further  departmentization.  Most  of  these 
things  are  in  package  form,  involve  about  the 
same  degree  of  sales  expense,  and  should  be 
placed  on  an  even  keel. 

Then,  as  the  business  increases,  there  should 
doubtless  be  separate  departments  for  tobacco, 
proprietary  medicines,  and  candy,  because  of 
certain  differences  in  seasonal  character  and 
certain  differences  also  in  profit.  In  the 
smaller  store,  however,  one  must  balance 
against  the  advantage  of  knowing  about  these 
separate  departments,  the  expense  of  getting 
such  knowledge,  which  expense  must  be  borne 
by  a  comparatively  small  volume  of  business. 


EVERYBODY  IN  THE  SAME  BOAT. 

Merchants  in  any  line  of  trade,  or  people  in 
any  profession,  are  inclined  to  think  their  call- 
ing has  a  monopoly  of  trouble.  It  surprises 
them  when  they  discover  that  the  followers 
of  other  occupations  have  very  much  the  same 
difficulties. 

We  have  just  been  reading  accounts  of  the 
annual  conventions  of  the  National  Retail 
Hardware  Association  and  the  National  Retail 
(jrocers'  Association.  With  a  transposition  of 
names,  one  report  might  well  have  been 
ascribed  to  the  other  body,  and  either  of  them 
sounds  a  good  deal  like  the  proceedings  of  our 
own  N.  A.  R.  D. 


As  with  druggists,  so  with  grocers  and 
liardware  merchants,  the  chain  store,  the  parcel 
post,  the  mail-order  houses,  and  the  price- 
cutter  are  thorns  in  the  flesh.  How  to  dispose 
of  them  all  is  the  great  problem — ^and  has  been 
for  many,  many  years. 

The  Hardware  Association  pretty  nearly 
made  up  its  mind  to  establish  a  cooperative 
jobbing  house,  and  thus  do  what  retail  drug- 
gists did  in  effect  many  years  ago.  The 
Grocers'  Association  decided  to  get  after  a  lot 
of  manufacturers  who  were  making  special 
price  concessions  to  their  enemies,  and  both 
associations  voted  in  favor  of  the  Stevens  one- 
price  bill  now  before  Congress. 

The  most  hopeful  feature  of  these  two 
national  conventions,  however,  was  the  de- 
cision of  the  hardware  people  to  make  a  closer 
study  of  the  cost  of  doing  business.  It  was 
discovered  that  the  average  merchant  had  no 
idea  what  it  cost  him  to  sell  his  goods.  Some 
of  the  members  insisted  that  their  percentage 
of  expense  was  no  greater  than  9,  but  it  was 
pointed  out  to  them  that  they  were  probably 
making  such  common  mistakes  as  not  charging 
up  a  salary  against  themselves  in  the  expense 
account,  and  not  making  any  estimate  for  rent 
when  they  happened  to  own  their  own 
buildings. 

Retailers  in  any  and  every  line  of  trade 
suffer  keen  competition.  Druggists  have  no 
monopoly  in  this  respect,  and  they  are  not  a  bit 
worse  off  than  anybody  else.  Competition  al- 
ways has  existed.  Competition  always  will 
exist.  And  it  will  probably  grow  keener  as 
time  goes  on.  The  remedy  which  promises  the 
greatest  relief  in  the  long  run  is  the  remedy 
which  the  individual  retailer  himself  supplies. 
Let  him  look  after  his  own  business  and  his 
own  methods.  Let  him  know  just  where  he  is 
at,  correct  his  own  deficiencies,  and  prod  him- 
self to  better  effect. 

Nothing  is  ever  gained  by  giving  up  the 
ghost  and  yelling  about  obstacles,  troubles,  and 
difficulties. 


A  PROFITABLE  ATTITUDE. 

"We're  in  love  with  our  job,  here  at  the  fac- 
tory !"  These  are  the  words  of  the  head  of  a 
department  at  one  of  the  big  Thomas  A. 
Edison  plants. 

Catch  that  spirit,  if  you  can.  It  is  trans- 
mutable. 
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THE  HALL  OF  FAME 


A  NATIVE  OF  THE  PHILIPPINES. 

It  often  takes  a  little  something  extra  in  the 
way  of  a  jolt  to  make  the  average  young  man 
open  his  eyes  to  the  possibilities  that  lie  all 
about  him.  Many  a  young  fellow  wants  an 
education,  but  he  wants  it  handed  to  him  on  a 
silver  platter. 

Almost  without  exception  young  men  do  not 
realize  the  supreme  importance  of  getting  the 
right  start. 

Elmer  E.  Fabiano,  a  native  of  the  Philip- 


In  six  years  this  young  man,  a  stranger  in  a 
strange  land,  has  become  a  registered  pharma- 
cist and  been  admitted  to  the  bar — this  in  ad- 
dition to  keeping  himself  well  clothed  and 
properly  'fed. 

Mr.  Fabiano  intends  to  return  to  Manila, 
where  he  will  practice  law.  Meanwhile  he  is 
making  good  use  of  his  knowledge  of  phar- 
macy. 


A  GUBERNATORIAL  POSSIBILITY. 

The  nomination  of  J.  P.  Hemphill,  of  Ris- 
ing Sun,  Ind.,  for  State  Senator,  to  represent 
Ohio,  Dearborn  and  Franklin  counties,  has 
caused  some  of  the  wise  ones  to  suggest  that 
Mr.  Hemphill's  name  might  look  good  at  the 
head  of  the  State  ticket,  two  years  hence. 

Nomination  for  Senator  means  election,  for 
the  senatorial  district  from  which  Mr.  Hemp- 


KLUBa  B.  Pa>u^o.  Ph.Q,.  LL.B. 

pines,  is  a  marked  exception.  He  wanted  an 
education,  and  he  was  willing  to  go  after  it. 

Immediately  after  the  Spanish-American 
war,  Mr.  Fabiano  left  a  seminary  at  Nueva 
Caceres,  P.  I,,  to  teach  school  with  the  object 
of  earning  enough  money  to  study  in  America. 
It  took  three  years,  but  in  time  he  had  ac- 
cumulated sufficient  capital  to  make  the  desired 
start.  He  went  to  Kansas  City,  where  he  se- 
cured employment  in  a  drug  store.  In  1910 
he  graduated  from  the  Kansas  City  School  of 
Pharmacy,  the  degree  of  Ph.G.  being  con- 
ferred upon  him. 

Immediately  thereafter  Mr.  Fabiano  took 
up  the  study  of  law,  supporting  himself  by 
working  as  a  prescription  pharmacist.  Last 
spring  he  graduated  from  the  Kansas  City 
School  of  Law,  annexing  the  title  of  LL.B. 


J.  p.  Hbmphill. 

hill  hails  is  said  to  be  reliably  Democratic — ^as 
is  Mr.  Hemphill,  also.  His  majority  at  the 
nominating  primaries  was  1250. 

Mr.  Hemphill  is  a  member  of  the  Indiana 
Pharmaceutical  Association. 


FOURTH  OF  JULY  IN  LONDON. 
The  Fourth  of  July  is  a  day  that  is  always 
properly  celebrated  by  the  American  colony  in 
London.    This  year  the  festivities  were  of  par- 
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ticular  interest.  The  banquet  of  the  American 
Society  was  held  at  the  Savoy  Hotel,  and  was 
presided  over  by  Fred  M.  Fisk,  manager  of 
the  European  headquarters  of  Parke,  Davis  & 
Co.  in  London.  The  chief  guest  of  honor  was 
the  American  Ambassador,  Walter  H.  Page, 
and  the  other  guests  included  many  men  of 
prominence  in  British  life  and  politics.    James 


will  make  an  ideal  head  of  the  city's  affairs," 
To  the  drug  trade  of  the  country  Dr.  Hum- 
phrey is  well  known  as  a  frequent  attendant 


Dm.  J.  D.  Bdhpbkbt. 

upon  the  annual  meetings  of  the  N.  A.  R.  D. 
and  as  one  who  has  held  office  in  that  organi- 
zation. 


Fbbd  U.  Fisk.  'S 

H.  Bryce,  ex-British  Ambassador  to  this  coun- 
try, now  the  Rt,  Hon.  Viscount  Bryce,  was  one 
of  the  speakers,  as  ^v3^i^lso  the  Archbishop  of 
Armagh,  the  Lord  Clu«  Justice,  I^rd  Shuttle- 
worth,  Viscount  Hytwiftnd  others.  Ambassa- 
dor Page  responded  to*  a  toast  in  his  honor 
proposed  by  Viscount  Bryce. 


AN  ARKANSAS  MAYOR. 

The  city  of  De  Queen  is  in  Arkansas,  and 
the  mayor  of  De  Queen  is  Booker  Latimer. 
Mr.  Latimer  is  manager  of  ihe  Model  Drug 


Dr.  J.  D.  Humphrey,  the  prominent  drug- 
gist of  Huntsville,  Ala.,  was-recerttfy  elected 
mayor  of  his  city.  Huntsville  is  blessed  with 
the  commission  form  of  government.  Dr. 
Humphrey  was  chosen  by  the  people  at  the  last 
election  to  be  one  of  the  commissioners,  and 
recently,  when  the  mayor  of  the  city  resigned 
to  become  postmaster.  Dr.  Humphrey  was 
selected  by  the  Board  of  Commissioners  to  suc- 
ceed him.  For  some  years  the  Doctor  served 
as  alderman  of  Huntsville,  and  has  always 
been  active  in  promoting  the  cause  of  education 
in  the  county.  The  Sheffield  Standard  speaks 
of  him  as  "a  capable,  intelligent,  broad-minded 
man,  progressive  in  public  spirit,  and  one  who 


Co.  He  is  also  vice-president  of  the  Arkansas 
Pharmaceutical  Association,  and  secretary  of 
the  Arkansas  Nyal  Club. 
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A  Saceuafal  FlorMa  Has. 

C  C  BatiM  opanitoi  two  droc  (toraa  In  JackKiiiTille,  Florid*.    Ot 
Aqolppcd  thnnvhoat  with   Bmnfm   flxtnrea   uid   Ifl   remarkaUj  kttiHjlive-    Notice  the  d 

H  D(  dedyn.  The  nppar  pictaie  ihowB  Ur.  Betts'  bcBatifnl  hODw,  locatsd  at  Ortcc*.  k  cabnrb  ol 
leBt.  JobutHinir.  ThU  nsnltid*  m  that  Ur.  Bettaa  mai  two  other  men  oomcriM  ft  oomi«nj  airainc  MOO  Mraat 
Ortamu  The  nle  ot  lota  In  thia  mttTMtIn  nctlon  li  one  ot  llr.  B«tl«i>  nnmerooa  dde-linn.  Mr.  Battea  arateaUbllahed  hlnueltln  ths 
dnif  bualnaai  b7  bn/lnff  a  atore  uul  pa/lnir  for  It  with  10030  worth  ot  notes.    Hard  work  uid  canAiJ  Judsmant  hara  ainoa  broo^t 
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Two  lataraallni  PIi^mi 


The  croup  at  the  top  of  the  ptwc  li  Mlf-eniluutkinr.    It  npreKots  thii  jnr'B  (TBduUnr  dan  >t  the  St.  LodIs  Collese  ot  P 
The  nmnben  ol  the  tacnlt  j'  are  shown  Is  the  upper  center  of  the  picture. 

The  pholofrimph  below  represents  a  street  scene  In  AmoT.  China,  with  an  old-time  Chinese  medlcf  ne  shop  at  the  lirht.  In  the  front 
of  tbe  shop  is  the  proprietor,  seated  at  the  obnrTer'i  left,  with  his  asoiitant  seated  at  the  ri(bt.  The  old  hllow  slandliw  with  Us  head 
coveredls  the  travelln*  salesman  for  this  thrlTlnBestabllabment.  Deer  horns,  ticer  claws,  roots,  beirlee.  and  the  like  are  dlsplared  In 
Ihe  Interior  ot  the  shop,  andoomprlM  the  main  stock  In  trade  of  the  mnoera.  The  photocrach  WM  hlndiy  sent  to  na  br  F.  L.  Bobbins, 
traveling  salesman  of  Parke.  Davis  A  Co.  '  ' 


The  16th  Annual  Convention  of  the  N.  A.R.D. 

The  activities  and  interests  of  the  Philadelphia  convention  of  the  National  Association  of 
Retail  Druggists,  convened  Aug.  17  to  21  inclusive*  centered  largely  in  legislation  aFfecting 
narcotics  and  price  protection.  Price  protection  was  declared  to  be  the  big  issue,  and  much 
of  the  work  of  the  coming  year  will  be  directed  along  that  line.  Samuel  C.  Henry  was 
elected  president.  National  Headquarters  are  to  remain  at  Chicago,  and  no  action  was 
taken  to  redeem  the  National  Home  at  Palmyra,  Wis.  The  matter  of  selecting  a  place  for 
the  next  meeting  was  left,  as  usual,  with  the  Executive  Committee.  On  this  quesiion  two 
factions  developed,  one  favoring  San  Francisco,  the  other  declaring  emphatically  against 
holding  the  1915  convention  in  the  Exposition  cuty.  Propaganda  work  is  to  be  pushed  with 
unabated  vigor. 


Secretary  Thomas  H.  Potts,  speaking  from  the 
rostrum,  gave  Charles  Rehfuss  the  lion's  share  of  the 
credit  for  the  eminently  successful  staging  of  the  big 
N.  A.  R.  D.  convention  held  in  Philadelphia,  week  of 
August  17.  Mr,  Rehfuss  was  chairman  of  the  com- 
mittee having  arrangements  in  chaise,  and  it  was 
through  his  efforts,  it  was  stated,  that  the  convention 
hall  at  the  Bellevue-Slratford  Hotel  was  secured  for 
the  meetings.    This  room  is  said  to  be  the  most  beaii- 


tl  C.  ntaij  of 


tbeiu 


r  pmldent. 


tifni  in  which  an  annual  gathering  of  the  National 
Association  of  Retail  Druggists  was  ever  held. 

From  the  standpoint  of  cold  numerals,  the  conven- 
tion was  not  the  best -at  tended  annual  meeting  ever 
held.  In  fact,  quite  the  reverse  may  be  the  condition, 
for  the  number  of  accredited  credentials  footed  a  bare 
total  of  four  better  than  a  hundred-and-a-half:  154. 
But  most  of  the  old  war-horses  were  in  attendance, 
.tnd  at  no  point  were  the  proceedings  permitted  to  lag. 
In  language  more  forceful  than  elegant,  "there  was 
something  doing  all  the  lime !" 

The  total   number  of   registrations  up  to   10  o'clock 


Friday  forenoon  was  1422.  The  convention  was  closeil 
officially  at  12.45,  so  it  is  not  probable  that  this  number 
was  augmented. 

Registration  means  much  or  little,  just  as  you  see 
fit  to  view  it.  At  the  recording  office  you  dig  up  a 
dollar  and  get  a  badge,  a  hearty  welcome,  and  a  book 
of  coupons.  The  latter  entitles  you  to  several  times 
your  money's  worth  in  the  way  of  free  access  to  all 
entertainment  features,  to  an  armful  and  a  half  of 
souvenir  packages  from  the  booths  at  the  big  Drug 
Show,  and  to  attendance  as  a  spectator  at  all  open 
meetings  of  the  convention. 

Registration  means  numbers.  Bulk  is  added.  At 
limes  the  spacious  corridors  are  impassably  jammed. 
One  evening,  in  particular,  it  required  the  services  of 
three  uniformed  guides,  or  guards,  or  traffic-men — 
whatever  you  may  see  fit  to  call  them — to  keep  the 
crowd  moving :  a  stream  one  way,  a  return  flow  the 
oilier.  Those  who  enjoy  the  gaiety  of  crowds  like 
this.  Xforeover,  it  gives  visitors,  not  only  local  but 
ihose  from  the  four  comers  of  the  U.  S.  A.,  an  op- 
rortunity  not  only  to  see  and  to  mingle,  but  to  add 
(he  weight  and  indorsement  of  their  presence,  in  mass 
effect,  to  the  efforts  which  are  being  put  forth  by  the 
big  national  organization. 

THE    NEW    OFFICEKS. 

But  the  real  work  is  done  in  convention  assembled. 
The  mill  of  the  gods  is  represented  by  the  delegates 
who  have  been  sent  for  the  purpose  of  shaping  policies 
and  launching  projects.  So  no  matter  how  interesting 
and  alluring  side-lights  and  side-issues  may  be,  it  is  lo 
the  assembly  room  that  we  must  turn  for  the  alkaloid 
in  the   rhizome. 

The  officers  elected  for  the  coming  year  were : 
President,  Samuel  C,  Henry,  of  Philadelphia, 
First  vice-president,  A.  S.  Liidwig,  St.  Louis,  Mo. 
Second   vice-president,  W.  H,   Humphreys,  Hunls- 
ville,  Ala. 

Third  vice-president,  T,  C.  Collman,  La  Junta,  Colo. 
Secretary,  Thomas  H.  Potls,  Chicago,  111, 
Treasurer,  Grant  W.  Stevens,  Detroit,  Mich, 
The  new  members  of  the  Executive  Committee  are 
a"   follows :  For  ihree  years,  James  F.  Finneran,  Bos- 
lou,   Mass.,  and   Robert   I.  Frick,  Ijiuisville,   Ky.     For 
two  years,  T.  S.  Armstrong,  Plainfield,  N.  J. 

Those   retiring   from   the   Executive  Committee   arc 
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Samuel  C.  Henry,  Herman  C.  Shuptrine,  and  H.  B. 
Guilford.  Chas.  H.  Huhn  was  reelected  chainnan  of 
this  most  important  committee. 

A   BBIEP    SYNOPSIS. 

Briefly  summarized  according  to  an  analysis  made 
by  one  of  the  officials,  the  principles  underlying  the 
convention  were  thesci 

First — One  price  to  all. 

Second — Laws  which  shall  regulate  every  avenue  of 
traffic  in  narcotics. 

Third — Laws  preventing  the  sale  of  medicines  by 
peddlers  and  others  who  have  no  medical  qualifications. 


ments  which  would  require  physicians,  dentists  and 
veterinarians  to  keep  a  record  of  sales.  This  is  strongly 
objected  to  by  a  majority  of  the  members  of  the  N.  A. 
R.  D.  A  connection  can  readily  be  traced  between  this 
attitude  and  the  words,  "laws  which  shall  regulate 
every  avenue  of  traffic  in  narcotics." 

These  two  were  the  big  issues :  price  maintenance 
and  the  Harrison  Bill.  Despite  the  fact  that  it  was 
generally  recognized  that  discussions  of  the  latter  were 
at  least  in  some  small  sense  post  mortetK,  the  subject 
kept  bobbing  up,  in  season  and  out,  all  through  the 
various  sessions.  Indeed,  so  strong  is  the  objection  to 
the  bill  in  the  form  in  which  it  is  likely  to  pass,  that 
telegrams  of  remonstrance  were  sent  by  the  convention 
to  President  Wilson,  to  the  Secretary  of  War,  to  the 
Secretary  of  the  Treasury,  and  to  both  House  and 
Senate  leaders.  All  this  leads  to  the  conclusion  that 
the  matter  of  narcotic  legislation  will  not  be  permitted 
to  languish  even  after  the  Harrison  Bill  becomes  a  law. 

PRICE  ADVANCES  CONDEMNEa 

One  of  the  first  things  to  claim  the  attention  of 
delegates  was  the  recent  general  price-advance  of 
drugs,  due  to  the  war.  Jacob  H.  Rehfuss  of  Brooklyn 
and  H.  B.  Guilford  of  Rochester,  N.  Y.,  brought  the 
matter  to  a  head  by  introducing  a  resolution  denounc- 
ing manufacturers  and  jobbers  who  needlessly  ad- 
vanced the  price  of  their  products.  In  the  general  de- 
bale  which  followed  considerable  feeling  was  displayed. 


Fourth — Laws  which  shall  bring  the  doctor  who 
wishes  to  dispense  his  own  medicines  under  the  same 
regulations  and  qualifications  which  guide  the  phar- 

Fifth — Laws  which  shall  bring  about  a  reform  in 
patent  laws  and  free  pharmacy  from  the  dominating 
influence  of  foreign  chemical  interests,  especially  those 
of  Germany. 

It  is  along  these  lines  that  the  association  expects 
to  offer  battle  during  the  coming  year.  Tliere  are,  of 
course,  a  dozen  or  more  other  issues,  some  new  and 
some  not  so  new,  and  there  is  the  matter  of  the  U.  S.  P. 
and  N.  F.  propaganda,  which  must  always  occupy  a 
place  of  prominence  in  N.  A.  R.  D.  affairs. 

It  is  unnecessary  to  point  out,  probably,  that  "one 
price  to  all,"  as  the  matter  now  stands,  is  but  another 
way  of  saying  Stevens  Bill.  Strong  resolutions  were 
passed  commending  this  much-hoped-for  piece  of  legis- 
lation, and  an  extremely  optimistic  tone  pervaded  the 
convention.  A  great  deal  of  effective  work  has  been 
done  by  the  organization  in  behalf  of  this  bill,  and 
every  effort  that  can  yet  be  put  forth  to  further  its 
passage  is  to  be  exerted  with  unabated  pressure. 

Word  was  received  on  the  convention  floor  that  the 
joint  committee  of  House  and  Senate  to  which  the 
Harrison  Bill  was  referred  after  it  had  passed  the 
Senate  might  be  expected  to  act  at  any  moment.  Up 
to  the  time  the  convention  adjourned  this  committee 
had  not  taken  action.  It  is  the  expectation  that  the 
bill  in  its  final   form  will  pass  shorn  of  those  amend- 


principally  against  the  wholesaler,  he  being  the  man 
with  whom  the  druggist  comes  into  personal  contact. 
Several  speakers  cited  instances  of  what  they  termed 
imwarranted  price-boosting.  A  speaker  from  Cleve- 
land stated  that  SO  per  cent  of  the  items  on  an  invoice 
received  two  days  before  the  convening  of  the  conven- 
tion had  been  marked  "advanced."  Mr.  Rehfuss  in 
defending  his  resolution  cited  a  specific  case  where 
an  item  had  been  advanced  75  cents  a  dozen  by  the 
jobber  and  an  investigation  revealed  that  no  advance 
had  been  made  at  the  factory.  Speakers  from  Wis- 
consin, Pennsylvania,  New  York,  and  Alabama  swelled 
the  chorus — all   men  of  national   prominence  in   phar- 
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By  way  of  defense  it  was  pointed  out  that  manu- 
facturers and  jobbers  were  fellow  human  beings,  like 
all  the  rest  of  the  drag  fraternity,  and  not  one  whit 
better  or  worse  from  point  of  moral  turpitude.  The 
statement  was  advanced  that  the  druggist  expected  the 
wholesaler  to  sell  out  his  present  stock  at  ante-bellum 
prices,  replace  it  at  war  prices,  and  then  drop  back  to 
normal  price- schedule  again  the  minute  European  hos- 
tilities ceased. 

'  We  are  giving  in  full  the  text  of  the  Rehfuss- 
Guilford  resolution,  a  copy  of  which  was  forwarded 
by  the  convention  to  Attorney  General  McReynolds; 

tfluTiat,  There  nitts  betiiue  of  the  Europein  war  ■ 
Kircity  of  drul*  and  cbemicals  and  tiek-room  neceultlea  em- 
plored  in   the  conaerration   of  the  health   of  the  people  of  this 


Whirtai.    It     is 
calen  in  and  ounut 


iwledfe    that    raanr    wfaoleiale 


ditplayi 
people, 


V€d,  That  Ibe  N.  A.  R.  D..  through  iti  coirmil 
:ion  forcH,  and  the  efiortt  at  iu  individual  c 
«ry  assistance  lo  local,  Stale,  and  Federal  fovern 


Rtnlvtd.  That  the  N.  A.  R.  D.  hereby  con 

[  licld    who   have   needleuly   adva 


if  Ibe  product)  tl 


snpplr- 


removal  of  his  name  from  the  report.    With  this  state- 
ment of  his  position  he  desired  his  name  to  stand. 

John  C.  Wallace  of  New  Castle,  Pennsylvania,  next 
claimed  the  floor.  Mr.  Wallace  went  forward  with 
measured  tread  and  slow,  and  under  his  left  arm  was 
a  big  portmanteau.  He  placed  the  latter  on  the  end 
of  the  press  table  and  began  to  speak  very  deliberately, 
although  it  was  evident  to  a  close  observer  that  some- 
how, somewhere,  there  was  a  storm  brewing.  Mr. 
Wallace  practically  reiterated  Mr.  Mann's  statements. 
after  which  he  began  the  launching  of  his  lightning  by 
saying  that  while  he  was  a  member  in  good  standing 
of  the  N.  A.  R.  D.  he  was  also  president  of  the  Drag 
Trades  Conference,  and  that  the  latter  was  composed 
of  three  delegates  from  each  of  the  following  five 
national  organizations ;  the  American  Pharmaceutical 
Association,  the  National  Association  of  Retail  E)rug- 
gists,  the  National  Wholesale  Druggists'  Association, 


al,  State,  and  Federal  coverninenla 


It  was  freely  admitted  in  the  lobbies  after  the  con- 
vention had  adjourned  for  the  day  that  the  real  object 
of  this  resolution  was  to  place  before  the  -people 
throughout  the  country  a  concise  statement  of  the  drag- 
gist's  position  in  the  matter  of  price  advance.  It  was 
pointed  out  that  tf  readers  of  the  daily  papers  could 
be  reached  by  publicity  of  this  character  much  misap- 
prehension might  be  cleared  away  and  much  verbal  ex- 
planation at  the  time  a  sale  was  made  over  the  counter 
avoided.  Copies  of  the  resolution  were  supplied  the 
Associated  Press,  as  well  as  all  daily  papers  in  Phila- 
delphia. 

WARU    DISCUSSIONS  OF  LEGISLATn-E   llATnXS. 

The  warmest  moments  during  the  entire  session 
were  Sashed  off,  like  streaks  of  forked  lightning,  as 
incidents  in  connection  with  discussions  of  the  report 
of  the  committee  on  legislation.  Chairman  Nixon  read 
this  report,  and  after  the  reading  acted  as  chairman  of 
the  meeting.  The  report  was  signed  by  Charles  F. 
Nixon,  Edward  Williams,  Simon  N.  Jones,  Charles  F. 
Mann,  R.  M.  McCutcheon,  C.  P.  Cladding.  John  C. 
Wallace,  John  B.  Thomas,  Stewart  Gamble,  Burton 
Cassaday,  and  Geo,  W.  Hurlebas. 

Mr.  Mann  claimed  the  privilege  of  the  floor  to  ex- 
plain that  while  his  name  appeared  on  the  report  he 
had  had,  in  reality,  very  little  to  do  with  legislative 
matters  during  the  year.  He  explained  that  from  the 
very  nature  of  the  work  demanded  of  such  a  committee 
much  of  it  must  be  left  to  the  chairman  and  to  those 
members  with  whom  the  chairman  might  get  into  con- 
ference on  short  notice.  This  meant  those  who  lived 
close  to  him.  Mr.  Mann  stated  that  while  he  was  not 
in  accord  with  some  of  the  statements  and  recom- 
mendations made  in  the  report,  nevertheless  he  did  not 
consider  his  objection   strong  enough  i 


the  American  Association  of  Pharmaceutical  Chemists, 
and  the  American  Association  of  Manufacturers  of 
Medicinal  Products. 


All  this  was  known  by  every  delegate  present,  but 
was  merely  a  preface.  He  began  discussing  certain 
phases  of  the  legislative  committee's  report,  and  critidi- 
ing  certain  moves  made  by  certain  N.  A.  R.  D.  indi- 
viduals in  reference  to  Drag  Trade  Conference  affairs. 
This  was  too  much  for  President  Fmneran  who,  as 
above  stated,  was  not  at  that  time  occupying  the  chair. 
Mr.  Finneran  objected  in  unmistakable  language  and  a 
warm  tilt  ensued.  Mr.  Wallace  finally  modified  some- 
what the  statement  to  which  Mr.  Finneran  had  ob- 
jected and  proceeded  with  his  address. 

It  became  evident  at  once  that  there  were  differences 
between  the  N,  A.  R.  D.  and  the  Drag  Trade  Con- 
ference. Mr.  Wallace  did  not  explain  definitely  what 
these  differences  were,  but  a  little  later  Chairman 
Nixon  made  the  statement  that  the  idea  was  under 
consideration  of  submitting  the  proposal  to  the  con- 
vention that  the  N.  A.  R.  D.  withdraw  its  membership 
from  the  Conference. 

This  brought  Dr.  Wm.  C.  Anderson,  the  dominating 
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figure  on  the  floor,  to  his  feet.  All  the  trouble  arose 
over  differences  of  opinion  on  amendments  to  the  Har- 
rison bill,  he  contended.  More  than  that,  he  said,  as 
far  as  he  was  personally  concerned  he  should  have  to 
take  exceptions  to  the  N.  A.  R,  D,  stand.  "We  as 
druggists  have  tried  to  dodge  record -keeping,"  he  said. 
"Why  should  we  try  to  fasten  what  we  tried  to  avoid 
on  the  doctors?  The  only  way  to  strike  at  the  root  of 
the  narcotic  evil  is  to  get  a  law  on  the  statute  books 
which  shall  require  both  doctors  and  druggists  to  keep 


And  here  comes  the  paradox :  nothing  was  done ! 
This  discussion  was  by  far  the  most  exciting  and  dra- 
matic event  of  the  convention,  but  when  it  was  over  it 
seemed  lo  be  promptly  forgotten.  At  no  time  during 
subsequent  proceedings  was  a  motion  made  or  a  reso- 
lution introduced  having  for  its  object  the  withdrawal 
of  the  National  Organization  from  the  Conference. 

THE   TELEPHONE    SITUATION, 

The  annual  report  of  the  Committee  on  Telephones 
was  read  by  the  chairman,  Wilhelm  Eodemann,  of 
Chicago.  Herr  Bodemann  was  in  his  best  form,  and 
his  voice  rang  out  clear  and  defiant.  The  report 
i-howed  a  generally  satisfactory  condition  throughout 
the  country.  In  the  open  experience  meeting  that  fol- 
lowed, however,  several  speakers  took  occasion  to  rap 
certain  features  of  the  service  they  received  in  their 
particular  localities.  Wide  discrepancies  in  com- 
missions allowed  by  the  telephone  companies  were 
shown  to  exist.  In  Milwaukee,  for  instance,  the  com- 
mission received  by  the  druggist  is  20  per  cent  on  local 
calls  and  10  per  cent  on  long  distance  calls,  and  the 
store  must  make  good  all  slugs  found  in  the  coin-boxes. 

At   South    Bend,    Indiana,   i 


a  record  of  purchases  only."    His  words  were  well  put 

together  and  enunciated  with  considerable  earnestness, 

H  it  was  Dr.  Anderson's  intention  lo  pour  oil  on 

troubled  waters  by  diverting  discussion  along  a  some- 
what different  channel,  however,  he  did  not  quite  suc- 
ceed. Chairman  Nixon  dashed  straight  back  to  the 
main  topic,  and  in  less  than  three  minutes  had  Mr, 
Wallace  on  his  feet  with  a  strong  remonstrance.  A 
wordy  battle  followed  between  Professor  Nixon  and 
Mr.  Wallace,  lasting  until  T,  S.  Armstrong,  of  New 
Jersey,  broke  in  and  gained  the  floor,  Mr.  Armstrong 
did  not  favor  withdrawal  of  the  three  delegates  from 
the  Drug  Trades  Conference.  Chas.  F.  Mann  followed 
Mr.  Armstrong,  making  a  plea  for  a  "get-together" 
movement,  "1  am  for  conciliation,"  said  Mr.  Mann. 
"I  believe  it  dangerous  at  this  time  lo  cut  away  from 
the  Conference." 

DIFFERENCES  OF  OPINION. 

At  this  point  Henry  P,  Hynson  of  Baltimore, 
though  not  a  delegate,  was  given  permission  to  speak. 
Mr.  Hynson  made  a  strong,  eloquent,  and  convincing 
plea.  "Don't  pull  out,  boys!"  he  cried,  holding  his 
hands  aloft.     He  was  cheered  lo  the  echo. 

Chas,  Huhn,  on  the  other  hand,  advocated  with- 
drawal. "Since  the  Indianapolis  decision  we  have  got 
along  without  the  jobber,"  he  said.  "In  the  Drug 
Trades  Conference  we  are  always  outvoted,  and  have 
to  make  the  best  of  it." 

Thomas  Stoddard,  of  Buffalo,  N.  Y,,  advocated  :i 
severing  of  the  bond  of  union,  also.  "We  can  get  re 
suits  working  independently  of  any  and  all  other 
organizations,"  he  said.  "We  worked  alone  in  the 
■natter  of  objection  to  the  Spanish  war  tax," 


It  W.  St 


B,  reelected  tr 


per  cent  on  local  and  10  per  cent  on  long  distance  calls. 
No  guarantee. 

In  the  District  of  Columbia  the  rate  is  20  per  cent 
on  both  local  and  long  distance  business.    No  guarantee. 

Dr.  Anderson  went  into  conditions  in  the  city  of 
New  York  somewhat  minutely.  He  reviewed  the 
troubles  the  dniggists  had  experienced  in  getting  the 
commissions  they  now  received  and  stated  that  the 
present  rates  were  the  result  of  compromise.  The 
schedule  runs  thus;  10  per  cent  on  the  first  $5;  IS  ptr 
cent  on  the  next  $5;  all  over  $10,  20  per  cent. 

It  was  brought  out  by  Mr.  Bodemann  that  diflferent 
rates  were  in  part  due  to  different  franchises  and  local 
regulations.  In  Louisville.  Ky.,  for  instance,  the  com- 
pany's franchise  prohibits  the  use  of  coin-boxes, 

Thomas  Stoddard,  of  Buffalo,  N.  V.,  moved  a  rising 
vote  of  thanks  to  Mr.  Bodemann  for  what  he  had  done 
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tor  the  druggists  of  America, 
to  tiis  feet  with  alacrity. 


In  addition  to  the  resolutions  already  mentioned 
n  number  of  others  of  some  importance  were  acted  on 
cither  by  way  of  approval  or  rejection.  Those  adopted, 
listed  briefly,  are  as  follows:  That  the  President  be 
instructed  to  appoint  a  committee  of  three  members  to 
confer  with  similar  committees  appointed  for  the  same 
purpose  by  other  organizations  on  the  advisability  of 
forming  a  congress  of  national  drug  and  pharmaceutical 
bodies  under  the  auspices  of  the  American  Pharmaceu- 
tical Association;  that  manufacturers  of  certain  spe- 
lialty  products  be  requested  to  print  a  retail  price  on 
the  package ;  that  every  effort  be  made  to  get  the 
revenue  tax  paid  by  the  druggist  who  sells  alcohol  for 
medicinal  and  mechanical  purposes  reduced  from  $25 
to  $5;  that  druggists  everywhere  throughout  the  United 
States  be  ui^ed  to  place  the  name  of  the  pha 
charge  either  above  the  door  of  the  s 


Cbu.  H.  Hnlin.  leilected  ch&lun&D  of  the  Eieontive  Committee. 

show  windows,  and  that  every  efCort  be  made  to  get 
laws  enforcing  such  requirements  passed  in  all  the 
States;  that  the  Journal  of  the  N.  A.  R.  D.  refrain 
from  accepting  advertising  contracts  from  manufac* 
turers  of  trade-mark  preparations  whose  wholesale 
figures  exceed  $2,  $4,  and  $8;  that  the  giving  of  cou- 
pons or  rebates  be  condemned  as  unfair;  that  the  Sec- 
retary be  instructed  to  continue  his  efforts  in  behalf  of 
f>ne-cent  letter  postage  legislation;  that  the  proposed 
government  stamp  lax  on  proprietary'  and  toilet  arti- 
cles be  strenuously  opposed;  that  the  Hinebaugh  bill 
for  the  taxation  of  mail-order  business  be  approved 
and  supported;  that  the  Association  favors  an  amend- 
ment to  the  Pure  Food  and  Drug  Act  which  will  estab- 
lish a  single  standard  for  official  drugs  and  prepara- 
tions; that  the  creation  of  a  National  Board  of  HeaUh 
he  opposed  unless  pharmacy  as  an  allied  profession  be 
recognized  in  its  make-up;  that  the  Revision  Com- 
mittee of  the  United  States  Pharmacopceia  be  urged 
to  provide  for  an  official  form  for  tablets  of  bichloride 


of  mercury ;  and  that  the  work  of  the  American  Fair 
Trade  League  be  indorsed. 

All  of  the  above  were  introduced  early  and  went 
through  the  regular  channels;  were  referred  to  the 
Committee  on  Resolutions,  of  which  Fred  Hubbard  of 
Massachusetts  was  chairman,  tagged  O.  K.,  passed  back 
to  the  convention  and  given  the  seal  of  a  majority 
vote.  Two  others,  however,  came  up  through  a  little 
different  course  of  procedure,  one  being  the  Sunday 
Rest   resolution   and   the   other   relating   to  our  patent 

SUNDAY  BEST  AND  UNJUST  PATENT  LAWS. 

The  Sunday  rest  matter  was  brought  before  the 
convention  by  J.  G.  Bone.  Besides  Mr.  Bone's  signa- 
ture the  special  committee's  report  bore  those  of  Prof. 
Joseph  P.  Remington  and  R.  J.  Frick  also.  The  resolu- 
tion in  its  final  form  was  acted  on  on  the  tenth 
anniversary  of  the  Sunday  Rest  movement. 

Resolutions  condemning  our  manifestly  unfair 
patent  laws  and  instructing  the  legislative  committee 
to  draft  and  push  to  passage  a  measure  which  would  pro- 
tect the  United  States  from  foreign  domination  and  ex- 
ploitation in  the  matter  of  S}^thetic  chemical  remedies 
was  fathered  by  Jacob  H.  Rehfuss  and  Dr.  Anderson. 
Dr.  Anderson  pointed  out  that  it  was  highly  probable 
that,  owing  to  European  conditions,  certain  products 
of  this  nature  would  soon  be  absolutely  unobtainable — 
this,  too,  in  spite  of  the  fact  that  we  know  how  to 
make  them,  and  can  make  them  as  well  on  this  side 
of  the  Atlantic  as  they  can  in  Europe.  Physicians  have 
learned  to  lean  on  some  of  these  synthetics  and  feel 
that  their  patients  need  them.  Yet  we  are  held  back 
by  peculiar  patent  laws — peculiar  to  this  country.  In 
Germany  they  grant  letters  patent  on  processes.  In  the 
United  States  we  grant  patent  protection  to  the  product 
itself.  C.  P.  Godding  and  H.  E.  Oates  also  spoke — 
the  latter  negatively,  stating  that  nothing  could  be 
done.  President  Finneran  closed  the  debate  by  saying 
that  it  seemed  to  be  Dr.  Anderson's  idea  to  "get  all 
}'ou  can  and  then  as  much  more  as  possible,"  adding 
that  it.  was  a  position  with   which   he  was  heartily  in 

IN   A   KEALTHV  CONDITION. 

Both  the  Secretary's  report  and  the  report  of  Treas- 
urer Grant  Stevens  showed  the  Association  to  be  in 
excellent  financial  condition.  Secretary  Potts  stated 
that  receipts  for  the  year  had  fallen  off  to  the  extent 
of  about  $8000,  the  loss  being  attributed  to  depressed 
business  conditions.  But  on  the  other  hand,  expenses 
had  been  cut  about  $15,000  during  the  year,  so  that 
there  was  in  reality  a  net  gain  over  the  preceding  year 
of  $7000.  The  statement  is  made  in  the  report  of  the 
Executive  Committee  that  the  cash  balance  on  hand  at 
the  end  of  the  1912-13  year  was  $2170.83.  and  that  for 
this  year  it  is  $6011.15. 

During  the  year  State  affiliations  have  increased 
from  33  to  35,  Kansas  and  Maine  having  come  back 
into  the  fold.  Local  affiliated  associations  have  in- 
creased from  1056  to  1068,  making  a  total  increase  of 
State  and  local  associations  of  14.  The  Assodation 
finds  eveiy  cause  to  congratulate  itself  along  these 
lines. 

Hugh  Craig's  report  of  the  Publicity  Department. 
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o£  which  he  has  been  chief  since  Januaiy  last,  shows 
that  marked  advances  have  been  made.  The  Journal 
of  the  N.  A.  R.  D.  is  printed  on  better  paper,  a  better 
grade  of  ink  is  used,  and  the  Journal  improved  gener- 
ally. Moreover,  it  has  been  Mr.  Craig's  aim,  from  the 
very  instant  that  he  assumed  control  of  the  magazine, 
he  said,  to  put  more  "earn  in  journal."  This  has  been 
accompUshed,  the  net  earnings  for  the  past  year  being 
$20,407.43,  an  advance  over  the  preceding  year  of  about 
$2000. 

Mr.  Craig's  work  was  highly  commended,  as  was 
that  also  of  J.  Leyden  White,  the  Association's  Wash- 
ington representative.  Resolutions  were  passed  re- 
questing that  Mr.  While  be  retained  in  his  present 
position,  and  he  was  tendered  a  splendid  indorsement 
in  the  shape  of  a  rising  vote  of  thanks. 

THE  w.  o.  N.  A.  B.  D. 

The  Woman's  Organization  of  the  N.  A.  R.  D.  held 
its  sessions  in  the  Junior  Room  of  the  big  Philadelphia 
hotel,    its    meetings    extending    from    Tuesday    until 


Mr*.  Nellte  F.  L«.  reelfcted  •eoretiij  of  the  W.  O.  N.  A.  H.  D. 
Thursday.  The  address  of  welcome  by  Mrs.  William 
Estell  Lee  was  responded  to  by  the  president  of  the 
organization,  Mrs.  Jessie  F.  Waterhouse,  of  Newton 
Highlands,  Mass. 

The  members  were  urged  to  send  speakers  from 
their  local  chapters  to  appear  before  women's  clubs 
and  warn  housewives  against  patent  medicines  left  on 
their  doorsteps,  and  to  warn  young  mothers  against  the 
use  of  narcotics  and  drugs  for  babies.  They  were 
urged  to  make  a  study  of  Ihe  proper  feeding  of  babies 
so  that  druggists'  wives  in  the  United  States  may  be 
leaders  in  educational  work  at  social  centers  and  among 
the  poor  in  their  communities.  Another  resolution  in- 
dorsed a  nation-wide  campaign  for  cleaner  food  con- 
ditions, mentioning  wrapped  bread  as  a  step  in  that 
direction. 

A   SCHOLARSHIP. 

The  organiiation  voted  to  establish  a  scholarship 
in  a  college  of  pharmacy,  to  be  awarded  by  its  execu- 
tive board  to  a  candidate  of  its  choice. 

Mrs.  Waterhouse  refused  the  unanimous  nomination 
for  reelection  as  president  and  was  presented  with  a 
pearl  and  amethyst  pin,  and  there  was  a  rising  vote  of 
thanks   for  her  efficient   work   in   the   last  year.      Mrs. 


Nellie  F.  Lee,  the  secretary,  was  presented  with  a  seal 
traveling  bag.  Large  bouquets  of  flowers  were  dis- 
tributed to  each  member. 

The  following  officers  were  elected  for  the  ensuing 
year:  President,  Mrs.  F.  E.  MacBride,  Youngstown, 
Ohio ;  first  vice-president,  Mrs.  B.  A.  C.  Hoelier,  Chi- 
cago; second  vice-president.  Miss  Clara  Hulskamp, 
Louisville;  third  vice-president,  Mrs.  A.  W.  Panly,  St. 
Louis;  fourth  vice-president.  Miss  Nora  V.  Brendle, 
Wilmington.  Del.;  fifth  vice-president,  Mrs.  R.  G. 
Rutherford,  Brooklyn;  secretary,  Mrs.  Nellie  F.  Lee. 
Philadelphia:  treasurer,  Mrs.  Otto  C.  Greenland,  Cin- 
cinnati, O.  Board  of  Directors— Chairman,  Mrs.  Jessie 
F.  Waterhouse,  Newton  Highlands,  Mass.;  Mrs.  Leslie 
O.  Wallace,  Auburn,  N.  Y. ;  Mrs.  S.  A.  Eckstein,  Mil- 
waukee ;  Mrs.  Louis  Manuel,  Pittsburgh ;  Mrs.  John  T. 
Roe,  Mobile;  Mrs.  W.  E.  Warn,  Keyport,  N.  J.;  Mrs. 
Charles  Brunsirom,  Moline,  111.;  and  Mrs.  Howard  A, 
Pierce,  Providence,  R.  1. 

ENTEBTAtNUENT. 

The  entertainment  provided  by  the  Philadelphia 
organization  was  more  than  ample,  and  highly  appre- 
ciated and  warmly  commended  on  all  sides.  The  cus- 
tomary reception  and  ball  was  well  attended  and  pre- 
sented a  scene  of  the  utmost  gaiety.  On  Tuesday  an 
automobile  ride  was  arranged  for  the  ladies,  and  on 
Wednesday  a  tour  was  made  through  the  big  Wana- 
maker  store,  Scottissue  day  was  a  red-letter  event,  as 
was  Wampole  Day  at  Willow  Grove.  The  former,  due 
to  the  courtesy  of  the  Scott  Paper  Co.,  consisted  of  a 
river  trip  on  the  steamer  Columbia,  and  an  inspection 
of  the  Scottissue  plant.  Friday  was  Wampole  day, 
the  entire  entertainment  during  the  afternoon  trip  being 
furnished  by  Henry  j^,  Wampole  &  Co.  Willow  Park 
was  visited,  f re^* tWnsportation  being  provided  on 
special  cars.  Dinner  was  served  and  concerts  by  the 
world-famed  Victor  Herbert  orchestra  were  scheduled 
at  2,30  and  4^. 

Exhibits  were  varied,  artistically  arranged,  and  con- 
blituted  a  decidedly  attractive  feature.  I-oads  of  sou- 
venir packages  and  novel  mementos  were  given  away. 
Taken  all  together  the  bright,  pleasing  effect  fell  little 
short  of  a  stage  reproduction  of  an  Oriental  bazaar. 
Among  the  products  exhibited  were  Whitman's  Choc- 
olates, Welch's  Grape  Juice,  Wilburbuds,  Horlick's 
Malted  Milk,  Dumore  Electric  Drink  Mixer,  Garwood's 
perfumes,  Bromo  Lithia,  Borden's  Malted  Milk,  Koly- 
nos,  Colgate's  soaps  and  perfumes,  Myers  patent  tin 
boxes,  Cinco  cigars,  Armour's  soaps,  J.  Hunger  ford 
Smith's  syrups  and  crushed  fruits,  DeVilbis  atomizers, 
Tampa-Cuba  cigars,  Andrew  Jergen's  soaps  and  per- 
fumes, Bludwine,  Palmer's  Skin  Success,  the  Scholl 
foot  specialties,  Hudnut's  perfumes,  S.  S.  White  dental 
products,  Bromo  Seltzer,  Torsion  balances,  the  "Blick" 
typewriter,  Diamond  Dyes,  "Taps,"  J.  &  J,  specialties. 
and  Bromo  Mint.  Besides  these,  displays  were  main- 
tained by  the  Philadelphia  College  of  Pharmacy,  E.  R, 
Squibb  &  Sons,  Powers- Weightman-Rosengarten  Co, 
Henry  K.  Wampole  &  Co.,  the  Melba  Manufacturing 
Co.,  the  Creighton  Sales  Co.,  the  Scott  Paper  Co^  the 
William  S.  Merrell  Co.,  the  Chisco  Co..  the  M.  P. 
Gould  Co.,  and  the  promoters  of  the  "Detroit  plan." 


The  A.  Ph.  A.  at  Detroit. 


The  sbcty-seconii  ■iinn«l  meetiiig  of  the  American  Pharmaceutical  Association  dosed  an 
eminently  successful  week  in  Detroit  Saturday  afternoon,  August  29.  Registration  showed 
an  attendance  of  824.  Caswdl  A.  Mayo  was  installed  as  president,  and  the  presidential 
nominees  for  the  year  1915-1916  are  William  C  Alpers,  Wilber  J.  Teeters,  and  L.  D. 
HavenhilL  William  B.  Day  was  made  General  Secretary,  and  Ernest  C.  Marshall  remains 
acting  editor  of  the  JoumaL  The  Syllabus  was  approved  by  the  A.  Ph.  A.,  by  the  Confo*- 
ence  of  Faculties,  and  by  the  Association  of  Boards,  Resolutions  were  passed  commending 
the  Metz  and  the  Stevens  Bills.  The  Confermce  of  Phamiaceutic:al  Faculties  adopted  two 
nevr  rules  and  passed  several  important  recommendations.  The  Association  of  Boards 
outlined  work  for  the  coming  year  of  unusual  scope  and  importance.  The  Michigan 
Pharmaceutical  Association  and  the  Michigan  Travders  contributed  materially  to  the 
success  of  the  meeting.  The  work  of  the  National  Drug  Trade  Conference  was  indorsed- 
Instructions  were  given  which  will  provide  for  the  completion  of  the  Procter  Monument,  a 
site  for  which  will  be  secured  in  the  Smithsonian  grounds,  and  the  dedication  will  take 
place  at  Washington  in  1917.     Next  year's  meeting  wrill  be  held  in  San  Francisco, 

maceutical  Travelers'  Association.  These  all  have 
their  own  organizations  and  their  deliberations  are 
separate,  distinct  and  apart  from  the  activities  of  the 
A.  Ph.  A.,  except  at  such  times  when  joint  sessions 
arc  held. 

The  National  .\ssociation  of  Boards  of  Pharmacy 
convened,  during  its  entire  session,  in  Room  C  The 
deliberations  of  the  American  Conference  of  Pharma- 
ceutical Faculties  were  held  in  Room  D.  Tlie  two 
Michigan  organizations  occupied  Room  E.     So,  after 


To  the  uninitiated  an  annual  convention  of  the  Ameri- 
can Pharmaceutical  Association  seems  little  short  of 
precipitated  Bedlam.  In  reality  an  admirable  system 
prevails,  and  everything — nrarly — moves  forward  in  its 
appointed  order.  But  a  new  member,  attending  the 
yearly  gathering  for  the  first  time,  can't  see  it.  Five 
different  divisions  in  session  all  at  once,  in  different 
rooms — what  is  he  to  make  of  it?  Starting  out  fresh 
and  clean-shaven  in  the  morning,  shall  he  attend  the 
session  in  Room  A,  or  the  one  in  Room  E?  Or  shall 
he  hop  from  A  to  C,  back  to  B,  then  on  to  D  and  E? 
Or  shall  he  start  at  the  beginning  of  the  alphabet  and 
traverse  the  corridor  imtil  the  sessions  nm  out?  It  is 
very,  very  confusing,  until  lie  gets  his  bearings.  He. 
gets  his  bearings  Friday  afternoon,  about  4  o'clock. 
And  the  convention  closes  Saturday. 

It  strikes  such  a  new  member,  after  the  contention 
is  over,  that  he  ought  to  have  been  supplied,  right  at 
the  beginning,  with  a  copy  of  the  constitution  and  by- 
laws. This  might  or  might  not  have  helped  him  to  an 
understanding,  but  he  thinks  it  would  have  been  of 
material  assistance.  However,  despite  it  all,  he  goes 
away  thoroughly  imbued  with  the  convention  spirit 
and  fully  determined  to  attend  as  many  of  the  annual 
meetings  as  possible;  for  no  man  can  attend  such 
meetings  without  immeasurable  benefit. 

There  is  little  occasion  for  confusion,  after  all,  and 
much  of  it  is  dissipated  after  a  few  fundamental  prin- 
ciples have  been  absorbed.  For  let  it  be  known  that  it  ■ 
is  not  the  A.  Ph.  A.  alone  which  meets  in  annual  con- 
vention assembled.  Convening  conjointly  are  other 
organizations,  related  in  essence,  yet  having  distinct 
individualities. 

KIVE  QlUiAmZAriOKS    MZKT. 

In  the  case  of  the  sixty-second  annual  meeting 
of  the  American  Pharmaceutical  Association,  held  at 
Detroit  the  week  of  August  24,  there  were  held  in  con- 
nection therewith  meetings  of  the  National  Association 
of  Boards  of  Pharmacy,  of  the  American  Conference 
of  Pharmaceutical  Faculties,  of  the  Michigan  State 
Pharmaceutical  Association,  and  of  the  Michigan  Phar- 


Willlun  B.  Da;,  elected  (eneral  Mcntarr. 

all,  the  new  member  who  was  not  interested  in  any- 
thing outside  of  the  activities  of  the  A.  Ph.  A.  as  such 
had  but  three  rooms  on  which  to  keep  his  weather  eye 

So  wide-spread  is  the  province  of  the  American 
Pharmaceutical  Association  that  it  was  long  ago  found 
necessary  to  divide  it  into  sections.  Thus  we  have  the 
Historical  Section,  the  Scientific  Section,  the  Commer- 
cial Section,  the  Section  on  Pharmacopeias  and  For- 
mularies, the  Section  on  Education  and  Legislation,  the 
Section  on  Practical   Pharmacy   and  Dispensing,   and 
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the  Women's  Section.  In  addition  to  these  there  are 
the  Council  and  the  House  of  Delegates.  These  differ- 
ent bodies  all  have  their  own  officers  and  conduct  separ- 
ate meetings,  but  are,  of  course,  under  the  domination 
and  jurisdiction  of  the  parent  organization.  Joint  ses- 
sions and  general  sessions  are  held  at  stated  intervals. 
All  this  is  a  necessary  preliminary  if  the  uninitiated 
is  to  understand.  To  those  who  have  attended  meet- 
ings of  the  association  until  the  "mind  of  man  runneth 
not  to  the  contrary"  it  will  seem  quite  inessential  and 
rudimentary. 

THE  BEST  ON   RECORD. 

D.  F.  Jones  of  Watertown,  S.  D.,  said  that  the  Detroit 
meeting  was  the  best  session  he  had  ever  attended.  He 
was  very  enthusiastic,  and  spoke  particularly  of  the 
Commercial  and  of  the  Practical  Pharmacy  and  Dis- 
pensing sections,  stating  that  he  had  received  a  wealth 
of  information  which  would  be  of  material  benefit  to 
him  in  his  business.  This  was  not  convention-floor  talk, 
but  a  conviction  expressed  in  a  conversation  with  other 
enthusiastic  delegates  in  a  corner  of  the  hotel  lobby. 

There  were  other  expressions,  many  of  them,  both 
during  the  various  sessions  and  after  the  convention 
had  adjourned.  There  can  be  no  gainsaying  the  fact 
that  the  meeting  was  one  of  the  most  successful  ever 
held. 

And  there  were  reasons.  The  weather  was  ideal; 
could  not  possibly  have  been  better  adapted  to  the 
occasion  had  it  been  made  to  the  order  of  President 


George  M.  Beringer  himself.  It  was  cool  all  the  time ; 
so  cool,  in  fact,  that  most  of  the  members  wore  not 
only  coats  but  vests;  and  at  no  time  during  the  con- 
vention was  it  found  necessary  to  start  electric  fans, 
or  even  to  remove  outer  garments.  Indeed  was  the 
statement  justified  that  Detroit  is  the  place  "where  life 
is  worth  living." 

The  accommodations  at  the  Hotel  Pontchartrain  were 
ample,  and  every  effort  was  exerted  by  the  management 
to  make  the  members  of  the  various  organizations  com- 
fortable and  contented.  One  of  the  last  actd  of  the 
convention,  just  before  final  adjournment  at  2:30  Sat- 
urday afternoon,  was  to  express  its  appreciation. 

The  registration  office  was  in  charge  of  J.  G.  Hack- 
ney of  Detroit,  from  whom  the  following  information 
was  obtained :  There  were  361  accredited  members  of 
the  A.  Ph.  A.  in  attendance  and  259  ladies  of  the  A. 
Ph.  A.  The  Michigan  State  Pharmaceutical  Associa- 
tion contributed  an  additional  120,  and  there  were  32 
members  of  the  Michigan  Pharmaceutical  Travelers' 
Association.  The  books  also  showed  52  more  names, 
whose  exact  affiliations  it  was  impossible  to  ascertain. 
The  total  attendance,  therefore,  was  824. 

AT  THE  EXPOSITION  CITY  NEXT  YEAR. 

San  Francisco  was  selected  as  the  point  at  which  the 
meeting  will  be  held  next  year.  This  choice  seemed  to 
be  pretty  much  of  a  foregone  conclusion,  although 
strenuous  efforts  were  made  in  behalf  of  Atlantic  City 
and  Asbury  Park,  N.  J.    The  matter  was  first  brought 


NEW  OFHCERS  SELECTED. 


Caswell  A.  Mayo,  of  New  York,  was  installed 
as  presiding  officer  for  the  year,  and  Geo.  H. 
Schafer  of  Fort  Madison,  la.,  as  honorary  presi- 
dent. L.  D.  Havenhill,  C.  H.  Packard  and  Chas. 
Gietner  were  likewise  invested  with  authority  as 
first,  second  and  third  vice-presidents,  respec- 
tively. 

Prof.  W.  B.  Day  succeeds  J.  H.  Beal  as  gen- 
eral secretary,  Dr.  Beal's  resignation  being  due 
to  ill-health.  Ernest  C.  Marshall  will  remain 
acting  editor  of  the  Journal,  Henry  M.  Whelp- 
ley,  treasurer,  and  Prof.  C.  Lewis  Diehl,  Re- 
porter on  the  Progress  of  Pharmacy — ^both  were 
retained  in  office.  £.  G.  Eberle  was  made  his- 
torian. M.  I.  Wilbert  and  George  M.  Beringer 
become  members  of  the  Council  for  1914-15,  the  . 
latter  succeeding  Caswell  A.  Mayo. 

The  nominees  for  President  for  the  year  1915- 
16,  to  be  voted  on  by  mail,  were  William  C. 
Alpers,  Wilber  J.  Teeters  and  L.  D.  Havenhill. 

The  Conference  of  Pharmaceutical  Faculties 
elected  Frederick  J.  Wulling,  Minnesota,  presi- 
dent; Wilber  J.  Teeters,  Iowa,  secretary;  and  J. 
A.  Koch,  Pennsylvania,  chairman  of  the  Execu- 
tive Committee. 

The  National  Association  of  Boards  of  Phar- 
macy chose  T.  A.  Miller  of  Richmond,  Va.,  for 


president,  and  H.  C.  Christensen,  Chicago,  for 
secretary. 

E.  G.  Eberle  was  reelected  chairman  of  the 
Council,  John  G.  Godding  was  made  vice-chair- 
man, and  J.  W.  England  was  reelected  secretary. 

The  House  of  Delegates  elected  W.  S.  Rich- 
ardson chairman,  C.  B.  Jordan  first  vice-chair- 
man, H.  M.  Faser  second  vice-chairman,  and 
Joseph  Weinstein  secretary. 

The  Section  of  Practical  Pharmacy  and  Dis- 
pensing elected  the  following  officers:  Cornelius 
Osseward,  Seattle,  Wash.,  chairman;  I.  A.  Beck- 
er, Chicago,  secretary;  and  D.  F.  Jones,  Water- 
town,  S.  Dak.,  associate.  The  new  chairman  of 
the  Historical  Section  is  F.  T.  Gordon,  of  Phila- 
delphia, and  the  secretary  is  A.  H.  Clark  of  Chi- 
cago. The  Scientific  Section  elected  Herman 
Engelhardt  president;  Wilbur  L.  Scoville,  first 
vice-president;  Azor  Thurston,  second  vice- 
president;  and  W.  L.  Mansfield,  secretary.  The 
new  chairman  of  the  Section  on  Education  and 
Legislation  is  Frank  H.  Freericks,  and  the  asso- 
ciate chairmen  are  W.  S.  Richardson,  Miss  Zada 
Cooper,  and  G.  B.  Topping.  B.  A.  Kuever  is  sec- 
retary. The  new  chairman  of  the  Commercial 
Section  is  E.  H.  Theising,  and  the  secretary  is 
David  Stolz. 
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up  2t  the  second  general  session,  held  Tuesday  fore- 
noon. In  addition  to  the  places  above  mentioned  invi- 
tations were  read  from  Baltimore,  New  Orleans,  New 
York,  Cedar  Point,  Los  Angeles,  Chattanooga,  and  St. 
Louis.  Dr.  Albert  Schneider  spoke  in  favor  of  the  ex- 
position city,  assuring  ample  accommodations  to  all  who 
desired  to  attend,  pledging  his  personal  service  along 
that  line. 

The  point  was  raised  that  owing  to  present  unsettled 
conditions  due  to  the  war  and  the  impossibility  of  fore- 
telling the  future — that  in  consideration  of  this  it  might 


Frederick  J.  WalluK.  pretidpnt  at  it 


at  FACultlM. 


made  local  secretary  at  the  last  annual  meeting,  which 
was  held  at  Nashville,  Tennessee. 

The  innovations  mentioned  consisted  of  promptness 
in  the  calling  of  the  various  meetings  to  order  at  the 
time  set,  thereby  effecting  a  saving  of  many  hours  of 
time.  Members  were  present.  They  knew  they  had  to 
be.  Then  there  was  a  series  of  bulletin  boards  posted 
in  each  room  which  kept  members  posted  as  to  what 
was  going  on  in  the  different  sections.  By  glancing  at 
these  boards  one  could  learn  what  papers  were  being 
read  in  the  other  rooms,  and  what  papers  were  to  fol- 
low. If  anything  was  going  on  elsewhere  in  which  he 
took  particular  interest,  he  was  thus  apprised  of  the 
fact,  and  could  immediately  transfer  his  presence  to  the 
desired  locality.  In  addition,  a  system  of  paging  was 
devised  whereby  members  in  the  corridors  and  lobbies 
were  informed  what  sections  were  in  session.  These 
plans  worked  admirably,  and  were  generally  commended. 

President  George  M.  Beringer's  excellent  address  car- 
ried many  recommendations  touching  pharmaceutical 
conditions  in  general  and  A.  Ph.  A.  affairs  in  particular. 
Tht  address  is  said  to  have  been  one  of  the  best  ever 
delivered  to  the  association ;  certain  it  is  that  every  one 
of  the  recommendations  it  contained  was  given  due 
consideration.  According  to  customary  procedure,  this 
address  was  turned  over  to  a  special  committee,  which 
brought  m  its  report  at  a  session  called  early  Friday 

"a.  ph.  a.  kefokm." 
On  this  evening,  also,  was  presented  the  report  of  the 
committee  on  what  had  come  to  be  known  as  "A,  Ph. 
A.  reform,"    Harry  B.  Mason,  the  father  of  the  pro- 


be well  to  refer  tlie  matter  to  the  Council,  and  Henrj- 
P.  Hynson  of  Baltimore  moved  to  that  effect.  The 
motion  was  lost,  20  to  43.  F.  T.  Gordon,  of  Philadel- 
phia, spoke  in  behalf  of  Atlantic  City,  and  was  fol- 
lowed by  Frederick  J.  Wulling  of  Minnesota,  who  fav- 
ored  San  Francisco. 

At  thisjioint  John  C.  Wallace  of  New  Castle,  Penn- 
sylvania, arose  to  object  to  what  he  tcftned  "snap 
judgment."  Mr.  Wallace  stated  that  the  matter  was 
of  the  utmost  importance,  one  which  affected  ever>- 
member  of  the  association,  and  in  behalf  of  those  not 
present  he  moved  that  action  be  referred  to  a  special 
meeting,  called  for  the  purpose  of  determining  where 
the  next  convention  should  be  convened,  and  that  a 
notice  of  this  meeting  be  duly  posted.  Mr.  Wallace's 
)^uggestion  prevailed,  20  to  43. 

The  special  meeting  was  called  Friday  evening.  Dr. 
VVilliam  C.  Anderson  moved  that  San  Francisco  be 
selected,  F.  T.  Gordon  moved  to  substitute  Asbury 
Park  for  San  Francisco.  Professor  Reiliington  and 
others  spoke  in  favor  of  San  Francisco.  The  amend- 
ment was  lost  and  the  motion  carried ;  later  the  choice 

The  date  of  the  meeting  is  to  be  determined  by  the 

Council. 

LOCAL    COMUITTEE    EFFiaENT. 

It  is  said  that  there  was  less  confusion  and  work- 
ing at  cross-purposes  at  the  Detroit  meeting  than 
at  any  meeting  ever  held  in  the  history  of  the  associa- 
ciation,  this  being  due  to  several  innovations  introduced 
by  the  local  committee,  and  by  the  thoroughly  efficient 
local  secretary,  Leonard  A.  Seltwr.     Mr,  Seltzer  was 


E,  O.  Eberle.  who  wu  honond  bj 
of  the  Oaundl. 

posed  changes,  was  chairman  of  this  committee,  and  he 
was  interrupted  while  reading  his  report  by  Professor 
Joseph  P.  Remmgton,  who  facetiously  remarked  that 
he  was  chairman  of  the  committee  on  the  President's 
address,  that  the  reports  seemed  to  cover  about  the 
same  ground,  and  that  he  wanted  to  read,  tool  It  was 
finally  ^reed  to  hold  both  reports  over  until  the  morn- 
ing session.  After  adjournment  for  the  day  the  two 
papers  were  compared,  and  it  was  found  that  in  one 
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A  ^ronp  of  A.  Ph.  A.  membera  photographed  on  Ihc  lawn  In  fronl  of  Park«,  Davis  &  Co.'s  laboratories 
Jnat  before  the  parly  boarded  the  "Britannia"  for  a  trip  np  the  river  to  the  famous  Si.  Clair  Flals. 
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sligltt  and  unimportant  particular  only  did  they  en- 
croach on  the  same  territoiy.  Mr.  Mason  promptly 
eliminated  this,  and  his  recommendations  later  became 
part  and  parcel  of  future  A.  Ph.  A.  process  of  pro- 
cedure, with  scarcely  a  dissenting  voice.  These  reforms 
do  away  with  addresses  of  welcome  at  the  opening  gen- 
eral session,  and  responses  thereto;  the  meetings  of  the 
Council  will  hereafter  be  held  in  the  evening,  with  the 
exception  of  the  first  and  last  sessions ;  the  work  of  the 
various  sections  will  start  promptly  in  the  morning  at 
9 :30,  lasting  imtil  noon,  and  will  start  again  at  2  in  the 
afternoon  and  continue  until  5  or  6 :  section  and  associa- 


has  kindly  consented  to  act  in  this  capacity  until  other 
arrangements  can  be  made.  The  hope  is  entertained 
that  this  arrangement  will  last  during  the  year,  and  that 
the  new  secretary  will  continue  to  perform  the  duties  of 
the  post  until  the  next  annual  meeting.  Ernest  C. 
Marshal]  continues  in  the  meantime  as  acting  editor  of 
the  Journal. 

A  convention  of  the  American  Pharmaceutical  Asso- 
ciation is  different  from  any  other  annual  meeting  of 
any  other  organization  in  the  world.  Take  the  yearly 
gathering  of  delegates  representing  the  N.  A.  R.  D., 
by  way  of  illustration.  Representatives  of  the  latter 
association  are  asiembled  for  the  purpose  of  reporting 
a  past  year's  work  and  of  outlining  plans  and  policies 
for  the  year  to  come.  Differences  of  opinion  in  the 
matter  of  policies  arise,  and  not  infrequently  dramatic 
climaxes  of  more  or  less  intensity  result. 

A  PAIK  OF  CLIM.\XES. 

For  the  most  part  the  A.  Ph.  A.  was  devoid  of  these 
climaxes.  Twice,  however,  mild  volcanic  eruptions 
threatened  something;  threatened  merely,  though  [noth- 
ing came  of  them. 

Frank  H.  Freericks,  of  Cmcituali,  read  a  paper  be- 
fore the  section  of  which  he  was  later  elected  chair- 
man— Education  and  Legislation — in  which  he  ad- 
vanced the  idea  that  the  Association  should  have  very 
little  to  do  with  the  activities  of  the  Drag  Trade  Con- 
ference.   A.  Ph.  A,  interests  were  too  wide-spread,  he 


tion  meetings  will  be  held  mornings  and  afternoons 
only,  and  not  evenings ;  bulletin  boards  will  be  used, 
as  at  the  Detroit  meeting ;  under  certain  conditions 
accepted  manuscripts  maj  be  printed  in  advance  of 
the  meetings ;  and  the  general  secretary  is  instructed 
to  prepare  a  collective  program  three  or  four  weeks 
Itefore  the  annual  meeting,  which  shall  contain  the  de- 
tailed programs  of   the  difFerent  sections. 

These  changes  constiltttc  additions  to  the  rules,  and 
were  acted  on  as  such.  In  addition,  there  were  thirteen 
rhanges  made  in  the  by-laws.  While  somewhat  tech- 
nical, these  reforms  are  in  some  respects  revolutionary 
in  character,  and  taken  as  a  whole  they  mark  a  long 
step  in  advance  from  point  of  efficiency. 


One  of  the  most  important  matters  which  came  up 
for  consideration  was  the  selection  of  a  successor  to 
James  H.  Beal.  Expressions  of  keen  regret  were  heard 
on  all  sides  that  action  of  any  kind  along  this  line  was 
necessar}-,  for  Secretary  Beal  has  won  a  place  in  the 
esteem  and  affection  of  the  membership  that  few  men 
have  ever  been  fortunate  enough  to  attain.  So  profound 
was  this  sentiment  that  strong  resolutions  indorsing 
his  unusual  services  were  passed,  and  an  honorarium  of 
$1000  was  voted  as  a  slight  measure  of  appreciation. 

The  Association  has  been  particularly  fortunate,  how- 
ever, in  securing  th^  services  of  Prof,  W.  B.  Day,  Act- 
ing Dean  of  the  University  of  Illinois  School  of  Phar- 
macy, and  president  of  the  Association  two  years  ago. 
At  great  personal  sacrifice  to  himself  Professor  Day 


or  the 

said ;  it  was  impossible  for  the  i  members  to  which  the 
Association  was  entitled  in  the  Conference  to  properly 
look  after  them.  Ii  was  advised  that  the  Association 
father  the  Conference,  but  not  take  an  active  part  in 
its  deliberations.  This  paper  precipitated  a  warm  dis- 
cussion in  which  Dr.  Wm.  C.  Anderson  and  Mr.  Free- 
ricks crossed  verbal  and  parliamentary  swords,  as  they 
often  have  before.  Various  rulings  by  chairman  Hugh 
Craig  failed  to  bring  the  situation  back  to  normal.  A 
motion  based  on  the  Freericks  position  was  under  dis- 
cussion, and  Dr.  Anderson  moved  that  the  motion  and 
ihe  discussion  be  laid  on  the  table.    But  even  after  this 
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was  done,  the  rainbow  did  not  appear.  Some  one 
moved  that  Mr.  Freerick's  paper  be  printed,  and  some 
one  else  offered  an  amendment  that  the  discussion  which 
it  had  provoked  be  also  admitted  to  the  records. 
Chainnan  Craig  ruled  that  the  paper  was  a  part  of  the 
discussion,  and  that  inasmuch  as  the  discussion  had 
been  laid  on  the  table,  both  the  motion  and  the 
amendment  were  out  of  order.  This  closed  the  inci' 
dent.  Mr.  Freerick's  position  was  in  no  sense  indorsed 
by  the  convention.  In  fact,  at  another  session,  the 
work  of  the  Drug  Trades  Conference  was  unqualifiedly 
indorsed. 

The  other  threatened  eruption  occurred  in  connec- 


sets  at  $15,372.95,  the  latter  consisting  of  $5,372.95  in 
cash  and  $10,000  in  bonds.  The  Association  holds 
$7,253.67  in  trust,  divided  as  follows :  Procter  Monu- 
ment Fund,  $7,048.90;  College  Prize,  $34.86;  and  Rice 
Memorial,  $169,91.  Dr.  Whelpley  declared  that  he  was 
having  so  little  trouble  collecting  dues  from  delinquent 
members  nowadays  that  he  sometimes  gets  drowsy. 
Members  have  formed  the  habit  of  paying  up  promptly. 
The  Association  has  gained  many  new  members 
during  the  year.  Last  year  the  gain  in  membership 
was  356.  This  year  the  number  of  new  names  enrolled 
is  considerably  in  excess  of  that  number — due,  largely, 
to  the  excellent  work  of  C,  H.  Packard  as  chairman 
of  the  General  Membership  Committee. 

THE  PROCTEB   MONUMENT. 

After  ten  years  of  unremitting  effort,  John  F.  Han- 
cock, chairman  of  the  Procter  Memorial  Committee,  re- 
ported that  not  only  had  sufficient  money  been  secured. 
but  that  a  model  developed  from  photographs  had  been 
made.  Sculptor  Edward  Berge  has  been  selected  to  do 
the  work,  and  the  model  was  submitted  to  a  meetini; 
held  in  Philadelphia  last  year  at  which  particular  pains 


H.  M.  Fiuer.  elected  an  officer  o(  the  Home  of  Delesatea. 

lion  with  a  consideration  of  the  Pliarmaceulical  Sylla- 
bus, and  underlying  (he  trouble  is  a  series  of  regula- 
tions promulgated  by  the  State  of  New  York  more 
than  a  year  ago  which  are  extremely  distasteful  to  a 
number  of  pharmaceutical  colleges  in  other  States.  New 
York  has  attempted  to  standardize  pharmaceutical  de- 
grees, and  has  put  up  barriers  which  certain  educators 
claim  to  be  distinctly  unfair.  President  Beringer's  ad- 
dress dealt  with  this  subject  somewhat  exhaustively, 
and  throughout  the  deliberations  of  the  entire  conven- 
tion the  antagonism  which  exists  cropped  out  more  or 
less  obtrusively,  here  and  there. 

The  connection  between  the  Syllabus  and  the  New 
York  incident  is  a  little  hard  to  trace,  but  it  seems  to 
be  the  belief  of  some  of  those  interested  that  certain 
members  of  the  Syllabus  Committee  are  at  least  in  some 
degree  responsible  for  tlie  conditions  which  prevail  in 
New  York. 

Then  there  are  those  who  do  not  particularly  object 
to  the  New  York  affair  and  yet  who  find  in  the  Syllabus 
features  against  which  they  level  varying  degrees  of 
condemnation.  Taken  altogether,  the  result  was  a  warm 
attack  on  the  Syllabus.  However,  in  this  case  also. 
nothing  came  of  it.  The  Syllabus  was  approved,  as  il 
was  also  by  the  American  Conference  of  Pharmaceutical 
Faculties,  and  the  National  Association  of  Boards. 

ASSOCIATION   IN   EXCEt.LENT  CONDITION. 

Treasurer  Henry  M.  Whelpley's  report  shows  the 
Association  to  be  in  excellent  financial  condition.  Per- 
manent funds  are  listed  at  $33,163.49,  and  available  as- 


o  be  erected  u  Wtsh. 

were  taken  to  have  as  many  friends  and  students  of 
Professor  Procter  present  as  possible.  The  model  was 
pronounced  surprisingly  exact  and  representative. 

It  is  the  intention  to  secure  a  location  in  the  Smidi- 
sonian  grounds  at  Washington  for  a  site  for  the  monu- 
ment, but  such  a  course  entails  an  Act  of  Congress.  In 
view  of  the  special  legislation  which  has  so  engrossed 
the  present  session  of  Congress,  the  committee  has 
deemed  it  advisable  not  to  press  the  matter  this  year. 
but  to  postpone  its  efforts  in  that  body  until  next  ses- 
sion. Il  is  the  recommendation  of  Mr.  Hancock  that 
after  the  site  has  been  secured  the  American 
Pharmaceutical  Association  arrange  {or  the  unveiling  of 
the  monument  in  1917— the  centennial  of  the  birth  of 
William  J.  Procter,  Jr.,  the  "Father  of  American 
Phanna^." 
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Cburman  Hancock's  work  was  warmly,  even  feel- 
ingly, conunended.  Professor  Remington  said  that  he 
felt  that  he  was  expressing  the  sentiment  of  the  entire 
membership  of  the  A.  Ph.  A.  when  he  said  that  he  was 
"thankful  that  we  have  had  a  man  like  John  Hancock 
to  push  this  most  worthy  cause  to  completion." 

A  IIRUG  TRADES  CONGRESS  PKOPOSED. 

At  the  annual  meeting  of  the  N.  A.  R.  D.,  held  at 
Philadelphia  the  week  preceding  the  A.  Ph.  A.  week 
at  Detroit,  resolutions  were  passed  which  instructed 
the  president  to  appoint  a  committee  of  three,  which 
committee  should  confer  with  similar  committees  ap- 
pointed by  other  allied  organizations,  to  discuss  the  ad- 
visability of  forming  a  congress  of  national  drug  and 


which  was  listened  to  with  quite  a  degree  of  interest. 
Mr.  Wilbert  produced  figures,  principally  statistics  from 
the  city  of  St.  Louis,  which  went  to  show  that  much  of 
the  agitation  concerning  poisoning  by  tablets  of  bichlor- 
ide of  mercury  was  due  to  false  newspaper  reports.  He 
called  attention,  also,  to  ofhcial  reports  from  the  States 
of  Kansas  and  Wisconsin  with  reference  to  the  very 
unsatisfactory  showing  made  by  druggists'  weights  and 


The  Scientific  section,  Edsel  A.  Ruddiman  chairman, 
presented  a  full  program,  44  papers  being  listed,  per- 
haps the  most  interesting  of  which  being  Wm.  J. 
Schieffelin's  lecture  on  radium.  Dr.  Schieffelin  had 
some  of  the  almost  priceless  element  with  him,  as  well 
as  a  number  of  highly  scientific  instruments  used  in 
radium  therapy. 

The  section  of  Pharmacopoeias  and  Formularies  was 
in  charge  of  E.  FuUerton  Cook,  An  interesting  feature 
was  a  display  of  about  400  new  or  modified  preparations 
proposed  for  the  U.  5.  PharmacopCEia  and  the  National 
FormuIaTy.  This  exhibit  consists  of  about  250  prepara- 
tions madf  by  members  of  the  Association  at  the  re- 
quest of  the  chairman  of  the  section,  and  about  150 
preparations  made  by  members  of  the  committees  In 
the  course  of  the  revisions. 

In  the  Women's  section,  Mrs.  John  G.  Godding)  pre- 
siding officer,  pharmacy  as  a  professional  field  for 
women  was  discussed  by  Miss  Anna  Bagley,  of  Colum- 
bus, and  Miss  Kitty  Harbord,  Salem,  Ore.  Both  as- 
serted that  women  could  he  as  efficient  in  pharmaceu- 
tical work  as  men  and  should  be  encouraged  to  take 
it  up. 

Addresses  were  made  by  Mrs.  G.  T.  Chamberlain, 
president  of  the  Michigan  State  Federation  of  Women's 
Clubs;  Mrs.  I.  A.  Anderson,  of  Iowa  City;  and  Mrs. 
Robert  L.  Thompson,  of  Tennessee. 


Mrs.  J.  O.  Ooililiiv.  oho  i 
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pharmaceutical  bodies,  under  the  auspices  of  the  Ameri- 
can Pharmaceutical  Association. 

After  some  discussion  a  similar  resolution  was  passed 
at  the  Detroit  meeting  of  the  A.  Ph.  A.  These  various 
committees  are  to  report  next  year,  and  it  will  then  be 
known  just  what  is  to  develop  as  a  result  of  this  move- 
ment   Henry  P.  Hynson  was  the  father  of  the  idea. 


Reference  has  already  been  made  to  the  Commercial 
section  and  to  the  section  on  Practical  Pharmacy  and 
Dispensmg.  The  former  was  in  charge  of  Harry  B. 
Mason,  chairman,  and  the  sessions  of  the  latter  were 
very  ably  presided  over  by  F.  W.  Nitardy.  Interest  in 
Ihese  meetings  was  intense,  and  the  attendance  was 
always  large.  Almost  without  exception  the  various 
papers  read  were  discussed  in  detail,  all  sides  and 
phases  of  the  difFerent  subjects  involved  being  handled 
in  a  manner  that  could  not  fail  to  prove  of  practical, 
every-day  value.  The  Historical  section,  under  the 
chairmanship  of  Dr.  Wm.  C.  Alpers,  was  extremely 
interesting,  an  unusual  feature  being  an  illustrated  lec- 
ture on  the  history  of  pharmacy  by  Edward  Kremers 
of  the  University  of  Wisconsin.  M.  I.  Wilbert  read  a 
paper  before  the  section  on  Education  and  Legislation 


Not  a  little  discussion  was  heard  at  various  times  as 
to  the  advisability  of  continuing  the  House  of  Dele- 
gates. This  branch  was  organized  at  the  Denver  meet- 
ing two  years  ago  and  there  was  a  division  of  senti- 
ment concerning  the  wisdom  of  creating  it  in  the  be- 
ginning. Whether  it  shall  be  continued  or  not  it  still 
an  open  question.  A  committee  consisting  of  Henry 
P.  Hynson,  F.  H.  Freericks,  Joseph  Lemberger,  Dr. 
Wm.  C.  Anderson  and  Franklin  M.  Apple  was  ap- 
pointed to  institute  an  inquiry  into  what  could  be  done 
to  make  the  department  more  useful,  and  will  report  at 
San  Francisco  next  year. 

However,  quite  regardless  of  its  doubtful  future,  the 
House  held  several  animated  sessions,  and  the  casual 
observer  would  experience  considerable  difficulty  in 
framing  up  a  treatise  as  to  why  its  deliberations  were 
not  as  well  grounded  and  important  as  any  other 
branch  with  which  it  coordinates.  Clyde  I.  Snow  verj' 
creditably  presided  as  chairman. 


The  National  Association  of  Boards  of  Pharmacy  is 
woricing  along  lines  which  must  commend  themselves 
to  every  thoughtful  man  in  the  drug  trade.  One  of  the 
prime  objects  of  the  organization  is  to  bring  about 
more  uniform  conditions  in  the  matter  of  State  Board 
examinations. 
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There  were  27  States  represented  at  the  Detroit 
meeting  over  which  £.  Berger  presided.  A..  P.  Sala  re- 
tired as  secretary,  giving  way  to  H.  C.  Oiristenaen. 
Perhaps  the  most  important  action  taken  by  the  Asso- 
ciation of  Boards  was  the  election  of  the  secretary,  for 
one  of  the  conditions  which  accompanied  the  election 
was  that  the  secretary  should  devote  his  entire  time 


Two  joint  sessions  were  arranged  with  the  Michigan 
State  Pharmaceutical  Association,  one  with  the  Com- 
mercial Section,  the  other  with  the  section  of  Practical 
Pharmacy  and  Dispensing.  Discussions  were  open  to 
the  Mich^an  men,  and  they  participated  freely,  the 
sessions  thus  becoming  mutually  beneficial. 

The  Michigan  Association  elected  the  following  of- 
ficers: President,  Grant  Stevens,  Detroit;  vice-presi- 
dent, J.  A.  Skinner,  Cold  Springs;  secretary,  D.  D. 
.Mton,  Fremont;  treasurer,  E.  C.  Vamum,  Jonesville: 
Executive  Committee — Edward  Austin,  Midland;  A.  L. 
Hemzinga,  Holland;  and  J.  A.  Webster,  Detroit. 

In  conclusion,  permit  the  grouping  of  a  few  dis- 
jointed items  of  more  or  less  interest.  The  Associa- 
tion will  maintain  a  display  at  the  exposition  at  San 
Francisco  next  year;  no  definite  action  was  taken 
on  establishing  and  maintaining  permanent  quarters ; 
the  report  of  the  Committee  on  Proprietary  Remedies 
was  not  read ;  the  section  on  Pharmacopoeias  and  For- 
mularits  was  combined  with  the  section  on  Practical 
Pharmacy  and  Dispensing;  resolutions  were  passed  con- 
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n  affairs.  Mr,  Christensen  will  visit  the  dif- 
ferent State  boards,  all  over  the  country,  and  will  labor 
constantly  to  bring  about  a  condition  of  greater  uni- 
formity in  the  matter  of  examinations.  Beneficial  re- 
sults must  necessarily  follow. 

The  Conference  of  Pharmaceutical  Faculties,  Dr. 
Albert  Schneider  in  the  chair,  adopted  a  number  o( 
rules  and  recommendations,  some  of  which  go  into 
effect  at  once,  others  to  become  effective  in  1917  and 
1920.  One  of  the  former  is  that  two  years'  high  school 
work  shall  be  required  for  entrance  to  a  college  of 
pharmacy.  This  goes  into  effect  in  1917.  Beginning 
in  1920,  graduation  from  high  school  is  to  be  required. 

It  is  further  recommended  that  the  course  of  the 
degree  of  Pharmaceutical  Chemist  shall  be  of  three 
years'  duration,  and  that  the  student  taking  such  a 
course  shall  be  a  high  school  graduate. 

A  committee  was  appointed  to  report  next  year  on 
the  advisability  of  malcing  the  course  for  the  degree  of 
Graduate  in  Pharmacy  a  two-year  course,  and  the 
courses  for  other  degrees  of  3  years'  duration.  A  com- 
mittee was  appointed,  also,  for  the  purpose  of  making 
a  somewhat  comprehensive  investigation  of  the  salaries 
paid  instructors  in  pharmacy,  the  field  of  operation  to 
cover  salaries  paid  deans,  heads  of  departments,  and 
instructors  generally. 

Members  of  the  association  stated  that  more  real 
progress  was  made  at  the  Detroit  meeting  than  at  any 
meeting  the  Conference  had  held  since  its  organiza- 
tion ten  years  ago. 

It  is  unusual  for  State  associations  to  bold  meet- 
ings with  the  A.  Ph.  A.,  although  the  idea  is  good, 
thoroughly  practical,  and  should  be  encouraged. 
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demning  the  proposed  war  tax ;  the  Meti  and  Stevens 
bills  were  both  approved ;  the  Year  Book  will  be  pub- 
lished, and  it  will  contain  the  code  of  ethics;  Wilhelm 
Bodemann  presided  at  a  solemn  session  of  the  Diastase 
Club;  two  Cuban  druggists  were  in  attendance,  and  one, 
F.  Huerro,  addressed  the  association  in  Spanish; 
the  ladies  were  entertained  Tuesday  afternoon  and 
evening  by  Nelson,  Baker  &  Co.,  a  steamboat  trip  be- 
ing made  to  Bois  Blanc  Island,  where  supper  was  served : 
Frederick  Steams  &  Co.  were  hosts  at  a  supper  and 
smoker  at  Wayne  Hotel  Gardens,  Wednesday  evening; 
and  on  Thursday  a  trip  was  made  through  the  big 
laboratories  facing  the  Detroit  river,  after  which  the 
steamer  Brifannia  was  chartered  and  members  of  the 
different  associations  and  their  friends,  numbering  nearly 
a  thousand,  were  taken  30  miles  across  Lake  St.  Gair  to 
the  "Venice  of  America,"  the  guests  Of  Pa^ke,  Davis 
&  Co.  ^  L.  B. 


Monthly  Prize  Questions  and  Answers. 

IVe  are  presenHng  ihb  month  Jour  papers:  three  in  response  to  the  question,  **\Vhkh  is  better — a  Jew  lines 
pushed  to  the  limit,  or  alwa^  something  new  ?  '*  and  one  treating  the  sukfect,  ''IVhat  is  the  most  satisjadopf 
kind  oj deboery  seroice  Jor  a  druggist  to  use?  **  A  multiplicity  oj papers  in  this  department  restricts  discussion 
oj  the  latter  topic  to  one  contribution— the  prize^wirming  one;  we  must  pass  on  to  something  else.  Both  subfeds 
haoe  to  do  with  problems  which  are  more  or  less  in  the  minds  oja  great  many  druggists,  and  problems  con- 
cembtg  which  there  b  very  little  appearing  in  print.  It  is  anticipated,  therefore,  that  the  discussions  which 
Jblhm  will  prove  helpful. 


Push  Certain  Side-lines  to  the  Limit,  or  Always  Have  "Something 

New?" 

Answers  to  a  question  announced  in  May. 


THE   PRIZE-WINNING   ANSWER. 

By  Claud  A.  Smith. 

There's  an  old  saying  that  I'd  like  to  use, 
vet  hesitate.  There's  moss  on*  it.  But  here 
^oes:  "A  rolling  stone  gathers  no  —  mo- 
lasses !" 

Now  a  man  may  stay  in  one  place  a  life- 
time and  yet  be  a  "rolling  stone"  in  his  busi- 
ness methods.  If  he  is  always  seeking  some- 
thing new,  he  will  find  it,  and  with  it,  often, 
an  expense  account  that  is  likely  to  be  in 
direct  ratio  to  the  quality  of  newness. 

Few  of  us  are  in  business  for  the  benefit  of 
the  unwashed  in  Senegambia,  or  any  other 
seaport.  Most  of  us  can  detect  a  rise  in  our 
spirits  by  a  proportionate  bulge  in  our  pockets. 

I  am  a  firm  believer  in  the  gospel  of  sticking 
to  it  in  side-lines,  as  well  as  in  anything  else. 
It  is  my  opinion  that  the  druggist  needs,  first, 
to  exercise  the  utmost  judgment  in  selecting 
his  side-lines.  Let  him  choose  those  which  are 
best  suited  to  his  particular  locality,  those  con- 
cerning which  he  has  sufficient  knowledge  to 
effect  sales,  and  those  for  which  his  facilities 
for  handling  are  best  adapted.  Then  let  him 
put  back  of  them  all  the  energy  and  ability 
he  possesses,  and  push  them  to  the  limit. 

Besides  being  money-makers  in  themselves, 
side-lines  serve  the  druggist  as  mediums  for  at- 
tracting trade  to  his  store.  Whatever  adver- 
tising methods  he  chooses  to  pursue  cannot  fail 
to  interest  those  who  are  not  always  his  cus- 
tomers. They  may  be  interested  suflfiqiently.  to 
CQV^  in  occasionally  to  make  a  purchase  from 
a  side-line.  Here  is  the  druggist *s  opportunity 
to  win  permanent  patrons. 


TWO    PRINCIPLES    SACRIFICED. 

My  experience  lias  been  that  it  requires 
much  more  advertising  to  introduce  a  new 
article  than  it  does  to  push  a  standard  article 
already  known.  Constant  changing  from  one 
article  to  another — "always  something  new" — - 
will,  in  my  opinion,  result  in  the  sacrifice  of 
primary  principles  of  good  salesmanship: 
knowing  the  goods  and  believing  in  the  goods. 

"Always  something  new"  will  mean,  first* 
more  advertising;  second,  greater  risk  of  un- 
sold goods,  left  on  hand ;  third,  less  profit — in 
most  cases.  In  addition  to  this,  sales  are  often 
much  harder  to  make. 

The  time,  money,  and  energy  spent  in  in- 
troducing a  new  line  are  scarcely  justified  be- 
fore one  must  take  up  something  new,  bundle 
off  his  unsold  stock  to  some  out-of-the-way 
corner,  and  devise  new  schemes  for  unloading 
the  latest  addition  to  the  side-line  familv.  I 
grant  that  curiosity  and  desire  for  variety  are 
strong  in  the  public  mind.  Particularly  is  this 
true  when  we  contemplate  the  minds  of  that 
part  of  the  public  known  as  the  gentler  gen- 
der. By  constantly  featuring  something  new 
the  druggist  may  attract  all  sorts  of  curiosity 
and  interest  for  the  moment;  but  in  the  long 
run  I  believe  he  will  attract  more  cash  by 
pushing  a  few  lines  to  the  utmost.  A  clever 
scheme  for  advertising  a  side-line  already 
established  will  attract  just  as  many  new  cus- 
tomers. The  expense  will  be  less,  and  conse- 
quently the  profit  will  be  greater. 

When  "always  something  new"  is  the 
slogan,  the  salesman  must  devote  his  energy 
to  unloading  the  goods  before  the  time  comes 
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to  drop  this  particular  line  and  turn  to  some- 
thing a  minute  newer.  Then  again  on  many 
established  lines,  such  as  cameras,  for  instance, 
the  extras,  supplies,  etc.,  are  sold  by  the  article 
itself.  A  customer  buys  a  camera,  we  will 
say.  He  returns  for  films,  material  for  de- 
veloping, and  so  on.  Practically  no  effort  on 
the  dealer's  part  has  been  required  to  make 
these  secondary  sales.  The  camera  itself  sold 
them. 

THE    TESTIMONY    OF    OTHERS. 

In  reading  the  Bulletin  articles  in  this  de- 
partment, I  have  noticed  that  in  practically 
every  case  the  druggist  has  selected  his  line 
with  careful  regard  to  local  conditions.  Be- 
fore endeavoring  to  push  very  much,  however, 
he  has  done  a  little  studying  and  mastered  the 
technical  points  which  one  must  know  in  order 
to  talk  intelligently.  As  one  writer  has  said, 
"I  kept  my  stock  up-to-date  and  my  knowl- 
edge a  little  in  advance  of  my  stock." 

Cameras,  wall-paper,  paints,  books,  maga- 
zines, cut  flowers,  fishing  tackle,  etc. — ^all  have 
been  found  to  make  admirable  side-lines,  and 
in  most  cases  the  yield  of  percentage  is  satis- 
factory. But  none  of  these  lines  can  be  picked 
up  for  a  few  months,  and  then  dropped  for 
something  new — not  with  cash  register  results. 

Now  I  am  by  no  means  favorable  to  getting 
into  a  rut  and  staying  there.  If  a  man  finds 
the  side-lines  he  is  handling  have  not  come  up 
to  expectations  after  he  has  pushed  them  to 
the  limit,  he  should,  of  course,  attempt  to  find 
others.  But  a  little  experimenting  need  not 
necessarily  result  in  the  formation  of  unstable 
habits  in  the  matter  of  hopping  from  one  line 
to  another. 

By  all  means  let  us  have  progressive  meth- 
ods, variety,  and  new  ideas.  But  let  us  not 
overexercise  ourselves  in  this  particular. 


A  FEW,  HARD-PRESSED! 

By  Walter  M.  Chase. 

During  our  acquisition  of  the  three  R's  in 
those  bygone  days  at  the  little  red  schoolhouse, 
there  was  forcibly  impressed  upon  us  often  by 
the  aid  of  a  birch  rod  this  axiom:  "A  part 
cannot  be  greater  than  the  whole."  However, 
the  ordinary  American  drug  store  daily  dis- 
proves this  statement,  for  in  the  vast  majority 
of  stores  nowadays  the  actual  dntg  business 


is  subsidiary  to  the  side-lines — in  some  places 
to  such  an  extent  that  during  the  rush  hours 
of  the  day  the  clerks  will  not  compound  pre- 
scriptions ! 

Such  a  condition  may  be  due  to  too  many 
so-called  drug  stores,  or  to  a  desire  on  the 
part  of  the  proprietor  for  more  than  just 
enough  business  to  get  by  on,  or  to  a  desire  to 
furnish  patrons  anything  they  may  call  for,  or 
for  anv  one  of  a  dozen  other  reasons.  What- 
ever  the  cause,  the  fact  remains  that  our  drug 
stores  resemble  variety  bazaars;  in  them  it  is 
possible  to  obtain  anything  from  a  square  meal 
to  a  suit  of  clothes;  from  a  quinine  pill  to  a 
tennis  ball. 

But,  granted  that  we  do  and  should  carry 
side-lines,  the  question  of  what  such  lines  shall 
be  is  of  the  utmost  importance.  Obviously 
we  must  carry  what  our  patrons  want  But 
the  store  has  yet  to  be  built  that  would  hold 
everything  the  druggist  gets  a  call  for  in  the 
run  of  a  year. 

A    CRAZE   FOR   "tHE   LATEST."' 

Many  druggists  are  possessed  of  the  idea 
that  they  should  have  each  latest  novelty  on  the 
market.  As  a  result  of  this  method  of  buying, 
the  counters  and  show-cases  soon  become  clut- 
tered with  every  conceivable  kind  of  object, 
many  of  which  are  finally  relegated  to  the 
"dead  stock"  shelves,  there  to  abide  indefi- 
nitely. 

The  far-seeing  druggist  will  study  his 
patrons  and  his  surroundings  until  he  finds 
out  what  sort  of  merchandise  takes  the  best 
with  his  trade.  He  will  venture  into  a  little 
of  everything  until  he  finds  what  is  best  suited 
to  his  environment.  Concentrated  study  by 
the  druggist  as  to  his  patrons*  desires  will 
soon  show  him  that  certain  commodities  meet 
with  a  ready  demand,  while  on  some  other 
articles  there  seems  to  be  little  or  no  warming 
up.  When  the  druggist  has  once  settled  to  his 
own  satisfaction  the  nature  of  the  merchan- 
dise that  finds  the  most  ready  sale  in  his  lo- 
cality, he  should  devote  his  time  and  money 
to  those  particular  lines,  elaborating  and  build- 
ing up  business  in  them. 

The  soda  fountain  is  a  most  admirable  ex- 
ample of  what  the  drug-store  proprietor  has 
achieved  as  a  result  of  concentration  along  one 
line.  This  department  has  assumed  such  mag- 
nitude in  many  stores  that  it  is  the  backbone  of 


BULLETIN  OF  PHARMACY 


37» 


the  business.  The  cigar  and  cigarette  trade  is 
another  line  that  has  developed  wonderfully 
in  many  stores.  That  which  has  been  accom- 
plished with  soda  and  tobacco  may  be  extended 
to  other  classes  of  merchandise,  provided  the 
same  amount  of  time,  energy,  space,  and 
money  is  used. 

LARGE  ASSORTMENTS  DESIRABLE. 

It  is  a  well-known  characteristic  of  the 
American  people  to  buy  at  the  place  where  the 
assortment  is  complete.  It  matters  little 
whether  the  customer  has  a  definite  idea  of 
what  he  wants  or  not,  he  will  purchase  where 
the  selection  is  large,  where  he  can  pick  from 
a  complete  stock,  where  he  can  see  something 
besides  the  particular  article  he  wishes  to  buy. 
To  illustrate:  The  writer  is  connected  with  a 
store  where  it  has  long  been  the  custom  to 
carry  fountain  pens.  For  a  number  of  years 
the  procedure  was  to  have  a  display  case  hold- 
ing two  dozen  pens  from  which,  in  the  course 
of  a  year,  we  sold  perhaps  $40  or  $50  worth. 
Three  years  ago  we  put  in  a  case  holding  18 
dozen;  216  individual  pens;  pens  ranging  in 
price  from  $1.50  to  $15.00. 

We  have  averaged  during  the  time  this  case 
has  been  in  the  store  sales  better  than  $700  a 
year! 

This  increase  can  be  attributed  to  no  other 
cause  than  that  we  had  a  sufficiently  large  and 
varied  stock  to  more  than  meet  the  demands 
of  the  customer. 

Of  course  a  certain  amount  of  display  and 
push  is  required  to  bring  these  goods  to  the 
customer's  attention. 

Another  one  of  our  side-lines  is  a  lending 
library,  receipts  averaging  $15.00  a  day.  This 


volume  of  business  is  due  to  having  all  the 
latest  books  in  a  prominent  position,  and  pre- 
sided over  by  a  competent  librarian. 

SPRUCE  GUM  AND  PIPES. 

Yet  another  line  is  the  finest  quality  of  se- 
lected spruce  gum.  By  keeping  a  tray  of  this 
favorite  chew  in  a  prominent  position  our 
yearly  income  from  this  source  alone  is  up- 
wards of  $1200. 

There  is  in  this  town  a  drug  store  which 
has  specialized  on  pipes — everything  from  the 
plebian  T.  D.  to  the  most  expensive  amber  and 
meerschaum  combinations.  The  yearly  vol- 
ume of  sales  is  in  the  neighborhood  of  $4000. 

This  is  the  age  of  specialization,  and  the 
druggist  must  get  into  line.  If  he  can  develop 
a  business  in  strictly  pharmaceutical  channels, 
well  and  good.  If  he  can  not  (and  such  is  the 
case  with  most  of  us)  let  him  specialize  in 
side-lines.  Let  him  push  a  few  lines,  suited 
to  his  especial  trade,  to  the  limit.  Let  him 
keep  a  complete  assortment  and  devote  his  en- 
ergy to  augmenting  the  sales  of  those  special- 
ties. It  is  the  exceptional  store  that  can  dabble 
in  a  little  of  everything  and  make  good. 


WHY  NOT  SOMETHING  NEW? 

By  J.  Earl  Taylor. 

We  are,  of  course,  assuming  that  you  are  a 
live,  up-to-the-minute  pharmacist,  always  ready 
to  advance  your  interests  and  always  alert  to 
oncoming  opportunities. 

My  experience,  covering  nearly  20  years, 
has  developed  in  me  an  insatiable  desire  to  in- 
vestigate new  ideas,  or  to  work  over  old  ones. 
I  have  made  it  pay.    Made  it  pay  in  two  ways: 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

TTds  department  is  in  the  hands,  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  cooperation 
is  earnestly  urged.     The  following  questions  are  anrwwKed  for  the  next  contest: 

What  are  the  best  methods  of  introducnig  a  preparatioii  of  3rour  own  in  the  city  or 

neighborhood  ?     SuhmUieJ  by  UuUj.  Sinhi,  Paiermn,  N.  /. 

What  is  the  simplest  and  best  method  of  determining  the  profit  or  loss  of  a  depart* 

ment  or  side"line?    SubmUleJ  h^  Gmrgt  D.  CampbtU,  Lonaooning,  Md. 

For  (he  lest  answer  to  either  one  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other  answers, 
if  printed,  will  be  paid  for  ai  regular  space  rates.  Every  answer  must  be  at  least  500  words  hng  and 
in  our  hands  by  Odcher  10. 
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first,  by  reason  of  the  actual  money  lifted  out 
of  the  exploitation  of  "something  new;"  and 
secondly,  I  have  sold  a  few  contributions 
based  thereon  to  drug  journals.  These  are 
some  of  the  lines  I  have  exploited  in  this  dual 
manner:  Magazines;  musical  supplies;  school 
supplies;  Krcso  Dip,  and  allied  lines;  "Our 
Own"  preparations ;  stock  food ;  rubber  goods ; 
post-cards;  paints;  a  magazine  subscription 
contest. 

SOMEWHAT    IN   DETAIL. 

Our  magazine  business  to-day  is  unusually 
good,  the  size  of  our  city  being  considered. 
Our  subscription  business  has  grown  enorm- 
ously. 

In  handling  musical  supplies  we  have  tied 
up  very  little  money.  Customers  order  what 
they  want,  mainly  from  catalogues,  and  the 
rest  is  a  matter  of  using  Uncle  Sam's  mails. 
When  you  work  on  another  man's  capital,  what 
is  gained  is  clear  gain. 

There  is  nothing  new  about  school  supplies, 
but  we  have  made  good  with  them.  Our  busi- 
ness in  this  line  pays  us  well,  and  we  push  it, 
in  season,  quite  energetically. 

Disinfectants  have  their  seasons  also.  The 
same  is  true  of  sheep  dips  and  goods  of  that 
character.  When  the  proper  time  comes  we 
get  back  of  this  line  for  all  we  are  worth. 

"Our  Own"  preparations  we  push  more  or 
less  all  of  the  time.  There  is  no  line  in  which 
the  profit  is  as  good,  and  we  find  that  a  num- 


ber of  items  from  this  line,  once  started,  re- 
peat themselves.  We  have  a  large  number  of 
regular  customers  in  this  department. 

Stock  food  and  rubber  goods — ^there  is  noth- 
ing new  about  either.  But  there  may  be  meth- 
ods of  exploiting  them  that  are  new,  in  a 
sense.  At  certain  specified  times  we  concen- 
trate on  both  of  these  lines  with  a  great  deal 
of  extra  eflfort,  and  the  result  never  disap 
points  us. 

We  actually  feature  post-cards  as  a  side- 
line. While  this  department  has  evidently 
seen  its  best  day,  still  birthday  and  local  view 
cards  will  always  be  in  good  demand.  Wc 
keep  our  assortments  new  and  fresh  and  clean, 
and  keep  the  cards  well  displayed. 

NEW   AND  PROFITABLE. 

As  an  illustration  of  what  backing  up 
"something  new"  will  net  in  the  way  of  cash 
returns,  permit  me  to  close  by  briefly  mention- 
ing a  five-months'  window  display  contest  that 
wc  entered.  This  is  something  that  we  en- 
thused over.  We  got  right  into  the  collar. 
When  the  grand  final  count-up  was  made,  we 
had  won  first  place  out  of  24  States  repre- 
sented. We  had  134  points  out  of  a  possible 
175 ;  and  besides  a  profit  to  the  store  accruing 
from  sales  during  all  of  this  period,  we  pulled 
down  a  little  more  than  $130  cash,  in  prizes. 

What  better  illustration  could  there  be  of 
the  advisability  of  occasionally  featuring 
"something  new?" 


What  is  the  Most  Satisfactory  Delivery  Service? 

Answer  to  a  question  announced  in  May. 


THE  PRIZE- WINNING  ANSWER. 

By  Lx>uis  J.  Strehl. 

The  matter  of  a  satisfactory  delivery  ser- 
vice involves  the  consideration  of  several 
factors.  Chief  among  these  are  the  kind  of 
package  to  be  delivered,  and  the  locality  in 
which  the  store  does  business. 

For  heavy  packages,  a  small  express  wagon 
drawn  by  a  boy  will,  of  course,  be  found  the 
most  economical.  It  is  to  be  taken  for  granted 
that  such  packages  are  not  to  be  delivered 
great  distances. 


V.  I  V  » 


THE  BICYCLE: 


However,  for  all-around  purposes  I  think 
it  will  be  found  that  the  bicycle  is  the  most 


efficient.  This  should  be  equipped  with  a 
heavy  wire  basket  fastened  to  the  handle  bars. 
The  basket  should  measure  about  12  bv  12 
inches,  and  should  be  from  5  to  7  inches  in 
depth.  This  will  hold  almost  any  order  re- 
ceived, and  if  occasion  demands  the  bov  can 
take  five  or  ten  orders  at  one  time — this  de- 
pending, of  course,  on  the  size  of  the  orders. 

If  a  physician  telephones  in  an  order  for 
quick  delivery,  or  orders  some  emergency  sup- 
plies and  wants  them  in  a  hurry,  there  is  no 
quicker  way  of  getting  these  goods  to  their 
destination  than  by  the  use  of  the  bicycle. 

Some  druggists  in  the  large  cities  use  auto- 
mobiles ;  but  this  is  out  of  the  question  for  the 
average  retail  drug  store. 


BULLETIN  OF  PHARMACY 


381 


THE  MOTORCYCLE. 

A  compromise  between  the  automobile  and 
the  bicycle  is  offered  in  the  motorcycle.  This 
makes  an  exceptionally  good  delivery  service, 
one  which  lends  itself  to  advertising.  Speedy 
delivery  service  "sounds  good."  But  the  cost 
is  comparatively  high,  for  the  reason  that  you 
must  employ  a  man  to  run  the  motorcycle,  one 
who  understands  how.  This  extra-  help  will 
cost  at  least  $10.00  or  $12.00  a  week;  this 
against  a  boy  on  a  bicycle  at  $5.00  or  $6.00 
a  week. 

As  far  as  advertising  goes,  you  can  get  a 
lot  of  it  from  the  bicycle,  by  having  a  plainly 
lettered  sign  on  the  front  of  the  basket.  Have 
another  sign  to  fit  inside  the  frame.  The 
wording  of  these  signs  should  be  changed 
often.     Another  use  to  which  the  wheel  mav 


be  put,  while  not  in  use  as  a  delivery  medium, 
is  that  of  distributing  bills,  circulars  and  other 
advertising  matter. 

THE  STORE   COLOR. 

Some  stores  have  a  special  store  color.  This 
color  should  be  passed  along  to  the  bicycle,  or 
even  to  the  express  wagon.  If  your  store  color 
is  yellow,  paint  the  express  wagon  yellow. 
Thus  will  your  delivery  service  be  linked  with 
headquarters. 

And  last,  but  not  least,  put  a  live  boy  on 
the  bicycle.  Pay  enough  so  that  you  can  get 
a  live  boy.  It  is  the  best  kind  of  an  invest- 
ment, because  a  lazy  boy  will  loaf  on  the  job, 
and  cause  a  good  deal  of  dissatisfaction  to  your 
patrons,  and  even  an  occasional  complaint 
from  them. 


''  MY  BEST  PAYING 
SIDE-LINE"— Package  Candies 


2Ui  Paper 


By  WM,  E.  STEGKELMANN 


•  The  best-paying  side-line  in  our  store  is 
candy.  We  are  agents  for  thfe^  good  lines, 
and  these  lines  are  handled  exclusively  by  us 
in  this  county.  We  are  doing  a  very  good 
business,  indeed. 

First  of  all,  our  candies  are  package  goods, 
no  bulk  candies  being  handled.  This  insures 
cleanliness.  The  boxes  are  not  opened  from 
the  time  they  leave  the  factory  until  opened 
by  the  consumer,  and  this  point  aids  us  con- 
siderably in  making  sales. 

We  have  recently  installed  a  refrigerator 
case  in  the  candy  department,  a  case  so  con- 
structed that  it  will  admit  a  hundred-pound 
<:ake  of  ice.  In  summer,  when  candies  suffer 
most,  the  interior  of  the  case  is  kept  at  a  uni- 
form temperature,  which  is  far  below  the  sum- 
mer average.  The  cost  of  maintaining  the  ice 
supply  is  very  nominal. 

By  keeping  candies  at  a  uniform  temper- 
ature, they  are  kept  in  a  salable  condition. 
High  grade  confectionery  deteriorates  rapidly 
under  unfavorable  conditions. 

Our  candy   department   occupies  the  most 


prominent  place  in  the  store.  It  is  constructed 
of  steel  and  is  enameled  white,  giving  it  a  dis- 
tinguished appearance.  The  top  is  always  cov- 
ered by  a  display  of  the  goods,  each  box  bear- 
ing a  price  ticket.  This  promotes  business, 
many  sales  being  made  to  customers  who  had 
no  intention  of  purchasing  candy  when  they 
entered  the  store.  Displays  are  changed  fre- 
quently, thus  adding  novelty  to  the  case. 

On  Saturdays  and  Sundays  we  use  a  leader. 
We  sell  a  pound  of  a  fifty-cent  quality  at  a  low 
price,  with  scarcely  any  profit,  in  order  that 
people  may  become  better  acquainted  with  our 
different  lines.  On  these  days  we  sell  a  great 
deal  of  this  leader,  as  well  as  a  gratifying 
amount  of  the  better  grades. 

Our  advertising,  both  in  the  newspapers  and 
on  show-cards,  is  changed  often,  and  we  are 
constantly  offering  the  public  something  new. 

"Goods  well  bought  are  half  sold."  We 
buy  our  candies  in  small  quantities.  Nearly 
all  of  the  packages  are  wrapped  in  a  transpar- 
ent oiled  paper,  which  serves  as  an  additional 
insurance  against  deterioration. 
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STARTLING  INACCURACY 

IN  SCALES,  WEIGHTS,  AND  MEASURES 


''Drug  Weights  Great  Cheats,  Says  Sealer." 

This  flamboyant  headline  appeared  in  the 
Detroit  Free  Press  a  short  time  ago;  and  the 
opening  paragraph  of  the  "story"  ran  thus: 

"If  the  public  knew  how  much  more  dis- 
honest and  inaccurate  the  average  druggist's 
weights  and  graduates  are  than  grocers' 
measures  and  scales,  half  the  pill-mixers  would 
be  run  out  of  town." 

The  ill-considered  words  comprising  this 
bright  specimen  of  what  newspapers  some- 
times consider  necessary,  were  attributed  to 
Fred  P.  Downing,  Chief  Inspector  of  Weights 
and  Measures,  State  of  Wisconsin.  Mr. 
Downing  denies,  flatly,  that  he  ever  uttered 
them,  which  seems  altogether  probable,  for  Mr. 
Downing  has  too  keen  a  regard  for  the  eternal 
fitness  of  things;  is  considerate,  thoughtful, 
and  thoroughly  eflficient,  and  not  given,  in  any 
sense,  to  sensational  methods  of  attaining 
notoriety.  In  fact,  he  isn't  seeking  notoriety 
at  all,  only  in  so  far  as  it  comes  as  a  natural 
result  of  a  faithful  performance  of  the  duties 
entrusted  to  him. 

Nor  are  cheap  methods  necessary,  for  in  all 
truth  the  reality  is  startling  enough.  Taken 
as  a  whole,  there  can  be  no  doubt  that  drug- 
gists* weights  and  measures  are  grossly  inac- 
curate. Mr.  Downing  did  say  this:  "In  three 
months'  work,  I  found  43.6  per  cent  of  pre- 
scription weights  tested  inaccurate,  22  per  cent 
of  the  prescription  scales  inaccurate,  and  45 
per  cent  of  the  graduates  to  contain  more  or 
less  than  indicated  by  the  gauge."  And  he  has 
the  facts  and  figures  to  prove  it ! 

The  real  pioneer  in  this  sort  of  investigation, 
it  is  said,  is  Massachusetts,  although  nothing 
had  been  done  in  that  State  up  to  July  first  in 
the  matter  of  testing  graduates.  Minnesota 
has  recently  fallen  into  line,  although,  so  far  as 
we  are  able  to  learn,  nothing  has  been  done 
beyond  the  testing  of  scales  and  weights,  and 
no  territory  has  been  covered  outside  the  city 
of  St.  Paul.  In  Kansas,  also,  work  along  this 
line  has  been  effectivelv  started,  much  more 
ha\*ing  been  done  than  in  either  Massachusetts 
or  Minnesota.     It  is  the  intention  in  Massa- 


chusetts to  take  up  the  testing  of  graduates  in 
a  short  time;  likewise  it  is  the  intention  in 
Minnesota  and  Kansas  to  make  general  testing 
State-wide.  No  doubt,  in  time,  all  the  States 
will  be  actively  engaged  testing  druggists' 
scales,  weights  and  measures. 

Thure  Hanson  is  Commissioner  of  Weights 
and  Measures  in  Massachusetts,  and  under  his 
direction  a  table  has  been  prepared  which,  Mr. 
Hanson  succinctly  reinarks,  will  "give  a  little 
general  idea  of  the  conditions  which  we  have 
found  existing."  The  result  of  inspection  in 
25  stores  is  given,  these  stores  being  numbered 
in  order.    We  append  the  table: 

SUMMARY  OF  TESTS  OP  APOTHECABIE8'  WEIGHTS. 


• 

o 

1 

Total  No. 
tested. 

• 

a 

i 

Per  cent  cor- 
rect. 

Per  cent  in- 
ooriect. 

Greatest    per 
cent   of   er- 
ror  in    any 
weight. 

Denomination 
of  weiffht  in 
which  ffreat- 
est  error  is 
found. 

1 

14 

10 

4 

71.4 

28.6 

». 

H  grain. 

a 

46 

27 

19 

58.7 

41.8 

18. 

1   *• 

8 

20 

15 

14 

61.7 

48.8 

22. 

1   " 

4 

22 

11 

11 

60. 

60. 

12. 

n   " 

6 

20 

11 

9 

66. 

46. 

20. 

6 

19 

9 

10 

47.4 

62.6 

6. 

4 

7 

8b  '' 

21 

0 

70.   . 

80. 

6. 

^  ;: 

8 

88 

10 

28 

2^.8 

7J.7 

14.7 

8 

9 

84 

14 

20 

41.2 

68.8 

4. 

2 

10 

n 

18 

8 

61.0 

88.1 

6. 

4 

U 

81 

15 

.  w 

48.4 

61.6 

40. 

^ " 

12 

28 

9 

19 

82.1 

07.9 

21. 

18 

80 

17 

18 

66.6 

48.4 

8.8 

8 

14 

19 

10 

9 

62.6 

47.4 

4. 

2   " 

16 

12 

2 

10 

16.7 

88.8 

7.6 

1  drachm. 

16 

85 

15 

20 

42.8 

57.2 

20.8 

1   " 

17 

11 

6 

6 

54.6 

46.4 

7.6 

1  scruple. 

18 

28 

14 

9 

60.8 

89.2 

80. 

H  *• 

19 

29 

14 

16 

48.8 

61.7 

88 

6  grains. 

20 

80 

14 

16 

46.6 

68.4 

5.6 

1  scruple. 

21 

11 

8 

8 

27.8 

72.9 

21 

60 

24 

86 

40. 

60. 

28 

18 

9 

9 

60. 

50. 

24 

19 

12 

7 

63.2 

86. R 

^ 

22 

18 

9 

60.1 

40.9 

In  store  number  8,  73.7  per  cent  of  weights 
used  in  compound  prescriptions  were  found 
inaccurate;  in  store  number  15,  83.3  per  cent. 
In  the  latter  store  only  two  weights  out  of 
twelve  were  found  to  be  correct.    Think  of  it! 

The  Commissioner  of  Weights  and  Meas- 
ures for  Minnesota  has  reported  that  out  of 
100  prescription  scales  inspected,  22  per  cent 
were  found  inaccurate;  that  out  of  a  total 
number  of  2185  prescription  weights  tested, 
24.9  per  cent  were  found  incorrect.  He  has 
not,  however,  included  the  adjusted  weights 
(those    found    wrong   but   corrected   witho^at 
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being  condemned)  with  those  that  are  classed 
as  incorrect.  Had  he  done  this  the  percentage 
would  have  run  much  higher. 

In  Kansas  nearly  one-half  of  the  prescrip- 
tion weights  examined  were  condemned,  and 
out  of  718  prescription  scales  tested,  195  were 
found  unfit  for  use. 

Wiscpnsin,  the  intrepid  trail-blazer  in  so 
many  reforms,  is  said  to  have  been  the  first 
State  to  go  into  this  matter  systematically. 
E^ch  sealer  is  equipped  with  a  special  outfit 
for  doing  this  line  of  testing,  consisting  of  a 
set  of  apothecaries'  weights,  a  set  of  metric 
weights,  a  pocket  prescription  balance  sensitive 
to  one  milligram,  and  standard  graduates  certi- 
fied to  by  the  State.  "Before  taking  up  this 
work,"  says  an  official,  "it  was  our  belief  that 
if  accurate  weighing  and  measuring  appliances 
were  to  be  found  anywhere,  they  would  be 
found  in  use  in  our  pharmacies.  The  results 
thus  far  obtained  are  indeed  surprising." 

The  following  table  shows,  in  part,  the  result 
of  inspection  in  the  city  of  Milwaukee: 

Investigation   of  Prescription   Balances,   Weights  and 

Graduates,  City  of  Milwaukee,  Months  of 

February,  March,  April,  igJ4. 

SCALES. 

Number  of  scales  in  use  passed 12S 

Number  of  scales  in  use  adjusted 2 

Number  of  scales  in  use  condemned 88 

Total  number  of  scales  inspected 168 

Percentage  found  in  error   22.1% 

WEIGHTS. 

Number  of  weights  in   use   passed 2041 

Number  of  weights  in  use  adjusted 465 

Number  of  weights  in  use  condemned 1126 

Total  number  of  weights  in  use  inspected 8621 

Percentage  of  weights  in  use  found  in  error 48.6% 

Number  of  new  weights  passed 446 

Number  of  new  weights  adjusted 166 

Number  of  new  weights  condemned 26 

Total  number  of  new  weights  inspected i . . .   687 

Total  number  new  weights  found  in  error 80% 

Total    number   of  weights    inspected 4268 

Percentage  of  all  weights  found  in  error 41.8% 

GIADUATBS. 

Number  of  graduates  in  use  passed 612 

Number  of  graduates  in  use  condemned 410 

Total  number  of  graduates  in  use  inspected 081 

Percentage  of  graduates  in  use  in  error 46% 

BOTTLES. 

Total  number   of  bottles  inspected 60 

Percentage  found  to  be  short 28.7% 

Maximum    shortage    20.8% 

Percenuge  found  to   be  over 10.2% 

Maximum    overage    6% 

The  work  in  Milwaukee  was  done  by  a  spe- 
cial deputy,  a  college  graduate,  and  a  man,  it  is 
claimed  by  the  department,  thoroughly  compe- 
tent to  do  this  kind  of  investigating.  The 
result  of  the  work  done  in  the  smaller  towns 
has  not  yet  been  compiled  and  shaped  into  per- 


centage tables,  but  it  is  not  anticipated  that  the 
figures  will  vary  materially  from  those  ob- 
tained by  three  months'  activity  in  Milwaukee. 

Nearly  half  the  prescription  weights  have 
been  foimd  inaccurate — 43.6  per  cent.  Forty- 
five  per  cent  of  druggists'  graduates  have  been 
found  incorrect.  Thirty-four  per  cent  of  pre- 
scription bottles  have  been  found  wrong — 23.7 
per  cent  short,  10.2  per  cent  over. 

Now  who's  to  blame?  The  findings  cannot 
be  gainsaid.    Who  is  responsible  ? 

Mr.  Downing  says  that  the  druggist  is  usu- 
ally innocent  of  intent  to  do  wrong.  That„ 
of  course,  is  recognized.  How  does  it  happen,, 
then,  that  his  scales,  his  weights,  his  graduates 
and  his  bottles  are  so  often  found  untrue  ta 
standard  ? 

The  answer  is,  largely,  Because  they  ar^ 
made  that  way. 

Does  it  follow,  then,  that  the  manufacturer 
is  wholly  responsible? 

Not  altogether.  For  the  drug  business  is 
supposed  to  be  founded  on  science — one  wing 
of  it,  at  least.  Surely  the  compounding  of 
prescriptions.  A  druggist  can  at  least  compare 
his  own  weights  one  with  another  and  see 
whether  they  agree  or  not.  He  cannot  wholly 
escape  censure. 

CHEAP  WEIGHTS  AND  MEASURES. 

And  here  the  inspectors  find  two  conditions 
to  exist  in  reference  to  scales,  weights  and 
measures.  The  first  is  that  altogether  too  fre- 
quently the  druggist  buys  cheap  scales,  cheap 
weights,  and  cheap  measures.  The  second  is 
that  he  has  been  almost  unbelievably  careless 
in  the  matter  of  ascertaining  whether  these 
tools  of  his  profession  measured  up  to  what 
they  should  be. 

He  simply  hasn't  thought  much  about  it. 
Scales  were  scales,  whether  they  cost  $75  or 
$7.50,  and  if  they  balanced  must  be  correct. 
Weights  were  weights,  and  measures  were 
measures.  Their  markings  have  been  accepted 
without  question. 

LOSS  DUE  TO  CLEANING. 

More  than  that,  restricting  the  discussion  to 
weights,  he  has  not  taken  into  consideration 
loss  from  frequent  cleaning,  or  that  occasioned 
by  wear.  "Druggists  frequently  resort  to  the 
use  of  dilute  acids  or  ammonia  in  cleaning 
weights,"  says  Mr.   Downing.     "Every  time 
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that  is  done  the  weights  become  correspond- 
ingly light.  What  are  known  as  'coin' 
weights  are  thrown  together  loosely  in  pill 
boxes.  The  constant  rubbing  of  the  weights 
against  each  other  causes  them  to  become 
short.  If  druggists  would  purchase  block 
weights  instead  of  coin  weights,  they  could  be 
used  much  longer  before  they  would  become 
short." 

'  It  must  not  be  understood,  however,  that 
the  difficulty  with  incorrect  weights  is  that 

m 

they  are  always  short.  In  Milwaukee  the 
sealer  found  30  per  cent  of  new  weights,  fresh 
from  the  manufacturers,  inaccurate,  but  it  hap- 
pened quite  as  often  that  they  were  over 
weight,  rather  than  below  standard. 

It  is  not  at  all  surprising  that  the  smaller 
prescription  weights  are  so  frequently  inac- 
curate, when  we  consider  what  is  usually  paid 
for  them — 25  to  35  cents  a  set.  It  would  seem 
unreasonable  to  expect  weights  at  that  price 
which  would  be  correct.  It  is  the  observation 
of  the  Wisconsin  department  that  they  are 
often  merely  stamped  out  of  sheet  metal  and 
that  no  effort  is  made  to  adjust  them. 

The  Wisconsin  department  has  found  that 
not  only  is  there  an  extremely  high  percent- 
age of  inaccuracy  in  glass  graduates,  but  that 
the  percentage  of  variance  in  individual  grad- 
uates is  much  higher  than  that  usually  en- 
countered in  common  tin  measures.  A  pint 
graduate  may  be  marked  right  as  far  as  the 
sixteen  ounces  are  concerned,  but  its  3-ounce 
mark  may  be  off,  for  instance.  This,  of  course, 
applies  only  to  the  comparatively  cheap 
product ;  it  is  possible  to  get  an  accurate  grad- 
uate if  the  buyer  exercises  proper  care  at  the 
time  the  purchase  is  made.  He  must  specify 
a  reputable  make,  and  must  not  look  for  some- 
thing so  low  in  price  that  he  has  no  right  to 
demand  accuracy.  The  words  "guaranteed  ac- 
curate" mav  mean  much — or  much  less. 

GRADUATED  BOTTLES. 

It  is  said  to  be  the  practice  of*  some  drug- 
gists to  fill  graduated  prescription  bottles  ac- 
cording to  the  markings  on  their  sides.  That 
is  what  the  markings  are  for,  it  is  contended. 


The  latter  statement  is  true,  doubtless;  but 
there  can  be  no  assurance  that  these  markings 
are  correct.  They  are  blown  in  the  glass  and 
are  therefore  subject  to  more  or  less  variation. 
Such  a  practice  is  not  only  illegal  in  every 
State  having  effective  laws,  but  is  highly  repre- 
hensible from  a  professional  standpoint. 

And  now  we  get  down  to  the  real  crux  of 
the  entire  situation.  What  is  a  conscientious 
druggist  to  do?  His  scales  are  high-grade,  we 
will  say,  and  his  graduates  the  best  he  can  get 
— ^but  are  they  correct?  How  is  he  to  know? 
Suppose  he  has  twenty  graduates  in  his  store, 
and  by  a  careful  comparison,  using  a  burette 
or  a  pipette,  he  finds  evidence  of  disparity — 
which  are  right  and  which  are  wrong?  Sup- 
pose he  goes  over  his  weights  and  by  setting 
different  combinations  over  against  others  in 
the  scale-pans  he  finds  variations  where  there 
shouldn't  be  any — which  weights  are  correct 
and  which  are  inaccurate?  Or  is  it  the  fault 
of  the  weights  at  all  ? 

An  almost  unsolvable  problem,  as  conditions 
now  stand.  In  Wisconsin  the  Department  of 
Weights  and  Measures  is  untangling  the  skein 
as  rapidly  as  it  can,  but  time  is  required.  Also, 
in  Massachusetts  and  in  Minnesota,  and  per- 
liaps  in  other  States,  a  start  has  been  made. 

The  ultimate  solution  is  to  have  all  weights, 
scales  and  graduates  tested  and  sealed.  That  is 
what  a  sealer  is  for.  But  what  is  to  be  done 
in  States  where  the  department  feels  that  it 
has  all  it  can  take  care  of  in  looking  after  hog, 
hay,  and  grocers'  scales,  or  when  sealers 
frankly  admit  their  inability  to  cope  with  so 
technical  and  intricate  a  problem  ?  For  it  must 
not  be  forgotten  that  to  the  uninitiated  that 
mysterious  realm  back  of  the  prescription 
counter  is  approached  with  awe. 

No  druggist  should  wait  for  the  State  to  put 
him  right,  if  there  is  any  way  to  avoid  such 
a  possibility.  Business  can  in  no  sense  be  bene- 
fited thereby.  And  the  only  safeguard  at 
present  available  seems  to  lie  in  tolerating 
nothing  but  the  best  in  the  way  of  equipment. 

Meanwhile,  let  every  druggist  take  the  mat- 
ter up  with  the  different  organizations  with 
which  he  is  affiliated.    It  is  important. 


■-P 
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This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


REFILLING  THE  PRESCRIPTION?     YES! 

To  the  Editors : 

It  Strikes  me  that  an  habitual  user  of  a  habit- 
forming  drug  can  very  frequently  trace  the  be- 
ginning of  its  use  back  to  some  physician's 
prescription  containing  it.  It  follows,  then, 
that  no  prescription  containing  a  habit-forming 
drug  should  ever  be  filled  without  specific  au- 
thorization from  the  physician  whose  name  is 
attached  to  it. 

In  this  State  we  have  a  law  requiring  all 
prescriptions  in  which  narcotics  are  ordered, 
to  be  preserved  on  a  file  separate  from  the 
others,  and  prohibiting  the  refilling  of  them. 
Such  a  law,  of  course,  makes  the  refusal  to 
refill  easy  for  the  druggist,  as  the  customer,  if 
he  objects  to  seeing  the  doctor  for  another  pre- 
scription, need  simply  be  referred  to  the  law. 

As  to  other  prescriptions,  I  think  that  as  a 
general  rule  there  should  be  no  restrictions, 
unless  Non,  Rep.  is  written  on  them,  or  verbal 
instructions  given  to  that  effect. 

To  justify  my  position  several  reasons  may 
be  advanced. 

In  the  first  place,  it  is  unreasonable  to  sup- 
pose that  a  patient  will  take  medicine  merely 
for  the  fun  of  it,  or  because  he  wants  to  spend 
the  money,  or  to  take  advantage  of  the  phy- 
sician. He  takes  it  because  he  is  being  bene- 
fited, and  as  long  as  the  improvement  in  con- 
dition is  satisfactory  to  himself,  why  should 
he  be  expected  to  get  another  prescription  ? 

Then  there  is  the  matter  of  price  to  be  con- 
sidered. We  all  know  that  ordinarily  a  person 
is  much  more  willing  to  have  a  prescription 
filled  four  different  times  at  fifty  cents  each 
time,  than  to  pay  $1.50  the  first  time  for  four 
times  the  quantity. 

Of  course  there  are  exceptions  to  this  rule. 
For  instance,  if  a  prescription  contain  any 
drug  which  in  the  judgment  of  the  pharmacist 
would  be  detrimental  to  the  patient  if  the  use 
were  continued  for  too  long  a  time,  or  if  ap- 
pearances indicated  that  it  was  not  being  used 
according  to  directions,  it  would  be  wise  and 
proper  to  consult  the  prescriber. 


Or  if  persons  other  than  the  one  for  whom 
the  prescription  was  written  should  want  it 
filled,  it  would  be  unfair  to  the  physician,  be- 
cause it  is  not  to  be  expected  that  for  one  fee 
he  would  consent  to  prescribe  for  the  whole 
neighborhood. 

I  have  known  very  few  doctors  who  made 
it  a  practice  to  write  Non.  Rep,  on  their  pre- 
scriptions, and  know  of  one  who  can  attribute 
his  failure  to  make  good  in  the  community  in 
which  he  located  to  the  fact  that  his  patients 
soon  realized  the  unfairness  of  being  made  to 
pay  a  second  fee  for  a  prescription  identical 
with  one  they  had  previously  had  filled. 

For  the  convenience  of  physicians,  we  sup- 
ply pads  of  special  prescription  blanks  to  be 
used  in  those  cases  where  they  do  not  want  the 
prescription  refilled.  On  the  back  of  each 
blank  the  following  is  printed: 

This  prescription  is  written  for  the  person  whose 
name  appears  thereon,  for  the  present  indications  only; 
hence  it  is  NOT  TO  BE  RENEWED  without  my 
written  consent,  and 

NO  COPY  OF  SAME  IS  TO  BE  GIVEN.  The 
pharmacist  compounding  it  will  kindly  preserve  this 
sheet  on  his  prescription  file. 

This  usually  relieves  us  of  all  responsibility. 
The  idea  also  meets  with  the  approval  of  the 
doctors,  and  in  itself  is  a  strong  argument  that 
only  in  special  cases  is  it  necessary  to  consult 
them  as  to  the  advisability  of  refilling  pre- 
scriptions. Alex.  F.  Peterson. 

Missoula,  Mont. 


WRONG  ADVICE. 

To  the  Editors : 

On  pages  830  and  331  of  your  August  issue 
you  show  a  picture  of  a  window  with  an  ever- 
flowing  thermos  bottle  and  give  quite  a  little 
write-up  in  connection  with  this  device,  sug- 
gesting that  your  readers  try  to  make  one 
themselves. 

We  respectfully  call  your  attention  to  the 
fact  that  this  device  is  an  infringement  on  our 
Patent  No.  996,929,  and  that  we  have  manu- 
factured and  sold  the  "Everflowing  Bottle"  for 
something  over  three  years. 

This  device  has  been  given  a  great  deal  of 
publicity  throughout  the  United  States,  and  we 
can  scarcelv  understand  how  the  fact  that  it 
was  covered  by  patent  escaped  the  attention  of 
the  writer  of  your  article,  Mr.  Fisher. 

If  it  is  consistent  with  your  business  meth- 
ods, we  would  thank  you  to  kindly  advise  your 
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readers  in  the  next  issue  of  your  magazine  re- 
garding the  exact  conditions  pertaining  to  this 
display,  and  suggest  that  they  do  not  try  to 
make  an  everfiowing  bottle  machine  for  them- 
selves, as  it  is  a  patented  device. 

We  shall  certainly  appreciate  your  courtesy 
in  case  you  decide  to  take  the  course  outlined 
herein. 

Mercantile  Advertising  Company, 

New  York.  ^^  J-  ^-  Stoddard. 


GOOD  ADVICE! 
To  the  Editors: 

I  am  sending  you  pictures  of  the  advertising 
signs  I  am  using.  I  have  six  of  these  placed 
on  the  six  roads  that  lead  into  town. 


I  am  also  including  a  picture  of  myself  and 
my  gas-chariot.  This  is  my  third  Overland, 
and  it  IS  some  car.  When  t  take  my  vacation 
I  take  a  tour,  and  find  it  an  excellent  way  to 


Hr,  Hmmllton  In  tab  BQtomobtle. 

see  much  of  the  country  that  I  would  not  see 
otherwise.  My  store  is  closed  on  Sunday,  too ; 
I  have  that  day  to  enjoy  in  the  open. 

Buy  an  automobile,  and  shut  up  Sundays !  - 
Hartland.  Me.  K.  C.  HAMILTON. 


A  SHOW-CARD  SCRAP-BOOK. 

To  the  Editors: 

The  scrap-book  idea  which  appeared  in  the 
Bulletin  a  month  or  so  ago  has  been  in  use 


in  my  store  a  number  of  years.  Here  is  an- 
other idea — somewhat  similar,  but  an  idea, 
nevertheless: 

I  keep  a  scrap-book  of  all  kinds  of  draw- 
ings and  pictures  which  may  be  of  use  in  get- 
ting up  illustrated  show-cards.  My  method  of 
reproducing  these  drawings  is  very  simple.  I 
block  the  drawing  I  want  to  copy  in  half-inch 
squares,  each  square  proportioned  to  the  size 
of  the  card  on  which  I  am  working.  After  the 
drawing  is  laid  in  lightly  with  a  lead-pencil, 
I  go  over  it  with  a  brush.  Ordinarily  I  use 
black  water  color;  but  if  I  want  to  make  a 
colored  drawing,  I  use  black  varnish  and  tur- 
pentine paint,  and  then  color  it  with  dies. 

I  have  found  that  the  best  cardboard  I  can 
use  is  8-pIy,  with  egg-shell  finish.  This  ma- 
terial is  slightly  rough,  and  the  drawing  can 
be  made  with  a  soft  carbon  pencil  and  shaded 
by  rubbing  the  fingers  over  it. 

I  do  a  great  deal  of  show-card  writing,  and 
find  that  my  business  is  materially  stimulated 
by  the  use  of  these  cards.  J.  C.  Reese. 

Newton,  Kansas. 


PRACTICAL  SUGGESTIONS  CALLED  FOR: 
TWO  LETTERS. 
letter  no.  1. 
To  the  Editors: 

I  have  been  very  much  interested  in  your 
articles  on  pricing  the  prescription  and  am 
going  to  invite  your  readers  to  criticize  our 
price  on  the  following: 

Liq.  Potass.  Arsen 1  fluidounee. 

Sig. ;  Begin  with  3  drops  three  times  a  day  as 
directed. 

We  set  the  figure  at  40  cents,  including 
dropper.    How  much  did  we  miss  it? 

aiistoga.  aiif.  C.  W.  Armstrong. 

letter  no.  2. 

To  the  Editors  i 

Will  you  kindly  submit  the  following  pre- 
scription through  the  columns  of  your  journal? 

Phosphorus 1  grain. 

Ac.  arsenous 1  grain. 

Euquinine   1  drachm. 

Hemol,  Merck 2  drachms. 

Ext.  nux  vom 15  grains. 

M.  ft.  Caps.  No.  60. 

What  should  be  charged  for  this  prescrip- 
tion? Also,  what  should  be  the  method  of 
compounding  ? 
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We  get  this  prescription  quite  frequently, 
and  have  been  charging  $1.50  for  it,  which  I 
think  isn't  enough.       Theodore  O.  Token. 

Grand  Rapids,  Mich. 

[Note  by  the  Editors.— What  do  our  readers  think 
about  these  two  prescriptions?  Let  us  have  your 
opinions  for  publication.] 


FXORAL  DEPARTMENT. 


WHAT  THE  COLORED  GENTLEMEN 

WANTED. 

To  the  Editors : 

I  am  sending  you  a  couple  of  orders  that 
came  to  me  a  few  days  ago.  They  were  from 
darkies,  who  always  spell  words  exactly  as  they 
pronounce  them — and  there  are  very  few  in 
this  section  who  can  pronounce  drug  words 
correctly.    I  remember  that  the  old  darky  who 


gave  me  the  first  order  was  much  amused  when 
I  repeated  back  to  him  what  he  evidently 
wanted.  I  suppose  he  was  surprised  that  I  was 
able  to  read  his  writing.  The  first  order  called 
for  balsam  copaiba  and  sweet  spirit  of  nitre. 
The  second  one  calls  for  balsam  copaiba,  sweet 
spirit  of  nitre,  and  paregoric. 

Marianna,  Ark.  M.  D.  DagGETT. 


HOW  DRUGGISTS  DECEIVE  THEMSELVES. 

To  the  Editors : 

I  think  it  is  high  time  that  some  druggists 
woke  up.  The  other  day  I  purchased  a  few 
grains  of  a  very  expensive  chemical  from  a 
brother  pharmacist.  He  charged  me  for  it  at 
the  rate  of  60  grains  to  the  eighth  of  an  ounce 
avoirdupois.  I  told  him  that  he  was  cheating 
himself  and  that  he  would  do  well  if  he  got 
54  grains  out  of  the  avoirdupois.  The  dreamer 
didn't  know  that  he  was  buying  about  54  grains 
and  not  60 — ^and  yet  he  was  a  prerequisite 
graduate!  Wilhelm  Bodeaeann. 

Chicago,  111. 


I  appreciate  the  work  the  Bulletin  is  doing 
for  retail  druggists.  It  brings  to  the  front  just 
such  subjects  as  we  are  interested  in,  and  we 
like  to  hear  from  the  older  fellows  in  the  busi- 
ness. Their  experience  is  worth  money  to  the 
younger  men.  O.  D.  Tyler. 

Lenox.  Iowa. 

I  make  haste  to  renew  my  subscription,  as  I 
find  the  Bulletin  indispensable,  and  a  maga- 
zine of  interest  and  pleasure.  I  always  look 
forward  to  its  arrival.       £.  R.  Mayorborg. 

Goldsboro.  N.  C. 

Please  continue  my  subscription  to  the  only 
magazine  of  extreme  interest,  namely,  the 
Bulletin  of  Pharmacy.  May  the  good 
work  continue !  H.  E.  Hillebrecht. 

Alton,  111. 

The  Bulletin  is  indeed  a  live  magazine  full 
of  live  stuff  from  cover  to  cover.  It  gives  me 
pleasure  each  month  to  receive  it. 

Nashville.  Tennessee.  Wm.  R.  White. 

I  cannot  do  without  the  Bulletin.  I  take 
three  other  drug  journals,  but  none  will  equal 
the  Bulletin  of  Pharmacy,     e.  C.  Poer. 

Gray,  Oklahoma. 

I  do  not  want  to  be  without  the  greatest  of 
drug  journals,  the  Bulletin  of  Pharmacy. 
Piggott,  Ark.  G.  Will  Reves. 

I  propose  to  subscribe  for  the  Bulletin  as 
long  as  I  am  in  the  drug  business ! 

Carthage,  111.  J-  H.  McCuLLOCH. 

We  take  a  number  of  drug  papers,  but  the 
Bulletin  is  read  the  most. 

Sparta,  Mich.  MiLO  BOLENDER. 

The  Bulletin  is  a  dandy  journal.  Always 
anxious  to  get  it.  J.  S.  Rudisill. 

Qiffside,  N.  C. 

The  Bulletin  is  the  best  drug  magazine 
I  take.  Geo.  F.  Coupe,  Ph.G. 

St.  Johns,  N.  B. 
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Specimens  of  druggists'  advertising  are  solicited  for 
reproduction   or  comment  in   this  department   of  the 

BUIXETEN. 


Pnahing  Water-Gtass  for  Eggs. — 

Every  season  brings  its  quota  of  opportunities.  No 
man  engaged  in  the  drug  business  need  be  idle. 

Mr.  Herbert  P.  Harrison,  proprietor  of  the  F.  L. 
Powell  Pharmacy,  Newport,  R.  I.,  began  in  the  spring 
to  devote  a  part  of  his  attention  to  the  selling  of  "liquid 
glass"  for  preserving  eggs.  A  neat  little  piece  of  pro- 
motive literature  was  given  wide  distribution. 

The  idea  is  a  good  one.  So  is  the  folder,  which  we 
are  producing  in  full: 


HOW  TO  REX)UCE 
YOUR  EGG  BILL 

EGGS  IN   DECEMBER  AT  MAY 

PRICES 


A  little  infonnation  concerning  the 
use  of  Water-glass  (Solution  Sodium 
Silicate)    for    preservation    of    eggs. 

This  method  is  recommendecl  by  the   Agri- 
cultural Experiment  Stations  of  various  States. 


SIMPLE.     ECONOMICAU    EFFECTUAL 

The  F.  L  POWELL  PHARMACY 

270  Thames  St,        -  •         Newport,  R.  I. 

Phone  103 


The  front  page,  or  cover. 


The  text : 


HOW  TO  REDUCE  YOUR  EGG  BILL. 

When  eggs  are  at  their  cheapest  and  best,  and  before  the 
really  hot  weather  arrives,  the  wise  housekeeper  will  put  away 
a  liberal  quantity  in  water-^lass.  At  the  North  Dakota  Agricul- 
tural Experiment  Station  it  has  been  found  possible,  by  his 
method,  to  keep  eggs  for  nine  months  with  no  noticeable  de- 
terioration. In  most  packed  eggs  the  yolk  settles  to  one  side, 
but  when  preserved  in  water  glass  the  yolk  remains  in  the 
original  position  as  when  fresh.  They  lose  no  weight,  beat  up 
wefi  for  frostings  and  cake,  and  are  most  satisfactory  for  table 
use.  They  will  keep  a  week  after  removal  from  the  preserva- 
tive solution. 

Water-glass,  or  soluble  glass,  is  the  common  name  for  Solu- 
tion Soda  Silicate.  Commercial  water-glass  Is  often  a  mixture 
of  Sodium  and  Potassium  Silicates.  A  good  grade  of  water- 
glass  should  be  of  the  consistency  of  heavy  New  Orleans  mo- 
lasses. It  is  common  to  find  samples  which  are  strongly  alka- 
line. This  should  not  be  used  as  eggs  preserved  in  such  will 
not  keep  as  well,  having  a  tendency  to  become  more  or  less 
watery. 

For  use,  one  part  of  water-glass  is  thoroughly  mixed  with 
ten  parts  of  water,  which  should  be  clean  and  pure.  Boiled 
water  is  i>referable.  although  not  necessary.  Any  soft  water, 
such  as  rain,  will  give  satisfactory  results.  Earthen  crocks,  tin 
or  galvanized  pails,  wood  casks  or  kegs  may  be  used  for  con- 
tamera.  See  that  thev  are  thoroughly  clean  and  do  not  leak. 
The  container  should  be  half  filled  with  the  diluted  liauid  and 
the  eggs  immersed  one  at  a  time,  care  being  taken  to  have  the 
liquid   thoroughly   moisten   the   egg-shell. 

Do  not  wash  the  eggs  before  immersing. 

Do   not   put  the  eggs   in   first   and  then  pour  on  the  liquid. 


Eggs  may  be  added  from  dav  to  day  as  obtained  and  need  not 
be  put  Into  the  solution  all  at  one  time.  Only  fresh  eggs 
should  be  put  down;  old  or  stale  eggs  will  not  Eeep  and  have 
a  tendency  to  injure  the  others.  It  is  not  necessary  to  have 
air-tight  covers  tor  the  containers.  The  tops  mav  be  covered 
with  paper,  held  secure  by  any  suitable  weight  At  least  eight 
inches  of  liquid  should  remain  over  the  top  of  the  ecgs. 
Storage  should  be  in  a  cool  place.  It  often  happens  Ihat  after 
a  time  the  liquid  turns  milky  and  a  gelatinous  deposit  forms  about 
the  eggs.     This  does  not  interfere  with  their  preservation. 

A  Dubble  of  gas  sometimes  collects  in  the  blunt  end  of  the 
egg,  and  when  the  egg  is  boiled  this  may  cause  the  shell  to 
break.  To  avoid  this  make  a  small  pin-hole  in  that  end  of  the 
shtfU  before  putting  Into  hot  water. 

Practically  all  authorities  are  agreed  that  this  system  of 
preserving  eggs  by  immersion  in  water-glass  is  the  simplest  and 
most  effectual.  By  stoppage  of  the  pores  the  eggshell  is  im- 
pervious to  both  air  and  water. 

For  several  years  this  store  has  sold  a  special  brand  of 
water-glass  for  preservlnff  eggs  and  care  is  taken  to  see  that 
it  is  always  just  right  We  have  yet  to  learn  of  a  case  of  un- 
satisfactory results  where  the  directions  have  been  followed. 

Put  up  in  four  sizes,  as  follows: 

Pints,  15  cents;  H  gallons,  40  cents;  quarts,  25  cents;  gal- 
lons. 75  cents. 

On  the  average,  one  pint,  when  diluted,  will  cover  eight 
dozen  eggs. 

Any  additional  information  desired  may  be  obtained  at  our 
store. 

Free  delivery  to  any  part  of  the  city. 

THE  F.  L.   POWELL  PHARMACY, 
270  Thames  St.,  Newport,  R.  I. 

Phone  108. 

"It  Pays  to  Trade   at  PowelVt,' 


f» 


This  is  the  kind  of  advertising  that  brings  results. 
The  sale  of  a  great  many  items  in  a  drug  store  depends 
primarily  on  a  foundation  which  must  be  laid  in  just 
this  manner — ^the  imparting  of  information  concerning 
them.  The  demand  created,  sales  follow  as  a  conse- 
quence. 

A  Medical  Telephone  Directory. — 

Victor  £.  Hannah,  of  Dublin,  Ireland,  lays  particular 
stress  on  the  value  of  his  "Dublin  Medical  Telephone 
Directory."    This  book  measures  4^x75<,  contains  40 


The 
Prescription    Pharmacy. 


MAY 

I 

COMPOUND 

YOUR 

PRESCRIPTIONS 

• 

ITS    MY    PROFESSION.    AND    THE 
WORK    I    LIKE    BEST    OF   ALU   TO    DO. 


VICTOR    E.    HANNA.    M.P.S.I. 

70    (.OWCM    MOwNT    STRCKT 

MKnnioN  seuAMi.  ouslin. 


pages,  and  is  well  bound  in  heavy  board.  The  paper  is 
exceptionally  good,  and  the  type  clear  and  easily  read. 
The  names  of  every  member  of  the  medical  profession 
in  the  county  of  Dublin  are  contained  in  this  directory 
— 350,  in  all.  There  is  a  list  of  all  the  qualified  dentists 
who  are  on  the  telephone,  as  well  as  all  the  city  hos- 
pitals and  convalescent  homes,  private  hospitals  and  in- 
stitutions from  which  trained  nurses  may  be  obtained. 
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The  directory  also  carries  considerable  advertising  of 
various  firms  located  in  the  city  of  Dublin.  Mr.  Hannah 
has  a  few  of  his  own  advertisements  in  the  book.  We 
reproduce  one  of  them. 

This  is  surely  an  excellent  method  for  reaching  the 
doctors,  dentists  and  nurses.  The  directory  must  neces- 
sarily be  of  great  use  in  the  home,  also.  Taken  alto- 
gether it  is  a  most  commendable  piece  of  advertising. 

A  Specimen  Letter. — 

In  a  paper  read  before  the  Massachusetts  Pharma- 
ceutical Association,  Adolf  H.  Ackermann,  Pharm.D., 
stated  that  one  of  the  underlying  principles  of  salesman- 
ship consisted  of  a  continuous  and  progressive  study 
of  human  nature.  In  the  rough,  it  may  be  laid  down 
as  a  rule  that  the  average  person  is  not  averse  to  re- 
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ceiving  a  letter.  This  opeiis  a  wide  field  for  the  use 
of  typewritten  letters  in  the  exploitation  of  certain 
phases  of  the  drug  business. 

Mr.  Ackermann  supplied  in  connection  with  his 
paper  a  specimen  letter  which  he  had  used  with  good 
results,  in  selling  tooth-brushes.  The  letter  is  repro- 
duced herewith. 

A  Handy  Reference  Table. — 

The  correct  foundation  of  a  successful  business, 
which,  to  my  mind,  is  more  successful  than  capital,  is 
as  follows,  says  Litt  Brothers'  Store  News: 

1.  An  absolute  knowledge  of  the  cost  of  conducting 
your  business,  so  that  you  will  know  every  item  of  ex- 
pense in  connection  with  it,  and  charge  it  correctly  to 
each  department. 

2.  The  correct  method  of  pricing  your  goods,  so  that 
you  can  put  a  desired  profit  on  your  wares,  and  be  able 
to  prove  to  your  own  satisfaction  that  it  is  correct. 

3.  To  know  that  each  article  or  department  is  giving 
you  a  profit,  or  a  reason  for  not  making  one,  and  that 
each  article  or  department  stands  its  proportionate  rate 
of  expense. 

The  following  table  may  be  handy  to  refer  to,  as  it 


plainly  illustrates  the  difference  between  profit  on  in- 
voice and  selling  price : 

6  per  cent  added  to  invoice  cost  is  4%  per  cent  profit. 
7%  per  cent  added  to  invoice  cost  is  7  per  cent  profit. 
10  per  cent  added  to  invoice  cost  is  9  per  cent  profit. 
18H  per  cent  added  to  invoice  cost  is  11^  per  cent  profit. 
15  per  cent  added  to  invoice  cost  is  18  per  cent  profit. 
16^  per  cent  added  to  invoice  cost  is  14^  per  cent  profit. 
17H  per  cent  added  to  invoice  cost  is  16  per  cent  profit. 
20  per  cent  added  to  invoice  cost  is  16%  per  cent  profit. 
26  per  cent  added  to  invoice  cost  is  20  per  cent  profit. 
80  per  cent  added  to  invoice  cost  is  28  per  cent  profit. 
88Vi  per  cent  added  to  invoice  cost  is  25  per  cent  profit. 
85  per  cent  added  to  invoice  cost  is  26  per  cent  profit. 
87H  per  cent  added  to  invoice  cost  is  27^  per  cent  profit 
40  per  cent  added  to  invoice  cost  is  28^.  per  cent  profit 
45  per  cent  added  to  invoice  cost  is  81  per  cent  profit. 
60  per  cent  added  to  invoice  cost  is  88^  per  cent  profit. 
60  per  cent  added  to  invoice  cost  is  87%  per  cent  profit. 
62%  per  cent  added  to  invoice  cost  is  89%  per  cent  profit 
66%  per  cent  added  to  invoice  cost  is  40  per  cent  profit. 
100  per  cent  added  to  invoice  cost  is  60  per  cent  profit 

Advertising  the  Telephone. — 

The  Detroit  Drug  Company,  Detroit,  Michigan, 
makes  a  practice  of  enclosing  a  little  business  promoter 
with  monthly  statements  to  patrons.     This  enclosure 
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measures  3^  by  6  inches,  and  is  well  printed  on  a  good 
quality  of  rough-finished  white  paper.  The  text  is 
varied  from  month  to  month.  ) 

An  Unusual  Method  of  Advertising. — 

A  certain  soap  company  at  Davenport,  la.,  has  re- 
cently made  use  of  a  novel  means  of  advertising.  The 
company  puts  out  a  certain  product  which  is  market- 
able in  cans.  An  attractive  young  lady  is  dressed  in  a 
special  costume,  and  makes  a  house-to-house  canvass  of 
the  city.  Her  first  move  is  to  ask  the  lady  of  the  house 
if  she  has  a  can  of  the  company's  product  on  hand.  If 
the  answer  is  in  the  affirmative,  the  astonished  house- 
wife is  presented  with  a  new,  crisp  dollar  bill ! 

A  few  dollars  placed  in  this  manner,  it  is  claimed, 
has  proved  particularly  productive  of  results.  It  is  the 
new  and  novel  that  attracts  attention ;  and  the  first  step 
in  advertising  is  to  gain  an  audience. 
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Acetic  Tincture  of  Gentian  Compound- 
In  a  paper  read  b«fore  the  Kansas  City  Drug  Oub 
Albert  N.  Doerschuk,  president  of  the  club,  advocated 
the  use  of  acetic  acid  instead  of  the  official  hydroalco- 
holic  nienstruum  in  the  manufacture  of  compound  tinc- 
ture of  gentian.     Mr.  Doerscbuk's  formula  is  as  fol- 

Grntiin  root,  in  fine  powder S  troy  ounce*. 

cut  with  ■  brigbt  knife i  trOT  ounce*. 

CirdBDiom  leed,  recenUy 

powdered W   Iroj  ounce. 

Ten  percent   acetic   icid   in    dimlled 

water SO   fluldonnceL 

Plice  all  of  above  In  a  bottle  and  maceraie  for  (even  daya 
in  a  warm  place  with  frequent  ahalcinf ;  then  expreu  (aroiding 
contact  with  metal),  and  waab  the  retidue  with  lix-per^cent 
acetic  acid  aufGcient  to  make  the  finished  quantity  meaiure  GO 

well  WBibed  with  dilute  acetic  acid. 

"The  strong  points  of  appeal  in  the  acetic  tincture 
of  gentian  compound,"  said  Mr.  Doerschuk,  "are  its 
full,  mellow,  and  completely  true  aroma,  and  its  dis- 
tinctively characteristic  bitter  tonic  taste." 

Continuing  he  says:  "Acetic  acid  in  itself  has  a 
marked  food  value,  and  is  a  refrigerant  tonic  promoting 
excretions.  In  this  combination  it  has  only  a  mild  acid 
reaction,  and  develops  no  acetic  ether.  For  all  prac- 
tical purposes  the  acid  used  in  manufacture  is  neu- 
tralized in  the  organic  bases  with  which  it  combines  in 
these  drugs,  and  this  tincture  contains  in  the  form  of 
acetates  the  valuable  organic  salts  of  calcium,  potas- 
sium, sodium,  iron,  etc.,  which  are  mostly  left  behind 
in  the  process  of  manufacturing  the  official  alcoholic 
tincture." 

Freshly-nude  BmnlBions^— 

What  can  be  done  by  a  man  who  really  sets  him- 
self to  the  task  is  well  illustrated  in  a  brief  paper  which 
recently  appeared  in  the  Journal  of  the  American  Phar- 
maceulical  Asiocialion.  Mr.  W.  H.  Glover,  of  Law- 
rence, Mass.,  is  the  author. 

"Some  years  ago,"  says  Mr.  Glover,  "I  made  up  my 


Uannio.— In  tUs  tIow.  reBdInc  ttwa  Ota 
left,  we  h&ve  I-  V.  Mullen.  Hiu  Hnmbach,  and  A.  V.  I^ase.  Mr. 
Uollcn  Is  one  of  the  popular  travelen  on  tlie  P.  D.  staff,  and  Ur. 
Pease  is  %  well-known  Asaooiatlon  man  from  Falrbnir.  NebraokA. 

mind  to  try  and  build  up  a  trade  in  freshly-made  emul- 
sions in  my  prescription  department,  believing  that  if 
physicians  could  be  shown  freshly  prepared  samples, 
and  the  patients  be  informed  that  the  emulsion  is  made 
fresh  for  them,  it  would  result  profitably. 

"It  started  out  at  first  rather  slowly,  but  by  persist- 
ence our  work  soon  began  to  show  results,  and  the  next 
problem  was  to  find  time  to  make  the  emulsions  as 
ordered,  as  to  make  large  quantities  ahead  would  soon 
destroy  our  claim  of  freshly  prepared.  This  I  did  by 
taking  a  desk  fan,  removing  the  propeller  blades,  and 
attaching  a  short  rod  on  a  reducing  gear,  and  on  the 
lower  end  of  the  rod  a  cross-bar,  with  ends  curved  up 
so  as  to  fit  any  ordinary  mortar. 

"The  gum  and  oil  are  mixed  in  a  mortar,  put  under 
the  fan  motor  until  the  primary  is  formed,  then  grad- 
ually adding  balance  of  formula.  The  motor  gives  it  a 
thorough  mixing  and  allows  the  operator  to  work  at 
something  else  until  the  emulsion  is  ready.  In  former 
years  I  rarely  had  a  prescription  for  an  emulsion,  but 
now,  even  in  summer,  it  is  seldom  a  day  is  passed  that 
I  do  not  put  up  one  or  more. 

"I  state  these  facts  to  show  what  can  be  done  if  one 
really  pushes  a  certain  line." 

A  Smooth  and  Efficient  Scarlet  Red  Ointment. — 

"Scarlet  red  ointment,"  says  Geo.  M.  Beringer,  in  a 
paper  read  before  his  Slate  association,"  is  frequently 
prescribed  in  such  a  manner  as  to  leave  the  selection 
of  the  base  for  its  incorporation  to  the  judgment  of  the 
dispenser.  Petrolatum  is  the  base  most  frequently 
selected.  The  dye,  however,  is  nearly  insoluble  in  this 
medium.  It  would  seem  reasonable  to  suppose  that  par- 
ticles of  a  substance  coated  with  another  substance  in 
which  they  were  insoluble  would  have  little  or  no  action 
upon  the  tissues  with  which  they  were  brought  in  con- 
tact. The  dye  is  soluble  in  benzoinated  lard,  and  the 
ointment  so  made  is  certainly  smoother  and  probably 
more  efficient." 
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Galenical  Preparations  vs.  Active  Prindplea. — 

Dr.  H.  A.  D.  Jowett,  of  London,  says  in  the  Phar- 
maceutical Journal  that  preparations  of  jaborandi, 
physostigma,  coca,  and  ergot  should  be  abandoned,  and 
the  active  principles  used  in  their  places.  In  jaborandi 
the  full  therapeutic  effects  are  obtained  by  pilocarpine 
and  isopilocarpine,  the  other  two  alkaloids  being  inert. 
An  estimation  of  total  (including  the  relatively  inert) 
alkaloids  is  not  as  satisfactory  in  his  judgment  as  the 
use  of  pilocarpine  itself. 

A  similar  reason  is  given  for  using  eserine  in  place 
of  physostigma  preparations  containing  the  three  alka- 
loids, which  are  not  separable  in  assays.  With  coca 
the  instability  of  the  cocaine  in  preparations  is  suffi- 
cient reason  for  using  fresh  solutions  of  cocaine  in 
their  place,  but  another  reason  is  that  coca  contains 
i  sot  ropy  kocai  lie  in  varying  proportions,  which  is  a 
powerful  "heart-poison"  and  consequently  objectionable. 

In  place  of  ergot  preparations  he  recommends  a 
combination  of  ergotoxin,  parahydroxyphenylethyla- 
mine,  and  beta-ami noethylglyoxaline,  which  he  states 
represents  fully  the  action  of  ergot  and  is  better  for 
hypodermic  or  oral  administration  than  uncertain  ergot 
preparations  which  are  difficult  of  assay. 

On  the  other  hand  he  states  that  preparations  of 
opium,  cinchona,  and  the  mydriatic  drugs  possess  prop- 
erties which  are  not  adequately  represected  by  their 
separated  alkaloids.  In  opium  there  have  been  22  sepa- 
rate alkaloids  found,  and  while  these  differ  in  their  ac- 
tions yet  they  assist  rather  than  interfere  with  each 
other.  Thus  a  mixture  of  opium  alkaloids  has  a  more 
powerful  anodyne  action  than  a  similar  quantity  of 
morphine,  and  is  less  toxic. 

In  cinchona  21  alkaloids  have  been  isolated,  and 
here  again  the  combination  possesses  decided  advantages 
over  quinine,  cinchonidine,  etc.,  separately. 

In   the  mydriatic    drugs,    belladonna,     hyoscyamus. 


Tbb  Tkatklmbs'  Avziuabt  ih  Obio.— Tlili  jilotute  stiows  "  the 
twins"  unong  the  traveler*  M  tbe  uiaiul  meetlnc  of  tlie  Ohio 
Bl«te  Pbormaoeiitfcnd  Araodatlon  at  Cedar  Potat.  Oeone  H. 
Bcbamtw  studs  at  the  left,  uid  Edward  P.  Anstln  at  tbe  licbt. 
These  boji  had  each  olher  In  trouble  dnrlnc  the  entire  conven- 
tion. 


scopola,  and  stramonium,  the  several  alkaloids  do  not 
appear  to  fully  represent  the  activity  of  the  drugs,  and 
the  preparations  of  these  drugs  possess  decided  ad- 
vantages over  their  alkaloids  alone. 

Another  class  of  drugs  includes  nux  vomica,  digi- 
talis, cannabis  indica,  and  the  purgative  drugs,  in  which 
the  activity  is  influenced  by  inert  matters  or  other  con- 
ditions not  yet  understood.  In  nux  vomica  the  inert 
matters  prevent  precipitation  of  strychnine  in  cases 
where  the  alkaloid  would  be  thrown  out,  and  they  also 
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from  left  to  rl(ht.  are  Edward  P.  Anstln.  QeoTBe  H.  Bcbunbg.  Van 
V.  Dorr,  A.  J.  Schwartz.  The  three  men  in  the  lower  row  are 
F.  D.  BrodHek.  N.  H.  Haver.  A.  B.  Bnrdsal. 


appear  to  exert  a  favorable  action 
the  alkaloid. 

Digitalis  and  cannabis  indica  ar 
understood  to  substitute  their  acti^ 
drug-preparations,  and  a  similar  i 
be  true  regarding  the  purgative  drugs.  In  the  latter 
case  the  inert  matters  also  seem  to  exert  a  modifying 
and  perhaps  synergetic  action. 

The  Color  of  Gold. — 

Colloidal  solutions  of  gold  are  easily  obtained  by  dis- 
solving 0.1  Gm.  of  sodium  nitrite  in  285.S  Cc.  of  pure 
distilled  water  and  adding  14.5  Cc.  of  decinormal  sul- 
phuric add.  To  5  Cc.  of  this  solution  add  (1)  145  Cc 
of  water  and  3  drops  of  a  1-per-cent  solution  of  gold 
chloride,  or  (2)  195  Cc.  of  water  and  4  drops  of  gold 
chloride  solution,  or  (3)  245  Cc.  of  water  and  5  drops 
of  gold  chloride  solution. 

If  the  glass  in  which  the  solutions  are  mixed  con- 
tain no  free  alkali,  in  a  short  time  No.  1  will  become 
blue,  No.  2  violet,  and  No.  3  red.  Traces  of  alkali  from 
the  glass  will,  however,  render  them  all  blue  or  violet. 

The  Off  in  Coffee.— 

J.  fiurmann  claims  that  the  digestive  disturbances 
which  follow  excessive  coffee  drinking  are  not  due  at 

all  to  the  caffeine  but  to  empyreumatic  and  volatile 
substances  formed  during  roasting.  These  can  be  re- 
moved by  successive  treatments  with  steam  under 
pressure  followed  by  exposure  to  a  vacuum.  The  coffee 
then  retains  all  its  caffeine  but  is  freed  from  the  toxic 
empyreumatic  substances.  These,  he  says,  have  a  de- 
pressant action  on  the  heart  and  nervous  system,  and  a 
reducing  action  on  hemoglobin. 
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InformaHan  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (^)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui^i^E- 
TIN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


So-called  Cures  for  Drug  Addicts. 

R.  N. — "Please  publish  the  formula  of  a  preparation 
that  will  cure  'dope  fiends.' " 

Wc  wish  we  could.  But  we  can't,  for  the  simple 
reason  that  there  isn't  such  a  preparation. 

Four  years  ago  we  published  in  another  department 
of  the  Bulletin  the  following  paragraph : 

"L.  F.  Kebler  of  the  Division  of  Drugs  at  Wash- 
ington in  a  recent  Bulletin  on  the  use  of  habit-forming 
drugs  reveals  facts  which  startle  even  the  informed 
pharmacist.  That  there  should  be  organized  corpora- 
tions devoted  to  the  sale  of  narcotics  is  shocking 
enough.  But  more  damning  still  are  the  compounds  for 
the  cure  of  drug  habitues.  Many  have  been  found  to 
contain  the  very  ingredients  to  which  the  patients  are 
addicted.  Think  of  it!  One  physician  furnished  a 
compound  for  morphine  eaters  which,  according  to  his 
own  statement,  contained  22  grains  of  morphine  to  the 
fluidounce  in  addition  to  four  minims  of  fluidextract  of 
cannabis  indica.  Another  'doctor*  supplied  a  mixture 
containing  on  the  average  14.2  grains  of  morphine  sul- 
phate to  the  ounce.  The  Bulletin  goes  on  to  cite  ex- 
amples of  this  character,  but  they  are  too  numerous  to 
mention.  The  cures  are  sent  indiscriminately  into  any 
home.  A  physician  is  employed  by  these  nefarious  in- 
stitutions, but  chiefly  as  a  blind,  as  such  practice  is 
denied  to  persons  not  legally  qualified  as  medical 
practitioners.  Druggists  should  realize  that  there  are  at 
present  no  substances  known  to  the  medical  profession 
which  can  be  used  successfully  in  the  treatment  of  drug 
addicts  without  the  careful  supervision  and  restraining 
influence  of  the  medical  man  himself  and  the  constant 
attendance  of  the  nurse  acquainted  with  drug  addiction 
cases.  The  habitue  is  incapable  of  treating  himself,  and 
the  chief  object  of  selling  him  a  cure  is  simply  to  ex- 
tract money  from  the  unfortunate." 

There  is  nothing  new  to  be  added,  except  that  in 
the  interim  hundreds  of  so-called  "cures"  have  been 
exposed  and  their  promoters  put  out  of  business. 


About  Liquid  Petrox, 

J.  K.  submits  the  following  query:  "When  prepar- 
ing the  liquid  petrox  of  the  N.  F.  according  to  the  gen- 
eral rule  the  quantities  are  to  be  taken  by  weight,  and 
following  this  rule  I  obtained  a  preparation  in  which  I 
could  never  dissolve  iodine  without  getting  a  separation 
of  two  liquids,  of  which  the  heavier  contained  appar- 
ently more  iodine  than  the  lighter  one.  When  the  liquid 
petrox  is  being  prepared  by  mixing  the  ingredients  by 


volume  iodine  dissolves  readily  and  does  not  give  any 
such  separation,  although  some  slight  crystalline  pre- 
cipitate is  formed  with  time. 

"Kindly  explain  in  the  next  issue  of  the  Bullehn 
OF  Pharmacy  what  the  separation  and  precipitation  are 
due  to,  and  which  way  in  preparing  liquid  petrox  N.  F. 
is  the  right  one :  'that  is,  whether  the  ingredients  should 
be  taken  by  weight  or  by  measure  ?" 

This  query  was  turned  over  to  £.  R.  Jones,  a  con- 
sulting member  of  the  Bulletin  staff,  who  writes  as 
follows : 

"This  is  an  exceptionally  interesting  query.  I  made 
up  some  samples  of  liquid  petrox  containing  respectively 
4,  8,  and  10  per  cent  of  iodine  and  found  that,  after 
standing  oVer  night,  the  one  containing  4- per  cent  re- 
mained all  right,  whereas  in  the  8-per-cent  specimen 
there  was  a  slight  separation,  and  considerably  more 
in  the  10-per-cent  product.  The  lower  layer  was  much 
the  darker. 

"The  explanation  probably  is  that  through  a  series 
of  chemical  changes  ammonium  iodide  is  formed.  This 
dissolves  in  the  alcohol,  and  in  turn  takes  up  the  ma- 
jority of  the  iodine.  Thus  the  lower  layer  becomes  the 
heaviest  in  iodine.  When  more  ammonium  iodide  is 
formed  than  will  dissolve  in  the  alcohol  it  will  of  course 
crystallize  out.  This  accounts  for  the  crystals  the 
querist  refers  to.  This  solution  of  ammonium  iodide  in 
alcohol  is  not  miscible  with  the  balance  of  the  in- 
gredients in  liquid  petrox — ^hence  the  separation.  It  also 
follows  that  the  more  iodine  we  use  the  greater  the 
separation.  Adding  more  alcohol  or  spirit  of  ammonia 
fails  to  overcome  the  separation.  I  should  therefore 
advise  the  use  of  a  'shake'  label. 

"The  term  'parts'  in  the  N.  F.  means  'parts  by 
weight.'    See  N.  F.  preface,  pages  viii  and  xvi. 

"If,  however,  a  better  preparation  is  to  be  obtained 
by  using  'parts  by  volume'  in  this  case,  we  can  see  no 
objection,  because  the  therapeutic  effect  of  the  product 
will  be  the  same." 


Removing  Tattoo  Marks. 

J.  A.  E. — "Please  publish  in  the  Bulletin  a  reli- 
able, safe  method  of  removing  tattoo  marks." 

These  are  said  to  be  removed  by  the  application  of 
a  paste  of  salicylic  acid  and  glycerin.  A  compress  is 
applied  over  the  paste,  and  the  whole  secured  with 
sticking  plaster.  After  about  eight  days  the  paste  is 
taken  off,  the  dead  skin  removed,  and  the  application 
of  the  paste  repeated  (as  a  rule,  three  times). 

Applications  of  cotton  wadding,  soaked  in  chloro- 
form, and  kept  in  place  by  means  of  a  bandage,  have 
also  been  recommended. 

Henley's  Book  of  Formulas  gives  this  method,  also : 
Apply  a  highly  concentrated  tannin  solution  on  the 
tattooed  places  and  treat  them  with  the  tattooing  needle 
as  the  tattooer  does.  Next  vigorously  rub  the  places 
with  a  lunar  caustic  stick  and  allow  the  silver  nitrate 
to  act  for  some  time,  until  the  tattooed  portions  have 
turned  entirely  black.  Then  take  off  by  dabbing.  At 
first  a  silver  tannate  forms  on  the  upper  layers  of  the 
skin,  which  dyes  the  tattooing  black;  with  slight  symp- 
toms of  inflammation  a  scurf  ensues,  which  comes  off 
after  fourteen  to  sixteen  days,  leaving  behind  a  reddish 
scar.    The  latter  assumes  the  natural  color  of  the  skin 
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after  some  time.     The  process  is  said  to  have  given 
good  results. 

Since  this  method  is  borrowed  from  the  literature, 
we  are  in  no  way  responsible  for  any  untoward  results 
following  its  use. 


Making  Emulsions, 

E.  W.  O. — "I  would  like  to  have  you  inform  me 
of  a  reliable  formula  for  making  emulsions  of  cod- 
liver  oil  and  of  liquid  paraffin  so  they  will  not  sep- 
arate." 

For  the  making  up  of  cod-liver  oil  emulsion  we 
know  of  no  method  better  than  that  fully  described  in 
the  United  States  Pharmacopoeia. 

To  make  a  satisfactory  liquid  petrolatum  emul- 
sion try  the  following: 

Paraffin    oil    600  Cc. 

Po.    acacia     126  grammes. 

Aqua     260  grammes. 

Emulsify*   and   add  water  to  make  1000  grammes. 

This  makes  a  50-per-cent  emulsion.  Most  emul- 
sions on  the  market  exceed  50  per  cent,  and  therein 
lies  the  difficulty;  they  are  top-heavy,  and  are  bound 
to  separate. 

Certain  preparations  of  this  nature  have  been 
found,  upon  examination,  to  contain  as  high  as  75 
per  cent  of  liquid  paraffin.  There  can  be  no  hope  that 
such  emulsion  will  remain  permanent. 

Fifty  per  cent  of  paraffin  oil  is  quite  enough  to 
attempt  to  hold  up  in  an  emulsion.  And  sometimes  it 
is  far  more  preferable  to  reduce  this  percentage,  mak- 
ing it  40. 


Oil  for  Light  Machinery. 

H.  N.  B. — "Kindly  send  me  a  good  formula  for 
lubricating  oil,  to  be  used  on  light  machinery." 

Petroleum  oils  are  better  adapted  for  lubrication  of 
light  machinery  than  any  of  the  animal  oils.  Sperm  oil 
has  for  a  long  time  been  considered  the  standard  oil 
for  this  purpose,  but  it  is  really  not  well  adapted  to 
the  conditions  to  which  some  machines  are  subjected. 
If  the  machine  were  operated  constantly  or  regularly 
every  day,  probably  sperm  oil  could  not  be  improved 
on.  The  difficulty  is,  however,  that  a  family  sewing 
machine,  for  instance,  will  frequently  be  allowed  to 
stand  untouched  for  weeks  at  a  time,  and  will  then 
be  expected  to  run  as  smoothly  as  though  just  oiled. 
Under  this  kind  of  treatment  almost  any  oil  other  than 
petroleum  oil  will  become  gummy.  What  is  known 
in  the  trade  as  a  "neutral"  oil,  of  high  viscosity,  would 
probably  answer  better  for  this  purpose  than  anything 
else.  A  mixture  of  1  part  of  petrolatum  and  7  parts 
of  paraffin  oil  has  also  been  recommended. 


Sorehead  Again. 

Mr.  G.  E.  Bateman,  of  Lake  Alfred,  Florida,  writes : 
"I  noticed  in  this  department  a  short  time  ago  a 
query  from  E.  D.  D.,  calling  for  a  remedy  for  sore- 
head in  chickens.  To  begin  with,  this  complaint  can 
be  avoided  by  proper  buildings  and  management.  I 
have  had  a  bunch  of  prize-winners,  and  have  never  ex- 
perienced any  difficulty  of  this  particular  kind,  or  even 
of  a  similar  nature. 

"Government  bulletins  contain  information  as  to  the 


treatment  of  sorehead,  however,  and  I  would  refer 
E.  D.  D.  to  Bulletins  Nos  287,  528,  and  530.  The  use 
of  carbolated  vaselin,  of  glycerin,  of  soap  and  water,  of 
solution  of  copper  sulphate,  and  of  a  2-per-cent  solu- 
tion of  creolin — ^all  these  are  advised.  The  bulletins, 
of  course,  can  be  had  for  the  asking." 

Mr.  C.  J.  Wall,  of  Grapevine,  Texas,  very  kindly 
supplies  the  following  remedy  for  sorehead: 

Zinc    oxide    1  drachm. 

Sulphur   flowers    2  drachms. 

Oil    tar    2  fluidrachms. 

Liq.    petrolatum     8  fluidounces. 

Coal    oil,    q.  s 6  fluidounces. 

M.    Sig.:     Shake  well  and  apply  with  mop  to  chicken's  head 
once  a  day. 


Dressing  for  White  Canvas  Shoes. 

J.  R.  P. — "Please  publish  a  formula  for  a  good 
white  shoe  dressing." 

The  following  dressings  are  for  white  canvas  shoes 
Some  are  made  with  a  borax-shellac  body,  others  are 
resinous  in  character,  the  resin  being  dissolved  in 
alcohol. 

(1)     Shellac,  white  2  ounces  av. 

Borax    6  ounces  av. 

Water 82  fluidounces. 

Pipe-clay  or  chalk sufficient. 

Dissolve  the  shellac  in  the  borax  water  by  the  aid  of  heat, 
adding  water  from  time  to  time  to  make  up  for  that  lost  by^  evap- 
oration, then  add  the  pipe-clay  or  chalk  in  stifficient  quantity. 

(S)     Shellac,  bleached  2  ounces  av. 

Borax    6  ounces  av. 

Sugar    4  ounces  av. 

Glycerin   2  fluidounces. 

Zinc  oxide 4  ounces  av. 

Pipe-clay     8  ounces  av. 

Water  20  fluidounces. 

Prepare  like  No.  1. 

(8)     Pipe-clay    16  ounces  av. 

Whiting    8  ounces  av. 

Flake  white  6  ounces  av. 

Precipitated  chalk    4  ounces  av. 

Tragacanth,  powder   8  drachms. 

Carbolic  acid    2  drachms. 

Water  enough  to  make  a  thick  paste  or  cream. 


Estimating  Alcoholic  Percentages. 

T.  M. — "In  figuring  the  alcoholic  content  of  a  hair 
tonic,  how  much  alcohol  should  be  used  in  a  gallon  to 
make  33%  per  cent?  Kindly  give  the  rule  for  figuring 
percentages  of  alcohol  in  cases  of  this  nature." 

Rules  for  diluting  alcohol  to  give  lower  percentages 
are  given  in  the  United  States  Pharmacopoeia,  under 
Diluted  Alcohol,  on  page  35. 

To  reverse  the  problem  somewhat.  How  much  alco- 
hol 95  per  cent  is  required  to  make  a  gallon  of  liquid 
containing  33%  per  cent  of  absolute  alcohol  by  volume? 

Using  the  Rule  of  3  we  get  this:  33%  :95  :  :44.9 
ozs.  :  128  ozs.  Allow  contraction  to  take  place  and 
make  up  the  volume  with  water. 

In  mixtures  containing  less  than  50  per  cent  of 
alcohol  the  contraction  can  be  estimated  by  allowing 
6  ounces  for  each  100  ounces  of  alcohol  used. 


Formula  and  Receipt  Books. 

C.  H.  H. — "What  is  the  best  formula  book  pub- 
lished; the  one  containing  the  most  formulas  of  patent 
medicines,  and  proprietaries  generally?" 

The  Era  Formulary  is  good.  This  is  published  by 
D.  O.  Haynes  &  Co.,  New  York.  The  Pharmaceutical 
Formulary,  published  by  The  Pharmaceutical  Journal 
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Office,  17  Bloomsbury  Square,  London,  can  also  be 
recommended.  Books  of  this  nature  that  are  not  par- 
ticularly devoted  to  the  publication  of  proprietary  for- 
mulas arc  Henley's  Twentieth  Century  Book  of  Receipts, 
Formulas  and  Processes,  published  by  Norman  W. 
Henley  Co.,  132  Nassau  Street,  New  York;  The  Scien- 
tific American  Cyclopedia  of  Formulas,  published  by 
Munn  &  Co.,  New  York;  and  The  New  Standard  For- 
mulary, published  by  G.  P.  Engelhard  &  Co.,  Chicago. 


Precipitation  in  a  Formula. 

C.  V.  W.  submits  the  following  formula  and  asks 
how  precipitation  may  be  avoided : 

?uinine  sulphate 20  grains, 
otassium  iodide 1  ounce. 

Syrup  of  sarsaparilla 4  fluidounces. 

Wine  of  colchicum H  fluidounce. 

Tincture  of  quassia 8  fluidounces. 

Water enough  to  make  16  fluidounces. 

The  precipitation  here  is  caused  by  the  tincture  of 
quassia  and  not  by  the  alkaloids  as  one  might  expect, 
although  it  is  probable  that  the  alkaloids  may  be  pre- 
cipitated after  standing  some  time.  We  assume  that 
you  have  of  course  used  dilute  sulphuric  acid  to  dis- 
solve the  quinine  sulphate. 

We  would  suggest  that  after  compounding  the  mix- 
ture you  let  it  stand  two  hours  and  filter.  Then  dis- 
pense with  a  "shake"  label  to  take  care  of  any  precipita- 
tion of  alkaloidal  iodides  that  may  occur. 

It  is  probably  inert  matter  that  precipitates  from 
tincture  of  quassia. 


Marking  on  Metals. 

We  are  in  receipt  of  the  following  communication 
from  Dr.  J.  A.  Taylor,  of  Gridley,  111.:  "I  notice  on 
page  351  of  your  August  issue  that  J.  H.  S.  asks  for 
a  liquid  for  marking  on  metals.  Here  is  probably  what 
he  wants: 

Copper   sulphate    1  ounce. 

Sodium  chloride   1  ^  drachms. 

Acetic  acid,   C.  P 1  fluidrachm. 

Distilled  water,  enough  to  make.. 8  fluidounces. 

Soap  or  wax  the  metal,  mark  through  this  coating  clear  down 
to  the  metal,  then  fill  these  lines  with  the  fluid  and  let  stand 
for  five  minutes;  wash  off  the  coating,  and  the  marks  made 
on   the  metal  remain. 

« 

"I  have  an  old  spatula  I  marked  twenty  years  ago, 
and  my  name  is  still  plainly  visible. 

"I  got  the  prescription  from  a  tramp  for  the  price 
of  a  drink." 

Transparencies  for  Windows. 

F.  J.  D.  Co. — "We  have  some  side  windows  and 
some  transoms  which  we  want  to  cover  with  trans- 
parencies. Can  you  give  us  the  address  of  a  concern 
that  makes  these?" 

We  are  informed  by  our  Eastern  representative  that 
an  excellent  covering  for  windows  is  called  "Window- 
phanie,"  and  that  it  can  be  procured  from  Malz  Her- 
man, 19  East  14th  Street,  New  York  City,  N.  Y. 


A  Matter  of  State  Law. 

C.  E.  J. — "An  argument  arose  here  to-day.  The 
question  under  discussion  was  what  kind  of  a  label  the 
law  requires  shall  be  placed  on  a  bottle,  or  small  quan- 
tity of  benzine.  Must  there  be  a  special  label  for  it,  or 
do  you  use  a  poison  label,  or  merely  a  common  label?" 


Our  querist  lives  in  Iowa,  and  the  best  way  to  get 
this  information  is  to  consult  the  Iowa  statute  books. 

In  the  absence  of  distinct  specifications,  benzine 
would  be  labeled  with  a  common  label,  but  what  the 
Iowa  law  may  be  is  not  a  part  of  our  information. 
There  is,  of  course,  no  national  law  bearing  on  this 
point,  unless  the  goods  are  intended  for  interstate  ship- 
ment. 


To  Turn  Hair  Gray. 

A.  W.  S. — "Can  you  please  inform  me,  through  the 
columns  of  your  valuable  magazine,  what  would  grad- 
ually turn  brown  hair  gray?  A  lady  patron's  hair  is 
about  half  gray,  and  she  wishes  to  finish  the  job.  What 
would  you  advise?" 

This  is  a  problem  that  we  scarcely  feel  competent 
to  solve.  The  situation  involves  several  unpleasant 
possibilities ;  it  would  not  seem  wise  to  recommend  any- 
thing for  such  a  purpose. 

Our  readers,  however,  may  possibly  have  something 
to  say  along  this  line.    We  refer  the  question  to  them. 


Cleaning  Glass. 

G.  M.  P. — "Here's  for  a  little  information.  What 
will  take  the  stains  from  mineral  glasses  which  have 
been  packed  in  straw  and  tissue-paper  wrappings,  have 
been  allowed  to  get  wet  and  to  dry  out  again?" 

Try  the  following : 

Bichromate   of    potash ^  ounce. 

Sulphuric  acid \^  fluidounce. 

Water   1  pint. 

If  it  doesn't  do  the  work,  increase  the  quantities  of 
the  two  active  ingredients. 


Liquid  Metal  Polish. 

E.  A.  H. — "Will  you  kindly  print  a  formula  for  a 
good  brass  polish?  I  have  in  mind  a  certain  propri- 
etary polish  which  seems  to  be  made  of  gasoline  and 
some  form  of  chalk,  as  the  liquid,  on  drying,  leaves  a 
white  deposit." 

We  are  not  familiar  with  the  polish  you  mention. 
You  might  try  the  following: 

Rottenstone     8  ounces. 

Oxalic    acid     2  ounces. 

Cottonseed    oil    8  ounces. 

Naphtha,   enough  to   bring  the  mixture  to   the 
consistency   desired. 


A  Dry  Cleaner. 

I.  L.  A. — "Can  you  furnish  me  with  a  formula  for 
a  dry  cleaner?" 

From  what  we  are  able  to  learn,  there  is  no  such 
thing.  The  term  "dry  cleaning"  is  something  of  a 
misnomer.  Volatile  solvents  are  used,  such  as  benzine, 
which  evaporate  quickly,  leaving  the  garments  dry.  The 
process  itself  is  essentially  a  wet  one. 


Buffalo  Bugs. 

P.  M. — "Kindly  give  me  your  best  formula  for  the 
extermination  of  Buffalo  bugs." 

We  are  unable  to  find  anything  in  the  literature 
pertaining  to  this  particular  brand  of  bug.  The  query 
is  respectively  referred  to  Buffalo,  New  York,  readers; 
particularly  to  Mr.  W.  F.  Whelan. 
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THE  MONTH'S  HISTORY 


THE  EFFECT 
OF  THE  WAR. 


In  a  general  way  the  effect 
of  the  European  war  on 
drug  prices  in  America  may 
now  be  fairly  gauged.  "In  a  general  way,"  let 
it  be  marked,  for  the  situation  is  altogether  too 
unstable  to  admit  of  definite  analysis.  It  is 
with  tendencies  and  probabilities  that  we  must 
deal,  largely,  when  a  consideration  of  the  sub- 
ject is  taken  up,  not  to  any  great  extent  with 
established  facts  and  settled  conditions. 

When  the  break  came  in  July  there  was  a 
wild  scramble  on  the  part  of  many  dealers  and 
manufacturers  to  "cover,"  as  it  is  technically 
known.  Of  all  seasons  of  the  year  the  crisis 
came  at  the  most  inopportime  time — just  be- 
fore the  usual  buying  time.  Stocks  of  crude 
drugs  were  low;  had  been  permitted  to  run 
low,  as  is  the  custom  just  before  new  crops 
come  on  and  new  supplies  are  massed  for  sale 
at    buying    centers,   such  as   Hamburg  and 


London.  The  war  came  suddenly  and  caught 
a  great  many  manufacturers  and  jobbers 
"short." 

When  thousands  of  buyers  rush  frantically 
into  the  market  all  at  once,  confusion  is  bound 
to  accompany  them.  Needs  are  exaggerated, 
and  the  dire  portent  of  the  future  unduly  mag- 
nified. The  cool,  calculating  speculator  gets 
in  his  work,  too,  in  no  sense  adding  to  the 
peace  of  mind  of  those  who  actually  have  use 
for  the  goods.  The  net  result  is  pyrotechnics : 
Roman  candles,  pinwheels,  sky-rockets,  the 
devil-among-the-tailors. 


ALTERNATIVES 
PRESENTED. 


But  after  a  time  conditions 
begin  to  adjust  themselves 
somewhat.  Competitive  bid- 
ding loses  much  of  its  tenseness.  Unreason- 
able demands  are  scornfully  ignored.  Viewed 
from  the  standpoint  of  the  all-together,  the  sit- 
uation takes  on  a  healthier,  calmer  and  more 
hopeful  tone.  Then,  and  not  until  then,  is  an 
analysis  possible. 

We  find,  first,  a  condition  of  absolute  de- 
pendence on  Germany  in  the  matter  of  many 
fine  chemicals,  alkaloids,  and  crude  products. 
Absolute  dependence:  there  is  no  other  way  to 
express  the  situation.  If  we  cannot  get  potash, 
for  instance,  from  Germany,  we  cannot  get  it 
at  all.  The  alkaloid  digitalin  comes  exclusively 
from  Germany.  Our  carbolic  acid  corties  from 
Germany  and  England.  The  list  is  altogether 
too  long  for  complete  enumeration. 

This  can  mean  but  one  of  three  things: 
either  matters  must  be  so  arranged  that  we  can 
still  get  German  products  despite  the  war,  or 
arrangements  must  be  made  to  have  them 
made  or  produced  outside  of  Germany;  either 
one  of  these  two  or  else  the  third  alternative — 
go  without ! 


WHAT  WE 
CANNOT  DO. 


When  it  comes  to  making 
in  America  such  products  as 
we  may  need  we  find  that 
we  are  not  in  a  position  -to  wax  very  enthu- 
siastic or  to  become  very  hopeful.    To  begin 
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with,  a  vast  amount  of  capital  is  required. 
Capital  is  conservative — considers  every  pos- 
sible phase  of  a  subject  before  it  lets  go  of 
itself.  Suppose  a  carbolic  acid  factory  was 
started  on  the  bank  of  the  Mohawk,  let  us  say. 
Let  us  suppose,  also,  that  the  day  following 
the  grand  opening  hostilities  in  Europe  should 
cease.  Facing  foreign  competition,  could  the 
enterprise  be  made  to  pay? 

It  is  highly  probable  that  it  could  not,  and 
for  good  and  sufficient  reasons.  Lying  right 
at  the  root  of  all  the  difficulties  would  be  a 
serious  handicap  in  the  shape  of  inferior  raw 
material.  Carbolic  acid  is  a  coal-tar  product; 
is  made  from  shale.  American  shale  doesn't 
yield  good  carbolic  acid.  Then,  too,  there  is 
the  feature  of  cost  of  production.  We  cannot 
make  carbolic  acid  in  the  United  States  as 
cheaply  as  they  can  in  Germany.  Labor  comes 
higher  in  America,  and  over  there  years  of  ex- 
perience have  taught  what  a  beginner  must 
learn  by  going  against  the  game. 

The  latter  point  looms  large.  Speaking  of 
our  American  packing  plants  in  connection 
with  the  hog,  it  has  been  said  that  nothing  is 
lost  but  the  squeal.  It  is  the  same  with  Ger- 
man chemical  plants  in  general.  Waste  is  re- 
duced to  a  minimum.  What  is  left  over  after 
one  product  is  made  is  often  used  in  making 
some  other  product.  Experience  alone  can 
teach  such  methods;  they  cannot  be  literally 
appropriated. 


way.  It  has  taken  Germany  fifty  years  to 
reach  its  present  commanding  position  in  the 
chemical  world. 


TIME 
REOUIKEO. 


Nevertheless,  quite  regard- 
less of  all  of  this  there  is 
no  doubt  that  many  drug 
products  will  hereafter  be  produced  in  the 
United  States  which  heretofore  have  been 
bought  abroad.  A  great  many  attempts  will 
doubtless  be  made  to  overcome  what  handicaps 
there  may  be,  and  some  of  them  will  succeed. 
While  the  present  situation  is  fraught  with 
many  complexities,  not  to  say  hardships,  in  the 
end  our  country  cannot  fail  to  be  benefited. 
The  more  we  can  make  at  home  the  better  we 
are  oflf  commercially,  and  the  less  dependent 
we  are  in  times  of  stress. 

But,  at  best,  we  must  look  for  only  partial 
relief  from  this  source,  and  we  must  not  ex- 
pect overnight  results.  Factories  and  labora- 
tories cannot  be  built  in  a  day,  equipped  in  a 
week,  and  put  on  a  producing  basis  in  a  month. 
The  newer  and  more  foreign  the  enterprise,  the 
longer  must  be  the  time  required  to  get  it  under 


SODIUM  SALTS 
IN  AMERICA. 


When  it  comes  to  "getting 
along  without,"  we  find 
that  this  phase  of  the  matter 
splits  up  into  two  subdivisions:  we  can  either 
do  without  literally,  or  we  can  substitute. 
There  can  be  no  doubt  that  a  number  of 
products  will  soon  become  absolutely  unavail- 
able. Stocks  will  run  out  and  there  will  be  no 
more  to  be  had.  It  then  becomes  necessary,  in 
a  literal  sense,  to  get  along  without.  Some  of 
these  products  cannot  be  made  or  obtained, 
under  any  circumstances,  as  long  as  the  war 
continues,  nor  is  there  "something  just  as 
good"  which  can  take  their  places. 

There  are  other  products,  however,  which 
can  be  supplanted,  a  notable  instance  being  the 
potassium  salts.  As  already  stated,  the  raw 
material  for  making  potassium  salts  comes 
from  Germany,  and  the  supply  is  therefore  shut 
off.  The  sodium  salts  may  be  made  in  this 
country,  and  no  less  an  authority  than  Merck 
&  Co.  state  that  except  for  purely  laboratory 
purposes  they  can  and  will  fully  and  admirably 
replace  the  corresponding  potassium  salts,  that 
for  medicinal  purposes  it  is  believed  that  they 
are  superior,  and  that  this  opinion  is  largely 
held  by  physicians  abroad.  It  is  therefore  an- 
ticipated that  the  potassium  salts  must  give 
way,  and  that  in  the  future  the  old  familiar 
designation  on  the  prescription  blank  will  be 
seldom  seen. 


A  PATRIOTIC 
ATHTUDE. 


A  western  wholesale  firm 
says  "we  believe  it  no  ex- 
aggeration to  state  that  90 
per  cent  of  the  goods  in  any  drug  store  come 
all  or  in  part  from  some  European  country." 
While  ninety  per  cent  of  the  goods  composing 
a  drug  stodc  have  not  yet  advanced,  there  is 
no  warrant  that  this  figure  may  not  be  reached. 
In  view  of  this  there  is  but  one  course  to  take — 
the  druggist  must  advance  his  prices,  also. 

There  seems  to  have  been  very  little  attempt 
made  on  the  part  of  wholesalers  and  manu- 
facturers to  take  an  unfair  advantage.  Here 
and  there  a  cry  of  remonstrance  is  heard,  but 
in  the  main  makers  and  distributers  have  met 
the  situation  in  a  most  commendable  manner. 
No  definite  prices  can  be  quoted  on  most  of 
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the  items  comprising  a  catalogue,  for  the 
future  is  wholly  uncertain.  In  spite  of  this, 
however,  a  number  of  manufacturers  have  re- 
frained absolutely  from  advancing  the  major 
portion  of  their  products.  A  large  manufac- 
turing house  is  a  notable  example.  Out  of 
more  than  8000  items  listed,  less  than  700 
have  been  advanced,  and  the  list  of  those  not 
advanced  includes  so  common  a  household 
article  as  hydrogen  peroxide. 

The  retailer  bears  the  brunt  of  the  situation. 
The  manufacturer  and  the  jobber  know  this, 
and  they  want  to  make  it  as  easy  for  him  as 
they  can.  It  is  the  retailer  who  must  face  the 
people  with  the  price-advances,  and  it  is  no 
easy  task.  Customers  have  a  disagreeable  way 
of  evidencing  suspicion,  and  this  is  extremely 
galling  to  the  man  behind  the  counter.  By 
boosting  prices  he  may  not  lose  anything  in 
actual  money,  but  he  has  an  uncomfortable 
feeling  all  the  time  that  his  prestige  is  being 

undermined. 

*     *     * 

What  the  effect  of  the  war 
TflE  FUTURE.        is  to  be  on  retail  business 

cannot  yet  be  foretold.  Lack 
of  material  which  under  ordinary  conditions  is 
imported  from  Europe  is  sure  to  cripple  certain 
industries — ^lack  of  aniline  dves  in  the  textile 
industries,  for  instance.  But  on  the  other 
hand,  there  is  to  be  an  almost  insatiable  de- 
mand for  American  products.  What  we  pro- 
duce will  find  a  ready  market — ^many  new 
markets.  Our  South  American  trade  must 
necessarily  grow  by  leaps  and  bounds.  Foot- 
holds are  to  be  obtained  which  will  alwavs  be 
held.  It  would  therefore  seem  that  while  some 
industries  are  to  be  seriously  affected,  for  a 
time,  at  least,  others  are  to  be  immeasurably 
benefited.  There  seems  to  be  no  occasion  for 
alarm.  Taken  altogether,  the  far  look  is  ex- 
tremely optimistic. 


THE 
WAB  TAXES. 


It  would  appear  that  the 
drug  trade  was  unnecessarily 
alarmed  over  the  prospect  of 
a  stamp  tax  on  proprietary  medicines  and  other 
package  goods  of  similar  character  sold  by  the 
retailer.  Journals  like  the  National  Druggist 
and  American  Druggist  have  been  seeing  red 
for  several  months  whenever  the  topic  was 
suggested.  According  to  present  indications, 
however,  the  Democratic  majority  in  Congress 


has  agreed  upon  a  war  revenue  measure  which, 
while  providing  for  certain  stamp  taxes,  will 
leave  proprietary  medicines  untouched.  Still, 
the  measure  has  already  been  changed  several 
times,  and  further  changes  may  yet  be  made. 

If  the  bill  goes  through  as  it  is  now  agreed 
upon,  there  will  be  a  tax  of  2  cents  a  gallon  on 
gasoline,  a  special  tax  on  tobacco  manufac- 
turers and  dealers,  a  tax  on  domestic  wines  and 
beer,  and  the  Spanish  war  stamp  taxes  on 
commercial  and  legal  papers.  These  stamp 
taxes  may  be  changed  when  the  bill  reaches 
the  Senate,  but  they  will  probably  cover  bills 
of  exchange,  promissory  notes,  money  orders, 
telegrams,  certificates  of  deposit,  life  insurance 
policies,  and  the  like.  In  addition  to  all  of 
which  theaters  and  other  amusement  places 
will  doubtless  have  a  tax  imposed  on  them. 
The  druggist  evidently  escapes  except  as  he  is 
the  owner  of  an  automobile — ^and  if  he  is 
wealthy  enough  to  indulge  in  one  of  these  evi- 
dences of  prosperity  and  luxury,  he  will  prob- 
ably not  mind  paying  his  share  of  the  expenses 
of  government. 

The  war  has  reduced  customs  receipts  to  the 
extent  of  about  one  hundred  million  dollars 
annually,  and  it  is  up  to  Congress  to  make  up 
the  difference.  Senator  Vardaman  of  Mis- 
sissippi suggested  that  the  administration  ought 
to  do  what  any  private  individual  would  do 
imder  such  circumstances — reduce  its  expenses 
proportionate  to  the  curtailment  of  its  income. 
But  nobodv  seemed  to  take  the  Senator  seri- 
ously. 


It  is  of  course  to  be  hoped 

PROPRIETARIES?    ^^^^  Cougrcss  will  not  revive 

the  old  Spanish  war  stamp 
tax  on  proprietary  articles.  Almost  the  young- 
est proprietor  in  the  retail  business  will  recall 
what  happened  in  1898  and  for  a  few  years 
thereafter.  The  tax  was  in  no  case  borne  by 
the  patent  medicine  manufacturer,  but  was 
promptly  passed  along  in  turn  by  him  and  by 
the  jobber.  When  the  retailer  got  it  he  had  to 
keep  it — and  he  didn't  want  to  keep  it.  As  Mr. 
Mayo  has  pointed  out,  the  only  type  of  drug- 
gist who  recouped  himself  was  the  cut-rate 
dealer,  and  he  had  no  difficulty  in  adding  the 
requisite  number  of  cents  to  the  price  of  pro- 
prietary articles  sold  by  him.  The  average 
druggist,  selling  everything  at  the  printed 
price,  was  unable  to  help  himself  in  the  slightest 
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degree.    He  couldn't  sell  a  25-cent  product  for 
27  cents. 

Worse  than  that,  many  of  the  wholesale 
prices  on  proprietary  articles,  advanced  at  that 
time  because  of  the  war  tax,  were  never  re- 
duced after  the  tax  was  removed.  They  re- 
mained as  an  unpleasant  memory,  and  the  re- 
tail druggist  is  not  anxious  to  have  history 
repeat  itself.  Strong  resolutions  condemning 
a  war  tax  on  proprietary  articles  were  passed 
at  the  recent  annual  conventions  of  both  the 
National  Association  of  Retail  Druggists  and 
the  American  Pharmaceutical  Association. 


THE 
HAKBISON  BILL. 


At  this  writing  the  house 
and  the  senate  conferees  in 
Washington  have  failed  to 
agree  on  the  final  form  of  the  Harrison  anti- 
narcotic  bill.  The  importance  of  other  meas- 
ures, now  pending  in  Congress,  has  made  it 
difficult  for  the  joint  committee  to  devote  suf- 
ficient time  to  the  consideration  of  the  bill,  and 
this  furnishes  another  reason  why  up  to  the 
present  moment  final  agreement  has  not  been 
reached.  The  N.  A.  R.  D.  has  protested 
against  the  senate  form  of  the  measure  because 
it  does  not  compel  physicians  to  keep  a  record 
of  all  narcotics  administered  by  them. 

It  is  rather  amusing  to  notice,  however,  that 
physicians,  on  the  contrary,  are  bombarding 
the  conferees  with  protests  that  the  measure  is 
too  rigid  instead  of  too  liberal.  The  doctors 
dislike  the  fact  that  the  bill  permits  them  to 
administer  narcotics  only  when  personally  in 
attendance  upon  persons  for  whom  they  are 
prescribing  the  indicated  drugs.  This  is  the 
one  bone  of  contention  now  disturbing  the 
joint  committee.  Apparently,  therefore,  the 
N.  A.  R.  D.  might  well  be  satisfied  if  the  bill 
goes  through  as  adopted  by  the  Senate,  since 
the  alternative  seems  to  be  that  physicians  will 
have  still  greater  liberty  in  the  administration 
of  narcotics. 

It's  a  pretty  good  rule  in  legislation  to  take 
as  much  as  you  can  get  without  asking  for  the 
impossible  and  the  ideal. 


NUKSINO  BOTTLES 
INACCUIATE. 


Much  interest  has  been  ex- 
cited by  the  article  which 
appeared  in  the  last  issue  of 
the  Bulletin  of  Pharmacy  dwelling  on  the 
startling  inaccuracy   in    scales,   weights,   and 


measures.  What  is  being  done  in  several 
States  to  correct  so  unfortunate  a  condition 
was  rehearsed  at  some  length.  In  the  mean- 
time we  find  that  the  New  York  authorities 
have  found  graduated  glass  nursing  bottles  to 
be  so  incorrect  as  to  cause  serious  mistakes 
arising  from  their  use  in  the  dispensing  of 
medicines  as  well  as  liquid  foods  by  the  laity. 
The  Superintendent  of  Weights  and  Meas- 
ures in  New  York  State  promulgated  a  ruling 
several  weeks  ago  making  unlawful  the  sale  or 
even  the  offering  for  sale  of  such  bottles.  It 
soon  became  realized,  however,  that  plain  nurs- 
ing bottles  were  not  available  in  the  market. 
Their  manufacture  was  discontinued  several 
years  ago,  and  it  will  be  impossible  to  turn  out 
supplies  again  until  glass-blowing  operations 
are  resumed  in  the  fall.  Under  the  circum- 
stances the  superintendent  suspended  his  niling 
until  the  supplies  of  unmarked  bottles  should 
be  available. 

4e         4c         ]|( 

We  observe  from  an  edi- 
Two  LIBEL  SUITS,    torial  in  the  September  issue 

of  the  National  Druggist 
that  the  Chattanooga  Medicine  Company  has 
brought  a  libel  suit  for  $200,000  against  the 
American  Medical  Association,  and  another 
for  $100,000  against  George  H.  Simmons, 
editor  of  the  Journal  of  the  A,  M,  A.  It  would 
appear  that  attacks  have  recently  been  pub- 
lished in  the  Journal  on  the  Chattanooga  Com- 
pany, and  particularly  on  Mr.  Patten,  the  head 
of  the  corporation.  The  charges  made  against 
Mr.  Patten,  assailing  his  character,  have  since 
been  withdrawn  by  the  Journal,  but  the  attacks 
upon  his  company  have  been  renewed  with  even 
greater  vigor.    Hence  the  two  libel  suits. 


The  State  of  New  York  lias 

A  DRASTIC  LAW  i.-   •      i.   j    r-  u      *u 

IN  NEW  YORK,     anticipated  Congress  by  the 

enactment  of  a  law  modeled 
upon  the  Harrison  draft.  This  is  known  as  the 
Boylan  anti-narcotic  sales  restriction  bill.  It 
was  opposed  in  its  original  form  by  practically 
all  of  the  pharmaceutical  interests,  first  for  the 
reason  that  the  impending  success  of  the  Harri- 
son measure  would  make  it  more  or  less  un- 
necessary, and  secondly  for  the  reason  that  it 
went  a  good  deal  farther  than  the  Harrison 
bill  and  was  unnecessarily  drastic.  Governor 
Glynn,  however,  was  a  determined  advocate 
of  the  measure  and  sent  an  emergency  message 
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to  the  legislature  bespeaking  its  prompt 
passage.  Fortunately,  before  it  became  law, 
the  pharmacists  succeeded  in  having  it 
amended. 

The  bill  aifects  chloral,  opium,  and  the  salts, 
alkaloids  and  derivatives  of  the  latter.  Sales 
by  druggists  are  limited  in  the  customary  man- 
ner to  prescriptions,  which  of  course  must  not 
be  refilled.  A  unique  provision  is  that  the 
patient's  name  and  address  must  be  written  on 
the  label  of  the  bottle.  Pharmacists,  physi- 
cians and  other  dealers  must  invariably  use  a 
special  order  blank  when  ordering  supplies, 
and  these  blanks  are  provided  by  the  State 
Board  of  Health.  When  the  Harrison  bill  be- 
comes law,  it  would  seem  that  dealers  in  New 
York  State  must  therefore  use  tzvo  order 
blanks — a  Federal  blank  and  a  State  blank. 
This  shows  the  folly  of  enacting  State  laws 
duplicating  Federal  legislation. 


ASTSONO 


Ever   since   the   temperance 
LIQUOR  ACT.       w^ve  began  sweeping  over 

the  country  five  or  six  years 
ago,  the  druggists  of  West  Virginia  have 
themselves  sought  to  secure  the  enactment  of 
a  strong  liquor  law  concerning  the  sale  of 
liquor  in  drug  stores.  They  wisely  decided 
that  if  they  took  the  initiative  they  would  get 
public  credit  for  desiring  to  protect  the  good 
name  of  their  own  calling,  and  they  would  also 
head  off  drastic  and  ill-advised  laws  suggested 
by  half-baked  reformers  unfamiliar  with  con- 
ditions. 

The  new  law  in  West  Virginia  provides  that 
for  medicinal  purposes  liquor  may  be  sold  only 
on  the  prescription  of  a  reputable  licensed 
physician.  The  physician  must  make  a  per- 
sonal examination  of  his  patient,  must  not  pre- 
scribe liquor  for  persons  addicted  to  the  use 
of  it,  and  he  must  keep  records  showing  for 
what  disease  a  patient  is  being  treated,  and  in- 
dicating also  the  number  of  prescriptions  for 
liquor  which  a  patient  has  been  given  during 
the  year. 

The  druggist  who  violates  the  law  is  given 
a  maximtun  penalty  of  $500  fine  and  six 
months  in  jail.  A  physician  is  given  the  same 
sentence.  Since  the  enactment  of  the  law  we 
learn  that  many  druggists  throughout  the 
State  have  decided  to  discontinue  the  sale  of 
liquor  entirely. 


A  case  recently  decided  in 
DANGER!  Ncw  York  City  goes  to  show 

that  drug  stores  cannot  le- 
gally advertise  to  write  prescriptions  and  to 
diagnose  diseases,  even  though  they  employ 
regularly  licensed  physicians  for  the  purpose. 
A  pharmacist  who  had  so  advertised  was  re- 
manded to  the  custody  of  the  warden  of  the 
city  prison  by  a  justice  of  the  Supreme  Court. 


The  St.  Louis  College  of  Pharmacy  will 
celebrate  its  fiftieth  jubilee  early  in  November. 
Dr.  H.  M.  Whelpley,  dean  of  the  College,  is 
anxious  to  hear  from  every  living  person  who 
ever  matriculated  in  the  school.  Further  an- 
noimcement  about  the  Semi-Centennial  will  be 
made  later  on  by  the  college  authorities. 


A.  PH.  A.  REFORMS. 

It  is  a  source  of  considerable  gratification  to 
the  Bulletin  of  Pharmacy  that  the  move- 
ment for  internal  reforms  in  the  American 
Pharmaceutical  Association,  which  this  journal 
inaugurated  promptly  after  the  Nashville  meet- 
ing in  1913,  culminated  in  almost  complete 
success  at  the  Detroit  meeting  a  month  or  two 
ago.  The  A.  Ph.  A.  had  grown  so  large,  and 
had  spread  out  in  so  many  directions,  that  its 
meetings  had  become  a  confusing  nightmare, 
and  a  better  system  of  coordination  and  a 
greater  degree  of  efficiency  were  urgently 
needed.  The  subject  became  the  one  leading 
issue  of  the  Detroit  convention,  and  after  a 
week  of  study  and  debate  the  propositions  ad- 
vanced by  the  Bulletin  were  adopted  in  the 
following  respects: 

1.  The  customary  addresses  of  welcome,  and  re- 
sponses thereto,  will  hereafter  be  omitted  at  the  first 
general  session,  and  the  members  will  thus  be  spared  an 
hour  or  more  of  tedious  "oratory." 

2.  The  Council,  except  on  the  first  and  last  days,  will 
hold  its  meetings  in  the  evening,  and  will  no  longer 
interfere  with  the  beginning  of  section  work  in  the 
morning. 

3.  With  the  Council  out  of  the  way,  the  sections  will 
start  promptly  in  the  morning  at  9.30,  and  thus  will  be 
avoided  the  wearisome  delay  of  an  hour  or  even  an 
hour  and  a  half  which  has  characterized  meetings  in 
the  past.  Promptness  and  celerity  are  to  be  slogans  in 
the  future. 
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4.  The  meetings  of  both  the  general  association  and 
the  various  sections  will  be  confined  to  the  morning  and 
afternoon  periods,  leaving  the  evenings  free,  so  far  as 
the  great  bulk  of  the  membership  is  concerned,  for  rest, 
recreation  and  social  intercourse. 

5.  To  save  unnecessary  loss  of  time,  concurrent 
meetings  of  the  several  sections  will  be  held  more 
generally  than  in  the  past.  Three  or  four  sections  may 
meet  at  the  same  hour  in  different  rooms,  but  a  system 
of  bulletins  boards  will  be  used  so  that  a  member  sitting 
in  any  one  room  may  know  exactly  what  is  going  on 
■elsewhere. 

6.  The  Section  on  Pharmacopoeias  and  Formularies 
was  abolished,  and  its  work  will  hereafter  be  done  by 
a  committee  within  the  Section  on  Practical  Pharmacy 
and  Dispensing.  This  leaves  six  sections,  which  are 
more  than  sufficient  for  every  purpose.  The  Scientific 
Section,  however,  was  made  into  four  subdivisions,  so 
that  its  work  may  be  more  properly  and  intelligently 
•classified. 

7.  Such  papers  as  are  deemed  worthy  will  hereafter 
be  printed  in  advance  and  will  be  furnished  to  the 
members  at  the  convention. 

8.  The  general  secretary  will  prepare  a  collective 
program  containing  the  detailed  programs  of  the  differ- 
ent sections,  and  showing  at  what  paticular  session  any 
given  paper  will  come  up  for  attention. 

9.  The  minutes  of  the  Council  will  no  longer  be  read 
in  extenso,  but  will  be  presented  in  brief  abstract  to  the 
association.  Any  member,  however,  may  ask  for  further 
information,  or  may  attend  the  meetings  of  the  Council 
itself  and  be  given  the  floor  by  permission  of  the  pre- 
siding officer. 

Several  other  propositions  were  adopted,  but 
they  were  of  lesser  importance  and  scarcely 
need  mention  in  this  connection.  Taken  as  a 
whole,  this  scheme  of  internal  reform  will 
make  for  less  confusion,  less  loss  of  time,  more 
•coordination,  and  far  greater  efficiency  at  the 
annual  conventions.  A  number  of  the  changes 
were  adopted  experimentally  by  the  Detroit 
local  committee  at  this  year's  convention,  and 
they  received  universal  commendation.  The 
meeting  went  with  a  snap  from  beginning  to 
end,  and  far  more  real  business  was  accom- 
plished than  ever  before.  At  the  same  time, 
more  leisure  was  afforded  for  the  reading  and 
-discussion  of  papers  in  the  various  sections. 

It  was  something  of  a  shock  to  the  old  mem- 
bers of  the  association  to  find  meetings  called 
promptly  on  schedule  time,  when  they  had  been 
in  the  habit  of  smoking  their  cigars  in  the  hotel 
lobby  for  an  hour  or  an  hour  and  a  half,  feel- 
ing sure  that  delay  would  be  inevitable.  Pages 
went  through  the  corridors  announcing  the 
opening  of  meetings,  and  men  found  out  after 
a  day  or  two  that  if  they  weren't  promptly  on 
hand  they  would  miss  something.  They  soon 
.^ot  in  the  habit  of  being  on  deck. 


The  Detroit  meeting  established  a  record 
which  it  is  hoped  will  serve  as  a  useful  prece- 
dent upon  which  to  build  in  the  future.  If  the 
several  reforms  adopted  by  the  association,  and 
written  into  the  by-laws  and  the  standing  rules, 
are  faithfully  observed  in  the  years  to  come, 
the  association  will  be  a  much  more  efficient 
instrument  than  it  has  ever  been  before. 


THE  SYLLABUS  WITHSTANDS  AN  ATTACK. 

It  is  very  fortunate  indeed  that  the  attack 
made  on  the  Pharmaceutical  Syllabus  was  suc- 
cessfully routed  at  the  Detroit  meeting  of  the 
American  Pharmaceutical  Association.  It  was 
proposed  at  the  Detroit  meeting  that  the  A. 
Ph.  A.  should  withdraw  from  the  present 
Syllabus,  and  that  it  should  get  out  a  Syllabus 
of  its  own. 

Fortunately  the  sound  sense  of  the  associa- 
tion prevented  any  such  step  from  being  taken. 
The  great  strength  and  beneficence  of  the  pres- 
ent Syllabus  movement  resides  in  the  very  fact 
that  it  is  engineered  not  by  any  one  association 
or  agency,  but  that  it  results  from  the  coor- 
dination of  three  great  groups  in  American 
pharmacy — ^the  American  Pharmaceutical  As- 
sociation, the  National  Association  of  Boards 
of  Pharmacy,  and  the  Conference  of  American 
Faculties.  The  book  is  gotten  up  by  a  com- 
mittee of  21  representing  7  delegates  from  each 
of  the  three  parent  bodies. 

For  the  first  time  in  American  pharmacy, 
examining  boards  on  the  one  hand  and  colleges 
on  the  other  are  working  together  in  an  effort 
toward  harmony  and  mutual  understanding, 
and  their  work  is  being  assisted  and  supple- 
mented by  the  one  great  association  of  Ameri- 
can pharmacists.  This  means  a  great  deal  in 
itself,  wholly  irrespective  of  what  book  or 
books  may  result  therefrom.  It  would  be 
nothing  less  than  a  crime  to  sever  and  disrupt 
this  cooperative  movement.  As  a  matter  of 
fact,  moreover,  the  present  Syllabus,  recently 
brought  out  in  its  second  edition,  is  not  open  to 
serious  criticism.  It  is  true  that  the  book  does 
not  represent  all  that  any  one  teacher,  board 
member  or  pharmacist  might  think  necessary, 
but  there  never  can  be  a  Syllabus,  and  there 
never  ought  to  be  a  Syllabus,  that  would  rep- 
resent one  man's  views.  A  Syllabus,  like  a 
law,  is  the  result  of  compromise-^-the  wisdom 
of    many    men    brought    into    harmony  and 
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wrought  out  in  a  spirit  of  mutual  concession 
and  conciliation. 

Incidentally  the  Syllabus  movement  is  an 
eloquent  proof  of  the  great  power  and  in- 
fluence of  the  American  Pharmaceutical  As- 
sociation. It  was  the  A.  Ph.  A.  which  fathered 
and  brought  into  existence  both  the  National 
Association  of  Boards  and  the  Conference  of 
Pharmaceutical  Faculties.  It  continues  as  the 
parent  of  both  organizations.  It  has  them 
meet  with  it  every  year  at  the  same  time  and 
place.  The  Syllabus  is  an  outgrowth  of  this 
work  of  coordination,  and  while  it  hasn't 
revolutionized  educational  conditions  as  yet,  it 
augurs  most  hopefully  for  the  future. 


conspicuous  stage,  and  Professor  Heller  is  en- 
titled to  the  thanks  of  all  educated  pharmacists 
and  of  all  patriotic  German-Americans  for  the 
trouble  he  has  taken  to  perpetuate  the  memory 
of  a  striking  personality. 


AN  EHINBNT  GERMAN  PHARMACIST. 

We  are  indebted  to  Herr  Bodemann  for  a 
copy  of  a  paper  in  German  by  Prof.  Dr.  Otto 
Heller  of  Washington  University,  St.  Louis, 
Mo.  It  is  entitled  "From  the  Diary  of  a 
Forty-eighter,"  and  the  subject  of  the  sketch, 
or  paper,  is  Dr.  Enno  Sander.  German  readers 
of  the  Bulletin  who  desire  a  copy  can  obtain 
one  by  writing  Dr.  Heller,  or  by  communicat- 
ing with  the  publishers,  the  German-American 
Historical  Society  of  Illinois,  Chicago. 

Dr.  Enno  Sander  played  a  conspicuous  part 
in  the  German  revolution  of  1848,  which  is  so 
eloquently,  so  glowingly  portrayed  by  Carl 
Schurz  in  his  memoirs.  We  owe  to  that  revo- 
lution some  of  the  very  best  blood  that  Ger- 
many has  ever  contributed  to  oiir  American 
population — Carl  Schurz,  Abraham  Jacobi,  the 
late  Dr.  Kiefer  of  Detroit,  Enno  Sander,  and 
others.  They  were  men  of  great  energy, 
powerful  intelligence,  and  burning  idealism. 

Dr.  Enno  Sander  was  one  of  the  first  men 
in  the  United  States  to  operate  a  strictly 
pure  or  prescription  pharmacy.  According  to 
Professor  Heller,  Sander  was  the  real  founder 
of  the  American  Pharmaceutical  Association 
in  1858.  In  1863  he  established  the  St.  I^uis 
College  of  Pharmacy,  of  which,  for  many 
years,  he  was  the  leading  spirit.  Later  he  de- 
voted himself  almost  exclusively  to  his  labora- 
tory for  the  manufacture  of  artificial  mineral 
waters.  He  remained  the  head  of  this  business 
enterprise  until  his  death.  Dr.  Enno  Sander 
was  a  man  of  powerful  frame  and  powerful 
character — an  athlete  mentally,  physically,  and 
morally.     He  played  an  important  part  on  a 


THE  HALL  OF  FAME 


THE  NEW  PRESIDENT  OF  THE  N.  W.  D.  A. 

At  the  annual  meeting  of  the  National 
Wholesale  Druggists'  Association,'  convened  at 
Indianapolis  the  week  beginning  Monday,  Sep- 
tember 21,  Charles  A.  West,  of  Boston,  Massa- 
chusetts, was  elected  ;president. 

Mr.  West  is  vice-president  of  the  Eastern 
Drug  Co.,  and  has  for  a  number  of  years  been 
influential  in  the  association  of  which  he  now 
becomes  the  nominal  head.     He  has  been  one 


DniBKlats'  Aaaoclktlon. 

of  the* representatives  of  the  jobbing  trade  in 
the  National  Drug  Trades  Conference  since 
the  organization  of  the  latter,  and  is  now  first 
vice-president  of  the  Conference. 

Mr.  West  has  been  chairman"  of  the  com- 
mittee on  legislation  of  the  N.  W,  D.  A.  since 
the  death  of  Mahlon  N.  Kline,  of  Philadelphia, 
in  November,  1909,  and  it  is  undoubtedly  his 
excellent  work  in  this  connection  which  has 
resulted  in  his  promotion  to  the  head  of  the 
association. 

Mr.  West  succeeds  George  W.  Lattimer,  of 
the  Kauffman-Lattimer  Drug  Co.,  Columbus, 
Ohio,  who  was  elected  president  at  the  meeting 
held  last  year  at  Jacksonville,  Fla. 
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SHE  DI8PBNSBS  150  PRESCRIPTIONS 
A  DAY. 

Miss  Sarah  Richardson  has  recently  secured 
the  appointment  of  pharmacist  in  the  New 
York  Infirmary  for  Women  and  Children. 
Miss  Richardson  is  a  good  example  of  the  op- 
portunity presented  to  women  in  pharmacy. 
The  daughter  of  Frank  Richardson,  of  Cam- 
bridge, N.  Y.,  she  served  her  apprenticeship 
with  her  father,  graduated  from  the  Cam- 
bridge high  school  in  1909,  from  the  Albany 
College  of  Pharmacy  in  1913,  and  was  licensed 


several  years  in  Fairbury.  Mr.  Pease  is  a 
thorough  student  of  the  times — a  man  who 
seizes  upon  new  developments.    He  will  be  an 


A.  V.  Pbasb. 


accomplished  chain-store  expert  within  a  lew 
years  and  will  probably  control  half  the  dni<; 
stores  in  Nebraska ! 


8a>*h  BioHAmoioH.  Ph.O. 


A  NORTH  DAKOTA  DRUGGIST. 

Roy  G.  Cook,  of  Fargo,  has  been  choseii 
local  secretary  for  the  1915  Convention  of  the 


A.  V.  PEASE  BECOMING  A  "CHAIN" 
DRUGGIST. 

Everybody  knows  Autumn  V.  Pease,  of 
Fairbury,  Nebraska.  He  is  a  conspicuous 
member  of  the  Nebraska  State  Pharmaceutical 
Association,  the  American  Pharmaceutical  As- 
sociation, the  Rexall  organization,  and  a  lot  of 
other  movements  and  things.  Mr.  Pease  has 
had  for  years  a  very  successful  pharmacy  in 
Fairbury;  now  he  has  branched  out  and  bought 
an  additional  store  in  Grand  Island,  Nebraska. 
He  has  placed  in  charge  of  the  new  establish- 
ment a  young  man  who  has  been  with  him  for 


by  the  State  Board  of  Pharmacy  in  May  of  the 
latter  year.  Her  present  position  is  one  which 
appeals  to  any  woman  of  scientific  spirit.  She 
now  dispenses  from  75  to  150  prescriptions 
daily,  and  is  very  happy  in  her  work. 


State  Pharmaceutical  Association.  Mr.  Cook 
is  one  of  the  live  young  druggists  of  North 
Dakota. 
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A.  a.  Neren,  Green  Bar.  VHa..  Bepub 


ie  State  Ic«i>Utni«. 


DrDttUta  Wbo  hav*  bean  NomlDaled  lor  Pnbllc  Office. 
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Four  Mda  dlspenwn  ore  kept  bnij  In  Andenon'sPh>niiK3,  The  Fort  Towaon  Dnis  Compuijr's  Bt<m.  OkUhoma.    Tbe 

HDastoD.  Tezu.    The  Hare  li  well  equipped  to  huidle  tbe  ceutnl  flinra  is  C.  Pollen,  numMcr.  while  buk  of  him  Mandi 

luve  TDlmne  of  biulneH.  not  onlT  in  (he  iioda  wkter  deiNUt-  J.  W.  Johi                                                                          ~ 

Dient,  bal  in  all  ollwn.  In  poddon  near  the  Ion 


TliB  QluBOW  Drue  OompBUj'i  at 
Mkbae.  nuuiuer.    Well  stocked,  1 

Mr.  Mabee  la  »en  to  the  ilsht. 


A  aide  view  ol  t,  ■e<»lon  d  the  HermiuiTllle  Dnw  (^ompKnr'B  Phmnnici  of  Oetiel  A  Torntuce.  Duiville.  DL    It  will  be 

■toie.  Hermknvllle.  MlM.    The  picture  ihows  Mr.  D,  C.  Pitta.  nolioed  thattbereiBnoconnteropporitetbefomilalii.ftiDodeni 

presorlptlDn  clelk  end  mnnaeer.  wall-caae  hnvlnr  been  inetnlled. 

Half  a  DoB«ii  Drn^  Stores. 
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Hr.  Thomw  Bootli  of  New  Oileftn*.  on  the  left.  haldinK  One  ThlBm»>«hot*lKiinC.H.lTDdenroad.  kdmcclstktKlaiiuth 

eiidorUM«triDCO(fidi.mDdHr.  A.DretnoIBauAutoulo.  Tbiu.  FkUb.  Oreton.  ciurdlnt  »  pMt  ol  a  daj'a  c&tch  of  mouDtaln 

hoMtdC  tightly  U  the  other  end  of  the  line.    tin.  Booth  tad  troat  taken  hom  the  head  mten  trf  Bonce  River.     The  partr 

Urs.  Hennim  DtsIm  In  the  backaronnd.  The  picture  was  taken  conaEsted  of  elsht  persans,  and  the  total  catch  for  the  dar  nnm- 

St  Medina  Lake.  West  Texas.  bered  a  Utile  better  than  40U. 


A  jMrt;  of  West  Vlriinla  drnnlita  at  a  meetlui  ol  the  8tAte  Fred   L.   SelbT  of    Martina   Ferrj,    Ohio.    In  his  SC-horae- 

Pharmawmdcal  AHodatlon  beld  at  Lock  Lnm     Tbe  parlr  In-  power  Buick.    Ur.  Belbj.  in  company  with  Elmer   E.  Beed. 

clndei  Alfred  Walker,  W.  W.  Inrin,  Sd  Harrison,  and  S.  M.  operates  three  atoies— two  at  Uartliu  Ferrr  and  one  at  Bridce- 

Scott,  Jr.  port.  Ohio. 


TheoBakkeand  family.  MUwaokee,  Wis.    Hr.  Bakke.  whose  Prof.  K.V,  Howell,  dean  of  tbe  school  of  pbannacj  ol  the  Cnl- 

More   ia   located   In   the  corner  of  tbe  recentlj- built  Berlin  Tenlty  of  North  Carolina,  and  a  parlj  of  friends  hnntlnz  near 

Arcade,  comer  of  North  Avenne  and  Third  Street,  drives  an  "Aioadla,"  a  tamoos  property  at  which  Waslilncton  and  La- 

"EngerW."  fayette  wen  once  entertained.    Prof.  Howell  standsatthe  left. 

How  They  Enjoy  Themsclvea. 


Monthly  Prize  Questions  and  Answers. 

Tf^  month  two  topics  are  ^xtaaed — the  prict'lag,  and  bhhglcals.  Concerning  the  Jormer.  all  argument 
aeems  to  be  for  the  qffirmathe;  no  one  has  been  bold  enough  to  lift  a  oolce  against  the  use  of  price-tags. 
The  papers,  although  Afferent,  are  similar.  In  connection  with  "  Hon  can  we  handle  the  growing  business  h 
bhhgkal  products  ?  "  let  tt  he  said  that  lack  of  space  unfortunately  curtails  the  discussion  to  two  papers  --the 
prize-winning  one,  and  the  "  next-best  "  one.  Both  of  these  will  he  found  tnieresting  and  particularly  tbnel}), 
for  biological  products  are  rapidly  assuming  an  imporiarKe  in  pharmacy  which  a  few  short  years  ago  eoen  the 
rrtost  far-seeing  failed  to  appreciate  fully.     The  day  is  at  hand  when  one  must  "  ^noic  "  biologkah. 


Should  Goods  on  Display  Always  Bear  a  Price-tag  P 

Answers  to  a  question  announced  in  June. 


THE  PRIZE-WINNING  ANSWER 

By  E.  a.  Peskenot. 
Mr.  Jones  stood  gazing  into  a  handsome 
shop  window.    The  display  was  unusually  ef- 
fective, so  much  so  that  it  arrested  his  atten- 


tion. He  paused ;  and  seeing  therein  some 
article  he  would  like  to  possess  his  hand  in- 
stinctively jingled  some  loose  coins  in  his 
pocket. 

There  was  no  price  marked  on  the  article  dis- 
played, and  Mr.  Jones  wondered  how  much 


was  asked  for  it.  Being  a  prudent  man,  how- 
ever, he  hesitated  to  go  in,  fearing  the  price 
would  be  more  than  he  cared  to  pay.  He 
moved  away  reluctantly. 

A  block  and  a  half  farther  down,  Mr.  Jones' 
attention  was  again  arrested.  The  same  article 
was  displayed  in  this  shop  window,  also.  Bui 
here,  attached  to  each  article,  was  a  bold-typed 
price-card.  The  figure  suited  Mr.  Jones,  and 
he  went  into  the  store  and  bought  the  article. 

This  sale  was  made — by  what?  Largely  by 
the  insignificant  little  price-tag. 

What  do  we  make  window  displays  for? 
Isn't  it  to  get  money?  Doesn't  the  price-tag 
help  to  get  the  money? 

Then  why  not  use  price-tags? 

Goods  artistically  and  tastefully  displayed 
will  attract  attention ;  will  often  do  more  than 
that — will  create  a  desire.  But  how  often  the 
admiring  public  will  turn  away  wondering  at 
the  same  time  what  the  price  might  be !  Espe- 
cially is  this  true  of  a  man.  He  dislikes  to  ask 
the  price  unless  he  intends  to  make  the  pur- 
chase; he  does  not  want  to  appear  in  the  light 
of  a  piker. 

With  women  it  is  somewhat  different;  they 
do  not,  as  a  rule,  hesitate  to  ask  the  price  of 
anything  they  see,  if  only  out  of  curiosity.  But 
they  would  be  much  more  favorably  impressed 
if  the  price-tag  was  on  the  goods.  There  is  a 
possibility,  too,  that  the  price-tag  attached 
lends  to  the  whole  procedure  the  atmosphere  of 
a  bargain ;  and  this  a  woman  finds  it  extremely 
difficult  to  resist. 

A  very  small  percentage  of  the  purchasing 
public  knows  the  real  value  of  an  article. 
Many  are  influenced  to  buy  simply  because  the 
price  is  boldly,  plainly  stated.    The  thought  is 
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struck  home  that  there  is  no  bunco  about  these 
goods,  or  the  price  wouldn't  be  there.  The 
merchant  was  not  afraid  to  advertise  his  price. 

Did  you  ever  see  a  well-conducted  depart- 
ment store  display  goods  without  a  price-tag? 

If  you  are  getting  10  cents  for  your  ice- 
cream soda,  let  that  fact  be  plainly  known.  It 
does  not  pay  to  create  dissatisfaction  in  the 
mind  of  a  patron  who  has  paid  5  cents  else- 
where, and  will  walk  into  your  place  expecting 
to  pay  the  same.  It  might  be  far  better  that  he 
or  she  did  not  come  at  all. 

It  seems,  then,  that  we  must  do  more  than 
simply  create  a  desire  for  our  goods  by  making 
a  display.  We  must  put  a  price-tag  on  them, 
also. 


THE  PRICE-TAG. 
By  Nora  I.  Mitchell. 

Every  article  offered  for  sale  has  three 
points  of  interest :  Where  to  get  it — How  good 
is  it — How  much  is  it? 

Where  to  get  it  matters  little,  for  our  cus- 
tomer's money  will  buy  goods  anywhere.  The 
second  question  is  largely  a  matter  of  indi- 
vidual judgment.  An  answer  to  the  last  ques- 
tion must  be  brought  home  to  the  senses  in 
some  manner. 

A  man  who  travels  from  one  end  of  the 
country  to  the  other  recently  said:  "Personally 
I  never  go  into  a  store  to  buy  anything,  where 
the  prices  are  not  in  plain  figures  on  the  goods 
displayed  in  the  windows." 

A  certain  druggist  bought  a  fine  assortment 
of  hot-water  bottles.  Good  ones ;  a  little  more 
costly  than  those  usually  shown  in  the  depart- 
ment stores.  In  season  he  made  a  window  dis- 
play, attaching  the  prices  to  every  bottle. 

After  several  days  he  added  to  this  display 
some  descriptive  cards,  whereon  was  explained 
the  excellence  of  the  goods;  reasons  stated 
why  it  paid  to  buy  the  best. 

His  sales  increased  to  the  extent  that  he  was 
obliged  to  order  more  of  the  bottles. 

Putting  the  prices  on  the  goods,  in  plain 
sight,  does  not  cancel,  however,  the  entire  obli- 
gation. Salesmanship  must  still  be  brought 
into  use  before  the  transaction  is  effectively 
closed.  But  as  a  little  aid  to  good  salesman- 
ship there  can  be  no  question:  the  price-tag  has 
its  place. 

One  must  know  his  goods,  though.  In  a 
drug  store  where  photographic  supplies  were 


carried  a  new  clerk  was  employed.  The  price 
was  on  every  article.  The  clerk  knew  nothing 
about  photography,  and  proved  almost  a  total 
failure  in  this  department. 

A  traveling  salesman  sold  pennants  to  two 
druggists  in  a  college  town  in  the  west.  Both 
druggists  were  on  the  same  side  of  the  street, 
and  their  stores  were  not  far  apart.  One  put  a 
neat  price  card  on  every  pennant  he  hung  up. 
The  other  did  not.  On  his  next  trip,  the  sales- 
man sold  the  first  man  another  supply.  The 
second  man  had  plenty  on  hand. 

A  druggist  after  thirty  years  of  broad  ex- 
perience recently  said:  "I  can  recall  only  one 
instance  where  a  sale  was  lost  because  the  price 
was  marked  on  the  goods.  A  lady  entered  the 
store  in  quest  of  a  certain  shade  of  brown  wall 
paper  for  her  sitting  room.  She  found  just  the 
color  and  design  she  wanted,  but  the  price  was 
only  half  what  she  had  paid  for  it  the  year  be- 
fore, at  another  place.  It  was  too  cheap ;  she 
wouldn't  take  it." 

The  price  should  be  on  every  article  dis- 
played, and  also  in  every  advertisement. 
Make  the  prices  plain,  and  make  them  at- 
tractive. Women  constitute  more  than  one- 
half  the  buyers,  and  women  care  about  these 
things.  Some  of  them  have  to,  for  they  have 
to  make  a  little  money  go  a  long  way. 


PUT  THE  MATTER  TO  A  TEST. 
By  Sidney  H.  Veaco,  Ph.G. 

To  my  mind,  an  attractive  display  is  one  of 
the  essential  considerations  that  enters  into  the 
game  of  merchandising.  To  succeed  in  arrest- 
ing the  attention  of  a  prospective  customer  by 
cleverly  displaying  an  article  is  merely  the 'first 
step  towards  the  sale.  The  next  consideration 
that  your  prospective  customer  is  interested  in 
is  "How  much  does  it  cost?" 

Now  some  people  say  that  jf  the  customer 
desires  a  particular  article  on  display  he  will 
ask  the  price.  But  I  have  found  that  he  will 
not  always  do  this ;  moreover,  that  it  is  not  al- 
ways convenient  to  have  him  do  it.  The  latter 
is  especially  true  on  Saturdays  when  the  entire 
store  force  is  busy.  It  is  then  a  great  con- 
venience to  have  a  patron  step  up  with  a  box  of 
talcum  powder,  say,  and  lay  down  the  price. 
Such  a  sale  has  been  largely  made  by  the  price- 
tag. 

Again,  the  article  on  display  may  be  of  such 
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a  character  that  women,  especially,  would  not 
care  to  ask  the  price.  A  fountain  syringe,  for 
instance.  Here  is  where  the  price-tag  does 
double  duty. 

I  have  demonstrated  to  my  entire  satisfac- 
tion that  the  price-tag  is  essential. 

Why  do  all  the  department  stores  use  the 
price-tag  so  liberally  ?  Are  they  not  scientific 
merchandisers? 

.  Why  do  nearly  all  shop  windows  on  State 
Street,  Chicago,  where  you  will  see  practically 
every  line  of  merchandise  represented,  make 


so  generousa  use  of  price-tags?  I  will  tel!  yon 
why.  It  is  because  the  man  who  pays  the  rent 
knows  the  value  of  the  little  tag.  He. knows 
that  besides  letting  the  public  see  your  wares. 
you  must  also  let  it  know  what  each  individual 
article  costs. 

Should  there  be  a  doubter  of  the  value  of 
the  price-tag,  let  him  try  an  experiment.  It  is 
very  simple.  Let  him  arrange  a  window  with- 
out tags.  Then  let  him  arrange  the  same  win- 
dow supplying  it  with  tags. 

What  happens  will  speak  for  itself. 


How  Can  We  Best  Handle  the  Constantly  Growing  Business  in 
Biological  Products? 

Answers  to  a  Question  announced  in  June, 


THE  PRIZE-WINNING  ANSWER. 
By  Frank  F.  Bosworth. 
In  connection  with  this  class  of  goods  a  local 
druggist  is  at  a  decided  advantage.    Few  phy- 
sicians care  to  invest  in  a  stock  of  bJologicals. 
They  prefer  to  depend  on  the  druggist. 

The  practice  of  writing  prescriptions  for  ar- 


Prank  T.  Boavorth. 

tides  in  this  line  is  becoming  more  general, 
also.  A  little  sad  experience  may  have  taught 
a  physician,  here  and  there,  that  it  is  a  rather 
uncertain  business  to  furnish  a  patient  expen- 
sive remedies.  It  costs  money  to  buy  these 
remedies,  they  must  be  paid  for,  and  if  the  pa- 
tient does  not  pay,  the  physician  has  incurred 
a  distinct  loss. 


The  druggist  is  in  a  much  better  position  K' 
make  the  transaction  a  cash  one. 

One  of  the  chief  essentials  making  for  suc- 
cess in  this  line  is  to  carry  an  adequate  stock. 
The  demand  originates  from  an  urgent  condi- 
tion, and  the  man  who  has  the  right  goods  ai 
the  right  time  gets  the  business.  Indeed  in 
some  cases,  a  few  hours'  delay  may  cost  a  life 
— ^and  more  druggists  than  one  liave  been 
caught  in  this  way.  To  let  that  happen  is  not 
only  bad  business,  but  bad  morals. 

On  the  other  hand,  it  is  very  easy  to  tie  up 
too  much  money  in  this  class  of  goods.  How- 
ever, an  immense  stock  is  not  necessary:  just  a 
good  assortment  of  staples.  Biit  the  stock 
must  be  closely  and  carefully  watched. 

WHAT  ONE  DRUGGIST  DOES. 

I  know  of  one  druggist  who,  under  ordinar\- 
circumstances,  carries  only  two  or  three  pack- 
ages of  a  kind,  but  seldom  misses  a  sale — and 
he  does  quite  a  business  at  that.  This  is  the 
way  he  does  it:  he  has  a  combination  want 
and  record  book,  kept  apart  especially  for  bio- 
logical purposes.  Every  time  a  package  is  sold 
he  makes  it  a  point  to  jot  the  entry  down  in 
the  book,  and  the  system  is  to  merely  order 
enough  new  goods  to  replace  the  item  sold. 
Thus  is  the  stock  kept  as  nearly  uniform  n^ 
possible. 

Whenever  an  epidemic  breaks  out,  an 
adequate  supply  of  the  particular  biological  in- 
volved should  be  ordered  at  once.  But  when 
the  demand  ceases,  all  surplus  packages  shoukl 
be  promptly  returned  for  credit.    Occasionally. 
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too,  a  weeding-out  process  should  be  indulged 
in.  Expired  goods  should  not  be  kept  beyond 
the  age  limit. 

In  ordering  biological  products  it  is  of  the 
utmost  importance  that  proper  and  specific  des- 
ignations should  be  made.  The  writer  is  in  a 
position  to  know  that  many  orders  reach  the 
jobber  or  manufacturer  in  a  condition  that 
renders  them  anything  but  clear.  I  know  of 
one  case  where  a  druggist  wired  in  for  a  serum 
and  failed  to  specify  "Veterinary."  Of  course 
Human  was  sent,  and  this  was  administered  be- 
fore the  mistake  was  noticed.  The  animal 
died. 

It  is  always  best  to  consult  the  list,  to  make 
sure.  One  of  the  largest  and  most  reliable 
manufacturers  simplifies  matters  by  listing  bio- 
logicals  by  number,  as  well  as  by  name. 

PUSH    THE    line! 

Next  to  having  the  goods,  the  most  im- 
portant thing  is  to  let  it  be  known.  The  physi- 
cian and  the  veterinary  surgeon — ^these,  natur- 
ally, must  be  the  target  for  most  of  the  adver- 
tising. Let  them  know  that  you  are  giving  this 
department  special  attention.  Enlist  the  coop- 
eration of  the  manufacturer;  there  are  many 
ways  in  which  he  can  help  you. 

If  you  are  in  a  good-sized  place,  there  is 
business  to  be  had  from  physicians  and  veter- 
inarians in  surrounding  towns.  There  arc 
times,  too,  when  the  general  public  should  come 
in  for  a  few  good  licks,  especially  during  the 
existence  of  an  epidemic.  Urge  the  importance 
of  immunization.  Let  the  public  know  that 
fresh  biologicals  are  kept  on  hand,  and  that 
these  are  all  from  a  reliable  manufacturer. 
The  fact  that  you  are  featuring  products  of 
known  character  and  reliability  will  create  a 
favorable  impression  in  the  public  mind. 

Taking  it  all  in  all,  biologicals  constitute  a 


line  that  should  appeal  to  the  druggist  from 
both  an  ethical  and  commercial  standpoint. 
True,  some  investment  is  required,  and  there 
are  telegrams,  express  charges,  etc.  But  these 
items  are  more  than  offset  by  the  fact  that  bio- 
logical products  are  always  returnable  for  ex- 
change or  credit  and  that  under  proper  man- 
agement all  danger  of  overstocking  is  thus 
eliminated. 

When  these  goods  go  direct  from  the  drug 
store  to  the  patient,  there  is  a  nice  profit  re- 
sulting. But  let  it  be  stated  right  here,  and 
most  emphatically,  that  ten  or  fifteen  per  cent 
is  not  enough  on  goods  of  this  character  sold 
to  the  doctor.  

OF  INCREASING  IMPORTANCE. 

By  Eugene  F.  Rimmer. 

The  pharmacist  has  two  avenues  of  disposal 
for  his  merchandise.  One  of  these  is  through 
his  relation  to  the  medical  profession,  and  the 
consequent  filling  of  prescriptions ;  the  other  is 
through  direct  contact  with  the  customers 
themselves. 

For  these  reasons  we  should  regard  our  bio- 
logical products  as  belonging  to  two  classes. 
Those  which  might  be  termed  therapeutic 
should  be  disposed  of  only  through  their  legi- 
timate channel,  the  physician.  Others,  such  as 
Lactone,  we  can  advertise  to  the  trade  at  large. 

Those  products  producing  therapeutic  action 
comprise  by  far  the  greater  part  of  our  stock, 
but  to  dispose  of  these  products  we  must  neces- 
sarily have  the  confidence  of  our  physicians. 

It  is  not  absolutely  necessary  to  be  a  student 
of  bacteriology  in  order  to  be  able  to  handle 
biologicals.  However,  a  little  time  spent  in 
looking  through  a  medical  dictionary  will  be 
found  of  inestimable  value.  To  be  able  to  con- 
verse intelligently  or,  at  least,  to  understand 
the  proper  nomenclature,  must  necessarily  tend 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  department  is  in  the  hands  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  co-operation 
is  earnestly  urged.     The  following  questions  are  announced  for  the  next  contest: 

I.  Where  is  the  proper  place  to  keep  perfumes,  and  what  is  the  best  method  of 

displaying  them?      SukmiUed  by  Walter  M.  CAoje,  Bangor,  Me. 

2.  What  is  the  best  way  to  secure  a  mailing  list?      SiAmiaeJ b^ Nora  /.  MiteheU,  Sparta,  Mich, 

For  the  best  answer  to  either  of  these  questions  we  shall  award  a  prize  of  $5.00,  Other  answers, 
if  printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  words  long  and 
in  our  hands  by  November  /  0. 
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to  raise  one  in  the  estimation  of  the  medical 
profession.  And  of  course,  if  such  a  thing  is 
possible,  a  comprehensive  knowledge  of  the  un- 
derlying principles  must  be  gained,  right  at  the 
start. 

AN  IMPORTANT  POINT. 

There  is  one  point  that  is  of  extreme  im- 
portance and  that  is  this:  we  must  be  positive 
that  we  are  dealing  with  a  reputable  firm  when 
we  purchase  biological  products.  In  fact,  more 
so  in  this  line  than  in  any  other  branch  of  mer- 
chandise. Only  standardized  products  should 
be  bought  and  these  should  be  stocked  in  small 
quantities,  the  stock  being  replenished  often. 

A  stock  should  consist  of  all  the  more  com- 
mon vaccines,  serums  and  antitoxins.  Also  it 
is  a  good  practice  to  carry  a  package  or  two 
of  any  new  product  that  a  reputable  concern 
has  just  introduced.  The  initial  literature  of 
such  a  manufacturer  may  have  interested  the 
doctor,  and  the  ability  to  say:  "Yes,  sir;  here 
is  a  fresh  package  of  that  right  here!"  will 
cause  the  physician  to  think  a  little.  He  will 
say  to  himself,  "Well,  here's  a  fellow  who  is 
on  the  job !" 

After  the  purchase  of  a  stock  of  biological 
products,  there  are  two  points  to  be  considered. 
First,  that  the  manufacturers  recommend  that 
biologicals  be  kept  away  from  light,  and  at  a 
temperature  of  between  35  to  50  degrees,  Fah- 
renheit; secondly,  that  when  the  expiration 
date  on  the  package  has  been  reached,  the 
goods  should  be  returned  at  once  for  credit  or 
exchange.  It  doesn't  raise  one  a  particle  in  the 
eyes  of  the  physician  to  hand  him  a  package 
on  which  is  printed  a  date  six  months  gone  by. 
Some  physicians  are  careless  themselves,  but 
these  same  physicians  are  apt  to  be  hardest  on 
their  drug  store. 

A  SMALL  REFRIGERATOR  BEST. 

To  keep  the  products  at  the  proper  tempera- 
ture entails  but  little  extra  effort.  The  back- 
bar  of  the  soda  fountain  or  the  ice  chest  of  a 
candy  refrigerator — both  can  be  made  to  serve 


admirably.  It  would  be  better  yet  to  buy  a 
small  refrigerator,  place  it  behind  the  prescrip- 
tion case,  and  stock  it  well  with  dependable 
products.  Then  invite  the  doctor  back  and 
watch  him  warm  up!  Physicians  like  these 
marks  of  thoughtful  attention. 

It  is  well  to  keep  on  hand  a  good  supply  of 
literature  relative  to  the  different  biological 
products.  The  manufacturers  are  glad  to  sup- 
ply these  on  request.  An  excellent  idea  is  to 
have  printed  on  the  back  of  prescription  blanks 
furnished  physicians  something  like  this:  "Our 
supply  of  biological  products  is  complete  and 
dependable."  This  would  serve  as  a  double 
advertisement:  as  a  reminder  to  the  physician 
that  you  can  supply  his  wants,  and  as  a  sort  of 
esthetic  stimulant  to  the  patient,  suggesting  to 
him  the  idea  that  you  are  safe,  scientific  and 
trustworthy. 

THE  SECOND  DIVISION. 

The  second  class  of  biological  products, 
those  that  can  be  advertised  to  the  public,  is  not 
so  great.  In  fact,  there  seems  to  be  but  one  im- 
portant group — ^the  lactic  acid  family.  These 
consist  of  rennin  tablets  for  the  preparation  of 
junket,  and  of  Lactone  tablets  for  the  prepara- 
tion of  buttermilk.  These  can  be  advertised 
for  use  in  the  home,  or  products  made  from 
them  may  be  profitably  dispensed  at  the  soda 
fountain. 

Bacillus  bulgaricus,  cultures  of  a  stronger 
lactic  acid  bacteria,  belong  in  that  class  which 
should  be  left  to  the  discretion  of  the  writer  of 
prescriptions. 

Biological  products  have  passed  the  experi- 
mental stage.  They  have  become  an  indis- 
pensable part  of  medicine,  and  consequently  of 
l)harmacy.  Those  in  the  profession  who  are 
particularly  backward  may  be  able  to  side-step 
the  responsibility  for  a  short  time,  but  sooner 
or  later  bacterial  derivatives  must  find  their 
way  into  every  drug  store. 

How  best  to  handle  them  is  therefore  an  ex- 
tremely timely  topic. 


A  REVOLUTION 

IN  ENGLISH  DRUG  STORES 


Bcrkhamtud.  Bngluid 

[Editor's  Note. — England,  following  Germany's  lead, 
now  has  what  is  known  as  a  National  Insurance  law. 
Something  like  fourteen  million  inhabitants  of  Great 
Britain  are  brought  within  the  scope  of  this  act,  which 
provides  free  medical  attention  and  free  drugs  to  those 
whose  incomes  do  not  exceed  $800  a  year.  Druggists, 
as  well  as  physicians,  opposed  the  passage  of  this  Act  of 
Parliament,  but  it  went  into  effect,  in  spite  of  their  com- 
bined opposition,  eighteen  months  ago.  The  outcome 
has  been  truly  amanng.  Not  only  "chemists"  (as  phar- 
macists are  called  in  England),  but  "medical  men"  as 
well,  have  profited  far  beyond  expectation.  We  are 
fortunate  in  being  able  to  present  in  the  article  which 
follows  a  brief  survey  of  the  revolution  which  phar- 
macy has  undergone  during  the  last  year  and  a  half,  as 
well  as  a  number  of  interesting  side-lights  on  conditions 
as  they  exist  to-day.] 

Eighteen  months  ago  there  were  pharmacies 
in  England,  Scotland,  and  Wales  to  which  the 
advent  of  a  prescription  was  a  rare  event. 
Physicians,  with  few  exceptions,  did  their  own 
dispensing,  and  the  pharmacist  had  to  be  con- 
tent with  the  crumbs  left  over,  which,  in  many 
cases,  amounted  to  practically  none,  for  the 
doctor  supplied  such  sundries  as  wools,  lints, 
bandages,  syringes,  splints,  etc.,  as  well.  But 
on  January  15, 1913,  all  this  was  changed;  and 
from  that  date  a  steady  stream  of  green  papers, 
upon  which  are  written  prescriptions  for  in- 
sured persons,  have  flowed  into  the  pharmacies 
of  the  land. 

These  are  dispensed  and  priced  according  to 
a  tariff  which  is  based  on  the  assumption  that 
each  separate  item  in  the  "script"  should  bear 
a  proiit,  and  that  in  addition  a  small  fee  for 
doing  the  actual  work  should  also  be  charged. 
The  latter,  as  may  be  imagined,  is  not  large, 
being  twopence,  or  4  cents,  for  a  mixture  up  to 
8  ounces,  and  threepence,  or  6  cents,  beyond, 
with  a  slight  addition  made  to  the  fee  in  the 
case  of  emulsions.  Pills,  ointments,  etc.,  carry 
fees  on  the  same  moderate  scale. 

It  can  easily  be  understood  what  a  revolution 
this  meant  to  the  English  pharmacy,  and  that 
preparations  were  made  to  meet  the  expected 
demand  on  the  time  of  the  pharmacist. 

No  figures  are  available  as  to  the  number  of 
scripts,  or  prescriptions,  the  first  year,  but  they 
must  have  amounted  to  many  millions.    Some 
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stores  in  the  congested  centers  got  as  many  as 
200  a  day ;  in  country  districts  some  got  as  few 
as  five. 

A  THOROUGH  SYSTEM  NECESSARY. 

The  first  great  lesson  we  have  learned  is  that 
it  is  impossible  to  do  the  work  with  any  degree 
of  comfort  or  efficiency  without  a  system,  and 
a  thorough  one,  at  that.  Not  that  English 
druggists  were  as  a  body  unsystematic  before. 
But,  except  in  the  high-class  pharmacies  of  the 
cities,  they  were  not  accustomed  to  rapidly 
handling  large  numbers  of  prescriptions,  and 
there  was  consequently  a  marked  degree  of 
leisureliness  about  their  work,  and  in  many 
instances  a  muddling  method  of  doing  it,  which 
was  not  to  be  commended.  This  is  now  all 
changed.  Not  a  moment  can  now  be  lost,  not 
a  job  left  over  till  another  more  suitable  or 
convenient  time;  and  there  is  no  doubt  this  is 
making  English  pharmacists,  as  a  class,  a 
smarter  and  keener  lot  of  business  men.  This 
is  very  evident  in  their  buying.  Larger  quanti- 
ties can  now  be  bought,  and  stocked,  than  hith- 
erto, and  there  is  consequently  a  searching  of 
price  lists  for  the  lowest  rate  and  best  terms. 

But  a  few  years  ago  it  was  an  exceptional 
experience  to  come  across  a  "live"  society  of 
druggists.  Now  every  association  is  a  hum- 
ming center  of  energy  and  enthusiasm  and  a 
new  spirit  is  abroad  in  our  midst,  which  argues 
well  for  the  future. 

PRESCRIPTION  CASES  ARRANGED. 

One  feature  of  national  dispensing  is  very 
evident,  as  one  travels  up  and  down  the  coun- 
try. Dispensing  has  been  relegated  to  a  sepa- 
rate, special  department,  instead  of  being  per- 
formed in  the  old-fashioned  way,  behind  the 
cases  in  the  pharmacy.  This  is  a  decided  ad- 
vantage. If  the  dispensary  is  of  any  size, 
the  making  of  galenicals  can  be  carried  on  in 
it  as  well;  in  fact  there  is  practically  no  limit 
to  the  usefulness  of  such  a  department.  But 
not  every  man  can  command  such  a  luxury. 
Most  English  pharmacists  live  over  or  behind 
their  shops,  and  the   furnishing  of   another 
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room  means  an  incursion  into  the  domestic  part 
of  the  house,  and  in  a  small  house  such  a  de- 
parture is  impossible. 

Many  men,  under  such  circumstances,  have 
been  forced  to  construct  a  department  within 
the  four  walls  of  the  shop  itself,  and  it  is  won- 
derful what  a  few  feet  of  space  will  do  in  this 
particular.  There  are  few  pharmacies  where 
a  space,  say,  3  or  4  feet  wide,  by  6  feet  in 
height,  cannot  be  cleared ;  and  this  is  quite  suf- 
ficient for  the  nucleus  of  a  small  and  compact 
dispensary.  It  will  not  be  possible  to  keep  a 
big  stock  of  tinctures,  solutions,  etc.,  but  it  will 
be  found  in  practice  that  a  few  dozen  of  four-, 
six-,  twelve-,  and  twenty-ounce  bottles  will  hold 
all  that  are  required  in  a  general  way.  These 
are  labeled  on  the  sides,  and  may  then  be 
packed  into  a  very  small  space,  several  dozen 
occupying  a  space  3  feet  wide  by  3J^  feet  in 
height. 

THE  WATER-SUPPLY. 

If  there  is  a  water-supply  a  sink  is  a  sine  qua 
non,  although  the  "waste"  may  cause  trouble. 
However,  a  bucket  emptied  occasionally  will 
fill  all  requirements.  The  water-supply,  if  the 
precious  fluid  is  not  laid  on,  is  somewhat 
troublesome.  The  writer  tried  all  methods  of 
providing  for  this,  but  probably  a  2-gallon 
stone  jar  with  sharp-pointed  tap  nozzle  will  be 
found  the  simplest  solution  of  the  difficulty, 
always  assuming  the  impossibility  of  getting  a 
supply  laid  on  from  the  main. 

In  all  quick  dispensing,  weighing  must  be 
eliminated  as  much  as  possible,  and  all  soluble 
salt  kept  in  solution.  It  would  seem  rather 
childish  to  mention  this,  it  is  so  self-evident. 
But  the  writer  knows  that  the  practice  of 
weighing  is  still  in  vogue.  Only  a  few  weeks 
ago  he  was  in  a  pharmacy  which  handles  many 
dozen  scripts  a  day,  where  every  salt  is  weighed 
for  everv  mixture ! 

Even  insoluble  powders,  such  as  bismuth, 
carbonate  of  magnesium,  terpene  hydrate,  etc., 
should  be  kept  in  diffusion,  the  last  named 
suspended  by  means  of  acacia  or  tragacanth. 
*'Stock"  mixtures  also  should  be  kept  in  con- 
centrated form  in  such  a  strength  that  a 
drachm  equals  a  dose. 

Constant  watchfulness  is  necessary  to  pre- 
vent the  duplication  of  work.  The  writer's 
rule  is  that  when  he  finds  the  physician  has 
ordered  a  certain  combination  for  three  times 


running,  a  ''stock"  is  prepared — ^not  of  too 
large  a  quantity,  because  it  may  be  dropped 
again.  But  such  a  practice  saves  a  lot  of  time 
in  the  course  of  a  week.  The  same  system  i> 
worked  with  powders,  pills,  tablets,  etc.,  and 
much  work  may  be  saved  by  intelligent  antici- 
pation. 

WAITING-ROOMS  PROVIDED. 

Many  pharmacists,  in  addition  to  arranging 
separate  dispensaries,  have  also  provided  wait- 
ing-rooms for  patients,  as  well.  The  writer  is 
one  of  such,  and  the  room  is  provided  with  a 
gas-fire,  chairs,  and  a  plentiful  supply  of  read- 
ing matter.  The  advantage  of  such  a  room  is 
obvious.  Patients  invariably  bring  their  in- 
surance scripts  when  business  is  briskest  in  the 
pharmacy,  and  they  can,  if  necessary,  be 
stowed  away  in  the  waiting-room  till  one  is 
ready  to  attend  to  them.  They  do  not  mind 
this  in  the  least,  especially  in  winter-time,  and 
many  of  them  bring  friends,  so  that  they,  too, 
may  get  a  free  warm  and  read. 

The  writer's  waiting-room  is  immediately 
behind  the  pharmacy  and  opens  from  a  passage 
which  leads  from  it  to  the  dispensary.  His 
method  of  procedure  is  as  follows:  He  re- 
mains in  the  shop,  and  his  partner,  or  assistant, 
in  the  dispensary.  As  the  patients  enter  the 
shop,  they  make  their  way  down  the  passage  to 
the  waiting-room.  The  pharmacy  is  connected 
to  the  dispensary  by  a  telephone,  and  a  touch 
on  its  bell  indicates  to  the  one  in  it  that  a 
patient  has  entered  the  waiting-room.  He  then 
opens  a  slide  in  the  wall,  and  takes  the  scripts, 
which  are  dispensed  strictly  in  rotation.  When 
the  mixture  is  finished  it  is  handed  out  through 
again. 

It  has  been  found  better  in  practice  for  work 
to  be  changed,  day  in  and  day  out ;  that  is,  the 
man  in  the  pharmacy  on  Monday  takes  the  dis- 
pensary work  on  Tuesday,  and  so  on.  By  this 
method  variety  is  brought  into  the  work,  and 
a  keener  interest  is  sustained. 

It  only  remains  to  add  that  the  foremost 
thinkers  among  English  pharmacists  believe 
that  the  new  departure  on  the  part  of  the  gov- 
ernment is  the  beginning  of  some  kind  of  State 
Medical  Service,  in  which,  of  course,  the  phar- 
macist will  play  no  inconspicuous  part  He 
therefore  at  present  accepts  the  somewhat 
meager  remuneration  for  his  work,  in  the  hope 
that  it  is  the  earnest  of  something  more  lucra- 
tive in  the  vears  to  come. 


A  TELEPHONE 
WINDOW  DISPLAY 


It  sometimes  seems  that  druggists  do  not 
feature  the  telephone  hard  enough.  That  is 
to  say,  they  do  not  employ  direct  methods  of 
connecting  the  telephone  and  their  stores  in  the 
minds  of  the  people. 

In  advertising,  a  druggist's  first  aim  should 
be  to  make  a  person  think  of  his  store  every 
time  a  medical  need  arises.  It  would  seem  to 
me  that  the  next  step  should  be  to  get  that 
person  to  think  "telephone,"  also.  For  in  this 
day  of  modern  pierchandising,  it  is  not  always 
necessary  to  run  to  the  drug  store  to  get  a 
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direct  resuhs  to  this  window,  we  have  no  doubt 
whatever  that  results  followed  in  due  course. 

The  telephone  instruments  which  are  shown 
in  the  picture,  as  well  as  the  large  center-piece,  , 
etc.,  were  supplied  by  the  telephone  company, 
gratis.  The  center-piece  consisted  of  the  in- 
terior of  a  home  showing  a  lady  at  the  tele- 
phone. Above  were  hung  the  legends:  "It  is 
easy  to  shop  by  'phone;"  "Strict  attention 
given  'phone  orders;"  "'Phone  orders  promptly 
delivered  by  us,"  etc. 

Interspersed  among  the  pictures  were  cards 


bottle  of  liniment,  for  instance.  The  patron 
may  call  up  on  the  'phone,  and  the  liniment 
will  be  sent  promptly  to  the  desired  number. 
This  kind  of  business  should  be  sought  for 
persistently. 

And  by  what  better  method  may  it  be 
brought  to  the  minds  of  the  people  than  by 
making  a  window  display  which  features  the 
telephone  ? 

The  display  which  is  pictured  in  connection 
with  this  article  was  based  on  the  foregoing 
ideas.  It  produced  a  novel  effect,  in  some 
respects,  for  the  reason  that  it  was  a  little 
tuiusual ;  and  while  it  is  very  difficult  to  trace 


stating  how  many  'phones  connected  through 
the  excliange  with  our  store ;  also  showing  the 
desirability  of  using  the  'phone  at  all  times, 
especially  in  bad  weather,  and  epitomizing  its 
advantages  generally.  In  addition  there  were 
two  cut-out  figures  depicted  in  the  act  of  using 
the  telephone,  and  several  banners  and  legends. 
A  great  deal  of  assistance  was  received  from 
the  telephone  company  in  shaping  this  display. 
A  small  motor  was  supplied,  as  well  as  the 
instruments  as  already  stated.  The  company 
thought  the  general  idea  so  good  that  it  se- 
cured a  photographer  and  had  a  picture  taken 
of  the  window. 


The  True  Story  of  a  Druggist's  life. 

In  the  brief  autobiography  thai  follows,  we  present  an  unusual  document.  The  author,  who  prefers  to  be 
known  b}f  the  plain  initials  A.  K,,  is  still  a  young  man^35.  From  a  newsboy  on  the  streets  of  ChrisHarna, 
Norway,  in  1890,  to  an  apprenticeship  in  a  little  Wisconsin  store  in  1895  ;  from  graduation  at  an  American 
college  of  pharmacy  in  1900  to  full  ownership  of  two  drug  stores  in  1904,  and  then  retirement  nine  years 
later— all  this,  while  not  impossible  of  accomplishment  for  an^  bright  young  man,  nevertheless  presents  a 
sequence  of  events  which  is  by  no  means  common.  The  narrative  carries  us  into  intimate  contact  with  a  young 
mans  life,  yet  it  is  modestly  and  becomingly  told.     We  are  sure  it  will  prove  interestbm.. — THE  EDITORS. 


I  arrived  in  this  world  December  2,  1878,  at 
Christiania,  Norway.  If  I  had  been  consulted 
as  to  where  I  wanted  to  be  born,  I  surely 
should  have  chosen  a  warmer  country.  How- 
ever, I  made  quite  a  stay  in  the  land  of  snows, 
and  got  to  be  somewhat  of  a  midnight  son  my- 
self, for  during  the  last  three  years  before 
coming  to  the  good  old  U.  S.  A.  I  sold  news- 
papers, and  many  a  Saturday  I  have  dragged 
my  tired  feet  homeward  at  midnight.  I  nearly 
always  felt  that  it  was  worth  while,  though,  for 
my  pockets  held  a  few  crowns  to  hand  over  to 
my  parents. 

My  father  immigrated  to  Wisconsin  in  1891, 
and  a  year  later  sent  me  a  ticket  good  for  5000 
miles  over  water  and  land.  I  was  then  four- 
teen years  of  age,  and  up  to  that  time  my 
greatest  desire  had  been  to  either  join  the  navy 
or  get  control  of  the  sale  of  magazines  and 
newspapers  in  my  native  city.  I  had  never 
dared  hope  to  be  a  druggist,  or  apotheker,  as  he 
is  known  in  the  old  country,  but  I  always  loved 
to  be  sent  on  an  errand  to  the  apothek,  even 
though  I  had  to  enter  with  hat  in  hand  and 
wait  respectfully  until  spoken  to!  But  the 
air  of  mystery  surrounding  an  apothecary  shop 
always  appealed  to  me. 

My  voyage  across  the  North  Sea  and  the 
Atlantic  to  New  York  took  fourteen  davs,  and 
from  New  York  to  Wisconsin  four  days  more. 
Like  any  boy  of  fourteen,  I  enjoyed  every  bit 
of  it. 

Two  things  happened  the  day  I  left  Norway: 
one  to  make  me  sad,  the  other  happy.  Taking 
leave  of  my  mother  and  sisters  would  have 
been  hard  enough,  but  my  four-year-old 
brother  died  a  few  hours  before  I  left.  But 
despite  my  sorrow,  I  could  not  help  feeling  a 
wild  wave  of  exultation  when  I  went  to  the 
newspaper  agency  to  settle  up  before  leaving 
and  was  informed  that  I  had  won  a  prize  for 
selling  more  copies  of  a  certain  magazine  than 
any  other  newsboy  in  the  city !    The  prize  was 


five  crowns,  and  I  promptly  turned  it  over  to 
my  mother  to  help  defray  little  brother's 
funeral  expenses. 

When  the  time  came  to  say  "Good-by"  the 
tears  were  giving  me  a  good  hard  fight,  but  I 
fought  them  back,  feeling  that  it  would  be 
easier  for  mother  not  to  see  -me  cry.  How- 
ever, when  the  steamer  began  to  move  out,  the 
tears  came  in  floods.  But  a  boy  does  not  weep 
long,  and  I  soon  found  chums  on  board. 

I  attended  school  that  first  winter  in  Wis- 
consin, but  of  course  not  being  able  to  speak 
English  made  it  slow  going  at  first.  My  seven 
years  at  the  public  schools  in  the  old  country 
helped  wonderfully,  though.  The  first  two 
years  I  worked  on  a  farm,  in  a  lumber  camp, 
and  in  a  stave  and  heading  mill,  and  attended 
school  a  part  of  the  time. 

Somehow  I  must  have  made  a  favorable  im- 
pression on  the  business  men  of  our  little  Wis- 
consin town,  for  a  merchant  told  me  one  day 
that  he  would  like  to  have  me  work  in  his  store, 
after  I  had  had  a  little  more  schooling.  ^More 
than  that,  one  day  in  October,  1895,  E)r.  B. 
walked  into  my  father's  shop  and  began  in- 
quiring about  me.  Father  gave  all  the  infor- 
mation wanted,  wondering  all  the  while  why 
the  doctor  seemed  so  interested  in  his  boy. 
Then  the  unexpected  happened,  for  the  doctor 
asked  father  how  he  would  like  to  have  me 
work  in  his  drug  store ! 

My  father  replied  that  he  had  always  hoped 
to  see  me  employed  in  some  business,  and  that 
if  the  doctor  would  give  me  a  chance  he  would 
be  forever  grateful  to  him. 

When  I  returned  from  school  that  day, 
father  broached  the  subject  to  me,  and  at  first 
I  could  scarcely  believe  the  good  news.  I  had 
visited  the  drug  store  many  times,  and  al- 
though it  did  not  overawe  me  like  the  old 
country  apothek,  it  always  imbued  me  with  a 
feeling  of  reverence ;  moreover  I  had  great  re- 
spect for  the  quiet,  dignified  Dr.  B.    You  can 
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imagine  my  state  of  mind  when  father  told  me 
Dr.  B.  wanted  me  to  come  and  see  him  that 
evening.  I  was  happy,  excited,  uncertain,  and 
almost  afraid  to  credit  my  good  fortune. 
Supper  did  not  taste  right  that  night;  or, 
rather,  I  did  not  taste  much  of  it. 

When  eating  interferes  with  business,  cut 
out  the  eating ! 

At  seven  o'clock  sharp,  I  arrived  at  the  store, 
but  seeing  several  people  inside,  I  passed  by. 
I  came  back  later  and  found  the  doctor  out 
making  a  call.  However,  after  waiting  an 
hour,  I  had  my  audience.  The  doctor  told  me 
quietly  to  sit  down  and  asked  me  what  I 
thought  of  his  proposition. 

I  replied  that  I'd  be  only  too  glad  of  the 


chance,  but  was  afraid  my  English  education 
was  too  limited.  In  fact,  I  could  not  even  talk 
very  good  English.  He  said  he  would  risk  that 
part  of  it.  Then  I  asked  him  why  he  didn't 
pick  out  one  of  the  many  better  educated  boys 
in  town.  He  smiled  and  said  he  did  not  want 
them,  as  most  of  them  had  too  much  girl  on 
their  minds. 

So  I  told  him  that  I  would  try  it  out  for  one 
month,  and  if  I  failed  to  make  good  I  would 
leave.  The  one  month  stretched  into  four 
years. 

My  salary  was  $12  a  month  to  begin  with, 
and  ray  day's  work  began  at  C  a.u.  and  lasted 
until  nine  or  ten  at  night. 


Right  here  I  might  outline  briefly  what  my 
work  consisted  of.  Every  morning  at  six,  ex- 
cept Sundays,  I  fed  and  brushed  the  doctor's 
team  and  milked  his  cow.  I  then  opened  the 
store,  carried  in  wood,  swept  out,  and  dusted 
the  show-cases.  About  seven  or  a  little  later, 
the  doctor  would  show  up  and  be  busy  in  his 
office  attending  to  patients.  About  ten  he 
would  ask  me  to  hitch  up  his  team,  and  while 
he  was  making  country  calls  the  store  was  en- 
tirely in  my  charge. 

In  explanation,  I  might  state  that  it  was  the- 
only  drug  store  in  town,  and  Dr.  B.  the  only- 
physician. 

When  the  doctor  returned,  I  would  take  care 
of  the  team;  in  fact,  I  always  did  except  Sun- 
days, and  then  I  didn't  even  need  to  show  up" 
at  the  store. 

It  was  quite  embarrassing  work,  waiting  on 
customers  at  first,  for  I  was  rather  sensitive 
about  my  imperfect  English.  However,  most 
people  were  very  kind  and  friendly,  although 
there  was  some  little  jealousy  among  the  boys. 

Dr.  B-  gave  me  a  little  talk  the  first  day,  and 
I  still  remember  it  plainly ;  in  fact,  I  have  given 
the  same  talk  to  every  boy  who  ever  worked 
for  me.  He  explained  how  different  a  drug 
store  was  from  any  other  store,  and  how  things 
that  were  said  or  happened  there  must  go  no 
further ;  never  to  give  out  any  information  re- 
garding patients  or  prescriptions.  Also  he 
spoke  of  the  language  one  ought  to  use  in  a 
drug  store ;  that  one  never  ought  to  use  slang 
or  indulge  in  risky  Jokes. 

On  one  of  the  first  days  in  the  store  a  young- 
man  walked  in  briskly,  and  called  for  one  yard 
of  Hood's  Sarsaparilla.  For  a  minute  he  had 
me  going ;  then  I  tumbled,  and  told  him  that  we- 
could  not  sell  it  in  such  small  quantities. 

It  was  pretty  stiff  work  the  first  few  months, 
for  Dr.  B.  had  a  large  country  practice  and  I 
was  left  alone  most  of  the  time.  So  you  see  I 
had  no  one  to  go  to  for  information ;  and  eve» 
when  he  was  there  the  office  work  kept  hink 
busy.  However,  I  found  a  way  out,  for  we 
had  a  good  pharmaceutical  and  medical  library, 
and  I  made  good  use  of  it. 

I  presume  every  druggist  remembers  plainly 
the  first  job  he  was  put  to  in  the  store.  Mine 
was  washing  a  large  batch  of  prescription  bot- 
tles. In  those  days  we  didn't  buy  bottle* 
washed,  corked,  and  sterilized.  They  were 
packed  in  dirty  straw.    Of  course,  being  green. 
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I  dumped  the  bottles  into  a  big  wooden  pail 
and  poured  water  on  them.  Well,  you  have  all 
been  there,  probably,  and  know  what  happened. 
Most  of  the  straw  seemed  to  have  gotten  inside 
of  the  bottles,  and  it  stuck  like  glue.  The  next 
time  I  shook  out  the  straw  before  putting  the 
bottles  in  water. 

Out  of  the  $12  a  month  I  paid  $7  to  my 
parents — mother  and  my  sisters  had  joined 
us  meanwhile — for  board,  and  the  rest  went 
for  clothes  and  shoes.  After  three  months  my 
salary  was  raised  to  $15  a  month,  and  at  the 
end  of  the  year  to  $18.  Pretty  small  salary; 
but  those  were  hard  times  ('94,  '95,  and  '90), 
and  boys  didn't  dress  quite  as  well  in  those 
days  as  they  do  to-day.  I  managed  to  save  a 
little  money,  even.  If  I  remember  rightly, 
board  cost  me  $1 0  a  month  the  second  year. 

After  the  first  year  a  course  in  pharmacy 
was  my  one  big  ambition,  and  I  knew  that  I 
should  have  to  provide  the  money  for  it  my- 
self. I  was  considered  stingy  by  some  of  the 
boys;  others  admired  my  grit  and  told  me  to 
stick  to  it. 

An  old  German  professor  used  to  frequent 
the  store  and  became  a  very  kind  friend  of 
mine.  I  told  him  of  my  lack  of  English  edu- 
cation and  he  advised  me  to  read  good  books, 
saying  I  would  derive  more  benefit  from  them 
than  from  any  other  study.  He  put  me 
through  a  course  of  English  literature,  which 
was  of  great  benefit  to  me,  as  I  have  never 
gotten  over  the  book  habit. 

But  I  did  not  neglect  my  pharmaceutical 
studies.  Many  a  winter  night  I  have  sat  in 
my  bedroom  with  my  father's  fur  coat  on  to 
keep  warm,  studying  Attfield's  Chemistry  and 
other  text-books.  A  brass  band  was  organized 
in  our  town  and  I  would  like  to  have  joined  it, 
but  the  doctor  advised  against  such  a  course, 
so  I  stayed  out. 

The  third  year  I  received  $22  a  month,  and 
I  had  a  nice  little  bank  account.  I  wanted  a 
bicycle  pretty  badly,  but  when  I  asked  Dr.  B.'s 
advice  in  the  matter,  he  told  me  to  put  my 
money  into  something  that  would  make  more 
money.  The  doctor  was  a  man  of  the  Russell 
Sage  type. 

My  work  was  getting  heavier  every  year, 
and  many  times  I  had  so-called  friends  tell  me 
they  wouldn't  work  as  hard  as  I  did  for  twice 
the  salary.  But  I  liked  pharmacy,  and  I  did 
the  other  work  to  hold  my  job  and  get  the  ex- 
perience. 


The  fourth  year  my  salary  was  $25  a  month, 
and  by  this  time  I  could  hardly  wait  for  the 
time  to  come  when  I  might  go  to  college.  I 
studied  catalogues  from  different  colleges  ot 
pharmacy,  talked  pharmacy  during  the  day  and 
dreamed  of  it  at  night. 

By  September,  1899,  I  had  saved  $285,  and 
I  decided  to  make  for  Highland  Park  College, 
Des  Moines,  Iowa.  I  worked  in  the  store  up 
to  nine  o'clock  of  the  day  I  left,  packed  my 
trunk,  changed  my  clothes,  bade  "Good-by"  to 
friends  and  family  and  took  the  nooit  train  for 
Des  Moines. 

I  arrived  at  Highland  Park  College  on  Sep- 
tember 2,  and  matriculated  in  the  pharmacy  de- 
partment. I  engaged  a  room  in  one  of  the  dor- 
mitories called  Lowell  Hall,  and  took  my  meals 
in  the  college  dining-hall.  Many  of  the  stu- 
dents arranged  for  room  and  board  outside,  but 
I  wanted  to  let  the  real  college  spirit  soak  in 
and  dominate,  and  to  do  that  one  must  be  on 
the  grounds.  I  had  recently  read  "Tom  Brown 
at  Oxford,"  and  college  life  meant  much  more 
to  me  than  plugging. 

I  took  the  two-year  course,  but  did  not  take 
any  vacation  between  the  two  years.  It  was 
continuous  work  up  to  graduation. 

Our  faculty  was  composed  of  some  very 
strong  men  who  were  making  instruction  in 
pharmacy  and  allied  branches  their  life-work. 
I  couldn't  understand  how  any  one  could  fail 
to  learn  chemistry  imder  Dr.  Macey,  the  dean. 
(He  died  about  three  years  ago.)  Dr.  Scott, 
in  botany  and  histology,  was  a  large  Kentuck- 
ian  who  could  make  even  botany  interesting  to 
a  bunch  of  young  fellows.  Professor  Smith, 
in  pharmacy,  was  a  man  loved  by  every  stu- 
dent. In  addition  to  his  theory,  he  had  about 
fifteen  years'  experience  in  a  large  Chicago 
pharmacy.  He  had  to  give  up  teaching  some 
years  later,  on  account  of  failing  health,  and 
he  obtained  a  position — outside  work,  I  un- 
derstand— with  Parke,  Davis  &  Company.  He 
is  now  located  at  Milwaukee,  and  I  believe  he 
teaches  a  few  hours  a  week  at  Marquette. 

Our  class  was  much  larger  than  the  senior 
class,  so  there  was  no  hazing. 

My  first  roommate  was  a  young  man  from 
Nebraska.  He  was  a  bright  fellow,  but  he  got 
homesick  and  left  at  the  end  of  the  first  quar- 
ter, saying  that  he  was  "going  home  to  Mol- 
lie."  Then  a  young  man  from  Hartland,  Wis- 
consin, joined  me,  and  we  roomed  together  to 
the  finish. 
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We  had  a  good  football  team  that  first  year, 
and  some  of  my  classmates  made  the  team, 
consequently  we  were  pretty  strong  for  the 
game. 

We  had  a  glee  club,  mandolin  club,  orches- 
tra, brass  band,  and  two  debating  societies. 
About  a  thousand  students  were  registered,  and 
in  the  pharmacy  department  there  were  two 
hundred  and  fifty.  The  college  life  was  an 
education  in  itself,  and  I  shall  always  consider 
my  college  days  the  happiest  of  my  younger 
life. 

Besides  the  regular  work,  I  took  some  work 
in  the  short  course,  and  I  joined  a  quiz  class 
with  half  a  dozen  of  the  most  progressive  stu- 
dents. After  having  been  at  college  six 
months  I  took  the  Iowa  State  Board  examina- 
tion and  passed  with  a  mark  of  86. 

Then  I  was  sorely  tempted  to  quit  college 


and  go  to  work,  for  I  could  register  on  my 
Iowa  certificate  in  Wisconsin.  But  my  better 
judgment  prevailed,  and  I  stuck  to  the  finish. 

It  took  nearly  a  week  after  the  examination 
to  get  our  standings.  A  young  man  named 
Collins,  of  the  short  course,  called  at  the  office 
of  the  secretary  of  the  Board  of  Pharmacy  to 
see  if  he  had  passed.  The  secretary  was  a  big, 
gruff  man,  and  he  barked  at  Collins,  wanting 
to  know  his  name  and  where  he  was  from. 
Collins  told  him  and  received  this  reply: 

"No,  by  God,  you  didn't  pass!  But  there 
were  a  couple  of  Swedes  from  your  school  who 
raised  hell  with  our  schedule." 

The  "two  Swedes"  turned  out  to  be  my 
roommate  and  myself.  We  had  the  highest 
standings  out  of  sixty-three,  and  only  twenty- 
one  passed ! 

(To  be  continued.) 


WINDOW  DISPLAYS 
AND  BASIC  PRINCIPLES 


RMd  before  the  Maine 


By  a  L.  DRAKE 


In  making  a  display  effective,  whether  a 
store  or  window  display,  we  should  keep  in 
mind  constantly  the  psychological  effect  of  the 
vision  over  the  reasoning  powers. 

Let  us  always  remember  that  the  voice  plus 
the  vision  are  the  direct  channels  to  the  reason- 
ing powers,  and  in  appealing  through  the 
vision  we  must  make  the  announcements  at  the 
speed  of  voice  delivery,  that  the  vision  and 
reasoning  powers  may  complete  the  subject  to- 
gether. 

Effective  advertising  does  this  in  whatever 
capacity  it  is  used. 

The  secret  is  to  so  display  the  subject  that 
the  vision  will  communicate  to  the  reasoning 
powers  the  object  displayed  before  the  con- 
clusions have  been  made  by  the  mind. 

Too  much  display  permits  the  mind  to  draw 
its  conclusions  before  the  vision  has  fully  re- 
ported the  object  for  consideration.  And  ex- 
aggerated display  causes  the  vision  to  report  to 
the  mind  a  suspicion  at  such  an  overaggressive 
attack,  and  the  mind  is  apt  to  conclude  un- 
favorably. 

The  object  of  display  is  to  leave  a  favorable 


impression  on  the  mind  and  teach  a  lasting 
lesson  as  impressively  as  the  voice  would  do  it, 
if  used  properly. 

THE  SUBJECT  AND  THE  STORY. 

This  can  only  be  done  when  the  vision  and 
mind  work  together  and  the  vision  reports  the- 
object  to  the  mind  before  the  mind  draws  its 
conclusions. 

We  now  understand  the  secret  of  effective 
display;  and  unless  these  facts  are  borne  in 
mind  much  of  the  material  used  will  remain 
ineffective. 

The  inside  of  the  store  is  the  place  to  tdl  the 
story.  The  window  is  the  place  to  announce 
the  subject. 

The  window  display  then  becomes  the  most 
important  factor  in  arresting  the  vision  long 
enough  to  impress  the  mind. 

Bearing  this  fact  in  mind,  let  us  consider 
how  we  may  appeal  most  effectively,  through 
the  vision,  to  the  reasoning  powers  and  get  a 
favorable  consideration  in  a  window  display. 

First,  we  must  always  remember  that  the 
passer-by  whose  attention  is  worth  attracting 
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is  one  who  is  in  pursuit  of  a  definite  object, 
and  therefore  intent  upon  his  subject. 

We  must  therefore  arrest  his  vision  by  a 
modest  announcement  that  can  be  instantly 
communicated  to  the  mind,  and  favorably  re- 
ported upon  while  the  person  is  passing  the 
window. 

Then  we  will  adopt  this  simple  rule:  before 
making  the  trim,  we  will  say  with  our  voice 
what  we  wish  to  announce  to  a  passer-by,  and 
use  only  the  words  that  will  completely 
describe  the  whole  subject  and  object  during 
the  time  it  takes  to  pass  by  the  window. 

Then  illustrate  to  the  vision  the  subject  so 
vividly  and  concisely  that  the  vision  of  the 
passer  will  report  favorably  to  his  mind  the 
very  subject  you  have  declared  your  intentions 
to  convey. 

ARRESTED  AND  IMPRESSED. 

By  doing  this,  you  will  have  arrested  the  at- 
tention of  the  passer  long  enough  to  effectively 
impress  his  mind  with  the  subject,  and  his 
reasoning  powers  will  do  the  rest,  which  will 


ultimately  result  in  his  purchasing  his  next  re- 
quirements at  your  store. 

True  art  is  just  a  suggestion  to  the  vision, 
a  communication  of  an  impression  to  the  mind. 
The  mind  is  fertile  enough  to  form  its  own 
picture  according  tp  its  intelligence.  The 
artist  makes  an  error  by  trying  to  put  the  detail 
of  a  photograph  in  a  piece  of  art. 

It  is  the  same  with  window  displays.  The 
decorator  makes  an  error  in  trying  to  tell  the 
entire  story,  when  a  suggestion  is  all  that  is 
necessarv. 

The  human  mind  must  always  be  left  free  to 
reason  for  itself,  and  our  display  must  do  the 
reasoning  if  we  wish  it  to  be  effective  and  con- 
vincing. 

In  other  words,  impress  the  vision  favorably 
and  the  vision  will  instantly  communicate  the 
impression  to  the  mind;  the  mind  will  reason 
the  matter  out  in  its  own  way  and  draw  its 
own  conclusions. 

You  will  then  have  accomplished  the  object 
sought,  and  the  desired  results  must  necessarily 
follow. 


ARRANGING  THE 
PERFUME  DEPARTMENT 


The  feminine  shopper  has  a  psychology  all 
her  own,  and  we  must  admit  that  of  all  mer- 
chants the.  department  store  people  seem  to 
have  gained  the  deepest  insight  into  the  work- 
ings of  her  mind.  Some  of  their  methods  of 
tempting  her  to  part  with  her  money  might  be 
of  benefit  to  the  druggist  who  wants  to  work 
up  his  perfume  trade. 

That  perfumes  are  recognized  by  the  depart- 
ment stores  to  be  luxuries,  pure  and  simple,  is 
shown  by  the  fact  that  they  are  almost  always 
displayed  at  the  very  entrance  to  the  store, 
along  with  equally  unnecessary  but  popular 
trinkets,  such  as  vanity  cases,  fancy  pins, 
strings  of  beads,  etc. 

Not  only  is  the  perfume  department  placed 
where  the  shopper  is  compelled  to  see  it,  but  a 
great  many  of  the  perfume  bottles  are  on  the 
counter,  within  easy  reach.  Very  often,  too, 
there  is  a  tray  of  samples,  free  for  the  taking. 


By  F.  STANDISH 

thus  appealing  to  that  streak  in  human  nature 
which  is  always  pleased  to  get  something  for 
nothing. 

Whether  it  is  best  for  the  druggist  to  put  his 
perfume  department  next  the  entrance  depends 
somewhat  on  the  size  of  his  store.  If  the  sale 
of  perfumes  were  the  only  thing  to  be  con- 
sidered, it  would  undoubtedly  be  the  best  loca- 
tion; but  in  many  stores  this  place  is  devoted 
to  the  candy  and  cigar  counters,  because  these 
lines  have  proved  themselves  to  be  more  profit- 
able. 

NEAR  THE  FOUNTAIN. 

It  has  been  found  wise  in  some  stores  to  con- 
trive so  that  the  perfume  display  shall  be  some- 
where near  the  soda  fountain,  as  so  many 
women  and  girls  will  notice  the  goods  and  be 
attracted  by  them  while  they  are  consuming 
their  sodas. 

One  drug  store  which  has  two  entrances  on 
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the  same  street,  caused  by  a  stairway  leading  to 
offices  on  the  second  floor,  makes  use  of  its 
peculiar  arrangement  most  admirably.  One 
entrance  is  flanked  on  both  sides  by  floor-  and 
wall-cases  filled  with  cigars,  tobacco,  etc.  The 
second  entrance  has  candy  on  one  side,  and 
perfumes  and  toilet  goods  on  the  other.  This 
store  has  encouraged  the  public  to  use  it  as  a 
meeting  place,  and  it  is  a  common  sight  to  see 
the  entrance  into  the  cigar  department  filled 
with  men,  and  the  candy  and  perfume  depart- 
ment filled  with  women  and  girls.    Especially 


nail  powder  she  asked  for,  he  can  ask  her  if  she 
is  familiar  with  the  new  odor,  offering  her  a 
whiff  from  the  glass  stopper  of  the  bottle,  and 
in  many  cases  make  two  sales  as  easily  as  one. 

A  "ladies'  department." 
In  a  certain  store  which  features  its  per- 
fumes to  quite  an  extent,  there  is  what  might 
almost  be  called  a  "ladies'  department."  In 
two  large  show-cases  are  to  be  found  almost 
everything  which  pertains  to  their  interest  that 
is  ever  carried  in  a  drug  store.    The  cases  are 


Pertame  kod  toilet  Kooda  dlaplm;  in  the  atore  ot  the  Glaa  Dmc  Co..  Petoiker.  Hlch. 


is  this  true  just  about  theatre  time  in  the  even- 
ing. The  result  is  that  all  three  of  these  de- 
partments do  a  very  flourishing  business. 

The  sale  of  perfumes  is  indissolubly  linked 
with  the  sale  of  toilet  goods.  The  two  seem 
to  go  together.  For  this  reason,  in  stores 
which  do  not  carry  a  large  stock  of  perfumes, 
what  stock  is  carried  is  generally  displayed  on 
or  in  the  same  case  with  the  face  powders, 
fancy  soaps,  and  so  on. 

It  is  easy  for  the  clerk  to  make  one  line  draw 
sales  for  the  other,  when  they  are  thus  com- 
bined.    While  he  is  selling  his  customer  the 


"angle,"  or  horseshoe,  in  shape,  and  are  placed 
in  such  a  way  that  they  form  a  hollow  square, 
with  a  break  on  one  side  just  wide  enough  for 
the  clerk  to  pass  through. 

In  the  middle  of  this  enclosure  is  a  row  of 
center  shelving,  with  drawers  at  the  bottom 
which  are  used  for  surplus  stock.  The  top  of 
the  shelving,  which  is  only  about  four  feet 
high,  is  used  for  displaying  bottles  of  toilet 
waters.  The  tops  of  the  show-cases  themselves 
are  used  in  the  same  manner,  artistic  groups  of 
perfume  bottles,  display  jars  containing  powder 
puffs,  Parisian  ivory  novelties,  etc.,  being  ar- 
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ranged  with  due  regard  to  the  goods  shown 
just  below  in  the  show-cases. 

One  display  leads  the  customer  on  to  the 
next.  The  whole  department  is  compact,  and 
is  easily  handled  by  one  clerk,  most  of  the  time. 

Another  arrangement  of  this  department, 
and  one  which  would  be  better  adapted  to  a 
long  narrow  store,  is  to  show  the  toilet  waters 
and  bulk  perfumes  in  a  wall-case,  with  the 
toilet  goods  in  a  floor-case  just  in  front  of  it. 

There  are  many  good  styles  of  wall-cases 


adding  an  air  of  elegance  to  the  store  appear- 
ance. It  has  a  large  mirror  in  the  center,  and 
on  both  sides  of  the  mirror  there  are  display 
compartments,  with  glass  shelves  about  three 
inches  wide,  for  perfumes  and  toilet  waters. 
The  many-colored  waters  show  up  well  in  a 
case  of  this  kind,  and  help  call  attention  to  the 
perfume  department  itself.  These  compart- 
ments are,  of  course,  supplied  with  glass  doors. 
Of  the  many  floor-cases  which  can  be  used 
to  display  the  perfume  stock,  the  all-plate-glass 
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suitable  for  perfume  display ;  some  simple,  even 
severe  in  design;  others  elaborate  and  ornate. 
In  the  latter  class  are  the  wall-cases  which  have 
at  intervals  sections  which  jut  out  about  a  foot 
beyond  the  rest  of  the  line-up.  These  sections 
have  leaded  glass  doors,  and  constitute  a  thor- 
oughly harmonious  setting  for  a  rich  display 
of  perfumery. 

THE  FRONT  OF  THE  CASE. 

Along  with  wall-cases  for  perfume  display 
must  be  mentioned  the  combination  prescrip- 
tion partition  and  wall-case.  This  is  an  ex- 
ceedingly attractive  fixture  in  a  drug  store. 


type  is  the  most  striking.  There  are  many  dif- 
ferent styles  of  plate-glass  cases  to  choose 
from,  with  their  various  kinds  of  bases,  shelf 
arrangements,  etc. 

But  no  matter  what  fixture  perfumes  are 
displayed  in,  it  is  important  to  keep  the  bottles 
in  orderly  array,  and  to  keep  both  the  bottles 
and  the  glass  shelves,  as  well  as  the  case  itself, 
always  polished  to  the  shining  point.  The 
goods  are  attractive  in  shape  and  color,  and 
seem  to  demand  surroundings  of  cleanliness 
and  brilliance  to  harmonize. 

It  adds  a  great  deal  to  the  perfume  display 
to  have  electric  lights  in  the  case. 


216  DRUGGISTS  AND 
THEIR  PERCENTAGES 


This  is  the  fourth  of  a  series  of  articles 
based  on  post-card  canvasses. 

In  April  and  March  we  took  up  the  matter 
of  prescription  pricing,  and  in  June  we  pub- 
lished an  analysis  of  data  supplied  by  our  read- 
ers, under  the  heading  "327  Druggists  and  the 
Soda  Fountain."  We  are  now  taking  up  a  sub- 
ject within  which  lurks  more  significance  to 
the  square  inch  than  any  other  connected  with 
the  drug  business,  and  one  in  which,  it  would 
appear,  less  interest  is  displayed  than  on  the 
other  occasions.  This  judgment  is  based  on 
the  number  of  responses  received. 

In  each  case  we  sent  out  500  return  cards. 
On  prescription  pricing  we  received  272  re- 
plies ;  on  matters  connected  with  the  soda  foun- 
tain, 327  replies;  in  the  canvass  concerning 
which  we  are  now  writing,  216  replies. 

Here  are  the  questions  we  asked: 

1.  What  proportion  of  your  annual  sales  is  repre- 
sented by  rent? 

2.  What  proportion  of  your  annual  sales  is  repre- 
sented by  clerk  hire? 

3.  How  many  times  a  year  is  your  investment  in 
stock  turned  over? 

Cards  were  sent  into  every  State  in  the 
Union.  No  responses  were  received  from  Ken- 
tucky, Tennessee,  Alabama,  North  Carolina, 
South  Carolina,  Wyoming,  Arkansas,  New 
Hampshire,  or  Idaho.  There  were  4  from 
Nevada,  14  from  Pennsylvania,  2  from  Okla- 
homa, 7  from  Washington,  8  from  Oregon,  6 
from  Nebraska,  10  from  California,  6  from 
Kansas,  1  from  West  Virginia,  11  from  Illi- 
nois, 6  from  New  Jersey,  4  from  South  Da- 
kota, 14  from  New  York,  3  from  Louisiana,  3 
from  Utah,  4  from  Minnesota,  11  from  Massa- 
chusetts, 2  from  Maryland,  5  from  Texas,  10 
from  Wisconsin,  2  from  Rhode  Island,  14 
from  Indiana,  4  from  Maine,  2  from  Montana, 
10  from  Iowa,  9  from  Michigan,  2  from  New 
Mexico,  3  from  Georgia,  9  from  Connecticut, 
8  from  Ohio,  6  from  Missouri,  6  from  Ver- 
mont, 2  from  Virginia,  2  from  Colorado,  and 
4  from  North  Dakota. 

These  cards  were  sent  out  almost  at  random, 
care  being  taken,  however,  to  so  apportion 
them  that  each  State  should  receive  its  quota 
according  to  size  or  relative  importance. 


THE  DRUGGIST  AND  HIS  RENT. 

Taking  up  first  the  matter  of  rent,  we  find, 
as  might  be  expected,  a  wide  disparity.  The 
figures  range  from  1 J4  per  cent  to  15  per  cent 
— ^leaving  out  of  account  23  proprietors  who 
claim  to  be  paying  no  rent  at  all,  because  they 
own  their  buildings,  and  one  firm  which 
sets  its  rent  figure  at  -.0017  per  cent,  for  the 
reason  that  a  large  part  of  its  business  is 
wholesale,  and  expenses  are  pro  rated. 

Before  going  any  farther  it  might  be  well 
to  stop  long  enough  to  say  that,  in  theory, 
every  drug  store  should  pay  rent.  If  the  pro- 
prietor owns  the  building,  a  fair  rental  should 
be  paid  to  the  owner,  just  the  same  as  it  should 
be  paid  to  John  Laivell,  in  case  John  owns  the 
building.  Under  any  other  conditions,  how  is 
so  essential  an  item  to  be  provided  for,  when 
it  comes  to  keeping  the  books?  Unless  the 
proper  entries  are  made  in  a  bookkeeping  sys- 
tem, it  is  extremely  easy  to  become  confused 
and  deceived  in  regard  to  net  profits. 

"Render  unto  Caesar,"  etc  If  Caesar  hap- 
pens to  be  John  Smith,  Ph.G.,  so  much  the 
better  for  Smith. 

A  tabulation  of  the  cards  shows  this:  One 
druggist  sets  the  figure  at  1J4  per  cent;  1  at 
1  6/10  per  cent;  3  at  1  8/10  per  cent;  2  at 
1  4/5  per  cent;  10  at  2  per  cent;  18  at  2J4  per 
cent;  21  at  3  per  cent;  15  at  3  1/3  per  cent;  18 
at  3J4  per  cent;  26  at  4  per  cent;  6  at  4J^  per 
cent;  20  at  5  per  cent;  4  at  5J4  per  cent;  14  at 
6  per  cent;  8  at  7  per  cent;  6  at  7J4  per  cent; 
6  at  8  per  cent;  2  at  9  per  cent;  1  at  9J4  per 
cent;  8  at  10  per  cent;  1  at  llj^a  per  cent;  and 
1  at  15  per  cent 

ASCERTAINING  THE  AVERAGE. 

Now  this  jumble  of  figures  means  absolutely 
nothing,  in  one  way.  Should  we  go  to  the 
trouble  of  footing  up  the  different  amounts, 
fractions  and  all,  and  find  the  average  rent  paid 
by  192  druggists,  scattered  all  over  the  United 
States,  to  represent  4.5  per  cent  of  gross  sales, 
we  might  still  be  far  short  of  establishing  a 
figure  which  should  in  any  sense  serve  as  a 
model.  One  hundred  and  ninety-two  drug- 
gists are  not  enough;  the  data  isn't  sufficiently 
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comprehensive.  We  want  that  fact  under- 
stood: we  are  making  no  attempt  to  ascertain 
the  exact  amount  that  the  aforesaid  John 
Smith  should  pay  himself  at  the  beginning  of 
each  new  and  hopeful  month. 

However,  such  an  array  of  numerals  cannot 
fail  to  be  interesting.  To  learn  what  the  other 
fellow  is  doing — ^that  always  finds  a  ready  ear. 

How  much  should  be  paid  for  rent?  The 
Bulletin,  seven  years  ago,  set  the  figure  at  5 
per  cent — ^under  ordinary  circumstances.  Note 
the  saving  clause. 

For  conditions  vary.  Referring  again  to 
our  cards,  the  man  paying  15  per  cent  of  sales 
for  rent  may  be  making  more  money  than  the 
man  who  pays  1  4/5  per  cent.  And  he  prob- 
ably is ;  for  one  of  those  paying  1  4/5  per  cent 
writes  in  the  "remarks"  space  on  the  card: 
"Have  been  here  20  years  and  have  failed  to 
make  money.  About  the  only  enjoyment  I  get 
out  of  the  drug  business  is  reading  the  Bul- 
letin." 

Thank  you ! 

WHAT  OTHERS  FIND. 

System,  the  magazine  of  business,  estimates 
the  average  rental  in  the  drug  trade  at  4.02 
per  cent.  The  Harvard  Bureau  of  Business 
Research  made  a  detailed  investigation  of  the 
retail  shoe  business  and  found  that  rentals  ran 
all  the  way  from  1.8  per  cent  to  14.6  per  cent, 
with  the  average  about  5  per  cent. 

So,  after  all,  the  distillate  obtained  from 
our  192  cards — 4.5  per  cent — isn't  far  off.  If 
we  had  been  able  to  get  into  our  calculations 
the  entire  216  cards;  had  been  able  to  include 
those  who  ought  to  have  paid  rent  to  them- 
selves and  didn't,  it  is  much  more  than  likely 
that  we  would  have  rounded  out  our  5  per 
cent. 

At  any  rate,  we  still  stand  pat.  Five  per 
cent  is  the  average.  But  whether  that  is  the 
amount  you  ought  to  pay — that  is  altogether 
another  matter.  We  refer  you  again  to  the 
saving  clause. 

THE  SECOND  QUESTION. 

When  we  get  to  our  second  question  we  en- 
counter no  end  of  difficulty.  Answers  are  fre- 
quently either  too  vague  or  too  explanatory. 
For  instance,  one  man,  whose  rental  percentage 
is  stated  to  be  2  per  cent,  claims  that  his  clerk 
hire  costs  him  19  per  cent;  while  a  certain 


Western  firm  states  it  thus:  "14  per  cent,  in- 
cluding salaries  of  both  partners." 

Now,  in  the  first  case  instanced,  it  does  not 
seem  possible  that  out  of  every  dollar  taken  in 
the  proprietor  would  permit  his  clerks  to  get 
away  with  19  cents — ^not  if  he  knew  it.  But 
here  it  is,  set  down  in  cold  figures,  without 
comment.  Is  it  not  reasonable  to  assume  that 
the  proprietor  has  included  his  own  salary? 
Yet  he  does  not  say  so ;  and  even  if  he  did,  hov; 
are  we  to  separate  salaries  of  clerks  from  that 
of  the  proprietor  ? 

FOR  CLERK  HIRE  ONLY. 

Question  number  2  called  for  percentage  of 
clerk  hire  only.  So  we  must  go  over  the  cards 
again  and  subject  them  to  a  process  of  elim- 
ination. 

Without  comment  we  will  state  that  the 
average  percentage,  based  on  our  cards,  is  9.14. 
In  all  fairness,  however,  let  it  be.  stated  that 
we  have  been  able  to  use  only  136  of  the  re- 
sponses to  question  number  2. 

In  answering  question  number  3  (How 
many  times  a  year  is  your  investment  in  stock 
turned  over?)  one  druggist  writes  as  follows: 
"This  varies.  A  part  of  the  stock  is  turned 
several  times,  while  some  is  not  turned  at  all 
in  several  years.  To  me  it  seems  impossible  to 
turn  the  entire  stock  in  a  year's  time." 

Too  true.  The  drug  business  would  be  a 
fine  business  if  the  entire  stock  could  be  flopped 
over  from  one  to  seven  times  a  year.  No  old 
stock  would  be  anywhere  in  evidence,  and 
"stickers"  would  be  a  thing  of  the  past ;  a  faint, 
distant  memory,  possibly. 

One  druggist  meets  this  phase  of  the  ques- 
tion very  adroitly.  His  answer  reads:  "Three 
times,  net,  monetary." 

This  man's  entire  card  is  interesting.  In  the 
space  reserved  for  remarks  we  find  this: 
"Gross  profits  should  equal  40  per  cent  of  the 
sales;  expenses  should  not  be  much  in  excess 
of  25  per  cent." 

This  proprietor  is  an  advanced  student  of 
the  science  of  business  and,  it  might  be  added, 
is  highly  successful.    His  figures  are  correct. 

THE  RESULT  IN  BRIEF. 

Here  is  the  way  responses  to  question- num- 
ber 3  nm:  4  druggists  turn  their  stock  once; 
one  druggist,  a  little  better  than  once  and  a 
half ;  38,  twice ;  28,  two  and  a  half  times ;  46„ 
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three  times;  18,  three  and  a  half  times;  30, 
four  times;  2,  four  and  a  half  times;  11,  five 
times ;  9,  six  times ;  and  4,  seven  times. 

Based  on  these  figures,  the  average  turnover 
is  3.2  times. 

Three  and  two-tenths  times  is  a  trifle  heavy. 
Business  experts  have  been  in  the  habit  of  stat- 
ing the  ratio  of  turnover  to  be  between  two 
and  three  times,  and  nearer  three  than  two. 
A  stock  turnover  of  seven  times  is  abnormal ; 
almost  acrobatic.  We  do  not  question  that  it  is 
done ;  we  merely  want  to  say  that  the  man  who 
does  it  is  extremely  fortunate.     Four  cards 


chronicle  an  annual  turnover  of  seven  times, 
and  a  peculiar  coincidence  is  that  three  of  these 
cards  are  from  one  State. 

In  conclusion,  without  frills  or  sermonizing, 
let  us  bring  the  result  of  our  canvass  to  a  head. 
The  summary  runs  thus : 

The  average  rent  paid  by  192  druggists, 
scattered  throughout  the  United  States,  repre- 
sents 4.5  per  cent  of  gross  sales.  . 

The  average  clerk-hire  paid  by  136  drug- 
gists is  found  to  be  9.14  per  cent. 

The  average  turnover,  based  on  figures  sup- 
plied by  191  druggists,  is  3,2  times. 


RECENT  ADVANCES  IN 
PHARMACEUTICAL  MACHINERY 


Although  millions  of  pharmaceutical  prep- 
arations are  placed  in  the  hands  of  the  trade 
and  the  public  each  year,  very  few  persons  have 
the  slightest  idea  of  the  manner  in  which  they 
are  made.  The  man  who  takes  a  pill  or  tablet 
has  no  knowledge  of  the  number  of  processes 


the  little  granule  or  disc  has  been  put  through 
before  it  reaches  its  ultimate  destination. 

We  frequently  read  of  the  marvelous  ma- 
chines which  weave  our  fabrics  and  make  our 
shoes,  and  the  almost  human  pieces  of  mech- 
anism that  bear  an  intimate  relation  to  our 
daily  existence,  but  we  hear  but  little  of  the 


By  DANIEL  M.  GROSH 

utilization  of  mechanical  aids  tn  the  medi- 
cine industry.  The  preparation  of  medicinal 
products  has  always  been  more  or  less  of  a 
mystery  to  the  uninitiated  and  has  been  sur- 
rounded with  a  cloak  of  secrecy.  This  has 
been  due,  no  doubt,  to  the  belief  that  it  was  not 
the  proper  thing  for  a  person  to  kiiow  what  he 
is  taking;  but  we  are  now  living  in  a  period 
when  people  ask  questions. 

To  describe  all  the  inventions  in  this  fiekl 
would  be  impossible  in  an  article  of  this  nature 
and  only  the  most  important  and  recent  devices 
can  be  noted. 

THE  AUTOMATIC  FILL  MACHINE. 

The  automatic  pill  machine  takes  the  raw 
material  and  turns  out  completely  and  perfectly 
finished  pills,  either  round  or  oval ;  and  by  a 
recently  improved  attachment  will  also  turn 
out  tablet-shaped  pills  as  well.  This  machine 
replaced  a  dozen  different  operations  and  as 
many  operators.  It  requires  no  attention  and 
has  an  output  of  over  1,000,000  a  day.  Many 
years  of  hard  work,  study  and  experimenting 
were  required  to  perfect  this  machine,  and  its 
value  to  the  producer  is  beyond  computation. 
It  is  the  pioneer  of  pharmaceutical  automatic 
machines. 

The  compressed  tablet,  made  and  consumed 
by  the  billions  the  world  over,  is  another  of  the 
interesting  products  of  the  modem  laboratory. 
The    improved   multiple-punch,    rotary    press 
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produces  1500  a  mmute,  25  at  every  tick  of  the 
clock;  and  they  come  from  the  press  so  rapidly 
that  they  appear  like  a  continuous  ribbon. 

A  MILLION  TABLETS  A  DAY. 

As  machines  for  making  and  preparing  the 
standard  line  of  pharmaceuticals  were  grad- 
ually added  to  the  laboratory  and  factory,  the 
preparation   of   tablet    triturates,    or  molded 


Another  l^p«  of  tablet  machine. 

tablets,  seemed  to  be  beyond  the  powers  of  the 
machinists  to  mechanically  reproduce.  Until 
very  recently  they  continued  to  be  made  by 
hand,  while  all  other  products  were  produced 
by  mechanical  means.  This  particular  opera- 
tion has  now  joined  the  ranks  of  machine  pro- 
duction, and  the  automatic  tablet  triturate 
machine  has  been  welcomed  by  the  manufac- 
turer. 

By  the  old  hand-molding  process  an  oper- 
ator was  required  to  be  exceptionally  com- 
petent in  order  to  produce  100,000  daily,  while 
with  this  machine  1,000,000  are  easily  turned 
out.  An  unskilled  attendant  can  care  for  sev- 
eral machines,  and  one  machine  will  do  the 
work  of  ten  operators.  The  method  also  saves 
a  large  amount  of  alcohol,  as  the  machine  will 
mold  tablets  much  drier  than  can  be  done  by 
hand  work.  The  pressure  and  spreading  are 
always  the  same,  thus  insuring  greater  uni- 
formity of  product, 

COUNTING  AND  BOTTLING. 
The  purely  mechanical  operation  of  counting 
and  bottling  tablets  has  been  unsuccessful  until 
recently,  by  reason  of  the  numerous  shapes  and 
sizes  of  bottles,  and  the  various  sizes  of  tablets. 
The  machine  now  doing  this  work  presents 
many  novel  features  and  has  cut  the  cost  of 


this  operation  to  a  low  figure.  All  that  is  now 
required  is  that  the  trough-shaped  hopper  be 
supplied  with  tablets  and  the  magazine  with 
vials.  The  machine  will  deliver  vials  filled 
with  the  required  count  at  the  rate  of  forty  to 
sixty  a  minute,  and  either  round  or  square 
bottles  may  be  used. 

TUBE  FILLING  MACHINE. 

Perhaps  one  of  the  most  important  machines 
as  far  as  general  utility  is  concerned  is  the 
automatic  device  for  filling  and  closing  collap- 
sible tubes.  This  was  formerly  one  of  the 
most  disagreeable  and  wasteful  laboratory 
operations,  and  until  the  advent  of  this  inven- 
tion many  of  the  preparations  requiring  a  con- 
tainer of  this  nature  could  not  be  marketed  at 
a  profit.  Apart  from  the  fact  that  these  ma- 
chines provide  the  only  means  of  profitably 
marketing  material  sold  in  collapsible  tubes, 
they  do  the  work  so  perfectly  and  accurately 
that  a  permanent  and  salable  package  cannot  be 
produced  without  their  aid. 

The  operator  simply  places  the  tubes  in  the 
racks  and  removes  the  completed  package  at 


the  rate  of  thirty  a  minute.  Any  one  who  has 
ever  had  experience  with  the  old  hand  opera- 
tion can  appreciate  the  utility  and  value  of  this 
device. 

THE  VACUUM  PILL  COATER. 

Before  the  invention  of  the  vacuum  pill- 
coater  the  process  of  gelatin  coating  consisted 
of  impaling  a  quantity  of  pills  upon  needles 
stuck  in  a  board,  dipping  them  in  gelatin,  and 
drying.     With  the  vacuum  apparatus  a  quan- 
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tity  of  pills  are  held  in  a  carrier  by  suction,  and 
are  dipped  automatically  in  the  gelatin,  thus 
coating  one-half  the  pill.  When  the  gelatin 
has  set,  the  coated  portions  are  then  held  while 
the  uncoated  parts  are  dipped. 

In  the  making  of  elastic  capsules,  steam  and 
hydraulic  presses  of  great  power  are  used. 
The  gelatin,  combined  with  glycerin,  is  run  in 
sheets,  or  leaves,   which  are  placed  on   the 


Aotomatlo  c«i»iile  filler.  The  oipsnliM  ue  ancspped.  flll«d  uid 
T»«kpDed  wttboat  attontlon.  Shonld  >  opmile  be  fed  wnmc  end 
ap,  ui  IncenloDB  device  adjiurte  It  properb, 

proper  molds,  slightly  heated.  The  fluid  ma- 
terial, or  oil,  is  poured  over  this  and  another 
sheet  of  gelatin  covered  over  it.  The  upper 
section  of  the  mold  is  then  fastened  on,  and 
the  whole  outfit  placed  in  a  hydraulic  press  and 
subjected  to  a  pressure  of  100  tons,  the  com- 
bination of  heat  and  intense  pressure  forming 
the  perfect  capsule. 


FILLING  CAPSULES. 

While  the  making  of  liquid-filled  capsules 
has  reached  the  highest  stage  of  perfection  by 
means  of  the  various  mechanical  operations, 
the  process  of  filling  empty  hard  capsules  with 
dry  powders  has  not  been  improved  upon  until 
the  past  few  months,  when  a  machine  for  that 
operation  made  its  appearance.  The  capsules 
are  placed  in  a  pan-shaped  receptacle,  from 
which  an  ingenious  device  feeds  them  to  a  ro- 
tary disc.  Here  they  are  first  unjoined  and 
then  passed  on  to  receive  the  required  amount 
of  material,  after  which  they  are  again  joined, 
or  capped,  and  passed  along  a  chute  to  the  re- 
ceiver. All  this  is  done  without  the  touch  of  a 
hand,  and  so  cleverly  is  the  machine  contrived 
that  should  a  capsule  start  to  feed  through 
wrong  end  up,  it  is  turned  over  and  started  in 
the  correct  position. 

To  describe  the  many  other  ingenious  de- 
vices in  the  modem  laboratory,  such  as  the 
vacuum  driers,  the  automatic  vacuum  stills,  the 
mixers,  the  grinders,  the  granulators,  etc., 
would  require  a  volume.  Even  to  simply  com- 
ment upon  the  most  important  and  latest  ma- 
chines is  quite  a  task,  as  the  development  and 
improvements  have  followed  in  such  rapid  suc- 
cession. The  ingenuity  of  these  inventions  is 
most  marked,  but  the  supreme  advantage  is 
their  simplicity  of  action  and  adjustment.  Ac- 
curate and  rapid,  they  do  all  that  human  hands 
can  do,  and  do  it  better,  quicker  and  cheaper, 
without  cuss-words,  chatter,  or  gum-chewing. 

This  is  surely  an  age  of  invention ! 


A  VICTIM  OF  THE  SEASON. 

By  OILBBKT  P.  T.  HOWE. 


"What  ails  thee,  Jones?"  asked  Mr.  Spat, 

One  chilly  autumn  day. 
"Quite  lately  I  have  noticed  that 

Your  looks  are  far  from  gay. 
You  do  your  work  like  one  who's  lost 

Some,  old  and  trusted  friend, 
And  now  decides  all  life's  a  frost, 

And  sadly  waits  the  end." 

"Alas!"  said  Jones,  "it's  true  1  find 

The  load  comes  heavy  now. 
1  tell  myself  I  should  not  mind, 

Yet  sorrow  clouds  my  brow. 


I  go  about  my  daily  taiik 

With  slow,  despondent  tread." 
Said  Spat:    "Pray,  why,  if  I  may  ask?" 

Jones  sighed  and  then  he  said : 

"In  summer  when  the  balmy  breeie 

Made  earth  a  heaven  fair. 
To  quench  her  thirst  came  sweet  I^uise 

At  that  swell  fountain  there. 
But  now  the  wind  less  balmy  blows. 

She  spurns  my  summer  brews. 
And  coldly  past  the  door  she  goes 

To  order  oyster  stews !" 
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SELECTIONS 


THE  BEST  WAY  TO  INDEX  A  DRUG  STOCK. 

Joseph  T.  Forbrich,  of  Chicago,  writing  in 
A^.  A.  R.  D.  Notes,  describes  what  he  consid- 
ers the  most  effective  way  to  index  a  drug 
stock.    He  says: 

"Some  years  ago  I  hit  upon  a  plan  of  mak- 
ing individual  shelf  index  cards,  giving  the 
contents  of  each  shelf  in  every  fixture,  com- 
partment, show-case,  and  drawer.  In  that  way 
I  obtained  a  list  of  my  entire  stock. 

"I  gave  names  to  the  different  compart- 
ments. These  were  placed  at  the  top  of  each 
card  and  the  number  of  the  shelf  added,  such 
as  Gallery  No.  1,  Shelf  No.  3.  That  meant 
Compartment  No.  1  in  the  gallery  of  the  store, 
Shelf  3,  or  Scale  Counter  Drawer  No.  1, 
which  of  course,  explains  itself,  or  P.  M.  6-2, 
which  means  Patent  Medicine  Compartment 
No.  6,  Shelf  2. 

"Having  all  of  these  cards  completed  and 
giving  the  different  locations  of  the  store  the 
most  suitable  name,  which  in  a  measure  gave 
the  location  at  a  glance,  I  was  ready  to  begin 
my  index  book. 

"I  bought  two  heavy  volumes,  canvas-and- 
leather  bound,  plainly  ruled  and  containing  500 
pages  each,  ruled  to  60  lines.  In  the  front  of 
each  book  I  entered  a  key  to  the  index,  which 
explained  what  was  meant  by  various  ab- 
breviations. 

"This  key  was  arranged  alphabetically,  as 
was  the  entire  index,  so  that  everything  was  at 
the  clerk's  finger-tips.  P.  M.,  patent  medicine 
case ;  twelve  upper  and  twelve  lower  cases.  No. 
1  begins  at  south  end  of  prescription  case  and 
is  in  the  upper  tiers ;  No.  13  begins  the  same, 
but  is  the  beginning  of  the  lower  section.  T.  B. 
U.  means  Telephone  booth  upper  compartment 
(there  being  a  lower  one  also)  ;  E.  W.  L.  Dr., 
east  wall  ledger  drawers,  on  east  side  of  store. 
No.  1  begins  in  front  of  the  prescription  case 
and  28  is  the  last  one  near  door.  Words  such 
as  prescription  case,  south  wall,  gallery,  west 
wall,  lower  wall  compartments,  face-powder 
show-case,  shelf  1,  basement,  rear  room,  etc., 
can  be  employed  and  abbreviated. 

"We  are  now  ready  to  begin  the  indexing 
properly.  Take  the  index  shelf  cards  and  pick 
out  all  names  beginning  with  A,  write  these 


in  pencil  on  paper  and  arrange  them  alphabet- 
ically. For  instance,  acacia  gum  must  come 
before  acacia  pulv. ;  frequent  erasures  will 
have  to  be  made  to  get  these  names  correctly 
placed,  hence  my  suggestion  to  enter  these  ar- 
ticles on  sheets  of  paper  and  not  in  the  book 
at  first. 

"When  this  work  is  completed  begin  to  enter 
the  names  in  the  book.  Print  them  in  your  own 
way.  A  little  practice  will  show  you  how  easily 
you  can  become  proficient  in  this  work,  but 
leave  at  least  six  lines  between  items  on 
which  to  enter  future  additions  and  be  sure  to 
use  ink  in  printing  the  name  of  the  article,  and 
a  pencil  in  giving  its  location. 

"The  reason  for  this  is  that  you  may  desire 
to  change  the  location  of  the  preparation  en- 
tered and  a  pencil  entry  is  easier  to  erase. 

"Powdered  drugs,  fluid  extracts,  pressed 
herbs,  etc.,  should  be  placed  in  the  book  in  the 
English  names  and  also  in  the  Latin  names; 
but  be  sure  to  enter  the  Latin  name  of  the  arti- 
cles as  well  as  the  English,  as  the  former  is 
likely  to  be  on  the  label  or  drawer. 

"The  shelf  index  cards  should  be  a  perma- 
nent fixture  left  on  each  shelf ;  it  will  many  a 
time  tell  you  what  is  missing  on  a  shelf  when 
you  find  a  vacant  space. 

"The  compilation  of  this  work  may  mean 
three  months'  work  at  odd  moments,  but  it  will 
repay  any  enterprising  druggist  in  financial  re- 
turns, in  personal  satisfaction,  and  in  Compli- 
mentary remarks  from  pleased  customers,  to 
say  nothing  of  the  satisfaction  it  will  give  your 
clerks  to  work  in  a  store  conducted  along  sys- 
tematic lines." 


POINTS  IN  THE  HANDLING  OF 
STATIONERY. 

B.  E.  Pritchard,  of  Pittsburg,  read  a  very 
interesting  paper  at  the  1918  meeting  of  the 
Pennsylvania  Pharmaceutical  Association  en- 
titled "Some  Advertising  Stunts  of  Mine." 
Among  other  things  Mr.  Pritchard  told  how 
he  had  developed  a  good  trade  in  correspond- 
ence stationery.    We  are  quoting  him  in  part: 

"When  I  began  to  cater  to  the  correspond- 
ence stationery  trade,  I  sought  for  some  means 
to  become  distinctive,  which  I  succeeded  in 
doing  in  this  wise:  Into  each  box  of  paper  I 
put  a  neat  little  envelope  containing,  between 
two  thin  pieces  of  fine  absorbent  cotton,  about 
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ten  grains  of  sachet  jxiwcler,  with  the  result 
that  when  the  box  was  opened  a  delightfully 
delicate  odor  became  apparent— even  after 
passing  through  the  mail  the  recipient  of  a 
letter  written  upon  a  sheet  of  paper  taken  from 
a  box  of  stationery  obtained  at  my  store  would 
at  once  detect  a  faint  pleasing  odor  which  was 
distinctly  agreeable. 

"This  feature  soon  made  Pritchard's  box 
stationery  famous,  and  I  would  frequently  be 
told  by  my  patrons  that  they  could  obtain  no 
such  box  paper  as  mine  anywhere  else.  Sales 
grew  until  purchases  of  several  hundred  boxes 
at  one  time  were  not  too  large,  and  I  recall 
having  received  at  one  time,  direct  from  the 
factory,  in  one  invoice,  1200  boxes,  and  it  was 
all  disposed  of  in  two  or  three  months.  While 
on  the  subject  of  stationery,  let  me  digress 
slightly  and  dispense  a  little  advice  based  upon 
my  experience  in  handling  it  as  a  side-line  in 
my  pharmacy  to  those  who  may  not  have  given 
it  serious  attention. 

"Correspondence  stationery,  when  properly 
looked  after,  is  a  very  desirable  side-line,  being 
both  clean  and  profitable.  Stationery  should, 
by  all  means,  be  given  the  exclusive  use  of  an 
attractive  show-case,  prominently  located  in 
the  store,  and  it  should  be  tastefully  displayed 
therein.  Box  papers,  retailing  from  25  to  50 
cents,  are  always  ready  sellers.  Invariably,  al- 
most, the  finer  papers  are  desired  unruled ;  only 
the  proletariat  will  seek  ruled  paper  these  days. 
I  would  strongly  recommend  that  the  station- 
ery department  be  placed  under  the  care  of  a 
young  woman,  one  of  quiet  tastes  and  good 
manners.  There  is  no  side-line  for  a  pharmacy 
that  lends  itself  more  readily  to  feminine  sales- 
manship, both  in  profit  and  satisfaction. 

"The  handling  of  writing  tablets,  too,  is  very 
satisfactory,  and  many  ladies  prefer  their  cor- 
respondence paper  in  that  shape  because  of  the 
convenience  it  affords,  and  envelopes  can  al- 
ways be  secured  to  match  each  style  of  paper 
when  laying  in  stock.  A  very  excellent  way  to 
secure  the  continued  trade  of  a  customer  who 
has  bought  a  tablet  from  our  store  once,  is  to 
place  a  neat  little,  nicely  printed  card  between 
the  last  two  sheets,  when  opening  up  and  mark- 
ing the  price,  bearing  the  words:  'If  the  paper 
contained  herein  was  satisfactory,  remember 

that  it  came  from ,'  naming  your 

pharmacy. 

"For  a  number  of  years  I  issued,  regularly, 


a  monthly  journal  under  the  title  'Pritchard's 
Pointers,'  to  which  I  gave  careful  and  thought- 
ful attention.  One  thousand  copies  went  each 
month  into  the  hands  of  the  same  readers,  as  I 
had  a  contract  with  a  competent  distributer  to 
cover  a  certain  prescribed  district  each  month. 
In  the  hands  of  its  readers  it  cost  less  than 
newspaper  space  would  have  done,  with. the 
added  advantage  of  reaching  out  only  for  peo- 
ple who  were  reasonably  within  shopping  dis- 
tance of  my  store,  while  in  a  widely  circulated 
newspaper  perhaps  as  much  as  75  per  cent  of 
that  circulation  has  nd  value  for  a  neighbor- 
hood store,  but  has  to  be  paid  for  just  the 


same. 
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THE'  PREMIUM  SYSTEM  IN  THE  DRUG 

STORE. 

G.  D.  Grain,  Jr.,  writing  in  the  Druggists' 
Circular,  dwells  on  the  advantages  and  disad- 
vantages of  paying  commissions  to  clerks.  On 
the  whole  he  favors  the  system.   To  quote : 

"The  use  of  the  premium  or  'p.  m.'  system 
of  moving  goods,  through  giving  the  salesman 
a  definite  interest  in  disposing  of  the  particular 
articles  on  which  the  p.  m.  has  been  placed,  has 
become  so  general  in  the  retail  business  at  large 
that  the  wonder  is  sometimes  expressed  that  it 
is  not  practiced  by  more  drug  stores. 

"The  reason,  of  course,  is  fairly  obvious. 
The  wise  and  conservative  druggist  who  values 
the  good-will  of  his  customer  more  than  he 
does  the  immediate  profit  to  be  made  on  an 
individual  sale  does  not  feel  inclined  to  risk 
losing  this  valuable  asset  through  having  goods 
which  are  not  wanted  foisted  upon  the 
customer. 

"As  one  veteran  druggist,  who  has  been  in 
the  business  for  twenty  years  and  owns  two  of 
the  'classiest'  stores  in  his  commtmity,  recently 
put  it,  'The  salesman  who  sees  a  chance  to  get 
a  p.  m.  is  likely  to  shove  goods  on  somebody 
who  doesn't  want  them.  It  might  lead  to  sub- 
stitution, a  practice  which  we  absolutely  refuse 
to  engage  in.  We  put  all  our  men  on  salaries — 
good  ones — ^and  expect  that  the  incentive  fur- 
nished by  the  chance  of  getting  more  money 
on  a  flat  salary  basis  will  lead  them  to  exert 
themselves  in  the  direction  of  moving  goods 
which  have  been  found  to  be  slow  sellers.' 

"This  is  the  ultra-conservative  view-point, 
and  has  a  lot  of  good,  sound  sense  to  commend 
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it.  It  is  true  that  if  a  customer  comes  in  look- 
ing for  a  certain  kind  of  cold  cream,  for  in- 
stance, and  the  clerk  sells  another  kind  to  get 
the  p.  m.,  the  store  runs  the  risk  of  offending 
the  patron. 

"However,  conceding  that  there  is  greater 
difficulty  here  than  in  any  other  part  of  the 
store  in  bringing  the  method  into  line  with 
conditions,  it  will  be  easily  realized  that  the 
plan  could  be  applied  without  friction  to  the 
purely  merchandising  lines,  in  which  the  pro- 
fessional side  of  the  druggist's  relations  with 
his  customers  does  not  appear.  In  the  sale  of 
toilet  articles  of  all  kinds,  rubber  goods,  can- 
dies, fountain  pens,  periodicals,  paints,  and 
dozens  of  other  specialties  which  can  be  sold 
without  the  fear  that  the  customer  will  get 
something  which  would  not  do  him  or  her  as 
much  good  as  another  article,  the  p.  m.  is  a 
'booster,*  pure  and  simple,  and  does  not  ap- 
pear in  the  guise  of  the  enemy  of  the  house 
prestige. 

"Besides,  the  use  of  a  p.  m.  is  generally  re- 
stricted to  goods  for  which  there  has  been  little 
call,  and  which,  usually  for  no  fault  of  their 
make-up  or  lack  of  special  advantages,  simply 
have  not  moved.  In  other  words,  it  is  not  be- 
cause of  competition  with  other  lines  so  much 
as  lack  of  interest  in  the  stock  on  the  part  of 
the  sales-force  and  the  public  that  has  brought 
about  the  lethargy  toward  the  line,  and  sug- 
gests the  need  for  the  stimulus  provided  by  the 
p.  m.  In  helping  this  portion  of  the  stock  to 
get  back  'on  its  feet,'  the  clerk  usually  needs 
only  to  call  the  attention  of  the  customer  to  it 
after  a  purchase  of  some  entirely  different  class 
of  goods  has  been  made.  With  the  prospect  of 
adding  materially  to  his  earnings,  he  is  almost 
certain  to  exert  himself  in  the  direction  of  at- 
tracting the  interest  of  the  customers  to  p.  m.'d 
goods,  and  thus  in  making  the  volume  of  sales 
on  that  line  notably  higher." 


THE  UNSANITARY  TOOTH-BRUSH. 

The  sepsis  of  the  tooth-brush  is  the  subject 
of  a  vigorous  article  by  W.  Parker  Harrison, 
M.R.C.S.,  in  the  British  Dental  Journal.  The 
author  first  shows  that  the  usual  ablution  re- 
ceived by  the  tooth-brush  after  use,  either 
under  the  tap  or  in  a  tumbler,  is  totally  inade- 
quate to  render  it  reasonably  clean.    In  his  ex- 


periments each  of  twelve  sterile  tooth-brushes 
was  used  once,  rinsed  ten  times  in  a  tumbler 
of  water,  and  after  standing  for  twelve  hours 
all  the  bristles  were  removed  with  sterile  for- 
ceps, and  the  organisms  counted  in  the  usual 
way.  In  eight  out  of  the  twelve  cases  more 
than  a  million  organisms  were  found — a  num- 
ber comparable  with  that  foimd  in  the  case  of 
sewage.  The  experiments  were  carried  out 
by  patients  suffering  from  periodontal  disease, 
but  it  was  also  found  by  four  experiments  on 
an  apparently  healthy  mouth  that  almost  as 
large  a  number  of  bacteria  were  left  on  the 
tooth-brush.  These  experiments  denote  "that 
the  millions  of  tooth-brushes  in  this  country 
are  in  a  most  disgusting  and  septic  state."  Of 
antiseptic  tooth-powders  and  pastes  seven  ex- 
periments showed  that  there  was  a  reduction 
in  the  number  of  organisms,  in  two  others 
there  was  practically  no  change,  while  three 
showed  no  appreciable  improvement.  The  au- 
thor concludes  by  stating  that  a  properly 
chosen  antiseptic  dentifrice  is  emphatically  de- 
sirable for  use,  and  will  prove  effective  in  af- 
fording a  reasonable  degree  of  cleanliness  iti 
the  brush. — Phartn.  Journ.  and  Pharmacist, 


CLERKS  AND   TRADE  JOURNALS. 

Many  employers  not  only  are  willing  that 
their  employees  should  read  the  trade  journals, 
but  are  fully  alive  to  the  fact  that,  usually,  it 
is  the  employee  who  takes  sufficient  interest  in 
his  business  to  devote  his  own  time  to  studying 
it  that  is  the  employee  best  worth  while.  In 
other  stores,  however,  although  the  trade  jour- 
nals come  in  month  by  month,  no  particular 
encouragement  is  given  the  employees  to  make 
use  of  them,  and  no  effort  is  made  in  other 
ways  to  instruct  them,  to  increase  their  inter- 
est in  what  they  have  to  do,  or  to  stimulate 
them  to  greater  and  more  profitable  effort. 

The  kind  of  clerk — the  kind  of  salesman — 
who  knows  his  business  thoroughly  and  is  not 
merely  an  order  taker,  is  a  valuable  asset  in 
your  business.  Such  clerks  are  worth  culti- 
vating; and  the  qualities  that  go  to  make  the 
efficient  clerk  are  capable,  in  great  measure,  of 
cultivation.  Set  yourself,  then,  to  help  your 
clerks.  Make  it  your  business  to  see  that  they 
have  a  good  trade  journal  and  use  it. — West- 
ern Druggist. 
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DOLLAR  IDEAS 


RENEWING  SHELP-BOTTLE  LABELS. 

L.  C.  Schneider,  Milwaukee,  Wis. :  Here  is 
the  method  I  employ  for  putting  new  labels 
on  my  shelf  bottles  in  the  place  of  old,  broken 
glass  labels  that  present  an  tmbecoming,  un- 
sightly appearance:  Cut  a  piece  of  a  good 
grade  of  white  paper  just  the  size  and  shape 
of  the  label  you  desire  to  match — ^a  good  label 
on  other  shelf  bottles.  Print  the  Latin  name 
on  this,  making  the  letters  conform,  of  course, 
to  the  style  of  those  you  are  imitating.  Paste 
this  label  on  the  bottle,  and  when  perfectly  dry 
put  a  border  around  its  edge  with  liquid  gold 
paint.  Then  give  the  entire  surface  a  coat 
of  white  shellac  varnish. 

I  find  this  white  shellac  varnish  a  handy 
thing  for  other  labels,  also,  such  as  those  on 
acid  bottles  and  jugs  kept  in  the  basement 
where  it  is  damp.  The  varnish  prevents  the 
acid  and  moisture  from  getting  in  their  deadly 
work. 


DISPLAYING  RUBBER  NIPPLES. 

P.  I.  Minton,  Plain  field,  N.  /.;  Take  a 
piece  of  half-inch  pine  board,  its  size  depending 
on  the  number  of  styles  of  nipples  to  be  dis- 
played. Bore  a  half-inch  hole  in  this  board. 
Next  select  some  old  bottles  having  necks  of 
the  same  size  as  the  holes.  File  the  necks  all 
arotmd,  and  tap  gently  until  they  break  off. 
Glue  these  botde  necks  into  the  holes  in  the 
board  and  cover  the  entire  board,  which  has 
been  previously  varnished,  with  paper,  cloth, 
or  felt,  if  desired. 

The  nipples  will  push  on  over  the  bottle 
necks  and  are  thus  held  firmly  in  place. 


MAKING  PRESCRIPTION  LABELS  READ- 
ABLE. 

P.  I.  Minton,  Plain  field,  N.  /.;  Sometimes 
a  prescription  bottle  is  brought  in  to  be  refilled 
and  the  label  is  partially  or  wholly  unreadable. 
I  have  found  that  a  strong  solution  of  oxalic 
acid,  generously  applied  for  a  few  minutes, 
will  often  revive  legibility  to  a  surprising 
degree. 

The  reason,  I  think,  may  readily  be  found 


in  a  few  correlated  facts.  There  is  iron  in  the 
writing  fluid,  or  ink,  with  which  the  directions 
have  been  written.  Most  prescription  mix- 
tures contain  a  percentage  of  tannin.  Iron 
tannate  is  forrtied.  We  are  all  more  or  less 
familiar  with  the  behavior  of  oxalic  acid  in 
the  presence  of  ink,  or  iron,  formations. 

Of  course  this  will  not  always  turn  the  trick, 
but  it  is  worth  trying  on  an  otherwise  unread- 
able label. 


A  TEST-TUBE  HOLDER. 

B.  Whiiwell,  Westport,  N.  Z.:  For  those 
who  have  occasion  to  use  test-tubes,  here  is  an 
excellent  plan  for  holding  them  temporarily. 
Use  the  wooden  reels  which  hold  the  coupon 
printing  paper,  in  National  cash  registers.  It 
is  often  the  case  that  a  single  test-tube  is  re- 
quired, apart  from  its  fellows.  Should  one 
replace  it  in  the  rack  with  the  others,  it  is  apt 
to  become  confused  with  them.  It  can  be  kept 
by  itself  nicely  in  the  manner  specified. 


A  BRUSHLESS  PASTE  POT. 

Arthur  W.  Humphrey,  Scranton,  Pa, :  Here 
is  something  which  we  have  found  to  be  much 
more  convenient  than  the  ordinary  brush  and 
bottle,  or  paste  pot : 

Simply  take  a  wide-mouth  bottle,  cover  over 
the  top  of  it  a  piece  of  gauze,  and  tie  securely 
in  place.  When  not  in  use,  invert  and  keep 
the  bottle  standing  upside  down  in  an  amber 
ointment  jar,  or  something  of  that  sort. 

The  paste  we  use  is  made  of  gum  arabic, 
dissolved  in  water  to  the  proper  consistency. 
To  this  we  add  a  few  drops  of  oil  of  cloves. 


A   PERMANENT   PRESCRIPTION   LABEL 

NUMBER. 

H.  A.  Sharpe,  L'Anse,  Mich.:  Very  often 
numbers  on  prescription  labels  become  muti- 
lated beyond  recognition.  To  obviate  this  dif- 
ficulty I  always  write  the  number  also  on  the 
bottle  with  a  Faber's  blue  pencil  for  glass, 
china,  and  metal.  Right  over  this  number  I 
paste  the  label. 

The  numbers  made  with  the  pencil  should 
be  about  }4  inch  high.  By  holding  the  bottle 
up  to  the  light  the  numbers  appear  perfectly 
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clear,  especially  so  if  the  label  isr  stuck  on  thor- 
oughly. The  labels  may  be  entirely  torn  off, 
and  the  numbers  still  remain.  However,  the 
numbers  may  be  removed,  too,  by  vigorously 
rubbing  them  with  a  little  alcohol. 


WHEN  DISPENSING  ESSENTIAL  OILS. 

F,  C  Curry,  Brockville,  Ont:  When  dis- 
pensing any  essential  oil,  as,  for  instance,  oil 
of  gaultheria,  rinse  out  the  graduate  with  the 
corresponding  essence,  pouring  back  into  the 
stock  bottle,  before  setting  out  the  measure  to 
be  cleaned. 

This  saves  work  for  the  apprentice,  elimi- 
nates the  guesswork  often  resorted  to  in  pref- 
erence to  dirtying  a  graduate,  and  improves 
the  essence. 


A  SODA  STOOL  AS  A  PERCOLATOR  STAND. 

Louis  V.  Middleton,  Grand  Rapids,  Mich.: 
Having  had  some  trouble  getting  a  percolator 
to  set  securely,  I  took  one  of  my  old  wire  soda 
stools  and  cut  a  hole  in  the  seat  to  fit  the  per- 
colator. The  percolator  just  reaches  the  neck 
of  a  gallon  bottle  set  on  the  floor;  but  as  an 
additional  precaution  against  spilling,  I  place 
a  two-inch  granite  funnel  in  the  neck. 


LETTERS 


This  is  where  our  readers  exchange  opinions  ami 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects,  of 
fftutual  interest. 


MY  METHOD  OF  SYSTEMATIZING  A  STOCK 

OF  DRUGS. 

To  the  Editors : 

Ever  since  a  drug  stock  has  been  kept  for 
public  sale  there  has  had  to  be  some  system  for 
the  storing  of  goods.  A  druggist  would  be 
like  a  flea  in  a  whirlwind  without  a  systema- 
tized stock  of  goods. 

Our  prescription  case  is  divided.  One  side 
is  devoted  to  powdered  extracts,  and  to  chemi- 
cals in  the  crystal  or  powdered  form  used  in 
compounding  prescriptions  and  in  making 
pharmaceutical  preparations ;  the  other  side  to 
tablet  triturates,  pills,  and  hypodermic  tablets. 
Two  shelves  are  utilized  for  the  liquids  used 
at  the  prescription  counter. 


Underneath  the  prescription  counter  are 
drawers  in  which  are  kept  labels,  and  pill  and 
powder  boxes.  Two  cupboards  also  ho!(j 
mortars  and  pestles,  funnels,  ointment  slabsi 
and  other  paraphernalia  used  in  compounding. 

At  one  side  of  the  prescription  case  is  a  cup- 
board containing  all  the  essential  oils  and  an- 
other cupboard  for  ointments. 

Back  of  the  prescription  counter  is  a  room 
twelve  by  fifteen  feet  in  which  are  arranged 
all  bulk  pharmaceuticals  in  classified  alphabeti- 
cal order.  Beneath  these  shelves  is  a  counter 
on  which  laboratory  work  is  done.  Under  this 
counter  are  the  cork  and  bottle  bins. 

As  only  two  eight-foot  sections  are  devoted 
to  stock  shelf  bottles  in  the  sal^s  department, 
this  room  back  of  the  prescription  case  is  neces- 
sary for  the  storing  of  stock  preparations. 

At  the  left  of  the  prescription  counter  are 
the  fluidextracts  in  alphabetical  order. 

In  the  sal6s-room,  as  you  enter,  the  fountain 
is  at  the  left;  then,  on  that  side,  next  comes 
the  confectionery  case  and  cigar  counter.  Back 
of  these  are  two  eight-foot  sections  of  glass- 
labeled  shelf  bottles.  On  the  right  side  of  the 
store  are  the  perfume  case,  and  a  case  for  the 
rubber  and  surgical  goods ;  also  a  six-foot  glass 
counter,  and  a  sectional  wall  cabinet  for  the 
display  of  sporting  goods,  the  latter  our  best 
side-line.  In  a  wall  cabinet  back  of  the  per- 
fume and  rubber  case  are  displayed  the  patent 
preparations,  toilet  articles,  and  fancy  soaps. 
A  portion  of  this  cabinet  is  also  used  for  the 
display  of  leather  goods. 

In  the  basement  is  a  large  sink,  where  ar- 
ticles are  washed  and  the  work  of  mixing  the 
fountain  syrups  is  done.  The  rest  of  the  base- 
ment is  used  for  the  storage  of  bulky  crates, 
barrels,  and  carboys. 

Every  druggist  must  have  his  own  arrange- 
ment of  goods.  First  he  should  classify,  then 
alphabetically  arrange  his  stock  in  the  most 
convenient  place.  To  be  efficient  one  must 
have  system.         p.  W.  Churchill,  Ph.G. 

Proctor,  Vt. 


DIDN'T  WANT  A  NEW  ONE. 

To  the  Editors : 

Every  druggist  can  tell  you  of  the  unreason- 
ableness of  some  of  his  patrons.  Some  in- 
stances have  even  been  reproduced  on  the 
stage,  but  I  think  the  following  case  is  the 
limit. 
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We  have  a  customer  who  has  been  getting, 
every  two  or  three  weeks,  a  bottle  filled  with 
solution  of  potassium  bromide,  spirit  of 
lavender  compound,  and  tincture  of  valerian. 
The  bottle  gradually  got  stained  and  was 
finally  brought  in  with  the  lip  chipped.  The 
clerk  therefore  put  up  the  mixture  in  a  new 
bottle  and  came  out  with  it  to  the  customer. 
And  you  ought  to  have  heard  her  howl ! 

She  wanted  "her"  bottle.  Hadn't  asked  for 
any  new  bottle,  had  she?  Supposed  we  would 
charge  her  10  cents  for  the  new  bottle,  etc. 
She  absolutely  raved.  We  explained  that  we 
had  no  intention  of  charging  her  for  the  new 
bottle,  but  even  that  did  not  pacify  her.  She 
wanted  her  bottle,  and  she  kept  on  shouting 
until  she  got  it — ^and  then  she  shouted  some 
more ! 

Can  you  beat  that?  F.  P.  Strehl. 

Patcrson,  N.  J. 


SOMEWHAT  PROFANE! 

To  the  Editors : 

I  enclose  a  letter  sent  to  our  store  not  long 
ago.     It  evidently  came  from  a  woman  who 


was  accustomed  to  expressing  herself  vigor- 
ously I  Fred  C.  Long. 

Veraiilion,  Alberta. 


AS  TO  COMMISSIONS. 

To  the  Editors  : 

A  recent  contributor  to  the  Bulletin  asked 
this  question:  Does  paying  a  commission  on 
certain  goods  result  in  creating  good-will  for 
the  store  ? 

It  does  not.  That  fact  cannot  be  too  em- 
phatically stated. 

Advance  the  tactful  and  proficient  salesman 
according  to  his  proved  ability,  and  not  by 
commissions.    Special  concessions  of  this  char- 


acter tend  to  ruin  a  clerk's  caution  and  tact- 
fulness. 

Neither,  under  any  circumstances,  should 
commissions  be  paid  to  physicians  for  pre- 
scriptions. R.  R.  Glenn. 

Keokiik,  Iowa. 


NUFF  SED! 

To  the  Editors : 

Do  you  think  I  was  right?  An  Italian 
woman  who  could  not  speak  a  single  word  of 
English  put  down  on  the  counter  a  ten-cent 
piece  and  an  envelope  at  the  same  time,  mak- 
ing violent  gesticulations,  pointing  to  the  ceil- 
ing. On  opening  the  envelope,  where  I  ex- 
pected to  find  a  note  describing  her  wants,  I 
saw  instead  two  dead  roaches! 

I  thought  this  was  a  good  explanation  for 
roach  powder,  and  dispensed  a  box  of  it,  which 
seemed  satisfactory  to  her.  j.  Ellner. 

New  York. 


To  the  Editors : 

I  enjoy  reading  your  magazine  very  much 
and  never  miss  a  single  thing  from  cover  to 
cover,  "ads."  and  all.  Have  received  a  great 
deal  of  benefit  from  your  various  suggestions^ 
and  the  "Contributed  Articles"  are  a  veritable 
mine  of  pharmaceutical  wealth.  In  fact  I  like 
the  whole  "get-up"  of  your  publication. 

Edward  A.  Henderson. 

Los  Angeles,  Cal. 


To  the  Editors : 

I  have  started  to  make  myself  an  annual  gift 
by  having  the  Bulletin  bound.  I  have  all 
copies  starting  one  year  ago,  and  they  are  some 
boost  to  literature!  Hoping  that  I  may  have 
the  pleasure  to  aid  you  in  the  great  work  you 
are  doing  through  your  magazine  in  the  future, 
I  remain,  Frank  L.  Downes. 

Binghamton,  N.  Y. 


To  the  Editors : 

I  have  been  a  subscriber  to  the  Bulletin 
since  it  first  started ;  it  has  followed  me  every- 
where I  went.  Of  all  the  drug  journals  I  get 
(I  subscribe  for  5)  the  Bulletin  is  the  "one 
best  hit."  It  is  the  most  concise  of  all  and  I 
couldn't  get  along  without  it. 

Julius  Junkermann. 

Cedar  Rapids,  Iowa. 
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BUSINESS  HINTS 


Specimens  of  druggists^  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 
Bulletin. 


Candy  in  fhe  Drug  Store.— 

William  A.  Robinson,  of  Boston,  in  a  lecture  de- 
livered at  the  Massachusetts  College  of  Pharmacy,  ad- 
vanced some  very  pointed  suggestions  in  the  matter  of 
handling  confectionery  in  the  drug  store.  More  than 
800,000,000  pounds  of  candy  were  manufactured  in  the 
United  States  last  year,  the  lecturer  stated.  Continuing, 
he  said: 

"The  druggist,  to  pay  the  enormous  rents  for  which 
he  obligates  himself  to  obtain  preferred  positions,  must 
cast  about  him  for  some  quick-moving  merchandise  to 
help  meet  these  obligations,  and  my  belief  is  that  candy 
is  the  best  possible  medium  for  this  purpose.  It  takes 
very  little  of  his  valuable  merchandising  space,  is  easily 
obtained,  and  with  very  little  special  preparation  can  be 
attractively  displayed. 

"A  candy  stock  can  be  made  to  turn  itself  from 
fifteen  to  twenty-five  times  a  year,  and  at  a  very  satis- 
factory profit  each  time. 

"Practically  all  candy  is  good,  the  principal  difference 
being  in  the  manner  of  packing.  I  speak  of  the  staple 
brands  of  regular  manufacturers,  not  eliminating  the 
much-abused  29-cent  package.  This  grade  of  candy 
when  first  put  upon  the  market  was  undoubtedly  of  the 
40-cent  bulk  grade,  and  properly  used  on  Saturdays 
only  as  a  potent  advertising  medium. 

"Some  of  the  less  experienced  druggists,  however, 
did  not  have  the  nerve  to  turn  down  sales  during  the 
other  six  days  of  the  week  at  29  cents,  or  make  the 
customer  pay  the  regular  40-cent  price,  with  the  result 
that  they  not  only  lost  the  advertising  advantage,  but 
lost  money  besides,  and  in  trying  to  remedy  this  last 
defect  began  selling  chocolates  that  were  not  only  worth 
less  than  40  cents  per  pound  but  were  worth  less  than 
29  cents. 

"I  personally  believe  the  29-cent  Saturday  special  a 
good  proposition,  if  correctly  handled,  but  a  bad  one 
otherwise.  I  also  believe  that  a  retailer  selling  less 
than  100  pounds  a  week  is  wasting  his  time  in  handling 
it  at  all  and  is  hurting  his  regular  candy  business. 

"Now,  in  reference  to  the  care  of  candy,  especially 
chocolates. 

"  Did  you  ever  stop  to  consider  that  the  responsibility 
of  the  manufacturer  ceases  as  to  its  care  when  you 
purchase  his  goods? 

"The  average  silent  salesman  show-case  is  fine  for 
showing  merchandise,  but  is  a  veritable  hothouse,  and 
is  constructed  exactly  like  one.  It  is  all  glass,  practically 
air-tight,  and  is  very  frequently  directly  in  the  path  of 
sunlight  some  part  of  the  day.  Why  shouldn't  it  be 
hot?    And  if  hot  why  shouldn't  it  melt  chocolates? 

"This  is  very  easily  remedied,  and  some  of  the  more 
progressive  case  manufacturers  are  making  a  ventilated 
show-case  for  confectionery.  You  can  easily  remedy 
it  yourselves  by  having  a  wire  screen  three  or  four 


inches  wide  placed  on  a  frame  at  either  end  of  your 
case,  thus  allowing  a  circulation  of  air  over  your  goods. 

"I  am  frequently  asked,  llow  about  chocolates  in 
the  summer-time?'    The  answer  to  this  is  easy. 

"Don't  sell  them.  Give  your  customers  a  rest  and 
they  will  come  back  all  the  more  hungry  in  the  fall. 

"Tes,  that  is  fine,  but  I  have  the  case,  and  don't 
want  to  go  out  of  this  branch  of  the  business  at  all.' 

"Tp  meet  this  I  would  say  that  there  are  lots  of  can- 
dies, other  than  chocolates,  that  can  and  do  stand  hot 
weather.  I  have  in  mind  the  10,  15  and  25-cent  bottles 
of  various  hard  candy  sticks,  balls,  cuts,  etc.,  gum  drops 
in  attractive  packages,  druggists'  wafers,  chewing  gums 
and  many  others  equally  as  good,  all  confectionery,  and 
all  profitable. 

"With  a  little  forethought  and  ordinary  merchan- 
dising sense  this  department  will  pay  the  year  round." 

Making  Capital  of  the  War^ 

As  soon  as  the  European  war  broke  out,  the  Owl 
Drug  Co.  on  the  Pacific  Coast  began  publishing  a  series 
of  display  advertisements  in  the  newspapers  outlining 
its  policy  on  the  price  question  and  conveying  other 
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messages  to  the  public.  One  of  the  company's  ads.  we 
are  reproducing  herewith.  The  Owl  Drug  G).  has  20 
stores  on  the  Pacific  Coast,  several  of  them  in  San 
Francisco,  and  it  conducts  a  vigorous  business  and  ad- 
vertising policy. 

Get  Rid  of  the  Old  Stock.— 

There  never  was  a  store,  and  there  never  will  be,  that 
does  not  have  on  its  shelves  merchandise  that  for  one 
reason  or  another  will  not  sell  at  the  figures  it  was  orig- 
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inally  marked  at,  says  Fabrics  and  Fancy  Goods.  Either 
it  is  unseasonable  or  it  is  damaged ;  it  is  out  of  stjle  or 
is  poor  value ;  so  that  the  public  fights  shy  of  it,  and  it 
remains  in  the  store  eating  its  head  off  and  preventing 
the  merchant  from  turning  the  money  it  cost  into  more 
money.  In  considering  the  proposition  it  is  well  to 
remember  that  a  profit  cannot  be  earned  until  the  goods 
are  sold.  For  this  reason,  if  merchandise  remains  on 
the  shelves  too  long  it  becomes  a  loser;  and  the  longer 
it  remains  the  morie  it  loses,  in  value  and  in  potential 
profit. 

It  is  wise,  therefore,  to  take  a  loss  as  soon  as  pos- 
sible, have  the  agony  over  and  done  with,  and  put  to 
work  the  money  secured.  Many  a  store  would  be  a 
great  money-maker,  would  cause  its  owner  fewer  sleep- 
less nights  and  in  general  be  a  more  satisfactory  propo- 
sition, if  the  "dead  timber,"  so  to  speak,  were  cut  away. 
The  trouble  is  that  too  many  retailers'  good  money 
must,  of  necessity,  bring  them  as  much  as  they  paid 
for  it  Consequently  they  hang  onto  this  unsalable 
merchandise  too  long,  forgetting  that  it  is  becoming 
worth  less  and  less  all  the  time. 

The  ability  to  judge  when  to  take  a  loss  is  one  of 
great  value  to  the  merchant,  be  he  wholesale  or  retail, 
and  if  more  would  take  the  losses  that  must  inevitably 
come,  just  as  soon  as  the  goods  become  slow  sellers, 
the  mercantile  reports  would  contain  less  notices  of 
stocks  sold  at  from  50  to  70  cents  on  the  dollar.  More- 
over, "dead  stock"  will  surely  bring  the  merchant  to 
conditions  where  he  has  to  scratch  and  scrape  whenever 
his  bills  become  due,  or  he  tries  to  take  a  discount.  The 
sooner  a  loss  is  taken  the  better.  The  more  active  you 
can  keep  your  stock,  the  more  money  you  will  make. 

A  Trade  Puller.— 

We  are  reproducing  the  text  of  a  typewritten  letter 
used  by  the  Stuart  Drug  Co.,  Memphis,  Tenn.,  as  a 
trade-puller. 

It  is  estimated  that  the  cost  of  a  thousand  of  these 
letters,  sent  out  under  2-cent  postage,  ought  not  to  ex- 
ceed $30.00. 

It  will  be  observed  that  the  strongest  parts  of  this 
letter  are  the  opening  and  the  closing  paragraphs.  The 
latter — ^meaning  the  postscript — ^is  a  particularly  im- 
pressive ending. 

TWENTY  THOUSAND 

purchases  were  made  at  our  drug  store  last  month  as  actually 
shown  by  our  three  National  Cash  Registers,  an  increase  of  five 
thousand  over  the  month  before.  Were  you  one  of  those  pur- 
chasers? If  80,  we  thank  you  very  much  and  trust  every  pur- 
chase was  entirely  satisfactory.  If  you  were  not  one  of  these 
purchasers  may  we  have  your  cooperation  in  making  an  increase 
of  another  five  thousand  this  month? 

We  have  several  reasons  for  aj^ng  you  to  trade  with  us  that 
will  be  to  your  interest  as  well  as  ours.  First,  our  location  is 
more  convenient  to  you  and  our  delivery  system  is  the  best  in 
Memphis,  so  that  in  case  you  are  in  a  hurry  for  an  article  you 
can_^  it  in  a  very  few  minutes. 

The  assortment  of  our  stock  of  goods  is  as  select  and  com- 
plete as  any  store  in  the  city,  of  much  larger  pretensions.  Our 
goods  are  the  same  as  the  up-town  stores  and  our  prices  the 
same;  in  many  cases  less.  We  can  sell  for  less  and  then  make 
a  fair  profit,  as  we  are  out  of  the  high-rent  district,  and  all  other 
expenses  are  much  lighter.  We  buy  goods  in  such  quantities  so 
as  to  get  the  best  cash  discount,  and  we  are  not  indeoted  to  any 
firm,  bank,  or  individual  for  as  much  as  five  cents. 

We  shall  appreciate  an  order  from  you  when  next  you  are 
in  need  of  anything  in  our  line.     We  remain. 

Yours  very  respectfully, 

STUART  DRUG  COMPANY, 
J.  F.  Gates,  Manager. 

Phones:  Memphis  577;  Cumb.  H.  9111. 
CoK.  Poplar  and  Wat  kins. 

P.  S. — ^There  is  nothing  too  large  for  us  to  handle  and  noth- 
ing too  small  for  us  to  appreciate. 
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The  Proper  Use  of  Solvents. — 

The  solvents  usually  employed  in  prescriptions  are 
water,  alcohol,  glycerin,  fixed  oils,  and  occasionally 
ether  and  chloroform,  says  Thos.  Stephenson,  Ph.C,  in 
the  American  Druggist,  Water  is  the  solvent  usually 
employed  for  mineral  salts;  alcohol  for  resinous  sub- 
stances and  essential  oits;  glycerin  comes  midway  be- 
tween alcohol  and  water;  fixed  oils,  ether  and  chloro- 
form are  only  occasionally  employed  as  solvents  for 
special  substances. 

All  the  ordinary'  salts  of  potassium,  sodium  and  am- 
monium are  soluble  in  water,  as  well  as  most  nitrates, 
chlorates,  acetates,  nitrites,  bromides,  chlorides,  and 
iodides.  Notable  exceptions  are  silver  chloride  and  bro- 
mide, mercurous  chloride  (calomel),  bismuth  oxjmitrate 
(subnitrate),  and  the  iodides  of  lead,  bismuth,  silver, 
and  mercury. 

Carbonates,  phosphates,  oxides,  hydroxides,  sul- 
phides, oxalates,  except  those  of  the  alkalies,  are  in- 
soluble in  water. 

Alkaloids  as  a  rule  are  insoluble  in  water,  but  their 
salts  are  generally  soluble,  especially  in  an  acid  solution. 
Quinine  sulphate,  for  example,  requires  the  addition  of 
dilute  sulphuric  acid,  about  one  minim  to  each  grain,  to 
effect  solution. 

Lime  (calcium  hydroxide)  is  sparingly  soluble  in 
water,  lime-water  being  a  saturated  solution.  The  ad- 
dition of  sugar  aids  solution,  as  is  seen  in  liquor  calcis 
saccharatus.  Zinc  chloride  is  very  soluble  in  water,  but 
in  dilute  solutions  a  flocculent  precipitate  of  zinc 
hydroxychloride  is  thrown  down.  The  solution  can 
readily  be  cleared  by  the  addition  of  a  few  drops  of 
dilute  hydrochloric  acid. 

Carbolic  acid  is  soluble  in  about  12  parts  of  water. 
The  usual  strength  of  carbolic  -  lotion  is  1  to  20,  in 
which  proportion  the  acid  is  easily  soluble.  Salicylic 
acid  is  only  sparingly  soluble  in  water  ( 1  to  500) .  Boric 
acid  is  soluble  about  1  to  30,  the  saturated  solution  gen- 
erally employed  as  a  lotion  being  about  this  strength. 
Tannic  acid  is  freely  soluble  in  water.  Arsenious  acid 
is. soluble  1  to  100  of  water,  a  solution  of  this  strength 
being  neutral  and  compatible  with  both  acids  and  alka- 
lies. Liquor  arsenicalis  is  alkaline,  and  liquor  arsenici 
hydrochloricus  acid. 

Most  of  the  synthetic  remedies  are  insoluble  in 
water.  Phenacetine,  acetanilide,  aspirin,  etc.,  should 
preferably  be  prescribed  in  capsules.  Antipyrin  (phena- 
zone)  is  an  exception,  being  freely  soluble.  The  syn- 
thetic hypnotics  are  practically  insoluble  in  cold  water. 
They  are,  however,  much  more  soluble  in  hot  liquids, 
and  if  given  in  this  way  are  rapidly  absorbed  and  elim- 
inated, and  the  after-effects  are  less  marked.  Veronal 
(diethyl-barbituric  acid),  being  an  acid,  can  be  dissolved 
by  means  of  an  alkali :  veronal  sodium,  or  medinal,  has 
been  introduced  as  a  soluble  form  of  veronal. 

Iodine  is  practically  insoluble  in  water,  but  is  freely 
soluble  in  potassium  iodide  solution. 

The  organic  silver  compounds  are,  as  a  rule,  soluble 
in  water.  Argyrol  is  freely  soluble ;  protargol  is  soluble, 
with  careful  dispensing,  to  the  extent  of  1  to  2. 


436 


BULLETIN  OF  PHARMACY 


Alcohol  as  a  solvent  is  much  more  limited  than  water 
in  its  scope.  Most  of  the  water-soluble  metallic  salts, 
and  especially  those  that  are  deliquescent,  are  insoluble 
in  alcohol,  and  the  addition  of  any  spirituous  prepara- 
tion, such  as  a  tincture,  often  throws  such  salts  out  of 
solution.  Sodium  bicarbonate,  for  example,  is  soluble 
in  11  parts  of  water,  and  a  mixture  containing  this  salt 
in  any  quantity  near  saturation  (say  5iv  in  Jvi)  will  not 
stand  the  addition  of  a  tincture  or  a  spirit. 

It  is  well  to  remember  that  the  only  fixed  oils  soluble 
in  alcohol  are  castor  and  croton  oils.  Castor  oil  is 
freely  soluble  in  rectified  spirit  (90-per-cent  alcohol). 
Croton  oil  is  soluble  in  absolute  alcohol  and  in  strong 
solution  only;  the  solubility  depends  greatly  on  the  age 
and  condition  of  the  oil. 

Glycerin  is  a  useful  solvent.  Itself  miscible  with 
water  or  alcohol  in  all  proportions,  it  is  a  good  solvent 
for  tannic  acid,  iodine,  carbolic  acid,  alum,  corrosive 
sublimate,  etc.  It  is  also  a  good  preservative,  forming 
the  basis  of  a  series  of  "non-alcoholic'*  tinctures  and 
extracts. 

The  use  of  the  fixed  oils  is  limited.  Castor  oil  is  a 
valuable  solvent  for  alkaloids  when  these  are  to  be  in- 
troduced into  the  eye.  Such  solutions  may  be  ordered 
of  atropine,  cocaine,  homatropine,  eserine,  etc.,  from  ^ 
to  2  per  cent.  The  basic  alkaloids  must  be  used;  not 
their  salts,  which  are  insoluble.  Olive  oil  and  liquid 
parafiin  are  good  solvents  of  menthol  for  application  as 
a  spray. 

Ether  and  chloroform  are  not  much  used  as  solvents 
in  dispensing  practice.  The  former  dissolves  alkaloids, 
fats,  resins,  iodine,  etc.,  while  the  latter  is  frequently 
ordered  in  liniments  to  promote  absorption  and  allay 
pain.  Camphor  or  mastiche  may  be  dissolved  in  chloro- 
form as  an  application  in  toothache;  menthol  and 
chloroform  are  sometimes  used  with  other  ingredients 
as  an  inhalant.  It  may  be  mentioned  here  that  chloro- 
form itself  is  very  slightly  soluble  in  water  (1  to  200) 
and  freely  soluble  in  spirit.  Spirit  of  chloroform  (1  to 
20)  should  therefore  be  prescribed  cautiously  with 
aqueous  mixtures,  as  unless  there  is  also  a  fair  propor- 
tion of  spirit  in  the  form  of  tinctures,  etc.,  the  chloro- 
form is  liable  to  be  thrown  out  and  to  collect  in  globules 
at  the  bottom  of  the  bottle. 

A  Weighing  Difficulty  Discussed. — 

In  a  paper  read  before  the  American  Pharmaceu- 
tical Association,  A.  W.  Bender,  of  Detroit,  emphasized 
the  importance  of  exercising  the  utmost  care  in  com- 
pounding prescriptions  calling  for  small  quantities  of 
potent  salts.  Mr.  Bender  presented  the  following  pre- 
scription, which,  he  said,  had  recently  been  called  to  his 
attention : 

H    Atropine  sulphat 004 

Argenti    nitrat 1 

Bismuthi    subnitrat    5. 

Magiiesii   oxid 5. 

M.  et  div.  in  pulv.  No.  XV. 

Sig.:  One  powder  after  meals  and  one  an  hour  later. 

During  the  first  day  six  powders  were  taken  accord- 
ing to  directions,  and  no  ill  efiFects  were  experienced. 
On  the  second  day  after  having  taken  two  powders  in 
the  morning,  the  patient  began  to  feel  dizzy  and  noticed 
that  the  pupils  of  his  eyes  were  greatly  dilated.  An 
overdose  of  atropine  was  suspected  and  he  stopped  tak- 
ing the  powders,  but  during  the  remainder  of  that  day 


found  it  very  difficult  to  read  or  to  use  his  eyes  in  any 
way. 

The  following  day  the  prescription  was  compounded 
in  a  laboratory  using  an  analytical  balance,  sensitive  to 
1/600  grain,  to  weigh  out  the  ingredients.  After  resting 
a  day  the  ill  effects  experienced  from  the  powders  put 
up  by  the  pharmacist  had  entirely  passed  away  and  the 
patient  began  taking  the  new  powders.  He  took  them 
for  a  week  according  to  directions  and  they  caused  no 
ill  effects. 

The  difference  in  the  action  of  the  powders  led  to 
an  investigation.  Mr.  W.  M.  Jenkins,  who  is  thoroughly 
familiar  with  alkaloidal  assays,  analyzed  the  powders 
and  found  1/100  grain  atropine  sulphate  in  each  powder 
instead  of  approximately  1/250  grain  which  the  prescrip- 
tion called  for.  This  showed  that  the  patient  was  get- 
ting the  maximum  dose  of  atropine  sulphate  instead  of 
the  prescribed  minimum  dose. 

The  facts  in  the  case  were  presented  to  the  pharma- 
cist who  had  compounded  the  prescription,  and  inquiry 
was  made  as  to  the  method  used.  It  was  found  that 
he  had  weighed  1/16  grain  atropine  sulphate  on  a  tor- 
sion balance  and  had  rubbed  it  up  with  the  other  in- 
gredients. He  stated  that  it  had  always  been  his  prac- 
tice to  weigh  out  such  small  amounts  on  this  balance, 
and  he  believed  it  to  be  sensitive  to  this  amount.  After 
a  short  discussion  he  declared  that  thereafter  he  would 
use  dispensary  tablets  or  tablet  triturates  in  a  prescrip- 
tion of  this  kind. 

In  the  discussion  that  followed,  G.  F.  Payne,  of  At- 
lanta, said  he  had  occasion  to  use  the  prescription  bal- 
ance a  great  deal,  as  he  had  found  it  out  of  the  question 
to  use  the  analytical  balance  in  many  cases.  It  was  too 
delicate,  and  had  to  be  adjusted  each  time  it  was  used. 
To  weigh  out  whatever  quantity  the  balance  was  ac- 
curate for,  and  then  divide  it  very  carefully  by  the  eye, 
would  be  found  to  be  a  very  accurate  method  when 
done  properly. 

C.  T.  P.  Fennell,  of  Cincinnati,  thought  there  was 
no  trouble  with  the  balances  on  the  market,  but  that 
pharmacists  made  a  great  mistake  when  they  shoved 
their  balances  around  from  one  place  to  another,  and 
did  not  keep  them  properly  leveled. 

Prof.  W.  C.  Alpers  thought  the  anal)rtical  balance 
should  not  be  used  in  the  drug  store,  as  it  required  too 
much  adjusting.  It  took  a  great  deal  of  experience  to 
weigh  accurately  upon  it,  and  it  was  not  expected  of 
the  average  pharmacist  that  he  should  have  the  deft- 
ness to  be  able  to  handle  it. 

I.  A.  Becker,  of  Chicago,  said  he  would  like  to  bear 
testimony  to  the  various  weighings  that  could  be  made 
on  a  scale  by  not  having  it  perfectly  level.  He  had 
found  that  the  ordinary  box  prescription  scale,  not  fur- 
nished with  a  leveling  device,  would  not  do  on  the  pre- 
scription counter,  as  its  sensibility  was  very  much  af- 
fected by  its  being  out  of  level. 


A  man  in  a  small  town  in  England  (Stephen  Oakes, 
of  Ellesmere  Port)  died  just  after  taking  a  Seidlitz 
powder,  and  the  coroner's  jury  brought  in  a  verdict  of 
"Death  from  heart  failure,  caused  by  pressure  from  a 
dilated  stomach,  the  result  of  having  taken  a  Seidlit2 
powder."  And  this  was  Anno  Domini  1914,  in  the 
month  of  March! 
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STATLER'S  CODES. 

£.  M.  Statler  is  a  hotel  man.  He  has  hotels  in  Buf- 
falo and  Cleveland,  and  a  third  is  in  the  course  of  con- 
struction in  Detroit. 

If  Statler  lives  long  enough  he'll  have  hotels  in  all 
the  principal  cities  from  the  Atlantic  to  the  Pacific. 
And  there  will  be  a  reason  for  it,  for  Statler's  hotels  are 
good  hotels.  Here's  the  creed  on  which  they  are 
operated :  "Life  is  service.  The  one  who  progresses  is 
the  one  who  gives  his  fellow-beings  a  little  more — a 
little  better — service." 

One  doesn't  stay  around  a  Statler  hotel  very  long 
before  he  comes  in  contact  with  a  little  booklet  measur- 
ing six  by  three,  and  bearing  on  the  outside  the  words, 
"Statler  Service  Codes."  Inside,  the  first  paragraphs 
that  greet  the  reader  are  these : 

These  Service  Codes  were  written  for  the  guidance  of  em- 
ployees of  Hotel  Statler.  They  aim  to  tell,  in  a  way  that  will 
not  be  forgotten,  how  every  employee  can  give  more  and  better 
service — Hotel  Statler  Service — to  guests. 

As  a  new  thing  in  hotel  service  the  Codes  were  much  com* 
mented  on  by  hotel  papers,  and  later  by  magazines  and  news- 
papers all  over  the  country.  So  many  people  asked  for  copies 
that  the  booklet  is  now  reprinted  in  this  form  for  general  dis- 
tribution.   Extra  copies  will  be  gladly  supplied  if  ^ou  want  them. 

In  reading  please  remember  that  I  am  talking  to  my  em- 
ployees. 

Then  follow  eleven  pages  of  talks  to  employees, 
divided  into  sections  called  "codes." 

Now,  notwithstanding  the  fact  that  this  is  a  drug 
journal,  we  are  going  to  reproduce  a  number  of  these 
pages,  and  we  are  going  to  do  it  for  the  reason  that  the 
combined  philosophy,  horse  sense,  and  practical  instruc- 
tion which  constitutes  them  applies  with  as  much  force 
and  significance  to  the  drug  business  as  it  does  to  the 
hotel  business.  It  will  not  be  possible  to  read  them 
without  profit. 

Code  No.  1 : 

Hotel  Statler  is  operated  primarily  for  the  benefit  and  con- 
venience of  its  guests. 

Without  guests  there  would  be  no  Hotel  Statler. 

These  are  simple  facts  easily  understood. 

So  then  it  behooves  every  man  and  woman  employed  here  to 
remember  this  always,  and  to  treat  all  guests  with  courtesy  and 
careful  consideration. 

Any  member  of  our  force  who  lacks  the  intelligence  to  in- 
terpret the  feeling  of  good-will  that  the  Statler  holds  towards  its 
guests  cannot  stay  here  very  long. 

New  customers  are  Just  as  valuable  to  us  as  old  customers — 
remember  that;  for  each  new  customer  is  an  old  customer  in  the 
making. 

See  that  you  do  your  part  to  make  him  want  to  come  back 
here,  with  his  family  and  his  friends. 

Impress  upon  him  the  fine  good-fellowship  of  the  place;  the 
"no-trouble-to-help-you"  spirit. 

Never  be  perky,  pungent,  or  fresh — the  guest  pays  your 
salary  as  well  as  mine.     He  is  your  immediate  benefactor. 

Snap  judgments  of  men  oftentimes  are  faulty. 

A  man  may  wear  a  red  necktie,  a  green  vest  and  tan  shoes, 
and  still  be  a  gentleman. 

The  unpretentious  man  with  the  soft  voice  may  possess  the 
wealth  of  Croesus. 

The  stranger  in  cowhide  boots,  broad-brim  and  rusty  black, 
may  be  president  of  a  railroad  or  a  Senator  from  over  the  Ridge. 

You  cannot  afford  to  be  superior  or  sullen  with  any  patron 
of  this  hotel.    I  said  so. 

Have  every  one  feel  that  for  his  money  we  want  to  give  him 
more  sincere  service  than  he  ever  before  received  at  any  hotel. 

The  employee  who  helps  to  perpetuate  this  plan  is  never  out 
of  a  job,  nor  does  he  escape  the  eye  of  the  Man  Behind  the 
Scenes — ^the  Boss. 

At  rare  intervals  some  perverse  member  of  our  force  dis- 
agrees with  a  guest  as  to  the  rightness  of  this  or  that. 

He  maintains  that  the  meat  is  well  done — when  the  gurst 
says  it  isn't 

Or  that  this  sauce  was  ordered  when  the  guest  says  the  other. 

Or  that  the  boy  did  go  up  to  the  room. 

Or  that  no  party  called. 


Or  that  it  was  a  room  reserved,  and  not  dinner  for  six. 

Or  that  the  trunk  wasn't  there. 

Either  may  be  right. 

But  these  are  permanent  instructions:  No  employee  of  thi» 
hotel  is  allowed  the  privilege  of  arguing  any  point  with  a  guest. 

He  must  adjust  the  matter  at  once  to  the  guest's  satisfaction, 
or  call  his  superior  to  adjust  it  Wrangling  has  no  place  in 
Hotel  Statler. 

The  Statler  is  a  successful  Hotel.  Men  and  women  of  taste 
and  refinement,  from  all  parts  of  the  world,  name  the  Statler 
their  home  while  in  Buffalo  and  Cleveland. 

The  reason  is,  that  every  waiter  in  this  Hotel,  every  hall- 
boy,  the  chambermaid,  the  clerk,  the  chef,  the  manager,  the  Boss 
Himself,  is  working  all  the  time  to  make  them  feel  **at  home." 

Each  member  of  our  force  is  valuable  only  in  proportion  to 
his  ability  to  serve  our  guests. 

Code  No.  2 : 

A  hotel  has  just  one  thing  to  sell. 

That  one  thing  is  Service. 

The  hotel  that  sells  poor  service  is  a  poor  hotel. 

The  hotel  that  sells  good  service  is  a  good  hotel. 

It  is  the  object  of  Hotel  Statler  to  sell  its  guests  the  very  best 
service  in  the  world. 

The  service  of  a  hotel  is  not  a  thing  supplied  by  any  single 
individual.  It  is  not  special  attention  to  any  one  ^est.  Hotel 
service — ^that  is.  Hotel  Statler  Service — means  the  limit  of  cour* 
teous,  efficient  attention  from  each  particular  employee  to  each 
particular  guest. 

This  is  the  kind  of  service  a  guest  pays  for  when  he  pays 
his  bill — whether  it  is  for  $2.00  or  $20.00  per  day.  It  is  the 
kind  of  service  he  is  entitled  to,  and  he  need  not  and  should 
not  pay  any  more. 

Every  guest  who  enters  the  Statler  door  comes  in  there  be- 
cause he  believes  he  can  buy  something  there  better  than  he  can 
buy  it  anywhere  else. 

It  rests  with  every  employee  of  this  Hotel — doormen,  bell- 
boys, porters,  clerks,  waiters,  maids,  manicurists  and  managers — 
whether  he  goes  away  disappointed  or  pleased. 

A  doorman  can  swing  the  door  in  a  manner  to  assure  the 
new  guest  that  he  iB  in  his  hotel,  where  people  are  prompt  to« 
serve  him. 

Or— 

He  can  sling  the  door  in  a  way  that  sticks  in  the  guest's- 
"crop"  and  makes  him  expect  to  find  at  the  desk  a  scratchy, 
sputtery  pen,  sticking  in  a  potato. 

When  the  room  clerk  says:  "Front,  show  Mr.  Robinson  to< 
room  1262,"  instead  of  "Show  the  gentleman,  etc.,"  the  guest 
immediately  vets  a  warm  feeling  of  being  welcome. 

To  be  able  to  give  a  guest  this  feeling  adds  dollars  to  the 
income  of  the  house  and  dollars  to  the  salary  of  the  clerk. 

An  operator  who  is  quick  to  answer  telephone  calls,  and 
does  not  keep  a  guest  holding  a  cold  receiver  to  his  ear  and 
listening  intently  to  nothing,  can  swell  the  appreciation  of  Statler 
Service — ^and  swell   the   Statler   appreciation   of  her. 

A  waiter  who  can  say  "Pell  Mell"  when  the  guest  says- 
'^Pell  Mell,"  and  "Paul  Maul"  when  the  guest  says  "Paul  Maul," 
can  make  the  guest  think  himself  right — and  make  us  think  the- 
waiter  is  all  right. 

And  just  here,  take  heed,  that  in  all  minor  discussions  be- 
tween Statler  employees  and  Statler  guests,  the  employee  is  dead 
wrong-|--from  the  guest's  standpoint  and  from  ours. 

It  is  these  little  things  tnat  send  a  guest  away  to  say,, 
promptly, 

"I  stopped  at  Hotel  Statler." 

Or,  listlessly, 

"I  put  up  at  a  hot^  last  night." 

The  steward  (or  any  other  head)  who  can  systematize  and 
organize  his  department  so  as  to  save  him  time  or  help,  can 
make  more  money  for  the  Statler — and  more  money  for  himself. 

Every   dollar   saved   in    any   department   means  that  we   can 
sell  more  service  for  the  same  price.     It  makes  Statler  Service 
a  better,  bigger  thing,  and  it  makes  somebody  a  better,  bigger- 
job. 

Every   item   of   extra   courtesy    contributes   toward    a   better 

E leased    guest,   and    every    pleased    guest   contributes   toward   a 
etter,  bigger  Statler. 
I  hope  to  have  the  words  Statler  Service  always  mean  Best 
Service  throughout  the  world. 
You  can  help  to  make  it  so. 
WILL  YOU? 

Substitute  "pharmacy"  for  "hotel,"  supplant  "guest" 
with  "customer,"  and  what  more  is  there  to  be  desired 
in  the  way  of  a  handbook  on  "How  to  Run  a  Drug 
Store?" 


Dr.  £.  C.  Kirk  thinks  that  sugars  in  the  food  have 
no  direct  influence  in  promoting  dental  caries,  but  that 
incompletely  assimilated  sugars  derived  from  the  blood 
through  the  saliva  make  the  teeth  more  susceptible  to 
decay.  He  says  it  is  the  internal  secretions  that  cause 
decay,  rather  than  foods  direct.  Acids  act  very  slowly 
on  whole  teeth,  but  rapidly  on  teeth  in  powder.  Upon 
sound  teeth  vinegar,  fruits,  acids,  etc.,  have  no  percep- 
tible effects. 
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QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  before 
the  15th  of  the  month  to  be  answered  in  the  Bui^i^E- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Tooth-paste. 

W.  P.  W. — "Can  you  give  us  a  formula  for  a  tooth- 
paste that  will  remain  at  the  same  consistency  and  not 
dry  out  hard?  We  make  a  tooth-paste  with  a  little 
potassium  chlorate  in  it.  Do  you  think  that  dries  it 
out?" 

It  would  be  quite  impossible  to  reply  to  the  second 
question  intelligently  without  knowing  more  about  the 
formula.  As  tooth-pastes  go,  however,  we  can  see  no 
objection  to  the  addition  of  a  little  potassium  chlorate. 
On  the  other  hand,  we  can  see  no  reason  why  it  should 
be  used.  Were  we  to  be  permitted  to  do  a  little  sur- 
mising, we  would  be  constrained  to  say  that  the  cause 
of  "drying  out  hard"  in  this  case  is  not  to  be  assessed 
against  the  chlorate. 

The  following  formula  has  been  found  satisfactory : 

Precipitated  chalk 40  drachms. 

Pro.  white  Castile  soap 11  drachms. 

Wheat  starch 11  drachms. 

Carmine    \i  drachm. 

Oil  of  peppermint 80  minims. 

Oil  of  geranium 80  minims. 

Oil  of  eucalyptus 60  minims. 

Oil  of  clove 2  minims. 

Oil  of  anise 12  minims. 

Mix  to  a  paste  with  equal  parts  of  glycerin  and 
alcohol.  Tooth-pastes  should  always  be  put  up  in  col- 
lapsible tubes. 


A  Liniment  Formula. 

C.  H.  C. — "Below  we  give  the  formula  of  a  liniment 
we  would  like  to  have  your  opinion  of.  Would  you  sug- 
gest any  change  or  any  addition  ? 

Oil  sassafras 8  fluidounces. 

Oil  cloyes  1^  ounces. 

Gum  camphor  4  ounces. 

Tincture  myrrh 8  ounces. 

Laudanum     4  ounces. 

Tincture  capsicum  4  ounces. 

Spirits  ether,  or  sulphuric  clher 4  ounces. 

Spirits   turpentine    4  ounces. 

Petroleum   4  ounces. 

Wood  alcohol   8  gallons. 

Water     1  gallon. 

"Would  2  to  4  ounces  of  menthol  be  of  value?  Have 
thought  of  filtering  through  burnt  alum." 

The  formula  seems  to  be  all  right — except  the  wood 
alcohol,  which  should  not  be  used,  under  any  circum- 
stances. It  is  forbidden  by  law  in  some  States,  and  is 
altogether  objectionable.  Only  grain  alcohol  is  per- 
missible. 

The  addition  of  menthol  would  make  a  more  pungent 
preparation,  and  one,  therefore,  likely  to  be  more  pop- 
ular.   Menthol  is  an  excellent  anodsme,  also. 

Burnt  alum  as  a  filtering  agent  is  of  no  special  value, 


and  would  be  expensive.  Use  talcum  or  infusorial 
earth.  Do  not  use  magnesium  carbonate  or  any  alkaline 
medium,  lest  the  morphine  in  the  laudanum  be  thrown 
out. 

We  are  not  familiar  with  the  formulas  of  the  two 
proprietary  liniments  you  mention,  hence  are  unable  to 
advance  any  information  concerning  them. 


Dissolving  Old  Rubber. 

E.  D. — "Please  supply  me  with  a  process  for  dissolv- 
ing old  rubber  automobile  tubes  and  making  a  cement 
out  of  them.  I  have  been  unable  to  find  a  satisfactory' 
solvent.  Have  tried  carbon  disulphide  with  very  indif- 
ferent success." 

He  who  attempts  to  dissolve  rubber  gets  more  or  less 
trouble  on  his  hands,  right  away.  Particularly  is  this 
true  when  the  rubber  under  manipulation  falls  in  that 
class  denominated  "old"  rubber.  There  is  a  process,  or 
are  processes,  of  course,  else  old  rubber  would  not  have 
the  commecial  value  that  it  does.  But  such  secrets  are 
closely  guarded;  they  have  never  leaked  beyond  the 
inner  circle  of  the  rubber  industry  and  become  a  part 
of  general  scientific  knowledge.  Without  question,  such 
processes  are  dependent  on  something  far  more  complex 
than  a  single  solvent. 

It  will  be  seen,  therefore,  that  in  the  light  of  present 
general  knowledge,  the  transforming  of  used  automobile 
tubes  into  cement  is  somewhat  more  of  an  undertaking 
than  at  first  blush  it  might  appear  to  be.  Very  little  has 
found  its  way  into  print  which  would  be  of  assistance. 


Dressing  for  Linoleum. 

J.  P.  C. — "We  will  appreciate  it  very  much  if  you 
will  furnish  us  a  formula  for  a  dressing  or  polish  for 
linoleum." 

First  of  all  the  surface  must  be  clean;  moreover, 
there  must  be  very  little  soap  left  by  the  cleaning 
water.    Then  apply  the  following  mixture,  using  a  rag : 

Yellow  wax, 

Varnish,  aa 6  parts. 

Turpentine    11  parts. 

Two  other  formulas: 

(1)     Palm   oil 1  part 

Paraffin 18  pans. 

Kerosene 8  parts. 

(a)     Yellow  wax i  part 

Camauba  wax 8  parts. 

Turpentine    10  parts. 

Benzine    6  parts. 


Thiersch's  Antiseptic  Solution  and  Catsup. 

J.  P. — "In  your  next  issue  will  you  kindly  let  me 
know  the  composition  of  Thiersch's  solution?  Also  tell 
me  how  much  salicylic  acid  is  required  to  preserve  one 
gallon  of  catsup." 

The  formula  sought  runs  like  this: 

Salicylic   acid 16  grains. 

Boric  acid 90  grains. 

Distilled  water,  recently  boiled...  10  floidounees. 

One  grain  of  salicylic  acid  to  the  ounce  will  preserve 
catsup.  If  it  is  the  intention  to  consume  the  mixture 
within  a  reasonably  short  period  of  time,  ^  grain  to  the 

ounce  will  prove  sufficient. 
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Correcting  a  Difficulty. 
H.  P.  P.— "Can  a  clear  and  t 
be  obtained  from  the  following : 

Iron  photphitc 1  drachm. 

Tr.  nun  Tomica 1  fluidrschm. 

Acid  phoipboric  dil 2  fluidracbms. 

Sulnine  bisitlpfaftte . , . , ...,-... 1  dracbm, 
lyeerin    S  fluidounce.. 

EUiir  limpl.  q.  ■ *  fluidouncCB. 

"I  have  experienced  a  little  difficulty  in  getting  a  per- 
fectly satisfactory  solution." 

We  would  suggest  the  use  of  metaphosphoric  acid, 
dilute,  N.  F..  instead  of  the  dilute  phosphoric  acid. 
It  might  be  well  to  clarify  the  solution  by  the  use  of  a 
little  purified  talcum. 


A  German  Book  of  Synonyms. 

J.  C.  H. — "Can  you  give  me  the  address  of  the  pub- 
lishers of  a  good  English-Gennan  book  which  will  as- 
sist a  beginner  in  German  in  waiting  on  trade?" 

A  little  paper-bound  volume  edited  by  Edward 
Kremers  of  Wisconsin  might  answer  your  needs.  It 
contains  a  long  list  of  popular  German  names  of  do- 
mestic remedies,  giving  also  a  translation  of  these  names 
into  pharmaceutical  terms.    The  price  is  SO  cents,  and 


the  publishers  are  the  Pharmaceutical  Review  Publish- 
ing Co.,  Milwaukee,  Wis. 

Effervescing  Solution  of  Magnesium  Tartrate. 

O.  D.  J. — "Could  you  kindly  supply  us  with  a  work- 
ing formula  for  Eff.  Sol.  Mag.  Tart.?  We  want  par- 
ticularly to  side-step  the  use  of  citric  acid." 

Try  using  36  grammes  of  tartaric  acid  and  60  Cc. 
of  syrup,  in  place  of  the  citric  acid  and  syrup  of  citric 
acid  in  the  U.  S.  P.  formula  for  Sol.  Magnes.  Cit. 
Efterv. 

If  the  tartrate  ts  soluble  enough  this  ought  to  work 
well,  but  if  not,  more  tartaric  acid  may  be  needed  to 
hold  the  magnesium  tartrate  in  solution. 

Briefer  Replies. 

J.  C. — We  are  unable  to  supply  the  information 
sought  concerning  the  German  proprietary  you  mention. 

C,  Y.  C. — In  no  literature  at  our  command  is  found 
a  formula  for  treating  wood  from  which  a  violin  is  to 
be  made.  We  regret  that  we  are  unable  to  be  of  as- 
sistance. Perhaps  some  of  our  readers  may  know  of 
such  a  preparation. 


jms'  CoMinTTBB  AT  THB  Dbtkoit  MaBniTO  OF  THB  A.  Ph.  a.— Tbli  wu  the  local  o 

of  the  women  at  the  recent  umthic  in  Detroit  ol  the  Antericao  PhaniucmUcal  AMociation.  Readlnc  from  the  left  the  ladles 
Ht>.  C.  a.  Weaver.  Kn.  Ctaane*  F.  Haun.  Mn.  W.  A.  Hall.  Hn.  Qrant  W.  Steven*,  Mrs.  J.  M.  Francis  Mn.  J.  H.  Webiter  (cbalr- 
i),  Mra.  R.  W.  Rennle.  and  Mra.  Wllbor  I>  SootUIs.    Urt.  Hairr  B.  Mawm.  the  onlj  mnalnlni:  membetof  the  oonimitlse.  waiout 


440 


BULLETIN  OF  PHARMACY 


CAPSULES  OF  SCIENCE 

Prepared  by  Pro9.  W.  L.  ScovnxS. 


Calomel  Compatibilities. — 

A  French  chemist,  G.  Patein,  has  been  reinvesti- 
gating the  question  whether  calomel  is  or  may  be 
changed  into  soluble  mercuric  compounds  by  contact 
with  hydrochloric  acid  or  soluble  chlorides.  He  finds 
that  when  oxygen  is  present,  traces  of  such  compounds 
are  formed,  both  with  hydrochloric  acid  and  with  al- 
kaline chlorides,  but  that  in  the  absence  of  oxygen  the 
calomel  is  not  changed.  He  gave  calomel  in  gluten 
capsules  and  obtained  a  purgative  effect,  from  which  he 
concludes  that  the  purgative  action  cannot  be  attributed 
to  any  partial  decomposition  in  the  stomach. 

Soluble  mercuric  compounds  are  only  formed  from 
calomel  in  the  presence  of  oxygen  or  oxidizing  agents, 
or  when  an  alkali  in  the  presence  of  calomel  is  super- 
saturated with  an  acid. 

Two  or  Three  Items. — 

Dr.  M.  Rubner  says  that  steam  under  diminished 
pressure,  at  a  temperature  of  50^  to  60^  C.  and  mixed 
with  2  to  8  per  cent  of  formaldehyde,  will  thoroughly 
sterilize  the  most  delicate  objects  without  injury. 

^.  The  philosophical  chemists  are  trying  to  calculate 
th^  genesis  of  lead  from  minerals  supposedly  400 
millions  to  2000  millions  of  years  old,  on  the  basis  that 
uranium  slowly  changes  into  lead.  This  is  before  the 
day  of  "lead-pipe  cinches." 

Moist  aluminum  hydroxide  will  remove  all  of  the 
pepsin  or  rennin  or  trypsin  from  solutions  by  simply 
shaking  them  therewith.  This  means  caution  in  the 
u$e  of  the  agents  which  may  be  employed  to  clarify 
pepsin  solutions. 

Show  Colors. — 

J.  £.  Marsh  says  that  a  solution  of  1  part  of  sodium 
chloride,  2  parts  of  crystallized  cobalt  chloride,  7.7  parts 
of  acetone  in  8  parts  of  water  is  pink  when  cold,  but  on 
warming  it  separates  into  two  layers,  the  upper  of  which 
is  light-blue  and  the  lower  dark-blue.  If  allowed  to  cool 
without  shaking,  the  upper  layer  becomes  almost  color- 
less and  the  lower  becomes  pink.  A  more  striking 
change  is  shown  in  a  solution  of  lithium  chloride  1  part, 
crystallized  cobalt  chloride  2.8  parts,  acetone  9.7  parts 
in  water  10.5  parts,  which  is  pink  when  cold  but  on 
warming  becomes  two  shades  of  blue,  and  when  again 
cboled  without  shaking  the  upper  layer  remains  light- 
blue,  while  the  lower  becomes  pink. 

Preservative  Flavors.— 

.  Cochran  and  Perkins  find  that  oil  of  cassia  and  oil 
of  sassafras  are  good  preservatives  for  syrups  when 
used  in  the  proportion  of  0.1  to  0.2  per  cent.  Oils  of 
birch  and  anise  are  also  effective  in  about  twice  the  pro- 
portion, but  birch  oil  is  effective  for  a  longer  time  than 
is  sassafras.  Lemon  oil  is  a  good  preservative  in  0.1  to 
0.2  per  cent  proportions,  but  ginger  oil  is  not  effective. 
For  preserving  starch  solutions,  oils  were  found  effec- 
tive in  the  following  order:  (1)  anise,  (2)  sassafras, 
(3)  cassia,  (4)  spearmint,  (5)  wintergreen,  (6)  clove. 


Uses  of  Papain.—* 

Papain  is  used  in  Ceylon  to  remove  freckles,  to  re- 
move stains  from  clothing,  as  a  substitute  for  soap,  and 
as  a  cosmetic,  to  produce  clear,  satiny  complexions.  It 
has  a  slight  cathartic  as  well  as  a  digestive  action  when 
taken  internally,  and  if  applied  to  the  skin  in  undiluted 
form  it  acts  as  an  escharotic.  Commercial  papain  is  the 
dried  juice  of  the  Pawpaw.  It  has  a  brownish  color, 
and  cannot  be  bleached  without  loss  of  its  medicinal 
value. 

Sterilizing  Alkaloids. — 

G.  Mossier  says  that  morphine  acetate  cannot  be 
sterilized  at  100°  C.  without  decomposition,  neither  can 
heroin  hydrochloride — ^both  losing  acetic  acid  in  the 
operation.  Cocaine  hydrochloride  does  not  decompose 
appreciably  at  100**  C.  during  a  half-hour,  if  not  allowed 
to  become  alkaline.  Atropine,  quinine,  cotamine,  and 
pilocarpine  salts  can  be  sterilized  at  100**  C,  but  phy- 
sostigmine  salts  will  not  bear  even  a  temperature  of 
60°  without  becoming  colored. 

Gold  Cures. — 

Gold  seems  to  have  a  peculiar  effect  upon  the  tuber- 
culosis bacterium.  By  accustoming  the  bacterium  to  the 
influence  of  gold  salts,  a  new  tuberculin  is  produced  for 
which  advantages  are  claimed  in  the  treatment  of  tuber- 
culosis. The  use  of  a  compound  of  gold  with  can- 
tharidin,  by  hypodermic  injection,  is  also  attracting 
attention  and  apparently  bringing  good  results.  Gold 
cyanide  is  found  to  effect  a  beneficial  action  in  the 
treatment  of  syphilis. 

Glycerite  of  Orange. — 

G.  O.  Rowland,  of  Edinburgh,  says  that  a  glycerite 
of  orange  and  glycerite  of  lemon  of  superior  flavor  can 
be  made  by  pouring  4  ounces  of  boiling  water  on  4 
ounces  of  the  fresh  outer  peel  and  agitating  about  ten 
minutes,  then  adding  16  ounces  of  glycerin.  Macerate 
three  days,  then  filter.  If  an  acid  flavor  is  desired,  add 
half  an  ounce  of  citric  acid.  He  claims  a  finer  flavor 
from  this  than  the  respective  syrups  furnish. 


BOOKS 


"The  Art  of  Compounding" — Fourth  Edition. 

The  fourth  edition  of  Prof.  Wilbur  L.  Scoville's 
"Art  of  Compounding*'  is  fresh  from  the  press.  The 
volume  has  been  revised  and  enlarged,  and  contains  76 
new  illustrations. 

The  "Art  of  Compounding"  is  intended  as  a  text- 
book for  students  and  a  reference  book  for  pharmacists 
at  the  prescription  counter;  and  in  either  case  it  »s 
doubtful  if  there  is  anything  in  the  English  language 
which  meets  the  requirements  as  well.  For  few  men 
are  so  well  qualified  to  speak  as  the  author.  The  book 
should  find  a  place  in  every  student's  room  and  in  every 
druggist's  library. 

"The  Art  of  Compounding"  is  published  by  *  ■ 
Blakiston's  Sons  &  Co.,  1012  Walnut  Street,  Philadel- 
phia, and  the  price  is  $3. 

A.  L.  B- 
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THE  NEW 
WAR  TAXES. 


There  will  be  no  war  tax  on 
proprietary  medicines  —  or 
on  gasoline.  The  drug  trade 
does  not  wholly  escape,  however.  Toilet  prep- 
arations of  all  kinds  must  bear  stamps,  chewing 
gum  is  taxed,  and  it  will  cost  $4.80  a  year  to 
sell  cigars.  The  administration's  war  revenue 
bill  received  the  President's  signature  shortly 
before  an  almost  continuous  two  years'  session 
of  Congress  pulled  down  the  blinds  and  closed 
up  shop.  Most  of  its  provisions  go  into  effect 
at  once,  the  notable  exceptions  being  the  tax 
on  bankers,  brokers,  theaters,  etc.,  which  takes 
effect  November  1,  and  all  those  provisions  re- 
quiring the  affixing  of  stamps,  which  go  into 
effect  December  1. 

The  measure  as  it  originally  passed  the 
House  of  Representatives  was  quite  satisfac- 
tory to  the  drug  trade.  It  provided  for  a  2- 
cent  tax  on  gasoline.     Too  much  pressure  was 


brought  to  bear,  however,  and  the  Senate  com- 
mittee, before  it  reported  the  bill  to  the  upper 
chamber  for  action,  struck  out  the  gasoline 
clause  and  substituted  in  its  stead  an  entirely 
new  schedule,  known  as  Schedule  B.  This  ac- 
tion meant  virtually  a  renewal  of  the  Spanish 
war  taxes,  and  provided  among  other  things 
for  the  affixing  of  stamps  to  all  so-called 
patent  medicines,  the  amount  ranging  from 
one-eighth  of  a  cent  on  5-cent  packages  to  two 
and  one-half  cents  on  dollar  preparations. 

When  the  bill  came  up  for  action  in  the  Sen- 
ate, that  part  of  Schedule  B  relating  to  patent 
medicines  was  struck  out,  but  the  remainder 
of  Schedule  B  was  retained.  This  now  pro- 
vides for  the  affixing  of  stamps,  of  the  same 
denominations  as  those  intended  for  proprie- 
tary medicines,  to  perfumes,  cosmetics  and 
other  similar  articles,  the  list  including  toilet 
waters,  face  and  complexion  creams,  hair 
dressings  and  restoratives,  and  tooth  washes, 
pastes,  and  powders.  To  boxes,  cartons  or 
jars  containing  chewing  gum  a  4-cent  stamp 
must  be  attached  for  every  dollar's  worth  of 
retail  value  represented  by  the  contents.  Spark- 
ling or  other  wines,  not  otherwise  provided  for, 
must  bear  a  1-cent  stamp  on  each  pint  bottle, 
and  a  2 -cent  stamp  on  each  quart  bottle. 


OTHER 
PROVISIONS. 


In  addition  to  the  tax  on 
toilet  preparations,  etc, 
every  drug  store  that  sells 
cigars  must  pay,  annually,  $4.80  for  the  priv- 
ilege. Quite  apart  from  the  drug  business, 
the  measure  provides,  among  other  things,  for 
a  tax  on  bankers  of  $1  a  thousand  of  capital, 
surplus,  and  undivided  profits;  pawnbrokers, 
$50  a  year;  commercial  brokers  and  commis- 
sion merchants,  $20  a  year ;  and  proprietors  of 
theaters,  museum  and  concert  halls,  from  $25 
to  $100  a  year,  according  to  seating  capacity. 
Stamp  taxes  are  imposed  on  a  long  list  of  legal 
documents,  including  stock  certificates,  con- 
veyances, promissory  notes,  and  insurance  poli- 
cies ;  on  passenger  tickets  to  foreign  countries ; 
on  tickets  for  berths  and  parlor-car  seats;  on 
telegraph  and  telephone  messages. 
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Cigar  manufacturers  are  taxed  from  $3  to 
$2496  a  year,  and  manufacturers  of  cigarettes 
from  $12  to  $2496  a  year — ^both  according  to 
output.  Bowling-alleys  and  pool  and  billiard 
rooms  must  pay  $5  for  each  alley  or  table. 


A  much  calmer  tone,  a  much 

**^o5DmoNS.     '"ore    confident,    optimistic 

feeling  has  prevailed  in  drug 
circles  in  the  United  States  during  the  last 
three  or  four  weeks.  In  general,  when  all  the 
circumstances  are  taken  into  consideration, 
business  may  be  said  to  be  good;  very  good. 
We  haven't  been  nearly  as  hard  hit  as  we 
thought  we  might  be,  when  we  saw  the  blow 
coming ! 

Prices  of  almost  innumerable  commodities 
have  shot  up,  hesitated,  dropped  back  a  little 
— and  are  still  more  or  less  up  in  the  air ;  but 
retailers  as  a  rule  have  met  the  shifting  situ- 
ation admirably. 

While  the  war  has  had  the  effect  of  forcing 
up  the  prices  of  all  imported  goods,  quite  nat- 
urally it  has  had  the  opposite  effect  on  crude 
drugs,  essential  oils  and  certain  other  com- 
modities produced  in  our  own  country.  Pros- 
trated Europe  is  not  in  a  position  to  do  much 
buying,  and  shipping  facilities  to  other  coun- 
tries, while  becoming  better  as  the  weeks  go  by, 
have  not  been  adequate.  Stocks  have  there- 
fore been  accumulating  and  as  a  consequence 
prices  have  declined.  So,  from  the  buyer's 
standpoint,  the  situation  isn't  altogether  bad. 


LOCAL  ^^  cities  having  local  retail 

ASSOLUTioNS  associations,  frequent  meet- 
ings are  held  and  almost  the 
sole  topic  of  discussion  is  war  prices.  Quite 
naturally,  out  of  such  mutual  exchanges  of 
confidences  and  ideas  there  has  grown  a  series 
of  fairly  uniform  price  adjustments.  Such 
concerted  movements  on  the  part  of  retailers 
robs  an  ascending  schedule  of  much  of  the 
accompanying  danger.  It  gives  a  man  a  feel- 
ing of  confidence,  of  sure-footedness.  When 
he  starts  a  day's  business  by  asking  more  for 
a  certain  article  than  he  asked  yesterday,  he 
can  do  so  with  a  minimum  of  apprehension. 
He  knows  that  most  of  his  competitors — all 
those  who  belong  to  the  association — ^are  do- 
ing identically  the  same  thing  that  very  day. 
It's  a  comfortable  feeling. 


Some  local  organizations,  such  as  the  Mil- 
waukee Pharmaceutical  Association,  have 
seen  the  need  of  issuing  comprehensive  price 
lists  for  their  members,  embracing  a  wide 
range  of  crude  drugs,  chemicals  and  toilet 
articles.  Prices  have  been  advanced,  how- 
ever, only  when  absolutely  necessary  to  in- 
sure a  legitimate  profit,  and  great  care  has 
been  taken  to  avoid  harmful  newspaper  pub- 
licity. The  Milwaukee  association  headed  one 
of  its  revised  schedules  with  the  very  timely 
reminder  that  when  hostilities  cease  and  con- 
ditions return  to  normal  every  drug  stock  in 
the  land  will  shrink  somewhat  in  value. 
Goods  bought  during  the  year  at  war  prices, 
if  on  hand  when  the  conflagration  ceases, 
must  be  disposed  of  on  a  peace,  rather  than  a 
war,  basis.  This  point,  though  of  minor  im- 
portance, should  not  be  altogether  lost  sight 
of. 

3|c       i|c       4c 

At  a  recent  meeting  of  the 
kaue^n'pm^b.  Philadelphia  local  associ- 
ation the  proper  price  to 
charge  for  a  bottle  of  solution  of  citrate  of 
magnesia  came  up  for  discussion.  It  devel- 
oped that  some  of  the  members,  because  of  the 
increased  cost  of  citric  acid  since  the  war,  had 
raised  the  price  to  thirty  cents,  and  others  to 
thirty-five  cents.  One  or  two  of  these  had 
since  dropped  back  to  twenty-five  cents,  while 
several  were  not  certain  what  was  the  best 
course  to  pursue. 

Charles  Rehfuss  took  the  stand  that  no  in- 
crease in  price  should  be  made.  He  argued 
that  under  ordinary  conditions  this  article  was 
extremely  profitable,  and  that  conditions 
couldn't  remain  extraordinary  forever.  Rather 
than  risk  the  danger  of  having  his  citrate  cus- 
tomers jump  to  something  else,  in  case  he 
raised  the  price,  he  was  going  to  stand  pat. 

The  meeting  seemed  to  agree  with  this  ex- 
pression, although  no  action  was  taken. 


THE  HOLIDAY 
TKADE. 


What  the  effect  of  the  ex- 
traordinary conditions  un- 
der which  we  are  now  living 
will  be  on  Christmas  business  it  is,  of  course, 
difficult  to  forecast.  Some  effect  must  be 
looked  for — and  consequently  provided  for. 
It  would  seem  highly  probable  that  unneces- 
sary gift-giving  will  be  curtailed  somewhat; 
that  the  much  maligned  Mr.  Spug  will  be  able 
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to  make  more  headway  on  less  gasoline  this 
year  than  he  could  have  made,  under  ordinary 
conditions,  in  half  a  decade. 

As  a  rule,  however,  dealers  are  looking  for- 
ward to  a  fairly  good  holiday  trade;  not  as 
good  as  last  year,  perhaps,  but  nevertheless,  on 
the  whole,  quite  satisfactory. 


"  PANEL  CHEN-  Either  England  did  not  ex- 
iSTS"  CAUGHT  BY  pect  war  eight  or  ten  months 
^"'  ago,  or  else  the  English  gov- 

ernment must  be  charged  with  double-crossing 
its  "panel  chemists."  "Panel  chemists"  are 
pharmacists  who  contracted  to  fill  prescriptions 
for  patients  availing  themselves  of  the  priv- 
ileges of  the  National  Insurance  Act,  and  look 
to  the  government  for  their  pay.  A  contract 
was  entered  into  between  such  pharmacists  and 
the  government,  and  a  long  schedule  of  prices 
was  embraced  by  the  agreement.  The  system 
of  fixing  prices  is  based  on  this  schedule,  plus 
a  very  small  compounding  fee. 

War  prices  jumped  the  cost  of  hundreds  of 
drugs  far  above  the  amount  fixed  by  the  agree- 
ment, yet  under  their  contracts  "panel  chem- 
ists" were  bound  to  supply  drugs  and  medi- 
cines at  the  tariff  prices  up  to  the  end  of  the 
present  year! 

That  the  government's  intentions  were  good, 
however,  is  evidenced  by  the  fact  that  partial 
relief  has  been  granted  and  full  compensation 
promised.  Just  as  soon  as  the  highly  compli- 
cated situation  can  be  straightened  out  addi- 
tional payment  over  and  above  tariff  rates  is 
to  be  provided  for. 


Quite  apart  from  the  insur- 
"™Noi^^^  ance  situation,  there  is  an- 
other matter  which  is  agi- 
tating pharmaceutical  conditions  in  England 
somewhat,  and  that  is  the  recent  report  of  a 
select  governmental  committee  on  patent  medi- 
cines. The  committee  finds  that  there  is  a 
large  and  increasing  demand  for  this  class  of 
remedies  and  appliances,  and  recommends 
some  extremely  drastic  measures.  The  most 
striking  of  these  is  that  a  complete  statement 
of  the  ingredients  of  all  secret  or  proprietary 
remedies,  and  of  the  proportions  in  which  they 
are  employed,  together  with  a  full  statement  of 
therapeutic  claims,  must  be  filed  with  the  gov- 
ernment. 


It  is  further  recommended  that  laws  be 
amended  in  such  a  manner  as  to  prohibit  not 
only  the  advertising  but  the  sale  of  remedies 
purporting  to  cure  such  diseases  as  cancer, 
tuberculosis,  diabetes,  epilepsy,  locomotor 
ataxia,  Bright's  disease,  and  rupture  without 
operation  or  appliance;  still  further  that  it  be 
made  unlawful  to  enclose  with  one  remedy 
printed  matter  recommending  another;  to  in- 
vite sufferers  from  any  ailment  to  correspond 
with  the  vendor  of  a  remedy ;  to  make  use  of 
fictitious  testimonials ;  to  publish  a  recommen- 
dation by  a  medical  practitioner  unless  his  full 
name,  qualifications  and  address  be  given;  to 
promise  to  return  money  paid  if  a  cure  is  not 
effected. 

Whether  these  recommendations  will  all 
eventually  be  invested  with  legal  authority  of 
course  cannot  be  foretold.  Meanwhile,  how- 
ever, the  subject  is  being  discussed  with  keen 
interest,  and  new  legislation  of  a  more  or  less 
radical  nature  may  apparently  be  expected. 


Despite   the   unpleasantness 

TOE  NEW  BRITISH       •A  ^i.  -n   '^^  i 

PHAUiAGOPOEiA.  ^^  Europc  the  new  British 

Pharmacopoeia  is  to  be 
brought  out  officially  this  year — December  31. 
It  was  the  original  intention  to  issue  the  book 
early  in  October,  but  in  August  the  committee 
in  charge  decided  to  postpone  publication  in- 
definitely, not  caring  to  introduce  changes  in 
medical  standards  at  a  time  of  public  stress. 
This  decision  was  later  reconsidered,  and  ad- 
vance copies  of  the  Pharmacopoeia  are  already 
available. 

An  interesting  side-light  is  thrown  on  the 
interdependence  of  nations  in  a  report  from 
the  secretary  of  the  revision  committee.  Aside 
from  the  national  issues  involved,  an  addi- 
tional reason  for  the  August  determination  to 
postpone  publication  was  found  in  the  fact  that 
the  material  used  in  the  preparation  of  the 
covers — ^strawboard — ^is  largely  imported  from 
Germany! 

The  principle  of  standardization  is  recog- 
nized, although  the  revisers  stop  short  of  phy- 
siological methods  of  testing.  That  part  of  the 
B.  P.  heretofore  known  as  the  Indian  and 
Colonial  Addendum  is  now  a  part  of  the  body 
of  the  book.  The  metric  system  has  been 
adopted  throughout^  thus  following  in  the 
footsteps  of  the  U.  S.  P.,  although  doses  are 
still  given  in  apothecaries'  weights  and  meas- 
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ures  as  well  as  in  the  decimal  system.  All 
tinctures  of  potent  drugs  are  put  on  the  10 
per  cent  basis,  as  well  as  the  dilute  acids — 
hydrochloric,  nitric,  phosphoric  and  sulphuric. 
Tincture  of  nux  vomica  is  now  one-half  the 
strength  of  the  1898  tincture,  tincture  of 
strophanthus  four  times  its  former  strength, 
and  tincture  of  opium  one-third  stronger. 

On  the  whole  the  new  volume  is  a  distinct 
improvement  on  the  last  edition.  It  has  been 
sixteen  years  since  the  British  Pharmacopoeia 
was  revised. 

3|c       4c       4c 

It  would  seem  that  the  time 


•• 


AMERICA."  ^^^  come  when  every  patri- 
otic American  citizen  ought 
to  rip  from  the  wall  such  pert  legends  as  "This 
is  My  Busy  Day"  and  "Smile,  Damn  You, 
Smile!"  and  boldly  display  in  lieu  thereof  the 
three  simple  words,  "Made  in  America." 

As  a  nation,  we  had  no  idea,  "befo*  the  war," 
to  what  extent  we  were  dependent  on  Europe. 
When  supplies  were  cut  off  we  were  first  sur- 
prised, then  astounded,  then  chagrined. 

Our  manufacturers  are  not  to  blame.  Our 
business  men  are  as  alert  as  those  of  any  other 
nation.  But  there  are  conditions  which  are 
hard  to  overcome ;  and  one  of  them  is  the  fact 
that  in  many  lines  the  buying  public  has  been 
partial  to  foreign-made  goods.  Our  carving- 
knives  must  come  from  Sheffield  (Germany!)  ; 
our  salad  must  be  soaked  in  oil  that  has  been 
scented,  among  other  things,  with  the  brine  of 
the  Mediterranean ;  and  the  models  of  the  won- 
drous gowns  so  becomingly  worn  by  hostess 
and  guests  must  be  imported  from  various 
sources  in  gay  Paree. 

French  heels,  German  harps,  and  Swedish 
razors!  Can't  we  make  these  things  in 
America?  And  haven't  we,  the  buyers,  been 
monkeys  long  enough? 


Since  the  adoption  of  the 
"  oixS'wED™''   amendment  to  the  Sanitary 

Code  of  the  City  of  New 
York  which  prohibits  the  sale  over  the  counter 
of  paregoric,  brown  mixture,  syrup  of  white 
pine,  etc.,  there  has  been  more  or  less  agita- 
tion, and  a  great  deal  of  criticism  of  the  act. 
Druggists  as  a  class  have  resented  the  Health 
Board's  somewhat  revolutionary  departure 
with  considerable  earnestness,  claiming  that 
the  move  was  intended  to  benefit  physicians. 


Health  Commissioner  Goldwater  now  frankly 
admits  this,  according  to  an  interview  pub- 
lished in  the  Pharmaceutical  Era,  but  disclaims 
any  intent  to  do  harm  to  the  legitimate  drug 
business.  The  druggist's  compensation  is  to  be 
"increased  business  in  the  prescription  depart- 
ment." 

What  is  back  of  the  revision  of  the  section 
may  be  summed  up  in  a  few  words,  according 
to  the  Commissioner.  The  position  is  taken 
that  self -medication  is  pernicious  and  that  it 
ought  to  be  eradicated.  The  Board  holds,  fur- 
thermore, that  the  public  as  a  rule  does  not 
realize  "the  deadly  effect  of  opiate-containing 
mixtures,"  and  that  "it  ought  to  be  educated 
into  that  knowledge."  In  other  words,  here  is 
an  opportunity  to  enter  the  thin  edge  of  the 
wedge. 

Commissioner  Goldwater  depends  on  the 
cooperation  of  the  retail  druggist  to  accom- 
plish the  object  sought,  and  is  confident  that 
"every  right-minded  man  in  the  drug  trade  will 
lend  his  aid  toward  this  end." 

Further  revisions  are  promised.  The  de- 
partment announces  that  there  are  a  number  of 
other  educative  and  protective  measures  which 
it  hopes  to  see  in  effect. 


HARRISON  BILL 

NOT  PASSED. 


Keen  regret  is  felt  in  drug 
circles  because  of  the  failure 
of  Congress  to  pass  the  Har- 
rison bill.  This  is  a  most  meritorious  measure, 
a  great  deal  of  work  has  been  done  on  it,  and 
those  in  charge  of  its  passage  had  every  reason 
to  hope  that  it  would  go  up  for  the  President's 
signature  before  our  law-makers  went  home 
to  see  what  was  happening  to  their  fences. 
Congress  adjourned,  however,  without  taking 
final  action  on  it. 

The  matter  was  up  to  the  House  of  Repre- 
sentatives. The  conferees,  representing  both 
branches  of  Congress,  came  to  an  agreement, 
and  this  agreement  was  passed  by  the  Senate, 
while  the  House,  owing  to  the  pressure  of 
other  business,  or  to  the  lack  of  a  quorum, 
failed  to  take  action.  It  is  confidently  pre- 
dicted, however,  that  one  of  the  first  acts  of 
the  new  Congress,  which  convenes  in  Decem- 
ber, will  be  to  pass  the  Harrison  bill  in  its 
present  form. 

No  material  changes  were  made  in  the  bill 
while  in  conference.  Physicians,  dentists  and 
veterinarians  will  not  be  required  to  keep  a 
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record  of  the  narcotics  administered  to  a  pa- 
tient while  in  personal  attendance  upon  such 
patient.  When  not  in  personal  attendance  a 
record  must  be  kept,  and  must  be  preserved  for 
two  years.  The  measure,  if  passed  by  the 
House  in  December,  will  go  into  effect  March 
1, 1915. 

4c       4c       4c 

Something  very  drastic  in 
WOOD  ALCOHOL,  the  way  of  wood  alcohol  re- 
strictions has  been  adopted 
by  the  Board  of  Health  of  the  City  of  New 
York.  A  new  ordinance  absolutely  prohibits 
the  sale  or  possession  of  any  food,  drink,  or 
medicinal  or  toilet  preparation  containing  any 
wood  alcohol  whatsoever.  The  plain  sub- 
stance itself  may  be  sold,  but  only  when  it 
bears  a  poison  label  containing  a  skull  and 
cross-bones  and  a  warning  that  it  is  unlawful 
to  use  the  product  in  any  food,  beverage  or 
medicinal  or  toilet  preparation,  intended  either 
for  internal  or  external  use.  The  subject  of 
wood  alcohol  regulation  has  been  argued  for 
several  months  before  the  Board  of  Aldermen, 
and  the  present  ordinance  represents  a  com- 
promise between  several  drafts  that  were  sub- 
mitted. 

*     *     * 

scHOLABSHips      ^^^  ycars  ago  the  Women's 
FOR  YOUNG  WOMEN  Organization  of  the  N.  A. 

ESTABLISHED.        t>    *f.         ..  ur  u    J  ..u 

R.  D.  established  the  custom 
of  awarding  a  ten-dollar  gold  prize  for  the 
yoimg  woman  making  the  highest  record  in 
pharmacy.  It  was  felt  at  the  time  that  some- 
thing a  little  more  ambitious  ought  to  be  im- 
dertaken,  and  so  this  year,  at  the  annual 
meeting  at  Philadelphia,  definite  plans  were 


formulated  for  the  awarding  of  a  traveling 
scholarship.  The  word  "traveling"  means  that 
no  one  college  is  chosen,  but  that  the  tuition 
may  be  paid  wherever  it  is  most  convenient  for 
the  student,  only  colleges  of  accredited  stand- 
ing being  considered. 

State  and  city  chapters  of  the  women's  or- 
ganization have  the  privilege  of  recommending 
to  the  executive  board  worthy  young  women 
who  have  expressed  a  desire  to  study  phar- 
macy, and  the  candidate  is  selected  from  the 
lists  submitted.  While  it  is  the  intention  ulti- 
mately to  widen  the  field  from  which  appli- 
cants may  come,  at  present  only  members  of 
the  W.  O.  N.  A.  R.  D.,  or  daughters  or  sisters 
of  members,  are  eligible  to  the  benefits  of  this 
scholarship. 


WHOLESALE  DRUG-  The  fortieth  annual  meeting 
GISTS  AT  of  the  National  Wholesale 
INDIANAPOLIS.  Druggists'  Association  was 
held  in  Indianapolis  during  the  last  week  in 
September,  at  which  Charles  A.  West,  Boston, 
was  elected  president;  Wm.  J.  Mooney,  In- 
dianapolis; John  R.  Tague,  Memphis;  F.  E. 
Bogart,  Detroit ;  John  Phinizy,  Augusta,  Ga. ; 
and  J.  G.  Mason,  Waco,  Tex.,  vice-presidents ; 
Thos.  F.  Main,  New  York,  secretary;  and  S. 
E.  Strong,  Qeveland,  treasurer.  The  board  of 
control  consists  of  Charles  Gibson,  Albany, 
N.  Y. ;  E.  C.  Bedwell,  Omaha ;  J.  W.  Morris- 
son,  Chicago;  G.  R.  Merrill,  St.  Louis;  and 
John  T.  Kennedy,  Minneapolis.  F.  E.  HoUi- 
day,  New  York,  remains  general  representative. 
The  1915  meeting  of  the  Association  will  be 
held  at  Santa  Barbara,  Calif.,  during  Septem- 
ber, the  date  to  be  fixed  later. 


SPECIAL  FEATURES  FOR  THE  BULLETIN  NEXT  MONTH. 

1.  An  exhibit  madle  hj  a  lire  druggist  at  a  county  fair. 

2.  An  illustrated  article  by  an  experienced  man  on  the  fitting  up  of  a  prescription  depart- 
ment. 

3.  Ten  or  twelve  trade-winning  formulas  for   toilet    preparations^   submitted    by   practical 


4.  Illustrated  write-up  of  a  successful  store  in  the  South. 

5.  An  illustrated  article  describing  how  a  druggist  made  his  own  store  fixtures. 

6.  An  exceedingly  interesting  paper  on  the  drug  stores  of  Alaska*  accompanied  by  numer- 
ous views. 

7.  Six  or  seven  short,  snappy  papers  discussing  whether  the  salesman  in  the  front  or  the 
prescription  clerk  in  the  rear  should  receive  the  biggest  salary. 

8.  Pictures  of  druggists  elected  this  month  to  fill  various  public  offices. 

9.  Four  or  five  pages  of  interesting  photographs. 
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STANDARDIZING  BOARD  EXAMINATIONS. 

We  have  had  frequent  occasion  to  express 
the  opinion  in  these  columns  that  the  National 
Association  of  Boards  of  Pharmacy,  organized 
ten  or  twelve  years  ago,  was  doing  admirable 
work.  The  fundamental  purpose  of  the  or- 
ganization was  to  bring  about  a  greater  degree 
of  interstate  reciprocity.  For  a  number  of 
years  efforts  were  directed  toward  securing  the 
cooperation  of  as  many  boards  as  possible,  and 
getting  them  to  agree  upon  a  basis  of  exchange. 

It  was  discovered  in  time,  however,  that 
reciprocity  ought  not  to  exist  in  any  large 
measure  unless  it  was  based  upon  a  reasonable 
degree  of  uniformity  and  excellence  through- 
out the  different  States.  Otherwise  you  would 
have  a  chain  no  stronger  than  its  weakest  link. 
You  would  have  a  condition  like  that  which 
enables  a  lax  divorce  law  in  one  State  to  nullify 
the  severe  laws  of  other  States. 

Two  or  three  years  ago,  in  realization  of  this 
truth,  the  National  Association  of  Boards  ap- 
pointed what  was  called  an  Advisory  Exam- 
ination Committee,  and  this  committee  has 
been  studiously  and  systematically  at  work  in 
an  effort  to  make  examinations  throughout  the 
country  what  they  ought  to  be.  A  great  step 
forward  was  taken  at  the  Detroit  meeting  in 
August,  when  the  work  of  the  Advisory  Com- 
mittee was  given  permanent  approval,  and 
when  H.  C.  Christensen,  its  chairman,  was 
made  a  salaried  officer  of  the  association.  Mr. 
Christensen  will  in  the  future  act  both  as  sec- 
retary of  the  association  and  chairman  of  the 
Advisory  Committee.  He  will  devote  his  en- 
tire time  to  the  work,  traveling  throughout  the 
country  as  much  as  need  be,  visiting  boards 
during  their  examination  periods,  framing  and 
distributing  approved  sets  of  questions,  helping 
whenever  requested  in  passing  upon  answers, 
and  being  of  service  generally  in  a  systematic 
effort  to  make  State  board  examinations  more 
scientific,  more  efficient,  and  above  all  more 
uniform. 

The  report  of  Mr.  Christensen's  committee, 
read  at  the  Detroit  meeting,  shows  grasp  and 
ability.  Mr.  Christensen  is  evidently  well  cut 
out  for  the  work  before  him.  During  the  last 
year,  in  carrying  out  the  will  of  the  association 


and  in  framing  "tjrpical"  sets  of  questions,  Mr. 
Christensen  prepared  himself  by  first  securing 
questions  from  different  boards  of  pharmacy 
on  the  one  hand,  and  from  college  teachers  on 
the  other.  With  all  this  data  at  hand,  he  was 
enabled  to  see  what  deficiencies  existed,  and  to 
construct  questions  of  a  proper  character.  He 
is  eternally  right  in  his  assumption  that  the 
correct  framing  of  a  set  of  examination  ques- 
tions is  a  matter  of  great  difficulty  and  im- 
portance, and  that  the  wisdom  and  experience 
of  many  men  should  be  utilized  as  a  prelimi- 
nary step. 

We  find  from  Mr.  Christensen's  report  that 
he  believes  an  examination  paper  should  con- 
stitute 20  questions  in  pharmacy,  10  questions 
in  chemistry,  20  questions  in  materia  medica, 
10  questions  in  pharmaceutical  and  chemical 
problems,  an  oral  quiz,  and  a  sufficient  amoimt 
of  prescription  compounding  and  laboratory 
work.  The  separate  tests  given  in  the  identifi- 
cation of  crude  drugs,  exacted  in  some  States, 
he  thinks  should  be  abolished  as  such,  and 
whatever  work  is  required  in  this  direction 
should  be  made  a  part  of  the  oral  quiz. 

More  important,  though,  than  the  problem 
of  scope  is  the  necessity  of  getting  questions 
themselves  that  are  what  they  should  be. 
Mr.  Christensen  finds  fault  with  many  exam- 
ination papers.  There  is  often  (a)  a  lack  of 
correlation  between  the  different  subjects; 
(6)  the  principle  of  distribution  isn't  consid- 
ered, and  an  examiner's  hobby  will  run  through 
an  entire  set  of  questions;  (c)  there  is  an  un- 
due proportion  of  elementary  questions;  and 
(cf)  often  board  members  seem  to  consider  an 
examination  a  sort  of  contest  between  them- 
selves and  the  candidates — a  tug  of  war,  as  it 
were.  But  the  chief  defect  discovered  by  Mr. 
Christensen  is  one  of  ignorance.  What  can 
you  do  with  a  board  member  who  asks  this 
question:  "What  is  the  difference  between  the 
alkaloids  extracted  from  milk  sugar  and  cane 
sugar?"  Or  this:  "Give  the  botanical  names 
of  the  plants  containing  strychnine,  atropine, 
and  acetanilide?" 

It  is  to  iron  out  all  these  difficulties,  to  sup- 
ply all  these  deficiencies,  and  to  make  examina- 
tions what  they  ought  to  be,  that  the  Advisory 
Examination  Committee  has  been  made  a 
strong  and  important  part  of  the  work  of  the 
Association.  Mr.  Christensen  approaches  his 
task  with  a  due  sense  of  its  importance,  and  we 
are  glad  to  see  him  emphasize  in  his  report  the 
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conviction  that  the  colleges  and  the  boards 
must  get  closer  together  in  the  future  than  they 
have  in  the  past.  "Any  scheme  or  plan  of 
State  examinations  that  does  not  take  into  con- 
sideration the  institutions  that  prepare  candi- 
dates for  such  examinations  is  doomed  to  final 
failure,  and,  conversely,  the  educational  insti- 
tutions that  do  not  take  into  consideration  the 
examining  boards  are  limiting  the  scope  of 
their  usefulness  and  are  not  doing  full  justice 
to  their  students.  This  principle  is  basic  and 
fundamental." 


» 


t9 


FIVE  DOLLARS  PAID  FOR  SUGGESTIONS! 

The  editor  of  the  Bulletin  has  a  few  $5.00 
bills  that  he  is  anxious  to  exchange  for  ideas. 
What  does  he  want?  Simply  this — ^a  few 
topics  for  discussion  in  the  Bulletin  during 
1915. 

Let  us  explain. 

During  the  present  year  the  pages  of  the 
Bulletin  have  been  greatly  enlivened  by  a 
series  of  articles  on  the  following  themes: 

1.  ''How  I  spent  my  annual  vacation!' 

2.  "How  I  keep  myself  in  good  health.' 

3.  'Why  I  failed  in  the  drug  business: 

4.  "If  I  married  again  would  I  marry  a 
druggist?" 

5.  "If  I  had  my  life  to  live  over  again  would 
I  be  a  druggist?" 

We  conducted  prize  contests  on  these  five 
topics,  and  we  also  offered  special  prizes  for 
the  best  formulas  of  toilet  preparations,  and 
the  best  specimens  of  druggists'  newspaper  ads. 
The  material  submitted  in  these  various  con- 
tests, and  subsequently  published  in  the  Bul- 
letin during  the  year,  has  filled  the  journal 
with  human  interest  and  has  helped  to  make  it 
alive  from  cover  to  cover. 

What  we  want  now  are  additional  topics  for 
similar  use  during  1915.  We  ask  our  readers 
to  suggest  titles  for  this  purpose — ^titles  on 
which  papers  are  to  be  written.  The  editor 
will  pay  $5.00  for  every  accepted  title. 

The  subjects  will  have  to  be  good  ones  to 
win  a  prize.  We  want  something  unusual — 
something  out  of  the  ordinary — something 
either  full  of  human  interest  on  the  one  hand, 
or  of  great  practicality  and  usefulness  on  the 
other. 

Come  along  now  with  your  suggestions. 
Five  dollars  for  every  accepted  idea ! 


ADVANCED  EDUCATIONAL  STEPS. 

In  many  respects  the  last  meeting  of  the 
American  Conference  of  Pharmaceutical  Fac- 
ulties, held  in  Detroit  during  August,  was  the 
most  interesting  and  result  ful  in  the  series.  As 
a  preliminary  to  what  steps  might  be  taken  of 
a  definite  nature,  President  Albert  Schneider 
had  sent  out  a  questionaire  to  the  schools  and 
colleges  belonging  to  the  conference.  The  vote 
in  part  was  as  follows: 

L  Would  you  favor  making  two  years  of  High 
School  work,  or  its  educational  equivalent,  the  prelimi- 
nary educational  requirement  to  enter  upon  the  College 
of  Pharmacy  course  at  the  opening  of  the  sessions  for 
the  year  1915-1916? 

Yes— 26  No— 7  No  vote— 1 

2.  Would  you  favor  graduation  from  a  High  School, 
or  its  educational  equivalent,  the  requisite  to  enter  upon 
the  College  of  Pharmacy  course  at  the  opening  of  the 
sessions  for  the  year  1918-1919? 

Yes— 19  No— 12  No  vote-^ 

3.  Would  you  approve  of  increasing  the  regular  two 
years'  College  of  Pharmacy  course  by  one  year,  thus 
making  it  a  three-year  course,  with  the  opening  of  the 
sessions  for  the  year  1920-1921  ? 

Yes— 19  No— 13  No  vote-2 


4.  Would  you  approve  of  Doctor  of  Pharmacy 
(P.D.)  as  the  standard  degree  for  the  educational  re- 
quirements indicated  in  (2)  and  (3)  ? 

Yes— 10  No— 24  No  vote— 0 

5.  Are  you  in  favor  of  taking  immediate  steps  to 
unify  the  curricula  of  studies  and  the  equipment  in 
Colleges  of  Pharmacy? 

Yes-.33  No— 0  No  vote— 1 

6.  Do  you  favor  the  College  of  Pharmacy  requisite 
to  Board  Examinations? 

Yes— 33  No— 0  No  vote— 1 

7.  Should  the  College  of  Pharmacy  recognize  drug- 
store experience  as  a  requirement  for  graduation? 

Yes— 5  No— 27  No  vote— 2 

In  compliance  with  these  votes,  President 
Schneider  made  certain  recommendations  in 
his  annual  address,  and  the  Conference  finally 
voted  to  take  the  following  advanced  steps: 

1.  Beginning  with  1917,  at  least  two  years 
of  high  school  work,  or  its  educational  equiv- 
alent, must  be  made  an  entrance  requirement 
by  all  schools  and  colleges  belonging  to  the 
Conference. 

2.  Beginning  with  1920,  the  entrance  re- 
quirement is  to  be  a  full  high  school  course  or 
its  equivalent. 

3.  It  was  recommended  that  the  degree  of 
"Pharmaceutical  Chemist"  be  conferred  upon 
the  completion  of  a  three-year  course  in  phar- 
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macy,  based  upon  60  units  of  secondary  educa- 
tion— a  high  school  course. 

4.  The  Conference  placed  itself  on  record 
against  making  drug-store  experience  a  pre- 
requisite for  college  graduation. 

5.  It  adopted  a  resolution  favoring  college 
graduation  as  a  prerequisite  to  examination  by 
(he  State  board. 

It  will  appear  from  the  foregoing  that  the 
Conference  of  Faculties  is  gradually  raising 
educational  requirements,  and  gradually  bring- 
ing about  a  greater  degree  of  uniformity. 
Thus  it  is  doing  for  the  schools  what  the 
National  Association  of  Boards  is  doing  for 
State  examining  bodies,  and  these  two  institU" 
tions  are  serving  American  pharmacy  with 
much  faithfulness  and  credit. 


THE  HALL  OF  FAME 


Va.,  was  elected  president  of  the  organization. 
Mr.  Miller  has  been  a  member  of  the  Virginia 
Board  of  Pharmacy  for  a  good  many  years, 
and  thoroughly  understands  board  work.  He 
is  an  earnest  student  of  registrational  condi- 
tions, and  is  ambitious  to  make  his  administra- 
tion a  pronounced  success.  He  has  been  active 
all  his  life  as  a  retail  druggist  in  Richmond, 
and  prominent  in  the  A.  Ph.  A.  It  will  easily 
be  recalled  that  he  served  twice  as  local  secre- 
tary of  the  latter  organization  when  the  As- 
sociation met  in  Richmond. 


A  DRUGGIST  FOR  AUDITOR-GENERAL. 

At  the  recent  State  convention  of  the  Demo- 
crats of  Michigan,  John  J.  Campbell,  secretary 
of  the  State  Board  of  Pharmacy,  was  nomi- 
nated for  Auditor-general. 

Mr.  Campbell  was  born  in  Ridgetown,  On- 


One  of  the  most  useful  organizations  in  the 
drug  trade  is  the  National  Association  of 
Boards  of  Pharmacy.    It  is  doing  a  great  work 


John  J.  Cuipbhll. 


in  Standardizing  examinations  in  the  different 
States,  and  in  bringing  about  a  greater  degree 
of  interstate  reciprocity.  At  the  Detroit  meet- 
ing in  August  T.  Ashby  Miller  of  Richmond, 


tario,  April  12, 1871.  In  due  course  of  time  he 
emerged,  dry-laundried,  from  the  local  schools, 
after  which  he  took  a  3-year  course  in  the 
Collegiate  Institute.  In  1889  he  went  into  a 
drug  store  as  an  apprentice.  In  1890  he 
changed  his  location  to  Port  Huron,  Mich.,  and 
became  an  American  citizen.  After  passing  the 
Board  and  becoming  a  registered  pharmacist, 
he  moved  to  Imlay  City,  where  he  found  con- 
genial employAient,  and  his  life's  companion. 
Miss  Jennie  Brock. 
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In  March,  1897,  Mr.  Campbell  moved  again, 
this  time  to  Pigeon,  where  he  bought  a  drug 
store  and  became  burgomaster,  being  one  of  the 
original  incorporators  of  the  village. 

Mr.  Campbell  has  served  five  years  on  the 
State  Board,  having  been  made  secretary 
thereof  in  1912,  president  in  1913,  and  secre- 
tary again  in  1914.  At  the  Nashville  meeting 
of  the  A.  Ph.  A.,  in  1913,  he  was  elected 
vice-president  of  the  National  Association  of 
Boards  of  Pharmacy. 


VICE-PRESIDENT  OP  THE  N.  W.  D.  A. 

At  the  annual  meeting  of  the  National 
Wholesale  Druggists'  Association,  held  at  In- 
dianapolis in  September,  John  R.  Tague  was 
made  second  vice-president.     Mr.  Tague,  in 


barked  on  a  United  States  war-ship  as  apothe- 
cary. Later  he  was  with  the  party  that  first 
discovered  gold  in  Alaska;  and  still  later,  re- 
turning to  the  States,  he  went  South,  finding 
employment  in  drug  stores  in  Pine  Bluff  and 
Little  Rock,  Arkansas. 

In  1885  Mr.  Tague  went  to  Memphis,  where 
he  became  identified  with  the  wholesale  busi- 
ness, entering  the  employ  of  the  Mansfield 
Drug  Co.  as  head  of  the  order  department. 
He  later  became  a  director  of  the  Mansfield 
company,  and  when  the  latter  was  taken  over 
by  Van  Vleet  &  Co.,  in  1896,  he  was  made  as- 
sistant manager.  On  the  death  of  J,  M.  Wood, 
in  1900,  Mr.  Tague  became  manager  of  the 
Van  Vleet-Mansfield  Drug  Co. 


AN  A.  PH.  A.  HOSTESS. 

The  Detroit  meeting  of  the  A.  Ph.  A,  was 
notable  among  other  things  for  the  warm  and 
efficient  hospitality  dispensed  by  the  local 
women  in  charge  of  the  entertainment  features 


JOHH  B.  T<U>DB. 

addition  to  being  a  director  of  the  Van  Vleet- 
Mansfield  Drug  Co.,  Memphis,  Tenn.,  is  also 
manager  of  that  company.  Still  in  addition,  he 
is  president  of  the  Southern  Drug  Club,  presi- 
dent of  the  ofiicial  board  of  the  Second  Metho- 
dist Episcopal  Church,  and  a  director  in  each 
of  the  following:  the  Cotton  States  Merchants' 
Association,  the  Memphis  Freight  Bureau,  and 
a  Memphis  bank. 

Mr.  Tague  was  born  in  Madison,  Indiana, 
in  1859,  and  before  going  West  in  search  of 
adventure  in  1879  he  had  spent  five  years  in  a 
drug  store  in  his  native  city.  His  first  stop 
was  at  Denver,  where  he  remained  several 
months.     Reaching  the  western  coast  he  em- 


Hri.  C.  a.  Wbavkb. 

addressed  to  the  wives  and  daughters  of  visit- 
ing members.  Prominent  in  the  work  of  the 
ladies'  committee  was  Mrs.  C.  A.  Weaver,  who 
commended  herself  to  every  one  during  the 
week  by  her  grace  and  charm.  Mr.  Weaver, 
too,  brought  himself  into  the  foreground  by  a 
paper  in  the  Commercial  Section  on  "Efficiency 
and  a  Nine-hour  Day  for  the  Pharmacist" — a 
paper  that  aroused  a  prolonged  discussion  and 
much  favorable  comment. 
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Alher  A.  GelcbeU.  Bllvet  (it;.  Idkho.  Republican  oodldrntA  for  B^pb  W.  B<ialt«B.  Topekk.  Kanau,  Bepabllcui  cudld*> 

V.  redstar  lA  deeds. 

DrntflaU  Nominated  far  Public  OUlc«. 
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Drn^lsU  Nomlnaled  lor  Public  Office. 
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The  Hnnai  A  Sparka  Drue  Co.,  John  D.  Allen  tnssnnir  aud  The  neMJiic  cspacltr  (or  io6t  KTrlce  la  ZW.    A  Inncheonelte 

leDeral  muiMCir,  eujon  >  lOdk-wktei  builneu  (soeediDB  (H.dOO  te«taie  Ib  mkla  Mined,  ftod  miuie  fninlilied  on  ooaaSoa  tata 

umuallT.  ondieetrft. 


An  ezoellebtlj  eqaipped  c^£(u  department.    The  cash  ir^lBter  There  ftre  tev  dlapenalrm  ph^fllolBiu  In  Macon.    Thm  re^lfr- 

oocnplea  >  pUcein  the  middle  of  the  Ions  apeclallj^ouatmcted  tered  phitniuclsts  are  employed  to  take  care  of  this  department, 

ahow-eaae.  and  are  kept  boar. 

Views  of  the  Murray  &  SparLs  Dra^  Co.'s  Store  In  Macon,  Ga> 
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WilJI>m  B.  LOBUi'i  More,  SliatbTTlllB.  Kr-.  Mr.  Lonn  >ti 
Iff  In  the  foreffroimd.  Thiji  phvnucy  doed  not  Indlude  a  ■ 
nmlkin  In  Ita  equipment.  fountain  are  In  th«  bands  of  a  special  dlspenssr. 


A  complete  cqalpment  of  modern  Bitares  was  reoantlr  in-  Krterlor  vieir  ol  the  protrreeBive  pharmacr  of  K.  O.  Wold, 

stalled  bj  the  Wusaw  Drat  Co..  Warsaw.  N.  a,  a  town  with  •  Austin.  Minn.    Books  and  st*tioneT7  are  anersetloallT  teatored 

popnlatlon  of  lam.  as  glde-llnss. 


Tbetboraothlrinodemdnicstoraof  tbeMaTshall.8nTderDras  Hi.  Uarsball  at  his  desk  Is  ■  oorserof  the  Uafmhall-AiTdcr 

Oo.,1813NlooIlat  ATeaoe.  Hiniwapc^.    All  the  aTallable  spaoe  shne.  UinneapoUs.  This  Is  an  aiceptlonBllT  well-amDSWl  dnic 

b  ntlUied.  the  wall  cases  extendlnc  to  the  oelllnc.  store,  and  the  Marshall-aijder  Co.  enjon  a  sood  boslness. 

Six  Dnitf  Store  plclnrea. 


Monthly  Prize  Questions  and  Answers. 

Each  month  hclc  of  space  prohibUs  the  publication  of  all  the  papers  receioed  for  this  department  The  on^ 
altematiife  open  is  to  select  four  or  five  of  the  best  articles  and  hold  the  others,  in  most  cases,  for  possible  use 
in  the  future.  Pursuing  this  policy,  we  present  this  month  four  papers  on  the  metric  s^em — one  against  it 
and  three  favoring  it — and  one  paper  on  the  question  **  Should  a  Druggist  Carry  Liability  Insurance  ?  "  These 
are  lioe  and  intense^  practical  topics,  and  quite  regardless  of  the  dews  you  may  hold  concerrdng  them,  you 
will  be  interested  in  the  discussions  which  follow. 


Has  the  Metric  System  Proved  a  Failure  ? 

Answers  to  a  question  announced  in  July. 


THIS  MAN  THINKS  IT  HAS. 
By  H.  J.  White. 

The  French  government  was  the  first  to 
make  obligatory  the  use  of  the  metric  system 
of  weights  and  measures,  its  adoption  being  the 
result  of  revolution  and  not  evolution.  It  arose 
out  of  the  stormy  hours  of  the  French  Revolu- 
tion at  a  time  when  the  systems  then  in  use 
were  in  a  chaotic  state. 

The  standard  adopted  was  the  one-ten-mil- 
lionth part  of  the  quadrant  of  the  meridian 
passing  through  Barcelona  and  Dunkirk.  This 
distance  is  called  the  meter,  and  is  equivalent 
to  89.87  inches. 

It  should  be  remembered  that  this  standard 
was  entirely  different  from  any  previously  in 
use ;  different,  also,  from  any  which  have  since 
been  adopted.  No  measure  corresponding 
with  the  ancient  foot  was  provided.  A  unit 
of  the  latter  denomination,  though  of  slightly 
varied  differences  of  length,  was  in  universal 
use  by  all  civilized  nations. 

As  a  result  of  the  decree  of  1793  there  en- 
sued a  period  of  nineteen  years  of  constantly 
conflicting  legislation  which  terminated  in  an- 
other decree,  February  12,  1812,  restoring  the 
old  system  and  practically  retaining  the  new 
only  in  name;  that  is,  it  retained  the  principle 
of  the  decimal  system  of  multiplication  and 
division  for  State  purposes,  and  permitted  the 
people  to  use,  instead  of  the  meter  and  its  deci- 
mals, a  "toise"  of  six  feet,  a  "une"  of  three 
feet,  and  a  "thumb"  of  twelve  lines,  all  of  these 
being,  not  exclusively  decimal  divisions,  but  di- 
visible into  thirds,  halves,  quarters,  sixths, 
eighths,  twelfths,  and  sixteenths. 

GOVERNMENT    REGULATION    OF    WEIGHTS    AND 

MEASURES. 

But  this  victory  of  the  people  in  1812  was 
not  of  long  duration.    The  ever-present  conflict 


between  what  the  law  compelled  and  what  it 
permitted  culminated  in  the  act  of  July  4, 1837, 
which  repealed  the  decree  of  February  12, 
1812,  and  ordered  the  exclusive  use  of  the  deci- 
mal system.    This  order  was  followed  by  the 
royal  decree  of  April  17, 1839,  which  regulated 
the  relations  of  weights  and  measures.    A  de- 
cree of  July  16  of  the  same  year  determined 
the  denominations,  forms  and  dimensions  of 
instruments  and  measures  for  trade  and  gen- 
eral use.     At  present  the  employment  of  the 
metric  system  is  obligatory,  and  is  the  only  one 
in  use  in  the  French  republic,  but  the  system 
as  now  established  is  not  exclusively  decimal. 
In  the  denominations  of  volume  and  weight 
each  unit  has  a  half  and  a  double.    There  are 
fifty-seven  units  in  all,  while  the  tables  of  the 
metric  system  contain  but  twenty-nine,  show- 
ing twenty-eight  old  units  still  in  use. 

OLD  UNITS  PERSIST  TO  THE  BITTER  END. 

Persistency  on  the  part  of  old  units  is  not 
by  any  means  confined  to  France.  The  tables 
used  in  Germany,  Scandinavia,  Greece,  Turkey, 
Japan,  Egypt,  and  Spain  all  show  a  like  ad- 
herence to  old  forms. 

Thus  it  is  shown  that  while  the  peoples  of 
the  Continent  readily  accepted  the  decimal 
arithmetic  for  the  computation  of  numbers  be- 
cause of  the  greater  facility  it  affords,  they 
found  that  it  is  not  as  well  suited  for  the  divi- 
sion of  material  substances.  To  divide  a  ma- 
terial substance  into  halves  and  quarters  is  but 
a  simple  procedure;  division  into  fifths  and 
tenths  is  incomparably  more  complex. 

Coming  now  to  our  own  country,  in  Feb- 
ruary, 1821,  John  Quincy  Adams,  then  Secre- 
tary of  State,  submitted  a  very  full  and  thor- 
ough report,  containing  the  result  of  a  careful 
investigation  into  every  conceivable  phase  oi 
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the  question.  The  attitude  of  the  Secretary  of 
State  is  clearly  shown  by  the  following:  "The 
substitution  of  an  entire  new  system  of  weights 
and  measures  instead  of  one  long  established 
and  in  general  use  is  one  of  the  most  arduous 
exercises  of  legislative  authority.  There  is, 
indeed,  no  difficulty  in  enacting  and  promul- 
gating the  law,  but  the  difficulties  of  carrying 
it  into  execution  are  always  great  and  have 
often  proved  insuperable." 

In  May,.  18 66,  a  bill  was  passed  by  Congress 
legalizing  the  use  of  the  metric  system  of 
weights  and  measures  in  our  trade  and  com- 
merce. In  the  United  States,  as  in  France,  the 
conflict  between  what  the  government  decreed 
and  what  it  permitted  the  people  to  use  re- 
sulted in  the  utmost  confusion.  On  January 
1,  1904,  a  bill  was  reported  to  the  House  of 
Representatives  by  the  committee  on  coinage 
which,  if  passed,  would  have  made  obligatory 
the  use  of  the  metric  system  in  all  departments 
of  the  government  requiring  the  use  of  weights 
and  measures  except  in  completing  the  survey 
of  public  lands. 

METRIC   SYSTEM    BETTER    SUITED   EOR    WEIGH- 
ING VARIABLE   MASSES. 

The  only  instance  of  which  the  writer  is 
aware  in  which  the  metric  system  has  proved 
a  success  is  in  purely  scientific  circles.  The 
chemist  places  a  given  mass  on  his  scale  pan 
and  proceeds  to  balance  it  by  placing  weights 
on  the  opposite  pan.  The  industrial  man  places 
a  given  weight  on  the  scale  pan  first,  and  then 
balances  this  with  a  given  mass  of  material. 
Obviously  the  chemist  must  be  prepared  to 
weigh  exactly  all  fractions  within  the  limits  of 
accuracy  of  his  apparatus,  while  the  industrial 
worker  requires  fewer  weights  and  deals  with 
pounds,  halves,  quarters,  and  ounces,  as  the 
case  may  be.  The  sizes  of  the  various  packages 
put  out  by  the  manufacturer  are  the  result  of 
deliberate  choice,  and  are  all  obtained  by  suc- 


cessive halvings  of  the  initial  size:  J4,  J4»  J^> 
etc. 

In  the  writer's  opinion  the  metric  system  has 
proved  a  failure  for  these  reasons: 

First.  Because  no  nation  on  earth  has  it  for 
an  exclusive  standard. 

Second.  It  has  failed  to  fulfil  the  object 
for  which  its  use  was  adopted,  namely,  "to  pro- 
duce a  uniform  system  of  weights  and  meas- 
ures." 


Third.  It  has  failed  in  the  industries  be- 
cause it  is  less  simple  than  the  fractional  sys- 
tem, and  also  because  it  does  not  provide  an 
equivalent  for  the  standard  used  for  centuries, 
namely,  the  foot. 


HE  THINKS  IT  HASN'T. 
By  Chas.  E.  Walters,  Pharm.D. 

From  a  theoretical  standpoint  the  metric  sys- 
tem has  long  been  held  in  high  esteem,  but 
from  a  practical  view-point  its  utility  has  been 
questioned  by  many  who  have  not  thoroughly 
understood  its  redeeming  features. 

In  comparison  with  some  other  methods  of 
weighing  and  measuring,  the  decimal  system  is 
a  decided  youngster,  dating  back  only  a  hun- 
dred or  so  years.  But  it  is  gradually  coming 
into  extensive  use.  As  we  all  know,  it  is  the 
only  form  used  in  the  United  States  Pharma- 
copoeia, arid  is  used  by  the  government  in 
many  of  the  departments,  all  tests  and  assays 
being  made  by  its  use.  Engineers  in  various 
branches  have  adopted  it  as  giving  their  results 
greater  ease  of  comprehension.  In  microscopi- 
cal work,  pharmacognocists  and  bacteriologists 
find  it  invaluable.  Many  of  our  ablest  phy- 
sicians habitually  use  it  to  the  exclusion  of  all 
other  systems. 

Many  of  the  leading  imiversities  and  col- 
leges of  to-day  turn  out,  and  have  been  turn- 
ing out  for  some  time  past,  large  numbers 
of  professional  men  trained  to  make  their  com- 


QUESTIONS  FOR  THE  NEXT  CONTEST. 

This  departmeni  is  in  the  hands  of  the  big  family  of  Bulletin  readers,  and  the  heartiest  co-operation 
is  earnestly  urged.     The  following  quesHons  are  armournxdfor  the  next  contest: 

I.  What  is  the  best  way  to  build  up  a  trade  in  bulk  perfumes? 


2,  Should  we  give  a  discount  to  nurses»  and,  if  so»  on  what  goocb? 

For  the  best  answer  to  either  of  these  questions  we  shall  award  a  prize  of  $5.00.  Other  answers, 
if  printed,  will  be  paid  for  at  regular  space  rates.  Every  answer  must  be  at  least  500  words  long  and 
in  our  hands  by  December  10. 
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putations  by  the  aid  of  the  metric  method. 
Particularly  is  this  true  of  the  pharmaceutical 
and  medical  colleges. 

These  graduates,  imbued  with  enthusiasm 
for  a  system  of  weights  and  measures  having 
but  one  unit  from  which  all  other  proportions 
are  derived,  are  spreading  throughout  our 
land,  willing  and  eager  to  instruct  the  laity  in 
the  advantages  of  the  decimal  system.  They 
are  eager  to  demonstrate  the  feasibility  of 
throwing  over  the  troublesome  grains,  scruples, 
drachms,  ounces  (three  varieties),  and  pounds, 
with  their  irritating  fractions,  and  sub- 
stitute in  their  stead  the  definitely  related 
milligrammes,  centigrammes,  decigrammes, 
grammes,  and  kilogrammes ;  similarly  the  min- 
ims, drachms,  ounces,  pints,  and  quarts — ^all  so 
easily  replaced  by  the  cubic  centimeter. 

There  was  a  time  when  certain  unbelievers 
said  that  the  Panama  Canal  was  an  impossi- 
bility. They  are  now  effectually  silenced. 
And,  in  a  like  manner,  the  time  will  come  when 
the  people  of  our  country  will  refuse  to  sanc- 
tion any  system  of  weights  and  measures 
which  does  not  hop  along  by  leaps  of  ten. 


THE  SYSTEM   GRADUALLY   GAINING 

FAVOR. 

By  Wiluam  J.  Richards. 

In  the  United  States  the  metric  system  is 
adopted  in  all  government  pharmaceutical 
work,  being  used  entirely  in  the  Army,  Navy 
and  Marine  Hospital  pharmacies.  We  also 
find  that  the  younger  members  of  the  medical 
profession  are  using  it  in  writing  their  pre- 
scriptions to  a  greater  extent  than  the  older 
practitioners. 

Some  doctors  are  in  the  habit  of  occasion- 
ally employing  both  the  metric  and  English 
systems.  Probably  they  do  this  because  they 
are  afraid  that  some  poorly  qualified  clerk  may 
not  be  able  to  read  the  metric  system.  This 
precaution  ought  to  be  entirely  unnecessary,  for 
the  decimal  system  is  now  given  precedence, 
both  in  the  pharmaceutical  and  medical 
schools. 

The  metric  system  is  by  far  the  most  logical 
one  for  our  use,  as  it  agrees  so  closely  with 
our  monetary  system.  In  order  to  reduce  or 
increase  the  weights  or  measures  from  one  de- 
nomination to  another  all  that  is  required  is 
to  shift  the  decimal  point.  This  is  much  easier 
than  dividing  or  multiplying  as  one  is  com- 
pelled to  do  under  the  English  system. 

Of  course  the  objection  has  been  raised  that 


it  is  a  disadvantage  to  be  unable  to  divide  such 
numbers  as  10  by  4,  or  100  by  8,  and  have  the 
results  in  even  numbers.  However,  this  small 
disadvantage  is  easily  counterbalanced  by  the 
many  advantages.  The  very  fact  that  we  can 
either  decrease  or  increase  the  denomination  of 
metric  weights  or  measures  by  dividing  or  mul- 
tiplying by  10  is  a  bigger  advantage  then  em- 
ploying so  many  different  series  of  multipliers 
as  we  are  compelled  to  do  in  the  English  sys- 
tem. It  is  sometimes  bothersome,  particularly 
during  a  rush  hour,  for  a  pharmacist  to  trans- 
pose from  one  system  to  the  other,  and  he 
oftentimes  wishes  that  the  doctor  would  adopt 
one  system  and  use  it  to  the  exclusion  of  the 
other. 

As  the  metric  method  comes  into  more  uni- 
versal use  (as  it  will,  for  it  has  been  adopted 
by  both  tht  Pharmacopoeia  and  National  For- 
mulary) it  will  eventually  replace  the  other 
system. 

Summarizing:  From  the  fact  that  the  men 
who  make  our  Pharmacopoeia  and  National 
Formulary  consider  it  the  best  system  to  use; 
the  fact  that  colleges,  both  pharmaceutical  and 
medical,  are  giving  it  the  preference;  the  fact 
that  the  pharmacists  in  the  government  service 
are  required  to  use  it ;  and  the  further  fact  that 
all  the  other  civilized  countries  excepting  Great 
Britain  and  ourselves  have  adopted  it — ^these 
show  that  the  metric  system  has  not  proved  a 
failure.  

THE  SIMPLEST  AND  THEREFORE  DES- 

TINED  TO  WIN. 

By  H.  M.  Com  stock. 

The  metric  system  has  not  proved  a  failure; 
indeed,  it  is  destined  to  become  the  universal 
system  of  weights  and  measures.  Already  it 
has  been  adopted  by  all  civilized  nations,  with 
the  exception  of  Great  Britain  and  the  United 
States.  That  it  is  growing  in  favor  in  this 
country  is  demonstrated  by  its  acceptance  by 
the  committee  in  charge  of  the  U.  S.  Pharma- 
copoeia, and  from  the  fact  that  many  of  our 
physicians  are  using  it  more  and  more  in  pre- 
scription writing. 

Eventual  success  will  come  because  it  is  the 
most  convenient  and  practical  system  to  em- 
ploy, the  same  prefixes  being  used  for  meas- 
ures, extensions,  volumes,  and  weights. 

The  metric  system  is  finding  favor  in  all 
work  of  a  scientific  nature.  It  is  being  taught 
in  all  schools  of  pharmacy  more  thoroughly 
every  year,  and  every  pharmacist  who  is  fa- 
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miliar  with  it  prefers  to  use  it  in  his  work 
rather  than  any  other  system.  Scales  and 
graduates  are  now  made  exclusively  for  its  use, 
showing  the  gain  in  popularity. 

It  is  very  easy  to  learn  the  system,  because 
one  experiences  no  difficulty  in  remembering 
the  multiples  and  subdivisions  of  each  unit. 
The  prefixes  of  the  multiples  in  Greek  are  ex- 
tremely easy  to  keep  in  mind  if  one  stops  to 
think  that  each  begins  with  a  letter  found 
further  along  in  the  alphabet,  viz.,  Deka, 
Hecto,  Kilo,  and  Myra — D,  H,  K  and  M ;  and 
the  subdivisions,  expressed  by  Latin  prefixes, 


are  familiar  to  those  who  have  had  only  a 
smattering  of  Latin.  Of  course  it  is  neces- 
sary to  remember  that  all  the  abbreviations 
of  the  units  and  multiples  begin  with  capital 
letters,  while  those  for  the  subdivisions  with 
small  letters. 

There  should  be  only  one  system  used  for 
weights  and  measures.  The  metric  is  the  best 
because  it  is  the  easiest  to  remember  and  the 
most  convenient  and  safest  to  use.  What 
length  of  time  will  be  required  for  its  imiversal 
adoption  remains  to  be  seen,  but  in  time  it  is 
sure  to  supplant  all  of  our  other  systems. 


Should  a  Druggist  Garry  Liability  Insurance? 

Answer  to  a  Question  announced  in  July. 
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THE  PRIZE-WINNING  ANSWER. 

By  Daisy  A.  Frick. 

Shortly  before  the  Workman's  Compensa- 
tion Law  went  into  effect  (July  1, 1914)  I  con- 
sulted our  local  insurance  agent  on  the  advisa- 
bility of  taking  out  a  little  liability  insurance. 
I  became  convinced  that  this  form  of  protec- 
tion was  as  necessary  as  fire  insurance,  and  in- 
structed the  agent  to  supply  me  with  a  policy. 
A  year's  premium  set  me  back  the  large  sum 
of  $5 ! 

I  cannot  understand  how  any  employer  can 
afford  to  be  without  this  form  of  insurance. 
Let  me  quote  the  first  two  clauses  of  my 
policy : 

The  company  does  hereby  agree: 
1.  To  indemnify  the  person,  firm,  or  cor- 
poration herein  called  the  assured  against  loss 
from  the  liability  imposed  by  law  for  damages 
or  any  payment  under  the  Compensation  Law 
on  account  of  bodily  injuries  or  death  suffered 
as  a  result  of  an  accident  occurring  while  this 
policy  is  in  force  by  any  employe  or  employes 
of  the  assured  while  within  the  State  desig- 
nated in  and  during  the  operation  of  trade, 
business  or  work  described  in  said  statement. 

"2.  To  defend  in  the  name  and  in  behalf  of 
the  assured  any  suit  or  other  legal  proceeding 
brought  against  the  assured  to  enforce  a  claim, 
whether  groundless  or  not,  for  damages  or  for 
any  payment  under  the  said  Compensation 
Law,  on  account  of  bodily  injuries  or  death 
suffered,  or  alleged  to  have  been  suffered,  by 


any  employe  or  employes  of  the  assured  in 
the  State  designated,  in  and  during  the  opera- 
tion of  the  trade,  business  or  work  described 
in  said  statement,  and  as  a  result  of  an  acci- 
dent occurring  while  this  policy  is  in  force; 
and  to  pay  all  expenses  incurred  by  the  com- 
pany in  defending  any  suit  or  proceeding,  in- 
cluding the  interest  on  any  verdict  or  judgment 
and  any  costs  taxed  against  the  assured." 

With  reference  to  the  first  clause,  the  bodily 
injury  suffered  by  one  of  my  clerks  in  an  acci- 
dent in  my  store  may  vary  from  a  broken  bone 
to  the  loss  of  a  finger,  the  loss  of  eyesight,  or 
even  to  a  fatality.  Without  this  policy  I  would 
be  compelled  by  the  Compensation  Law  to  give 
that  clerk  such  compensation  for  such  a  length 
of  time  as  the  law  requires  for  the  injury  sus- 
tained. Look  what  happened  to  the  two  drug 
clerks  in  the  Waterloo,  Iowa,  drug  store,  when 
the  soda-fountain  gas  tank  exploded.  One  of 
them  was  killed  and  the  other  sustained  a  per- 
manent injury.  Suppose  that  accident  hap- 
pened to-day,  and  that  the  druggist  had  failed 
to  take  out  liability  insurance — what  would 
that  new  workman's  compensation  law  do  to 
him  ?  Why,  it  would  take  forever  to  compen- 
sate the  loss  tmless  the  proprietor  happened  to 
be  a  millionaire,  which  few  druggists  are. 
That  is  simply  one  illustration. 

Now,  with  reference  to  the  second  clause^ 
suppose  a  man  comes  into  my  store  and  calls 
for  a  saturated  solution  of  tx)ric  acid  for  an 
eye-wash,  and  also  for  a  bottle  of  carbolic  acid 


The  papers  in  this  department  next  month  will  be  in  answer  to  this  exceedingly  interesting  question: 
*'  Who  should  receive  the  highest  scUary^the  first'dass  salesman  on  the  floor  in  fronts  or  the  licensed 
prescription  clerk  in  the  rearf  '* 
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for  a  sick-room  disinfectant.  Suppose  that  he 
should  change  the  liquids  in  the  bottles  and  use 
enough  of  the  carbolic  solution  to  bum  an  eye- 
lid. Wouldn't  the  average  druggist  rather  pay 
a  little  blackmail  than  defend  the  case  ? 

There  are  such  grafters  in  existence;  but 
when  they  find  a  big  corporation  behind  the 
druggist  they  know  better  than  to  continue 
such  a  frame-up. 


Then  again,  suppose  the  delivery  boy  makes 
a  mistake.  Very  often  people  will  recall  the 
physician's  verbal  instructions  as  to  how  the 
medicine  should  be  taken  and  fail  to  read  the 
written  directions.  The  druggist's  protection 
is  the  insurance  company. 

A  big  corporation  has  a  better  chance  fight- 
ing such  cases  than  a  mere  druggist. 

"An  ounce  of  prevention,"  etc.,  etc. ! 


WAR,  AND  THE 

DRUG  BUSINESS  IN  BRITAIN 


Httrrogttte,  England 

So  far  the  enemy  has  not  reached  our 
shores,  but  we  do  not  know  what  a  day  may 
bring.  If  England  is  invaded  we  shall  all  have 
to  turn  out  to  fight,  for  in  almost  every  town 
the  civilians  are  training  to  be  ready  for  an 
emergency. 

Ever)rwhere  hospitals  are  being  prepared  for 
the  wounded.  In  this  town  of  80,000  popula- 
tion we  are  making  arrangements  to  accommo- 
date from  600  to  800  men. 

In  every  way  the  people  of  Britain  are  re- 
alizing that  living  on  an  island  has  drawbacks, 
as  well  as  advantages. 

The  price  of  foodstuffs  reached  the  famine 
mark  for  a  few  days,  right  at  the  beginning  of 
the  outbreak.  Now,  thanks  to  government  in- 
tervention, prices  are  almost  normal. 

PRICE  ADVANCES. 

By  some  mischance  the  wholesale  houses, 
perhaps  because  they  felt  secure  from  war,  held 
very  small  stocks  of  drugs  when  war  was  de- 
clared. Some  wholesalers  got  panic  stricken 
and  in  their  excitement  sent  out  ridiculous  let- 
ters and  inflated  price  lists.  Most  of  the  firms, 
however,  kept  their  heads,  only  a  few  trying 
to  make  money  by  taking  advantage  of  con- 
ditions. Naturally  holders  of  bismuth,  potas- 
sium, bromides,  etc.,  have  put  up  the  prices  to 
conserve  their  stocks.  One  price  list  I  have 
just  received  has  at  least  200  lines  increased. 
Sugar  for  syrups  is  going  to  be  a  great  diffi- 
culty, for  most  of  what  we  receive  comes  from 
the  war  zone.  At  present  the  net  price  for  al- 
most all  syrups  is  60  per  cent  above  normal. 
Nearly  all  of  our  regular  selling  lines  are  af- 
fected.   Eau  de  Cologne,  Epsom  salt,  aspirin. 


By  A.  MORTIMER 

saccharin,   urotropine,   and   all    photographic 
chemicals  have  jumped  to  famine  prices. 

The  scarcity  of  certain  drugs  has  already  be- 
come somewhat  acute,  and  the  government  has 
taken  steps  to  make  the  stock  there  is  last  as 
long  as  possible.   The  president  of  the  Pharma- 
ceutical Society  has  asked  physicians  to  pre- 
scribe sodium  salts  instead  of  potassium  salts. 
Moreover  a  committee  has  been  appointed  of 
the  leading  physicians,  and  they  have  sent  out 
a  confidential  circular  to  the  whole  profession. 
In  this  they  point  out  the  reasons  for  the  scar- 
city of  certain  drugs,  enumerating  them  in  two 
lists.     The  first  contains  those  of  which  the 
stock  is  very  low,  and  which  it  will  be  difficult 
or  impossible  to  replace  until  the  activities  of 
war  have  ceased.    The  other  list  shows  those 
which  are  at  present  somewhat  scarce,  but  that 
may  in  the  near  future  be  replaced.    The  sug- 
gestion is  that  the  drugs  in  the  first  list  shall 
be  used  only  when  no  satisfactory  equivalents 
are  known.    Those  on  the  other  list  are  to  be 
used  sparingly. 

The  first  list  contains  the  salicylate  group, 
the  bromides,  all  the  potassium  salts,  glycero- 
phosphates, and  a  few  s)nnthetics.  The  other 
list  contains  citric  and  tartaric  acids,  several 
synthetic  preparations,  ergot,  gentian,  and 
formaldehyde. 

INSURANCE  RATES  SUSPENDED. 

Contracts  entered  into  by  the  majority  of  the 
druggists  of  this  country  to  supply  medicines 
to  insured  persons  will  not  be  binding  at  the 
present  time,  not  at  the  old  prices.  It  would  be 
impossible  to  supply  the  goods  at  the  old  prices. 
There  is  no  doubt  that  the  government  will 
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make  special  arrangements  to  meet  the  chem- 
ist on  this  point.  Similarly  with  regard  to 
surgical  dressings  and  bandages.  The  demand 
from  the  army  and  navy  for  this  class  of  goods 
has  made  it  practically  impossible  to  obtain 
fresh  supplies.  Where  it  is  possible  to  obtain 
them,  the  price  is  so  much  increased  that  the 
tariff  charges  are  out  of  all  question. 

The    Chancellor    of    the    Exchequer,    Mr, 
Lloyd  George,  has  dealt  with  the  situation  with 


great  success.  A  moratorium  for  bills  of  ex- 
■change  was  proclaimed.  One-pound  notes 
were  issued  a  few  days  after  the  declaration  of 
war.  These  are  similar  to  your  five-dollar  bills 
in  the  United  States.  In  addition,  to  save  the 
gold,  postal  orders  have  been  made  legal  cur- 
rency. It  will  not  be  surprising  now  that  we 
have  commenced  with  paper  currency  for  it  to 
lecome  a  permanent  institution. 

Retail  trade  is  confined  to  bare  necessities, 


so  that,  on  the  whole,  business  is  slack.  We 
are  finding  that  toilet  preparations,  holiday 
goods,  perftmies,  and  home  luxuries  are  not 
required.  If  only  we  can  keep  all  our  staffs 
employed  imtil  the  strain  is  over  we  shall  do 
well.  Even  if  salaries  have  to  be  reduced,  it 
will  be  better  than  adding  to  the  imemployment 
and  misery  of  the  country. 

In  the  wholesale  trade  and  in  manufacturing 
there  is  an  immense  opportunity.  English 
chemists  must  now  set  to  work  to  make  the  fine 
chemicals  that  hitherto  have  been  foreign- 
made.  America  has  an  opportunity  also,  for 
the  markets  of  the  world  are  freed,  for  the 
period  of  the  war  at  any  rate,  of  the  most  ag- 
gressive competitors.  The  total  value  of  the 
exports  of  Germany  and  Austria  is  well  over 
£532,000,000.  This  enormous  volume  of  trade 
has  ceased,  as  far  as  those  two  countries  are 
concerned.  It  is  waiting  for  any  one  who  can 
get  it. 

DEPENDENT  FOR  SUPPLIES. 

Probably  for  the  first  time  in  our  history  we 
realize  the  great  dependence  we  have  had  upon 
the  Continent  for  our  supplies,  both  of  raw 
material  and  finished  products.  Now  an  op- 
portunity is  presented  for  us  to  make  our  own 
synthetics  and  coal-tar  dyes  and  similar  prepa- 
rations. 

As  a  shop-keeping  nation  we  are  known  all 
over  the  world,  and  it  is  our  duty  in  this  critical 
time  to  make  an  effort  to  prevent  panic  and 
keep  things  as  near  normal  as  possible.  Chir 
motto  must  be,  as  a  writer  in  the  Times  sug- 
gested, "Business  carried  on  as  usual."  So 
long  as  we  go  on  these  lines,  so  long  will  panic- 
buying  and  the  accompanying  increase  in  prices 
be  prevented.  In  the  interests  of  the  nation  we 
must  keep  our  heads  cool  and  our  tempers  un- 
ruffled. Should  Mincing  Lane  holders  of  sup- 
plies attempt  to  keep  them  back  for  a  rise  in 
price,  or  a  panic  set  in,  as  in  the  Chicago  wheat 
pit  when  some  one  is  trying  to  comer  wheat, 
the  government  will  intervene  and  regulate  the 
price,  as  it  has  done  with  regard  to  food,  and 
as  the  Dutch  government  has  already  done 
with  drugs. 

To  keep  to  the  motto  mentioned  above  will 
entail  self-sacrifice  and  loss,  but  every  Briton, 
man  and  woman  (the  women  are  the  greatest 
sufferers  in  war,  as  in  every  other  injustice  or 
social  wrong),  is  ready  to  do  his  or  her  share 
to  keep  our  fair  name  untarnished. 


THE  CANDY  DEPARTMENT 
IN  THE  MODERN  DRUG  STORE 


The  demand  for  candy  in  drug  stores  is 
steadily  growing  in  spite  of  the  many  sources 
of  distribution— department  stores,  confec- 
tionery stores,  5-  and  10-cent  stores,  etc.  The 
druggist  whose  candy  department  does  not  pay 
him  an  annual  profit  of  from  30  to  75  per  cent 
is  not  getting  the  returns  he  should  on  his  in- 
vestment. It  occupies  a  comparatively  small 
space  in  his  store,  and  gives  frequent  turn- 
overs. 

Of  course,  the  most  important  thing  is  to 
have  good  candy.     The  trifling  collection  of 


By  F,  STANDISH 

the  cigar  counter,  on  the  theory  that  the 
smoker  will  be  tempted  to  take  a  box  of  candy 
to  his  girl  or  to  the  "missus  and  the  kids." 
Others  say  that  they  have  obtained  better  re- 
sults when  it  was  placed  next  to  the  soda  foun- 
tain ;  but  all  agree  that  the  nearer  it  is  to  the 
front  of  the  store  the  more  candy  will  be  soli 

SUNLIGHT  TO  BE  AVOIDED. 

In  summer-time  the  candy  case  should  not 
be  kept  in  strong  sunlight  if  it  can  possibly  be 
avoided,  as  sunlight  affects  the  keeping  quali- 


The  and;  ciue  ulaced  next  to  the  sodH  fonut&in  In  tbe  H 

peppermint  balls,  gum  drops  and  licorice  sticks 
found  in  the  average  drug  store  of  fifteen  years 
ago  has  been  replaced,  to-day,  by  an  almost 
limitless  variety  of  bulk  and  box  candies. 

It  is  a  simple  procedure  for  the  druggist  to 
obtain  good  fresh  candy ;  his  problem  is  to  get 
rid  of  it  while  it  is  fresh,  and  for  this  reason 
he  studies  the  best  methods  of  display,  and  the 
best  case  for  display  purposes. 

Some  druggists  put  the  candy  case  next  to 


illne;  DmK  SMre.  Preaqoe  Isle,  Maine. 

ties  of  candy.  Where  it  is  not  convenient  » 
change  the  location  of  the  case,  it  would  be  ad- 
visable to  have  a  shade  which  could  be  drawn 
over  the  nearest  window  during  the  hours  the 
sun  is  brightest.  All  surplus  stock  should  be 
kept  in  refrigerators. 

There  are  many  very  good  show-cases  on  the 
market  especially  adapted  for  the  display  "' 
candy.  One  of  the  most  common  is  a  combma- 
tion  case  and  counter.     It  stands  about  uttf- 
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six  inches  high,  has  a  ten-  or  twelve-inch  shelf 
in  the  upper  part,  and  a  fourteen-  or  sixteen- 
inch — or  even  wider — shelf  in  the  lower  or 
counter  part. 

This  case  is  built  in  a  variety  of  styles;  with 
receding  wood  base,  straight  marble  base,  or 
the  so-called  "sanitary"  base  which  rests  on 
six-inch  adjustable  feet.  The  last  named  base 
is  usually  very  satisfactory,  as  it  does  not  have 
the  "scuffed"  appearance  after  a  few  months 
of  wear,  peculiar  to  the  ordinary  straight  wood 
base. 

This  same  combination  case  and  counter  is 
also  built  of  plate  glass  with  a  marble  base, 
having  a  similar  arrangement  of  shelves,  the 
latter  being  also  of  plate  glass  with  polished 
edges.  Both  the  wood  frame  and  plate-glass 
cases  of  this  t3rpe  are  exceedingly  practical. 


twenty-six  inches  wide  across  the  base,  and 
fourteen  inches  wide  on  top.  The  shelves  are 
of  graduated  widths,  usually  eight,  ten,  twelve 
and  fourteen  inches  wide.  This  permits  the 
candy  to  be  placed  in  full  view  of  the  customer, 
and  so  near  him  that  he  can  easily  point  out 
whatever  he  wishes. 

Instead  of  the  finished  wood  bottom,  this 
case  can  be  obtained  with  an  opalite  or  vitrolite 
bottom.  This  material,  which  is  an  opaque 
glass  about  three-quarters  of  an  inch  thick,  is 
particularly  suitable  for  candy  display,  as  its 
very  whiteness  suggests  immaculate  cleanli- 
ness. Shelves  can  also  be  made  of  this  same 
inexpensive  material.  To  carry  out  still 
further  the  scheme  of  a  white  interior,  the  case 
can  be  finished  in  white  enamel  on  the  inside. 
This  is  not  always  satisfactory,  however,  as  it 
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When  it  is  desired  to  display  large  quantities 
of  bulk  candy,  the  upper  part  of  these  cases 
can  be  equipped  with  plate-glass  divisions 
about  nine  or  ten  inches  apart,  instead  of 
shelves. 

PILED  NEATLY  ON  PLATES. 

For  an  exceptionally  effective  candy  display 
case  there  is  the  all-plate-glass  case  in  which 
the  front  slants  back  from  the  marble  base  to 
the  top  of  the  case,  making  the  latter  about 


is  not  an  easy  matter  to  put  an  enamel  finish  on 
wood  so  that  it  will  wear  well. 

When  a  case  of  the  above  type,  fitted  either 
with  plate-glass  or  opaque  glass  shelves,  is 
filled  with  various  confections  piled  neatly  on 
clean  plates,  each  plate  resting  on  a  dainty 
paper  doily,  no  more  attractive  display  can  be 
imagined,  or  one  more  calculated  to  Iw'ing  the 
business. 

While  candy,  like  other  luxuries,  must  be 
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shown  to  create  sales,  it  should  be  displayed 
inside  the  case  and  not  on  top  of  it.  The  prac- 
tice of  placing  pans  of  candy  on  the  tops  of 
cases  and  on  counters  is  not  a  commendable 
one,  for  the  sight  of  flies  hovering  over  ex- 
posed candy  will  turn  away  even  the  least 
"finicky"  customer. 

Though  not  so  harmful  to  the  candy  itself, 
the  habit  of  displaying  box  candies  in  this  man- 
ner is  equally  unwise,  for  fly-specks  on  pack- 
ages always  suggest  that  the  candy  may  have 


Window  displays  are  desirable  occasionally, 
of  course,  but  the  candy  should  not  be  allowed 
to  remain  in  the  window  longer  than  is  abso- 
lutely necessary. 

When  the  candy  department  needs  more 
room,  and  the  druggist  is  not  yet  in  position  to 
invest  in  a  large  new  candy  case,  one  way  to 
increase  his  display  space  without  devoting 
more  of  his  valuable  floor  room  to  it,  is  to  in- 
stall a  small  "top"  case.  These  can  be  obtained 
in  any  length.    They  are  built  of  wood,  also  of 
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been  in  stock  for  a  long  time,  and  is  therefore 
not  fresh. 

THE  PUBLIC  IS  PARTICULAR. 

The  public  of  to-day  has  been  educated  to  be 
observant  in  matters  of  cleanliness,  and  it  pays 
to  cater  to  this  demand  for  sanitary  conditions. 
Therefore,  the  doors  of  the  candy  case  should 
be  kept  shut  at  all  times,  and  no  flies  allowed 
to  get  in,  or  at  least  to  remain  in,  the  case. 
One  fly  may  leave  enough  evidence  of  his  visit 
to  spoil  a  lot  of  stock  and  involve  a  deal  of 
work. 


plate  glass,  with  shelves  of  the  same  material ; 
clear  glass  or  mirror  doors;  straight  or  slanting 
front  glass. 

The  best  style  to  buy  would  depend  some- 
what upon  the  nature  of  the  case  or  counter 
on  which  it  is  intended  to  place  it. 

Whatever  variety  of  case  is  selected,  or 
wherever  it  is  placed  in  the  store,  the  sale  of 
candy  depends  directly  on  display.  The  candy 
case  is  the  candy  advertisement,  and  should  be 
the  best  that  the  druggist  can  afford. 

Good  candy  in  the  proper  case  ts  bound  to 
win  the  trade. 


Mr.  Standisk's  article  next  month  will  be  devoted  to  the  preicription  department,  and  in  many  respects 
it  will  be  the  most  pradical  and  interesting  in  the  series. 


THE  TRUE  STORY 

OF  A  DRUGGIST'S  LIFE 


Goncloded  from  psie  419 
of  the  October  Bulletin 


[This  is  the  second  and  concluding  installment  of 
a  very  interesting  narrative.  In  last  month's  Bulletin 
"A.  K."  told  us  about  his  youth — how,  at  the  age  of 
fourteen,  unable  to  speak  a  word  of  English,  he  came 
from  Norway  to  Wisconsin;  how,  a  little  later,  he 
secured  employment  in  a  country  drug  store;  how  he 
saved  his  money,  counting  the  days  and  dollars  until 
the  time  finally  arrived  when  he  could  take  a  course  in 
pharmacy;  how  he  matriculated  at  the  Highland  Park 
College,  took  the  full  course  without  intervening  vaca- 
tion, and  graduated  with  honor.  He  now  tells  us  how 
he  got  started  in  business,  and  what  came  of  it. — The 
Editors.]  . 

I  can  still  remember  all  the  college  yells,  but 
only  two  of  them  are  worth  repeating: 

Chondodendron  tomentosum, 
Eriodictyon  glutinosum, 
Physostigma  venenosum. 
Bring  'em   up  and   we  wi!l  dose  'em. 

Pills ! ! ! 

The  other  one : 

Quinine,  strychnine, 

Blood  and  pus, 

What  th'  'ell's  the  mattej  with  us? 

Nothing  at  all — we  never  blunder. 

Young  pill  rollers  of  nineteen  hundred ! 

I  can  recall  plainly  the  tricks  and  pranks  our 
bunch  played,  such  as  turning  on  all  the 
hydrants  in  the  girls'  dormitory  on  Hallowe'en 
night,  rolling  a  barrel  of  salt  down  the  Sixth 
Street  Hill,  and  sometimes  forcing  hydrogen 
sulphide  gas  into  the  room  of  some  law 
student,  through  the  keyhole.  Or,  when  a  new 
student  joined  our  laboratory  class,  and  we 
found  he  had  never  worked  in  a  drug  store,  he 
was  usually  introduced  to  the  concentrated  am- 
monia bottle.  A  telegraph  student  who  used 
to  hang  around  our  room  and  keep  us  from 
studying  was  gotten  rid  of  by  the  cowhage 
route. 

In  the  third  quarter  my  money  gave  out,  and 
I  wanted  to  get  a  hundred  dollars.  The  banker 
in  my  home  town  had  told  me  before  I  left  for 
college  to  let  him  know  if  I  ran  short  of 
money. 

Well,  I  wrote  to  him,  saying  I  would  like  to 
give  my  note  for  a  hundred  dollars,  but  he 
sang  a  different  tune  when  I  had  no  money  on 
deposit,  and  told  me  he  couldn't  let  me  have  it. 


By  A.  K. 

Dr.  B.  had  sold  out  and  gone  to  Washington, 
so  I  wrote  to  him,  and  he  sent  me  a  draft  by 
return  mail.  ♦  I  borrowed  seventy  dollars  more 
before  graduation,  and  in  all  it  cost  me  $455. 

During  the  first  three-fourths  of  the  course 
I  worked  hard  enough  so  that  by  the  fourth 
quarter  I  could  let  up  and  take  it  easier.  I 
took  up  the  campus  course  part  of  the  time,  but 
did  not  neglect  my  studies,  for  in  the  final 
organic  chemistry  examination  my  standing 
was  99^.    Two  other  students  had  the  same. 

Commencement  week  was  a  busy  time,  with 
speakers  of  note  and  fine  entertainments.  But 
the  climax  came  August  2,  when  Dr.  Gon- 
saulus,  of  Chicago,  gave  the  final  address: 
"The  Life  of  Savonarola."  It  was  especially 
interesting  to  me.  I  had  read  Romola  the  year 
before,  which  is  really  the  same  thing.  Medals 
and  prizes  were  presented  that  night,  and  I  was 
fortunate  in  getting  the  Gilpin-Langdon  prize 
for  superior  laboratory  work. 

Although  all  of  us  had  grumbled  a  great  deal 
from  time  to  time,  as  students  will,  we  all  felt 
rather  queer  about  leaving  the  old  school. 

Those  were  happy  days,  in  college ! 

After  graduating,  I  became  registered  in 
Wisconsin  on  my  Iowa  certificate  in  August, 

1900.    The  C Co.,  which  bought  Dr.  B.'s 

store,  asked  me  to  take  charge,  and  I  went  to 
work  for  them  about  August  15. 

My  salary  was  small— only  $55  per  month; 
but  I  figured  that  I  could  save  more  out  of 
that,  at  home,  than  I  could  out  of  $75  in  a 
strange  town. 

I  worked  for  these  people  up  to  March  1, 
1902.  The  store  was  not  a  paying  investment, 
and  they  sold  it.  It  was  a  peculiar  proposition 
to  run  up  against:  When  I  had  worked  in  the 
store  before  entering  college  our  town  had  had 
only  one  physician — Dr.  B. ;  and  of  course  all 
his  prescriptions  went  to  his  store,  the  only  one 
in  town.  Since  his  departure,  however,  two 
regular  physicians  and  two  quacks  had  come  in 
to  take  care  of  a  practice  which  he  had  handled 
alone.  The  two  "irregulars"  and  one  of  the 
regulars  put  up  their  own  dope,  and  the  other 
regular,  a  young  fellow  just  out  of   school. 
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wrote    prescriptions    whenever    he    got    the 
chance,  which  was  not  very  often. 

A  department  store  had  started  up,  too, 
while  I  had  been  away  at  school,  and  this  store 
handled  rubber  goods  and  cut  prices  on  patents. 


So  you  can  see  what  a  fine  chance  I  had  of 
making  the  store  pay. 

I  wanted  to  go  west,  and  was  glad  to  see  the 
store  sold.  I  had  paid  up  all  my  debts  and  had 
a  little  money  in  the  bank,  so  I  started  for 
Washington  March  6,  1902,  in  company  with 
a  young  friend  of  mine  and  his  mother,  who 
lived  there.  I  spent  a  few  days  in  Seattle, 
Centralia,  and  Chehalis,  then  went  to  Castle 
Rock  for  a  visit  with  Dr.  B.,  with  whose  help 
I  tried  to  secure  a  position.  But  the  west  was 
overrun  with  druggists,  doctors,  and  lawyers 
at  that  time ;  is  yet,  I  guess. 

I  finally  got  a  night  job  in  Tacoma,  and  I 
stuck  to  it  for  about  a  month;  but  it  nearly 
killed  me ;  I  can't  sleep  in  the  daytime.  It  was 
very  unpleasant  work  too — waiting  on  dope 
fiends,  gamblers,  and  sporty  women  all  night. 

About  May  1  I  received  a  letter  from  an  old 
gentleman  near  my  home  who  had  sold  his 
farm  and  wanted  to  invest  in  a  drug  store  in  a 
neighboring  town.  He  asked  me  to  come  home 
and  go  in  partnership  with  him.  So  I  started 
back  to  Wisconsin,  not  having  been  very  favor- 
ably impressed  with  the  west. 

By  this  time  my  savings  were  all  used  up  and 
I  came  home  broke.    The  cashier  in  my  home 


bank  at  this  time  was  a  young  fellow  and  a 
good  friend  of  mine.  In  talking  over  the  drug- 
store proposition,  he  advised  me  strongly 
against  a  partnership  and  told  me  to  start  up 
alone.  I  told  him  of  my  financial  status,  and 
he  said  for  me  to  go  and  see  two  of  the 
directors  of  the  bank  and  ask  them  to  sign  my 
note.  They  signed  it  and  said  they  were  glad 
to  help  me  out. 

I  only  borrowed  $600  from  the  bank,  but  it 
was  enough  for  a  start.  Then  I  went  to  the 
old  gentleman  and  told  him  I  was  sure  there 
could  not  be  enough  in  it  for  two  in  the  store 
we  were  about  to  open.  The  town  had  only  a 
few  over  four  hundred  people  and  one  doctor. 
I  asked  him  to  let  me  start  up  alone,  and  he 
also  said  he  was  glad  to  help  me. 

I  wrote  to  a  friend  of  mine,  a  traveling  man, 
and  asked  him  to  come  and  see  me  about  a 
stock  order,  which  he  did ;  and  right  here  I 
want  to  say  that  he  proved  to  be  a  friend 
indeed. 

Next,  I  went  on  a  hunt  for  second-hand  fix- 
tures, and  was  fortunate  in  finding  a  set  in  a 
town  close  by,  which  I  bought  for  one  hundred 
dollars.  They  consisted  of  forty  feet  of  shelv- 
ing, forty  feet  of  counters,  twenty-four  feet  of 
show-cases,  one  eight-foot  prescription  case,  a 
wood  heater,  and  one  set  of  counter  scales.  It 
all  looked  pretty  rusty,  so  I  applied  three  coats 
of  white  paint,  and  oh,  what  a  difference! 

I  opened  my  store  June  2,  1902,  having  re- 


turned from  the  west  May  10.  You  see  I 
hustled  some. 

I  had  made  up  my  mind  not  to  spend  any 
money  on  anything  but  the  store  until  I  began 
to  make  money,  so  one  Saturday  afternoon 
while  I  was  fitting  up  the  store,  I  walked  to  my 
home  town,  which  was  thirteen  miles  away. 

I  had  the  support  of  a  very  able  physician 
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with  a  good  practice  right  from  the  start, 
which  was  a  mighty  good  thing,  for  people  had 
not  been  used  to  having  a  drug  store,  and  it 
took  some  time  for  them  to  really  get  in  the 
habit  of  coming  to  one.  However,  I  kept  add- 
ing to  my  line  and  soon  had  business  coming 
my  way. 

I  took  in  only  $211  that  first  month;  but  the 
next  was  over  $300,  and  it  kept  increasing.  It 
was  hard  work  the  first  few  years,  as  I  tried 
to  get  along  a  good  deal  of  the  time  without 
help. 

My  sister  was  in  her  second  year  of  high 
school  and  didn't  like  to  become  a  teacher,  so  I 
took  her  into  my  store.  She  is  a  pharmacist 
to-day,  and  earns  better  than  $60  a  month. 

I  increased  my  stock  every  month,  and  of 
course  had  to  be  carried  to  a  considerable  ex- 
tent by  jobbers;  mainly  one  house,  however. 
For  stationery  and  school  supplies  I  always 
paid  cash,  as  it  meant  6  per  cent  discount ;  and 
these  were  always  my  best  side-hnes. 

After  my  sister  had  had  two  years'  experi- 
ence I  sent  her  to  Milwaukee  for  a  few  months' 
course  to  prepare  her  for  the  State  Board  ex- 
amination, which  she  passed  easily,  getting  as- 
sistant's papers.  While  she  was  gone  I  got 
along  without  help  and  had  to  stick  pretty  close 
to  the  store. 

One-and-a-half  miles  from  my  store  was 
located  a  large  saw  mill  which  employed  nearly 
two  hundred  men.  There  was  a  general  store 
there,  but  no  other  business  place,  so  trade 
came  our  way,  ours  being  the  nearest  town. 
All  at  once,  however,  the  lumber  company  de- 
cided to  promote  a  town  at  the  saw-mill  site, 
and  went  at  it  with  a  rush.  I  could  see  where 
I  had  to  protect  myself,  so  after  the  town  was 
fairly  under  way  I  put  in  a  drug  store  there, 
and  put  my  sister  in  charge. 

But  now  I  had  to  have  help,  for  I  planned 
to  have  all  goods  come  to  my  old  store  and  to 
make  regular  daily  trips  with  the  goods  needed 
at  the  new  store. 

I  had  a  boy  in  view,  and  he  was  tickled  to 
get  in.  He  was  a  boy  about  fifteen,  freckled, 
grinning,  and  bashful,  but  I  felt  sure  that  he 
would  make  good,  and  he  did  not  disappoint 
me.  He  is  drawing  a  salary  of  a  hundred  dol- 
lars a  month  to-day. 

My  new  store  was  not  a  paying  investment 
the  first  two  or  three  years,  but  it  kept  out  com- 
petitors and  in  time  proved  very  profitable. 
My  sister  did  not  like  the  work  in  my  new 


store,  for  the  lumberjacks  sometimes  made  it 
unpleasant  for  a  lady  clerk. 

When  my  clerk  had  worked  for  me  two 
years  in  my  old  store,  he  took  the  short  course 
at  Marquette.  He  passed  the  Board,  and  I 
put  him  in  charge  of  the  new  store.  Things 
began  to  hum,  right  away. 

I  had  another  boy  spotted  to  help  me  at  the 
old  stand,  and  he  also  proved  a  winner.  When, 
in  two  years  more,  he  got  his  assistant  papers, 
I  put  him  in  charge  of  the  new  store,  as  the 
first  boy  wanted  to  take  a  two-years'  course  at 
Marquette.  Under  the  Wisconsin  law,  an  as- 
sistant can  run  a  store  in  towns  of  500  or  less. 

I  have  always  made  it  a  rule  never  to  hire 
a  stranger  for  my  stores,  but  have  always 
taken  the  boys  in  at  about  fifteen  or  sixteen 
and  developed  them.     In  all,  I  have  brought 


The  new  atore  In  the  new  town. 

out  five  boys  and  one  girl  as  pharmacists,  and 
another  boy  will  be  ready  to  go  to  college  next 
fall. 

In  December,  1908,  I  married  the  girl  of  my 
choice,  and  she  has  been  a  great  help  to  me, 
both  in  making  a  happy  home,  and  in  a  busi- 
ness way.  Although  she  never  took  an  active 
part  in  store  work,  she  has  been  a  good  coun- 
selor many  times ;  and  it  is  a  great  satisfaction 
for  a  man  to  know  there's  one  at  home  who  be- 
lieves in  him. 

The  new  town  went  ahead  much  faster  than 
the  old  one,  and  it  soon  became  evident  I 
should  have  to  take  personal  charge  of  the  new 
store.  I  decided  it  would  be  better,  in  many 
ways,  to  concentrate  all  my  efforts  in  one  store, 
so  I  sold  the  old  store  to  a  young  man  who 
worked  for  me.  It  turned  out  to  be  a  good 
move.  I  found  that  I  could  handle  more  side- 
lines to  advantage  at  the  new  place,  and  I  put 
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them  in.  One  was  cameras,  of  which  I  sold 
$750  worth  the  first  summer. 

The  first  year  I  bad  charge  of  the  new  store 
business  increased  over  two  thousand  dollars ; 
and  it  kept  on  increasing  right  along. 

Eleven  years  in  business  without  a  vacation 
began  to  tell  on  me,  and  the  winters  were  espe- 
cially hard.  My  wife  had  a  good  deal  of  throat 
trouble  in  rough  weather,  too.  So  we  decided 
to  try  a  Southern  climate  for  one  winter,  and 
live  outdoors  as  much  as  possible. 

Another  of  the  boys  who  worked  for  me  was 
anxious  to  buy  the  new  store,  so  in  October  of 
last  year,  1913,  I  sold  it  to  him. 

On  November  17  we  started  for  Florida.    I 


purchased  a  small  truck  farm  close  to  Ocala,  a 
city  of  six  thousand,  and  as  I  write  this  in  the 
spring  I  may  say  that  we  have  been  enjoy- 
ing outdoor  life  all  winter.  Now  I  am  feeling 
in  good  fighting  trim  again,  the  old  longing 
has  got  into  my  blood  once  more  and  I  expect 
soon  to  be  back  in  the  drug  business.  I  might 
state  that  I  have  obtained  registration  in 
Florida. 

I  have  always  liked  the  drug  business,  and 
like  it  better  than  ever  now.  From  time  to 
time  I  have  read  a  great  many  things  against 
the  calling,  but  it  never  fazed  me.  I  think  it 
is  the  nicest,  cleanest,  and  most  profitable  busi- 
ness a  young  man  with  push  can  go  into. 


THE  HOLIDAY 
SELLING  CAMPAIGN 


After  the  last  remnants  of  the  Thanksgiving 
turkey  have  been  served  and  re-served  as  an 
apology  for  soup,  the  thoughts  of  every  one 
turn  to  ways  and  means  for  the  satisfactory 
solution  of  the  question  of  Christmas  giving. 

Long  before  this  period,  the  practical  drug- 
gist who  carries  a  holiday  line  has  anticipated 
the  demand  and  laid  in  a  goodly  supply  of 
seaonable  merchandise. 

What  to  stock  is  the  big  question,  for  the 
buying  public  is  likely  to  demand,  at  this  sea- 
son of  the  year,  anything  from  a  pocket  comb 
to  an  upright  piano.  So  much  depends  upon 
the  neighborhood  in  which  the  store  is  located, 
upon  the  class  of  patronage  conferred  upon  the 
store,  upon  the  variety  of  goods  carried  during 
the  entire  year,  and  upon  a  dozen  and  one 
other  reasons  that  no  one  assortment  would 
be  suitable  to  any  two  stores. 

The  careful  buyer  has  decided,  way  back  in 
the  summer,  what  he  is  most  likely  to  be  able 
to  get  rid  of,  and  has  stocked  up  accordingly. 
There  is  an  appreciable  danger  of  overbuying, 
or  perhaps  of  buying  unsalable  merchandise; 
for  a  line  that  sells  big  one  year  may  fall  flat 
the  next.  There  is,  however,  a  possible  out- 
let for  unsold  Christmas  merchandise  during 
the  remainder  of  the  year  by  offering  it  as 
suitable  gifts  for  birthdays,  weddings,  anniver- 
saries, and  similar  occasions. 


By  WALTER  M.  CHASE 

A  growing  precaution  to  be  reckoned  with 
is  the  advent  of  the  "Spug."  There  is  rapidly 
spreading  through  the  country  a  "Society  for 
the  Prevention  of  Useless  Giving,"  the  mem- 
bers of  which  give  only  presents  having  a 
definite  utility  to  the  recipient.  The  day  of 
the  highly  ornate  "comb,  brush  and  mirror"  is 
on  the  wane. 

ADVERTISING   METHODS. 

Newspaper  publicity  is  a  sure  method,  and 
to  the  man  who  can  afford  it,  a  most  satis- 
factory one.  My  experience  is  that  a  well 
written  newspaper  advertisement  will  bring 
more  people  to  a  store  in  a  shorter  time  than 
anything  else.  Use  may  be  made  of  store  mag- 
azines and  circulars  for  house-to-house  distri- 
bution. Inserts  placed  in  outgoing  packages 
and  statements  also  serve  to  bring  the  attention 
of  the  public  to  the  goods  offered. 

Best  of  all  is  the  store  itself.  This  is  more 
important  than  anything  else  in  actually  getting 
the  people  to  buy  their  intended  gifts.  First 
comes  the  store  appearance.  During  the  holi- 
day season,  from  the  front  door  to  the  back, 
there  should  be  indications  of  the  prevailing 
spirit.  The  decorations,  however,  should  not 
be  so  much  in  evidence  that  they  distract  atten- 
tion from  the  goods  themselves.  All  available 
space  should  be  given  over  to  display.  Wall 
cases,  show  cases,  and,  if  necessary,  tables  or 
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other  means  for  showing  the  goods,  should  be 
filled  svith  the  articles  for  sale. 

Especial  care  should  be  taken  of  the  win- 
dows, for  it  is  by  their  aid  that  the  vast 
majority  of  the  transient  trade  will  be  secured. 
An  elaborate  window,  beautifully  decorated  to 
such  an  extent  that  the  eye  catches  the  decora- 
tions rather  than  the  goods  intended  to  be 
displayed,  is  to  be  avoided;  for  while  it  will 
cause  much  favorable  comment,  it  will  not 
bring  in  the  passers-by  with  real  money  to 
spend. 

PUT   PRICE  TAGS  ON   ALL  ARTICLES. 

I  firmly  believe  in  price  tags.  They  should 
be  everywhere.  As  the  usual  assortment  of 
goods  displayed  at  Christmas  time  is  one  that 
a  customer  cannot  tell  the  comparative  value 
of,  such  tags  will  greatly  aid  him  in  making  a 
decision.  Many  people  make  a  practice  of  set- 
ting aside  a  specified  amount  of  money  for  each 
present  they  intend  to  make,  and  when  they 
see  a  desirable  article  at  that  price  they  are 
likely  to  buy  it.  Sometimes  a  piece  of  mer- 
chandise which,  from  the  appearance,  might 
seem  to  be  low  in  price,  is  in  reality  worth 
much  more  money  than  is  evident  from  a 
casual  glance.  A  customer  enters  with  the  in- 
tention of  buying  it,  but  when  he  finds  it 
exceeds  his  idea  of  its  value,  he  is  apt  to  beat  a 
hasty  retreat,  buying  nothing.  Price  cards  in 
plain  sight  also  prevent  a  waste  of  valuable 
time  at  this  busiest  period  of  the  year,  by  re- 
lieving the  clerk  of  the  necessity  of  telling  the 
prices  of  different  items. 

At  no  season  does  the  personal  element  enter 
so  much  into  the  selling  field  as  it  does  at 
Christmas.  Customers  oftentimes  have  de- 
cidedly hazy  ideas  as  to  what  they  desire,  and 
it  is  here  that  the  clerk  may  demonstrate  his 
value.  By  means  of  careful  suggestion  and  a 
tactful  showing  of  various  novelties,  a  clerk 
may  induce  a  customer  to  purchase  most  of 
the  gifts  he  intends  to  make  from  the  stock 
displayed  before  him. 

A   UNIQUE  SIDEWALK    CAMPAIGN. 

Frequently  a  clerk  will  see  a  man  gazing  in 
an  uncertain  manner  at  the  windowful  of 
goods.  By  approaching  him  in  a  courteous 
manner  and  inviting  him  to  step  in  and  ex- 


amine the  goods  on  display,  the  clerk  will  not 
only  oftentimes  make  a  good  sale  but  will  also 
create  a  permanent  customer  out  of  the  man 
who  did  not  know  what  to  buy.  This  may 
sound  theoretical,  but  let  me  illustrate: 

On  the  night  before  the  big  day,  last  year,  I 
laid  a  wager  that  I  could  secure,  without 
giving  offense,  in  the  two  hours  before  closing 
time,  fifty  dollars'  worth  of  business  "off  the 
street." 

Standing  where  a  good  view  of  the  passing 
crowd  could  be  obtained,  I  would  wait  until  a 
man  halted  before  our  show  window  with  a 
buy-or-die  look  in  his  face.  Stepping  out  to 
the  street  and  suggesting  that  we  had  some 
things  on  the  inside  that  might  be  more  suitable 
to  his  wants,  usually  resulted  in  the  man  giving 
a  sigh  of  relief  and  walking  in. 

Once  in  the  store,  by  the  aid  of  a  little  hunt- 
ing— for  our  stock  at  such  a  late  hour  was 
sadly  depleted — ^almost  invariably  something 
could  be  found  that  the  customer  wanted  to 
buy  and  that  we  wanted  to  sell. 

When  the  time  came  to  close  the  store  my 
salesbook  showed  that  I  had  sold  over  seventy- 
five  dollars'  worth  of  merchandise  in  this  way ! 

THE  BASHFUL  LOVER. 

Such  a  method,  however,  has  to  be  used  with 
tact.  Some  people  are  easily  offended  if  the 
salesman  becomes  too  zealous.  In  the  larger 
cities  it  wouldn't  be  practical,  but  it  is  particu- 
larly applicable  to  the  case  of  the  bashful  youth 
who,  at  about  10  o'clock  on  Christmas  eve, 
hastn't  bolstered  up  his  courage  sufficiently  to 
buy  a  token  for  his  heart's  desire.  In  his  mind 
nothing  is  good  enough  for  "her,"  though  a 
five-dollar  bill  represents  all  that  he  can  pos- 
sibly afford  to  spend.  For  a  clerk  to  invite  a 
man  in  this  predicament — and  he  is  easy  to  pick 
from  the  passing  crowds,  by  the  harassed  look 
on  his  face — to  enter  and  look  over  the  array 
of  gifts  suitable  for  his  "sister,"  will  win  for 
the  clerk  and  his  store  the  everlasting  gratitude 
of  the  perplexed  lover. 

The  little  time  and  effort  given  to  aiding 
Christmas  shoppers  to  acquire  appropriate  and 
suitable  articles  will  be  repaid  many,  many 
times  over  by  creating  a  number  of  year-round 
customers  with  confidence  in  the  store  and  its 
clerks. 
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in  Ihe  South. 


KIDS'  DAY 

AND  "BILL"  THIESEN 


Kids,  kids,  kids!  Forty-two  hundred  of 
them,  howling  and  cheering  for  the  joy  of 
living  and  for  "Bill"  Thiesen,  whose  generosity 
made  possible  one  of  the  biggest  days  they  had 
ever  experienced ! 

Racine,  Wisconsin,  is  the  home  of  the  Red 


with  his  usual  custom,  Mr.  Thiesen  held  his 
annual  "Kids'  Day."  This  is  a  regular  event 
inaugurated  several  years  ago.  This  year,  on 
a  number  of  days  before  the  occasion,  the  Red 
Cross  Company  ran  large  advertisements  in  the 
Racine  papers  announcing  that  on  Wednesday, 
the  5th,  every  boy  and  girl  in  town  would  be 
entertained  at  a  ball  game  to  be  played  at  the 
local  park. 

Long  before  the  gates  were  thrown  open 
4300  boys  and  girls  were  besieging  the  park 
for  entrance.  Before  their  endurance  was  ex- 
hausted, they  were  admitted,  given  a  souvenir 
by  representatives  of  the  host,  and  allowed 
to  swarm  into  the  choicest  seats.  At  2.30, 
headed  by  a  military  band,  Mr.  Thiesen  him- 


Ths  bkiid  knd  the  beil  t«ua  nurchlns  mmimd  tte  field. 

Cross  Drug  Company,  the  latter  owning  a 
chain  of  five  or  more  up-to-date  drug  stores, 
conducted  under  the  personal  supervision  of 
T.  W.  Thiesen,  or,  as  he  is  known  to  nearly 
every  one  in  Racine,  "Bill"  Thiesen. 

Mr.  Thiesen  and  his  stores  have  alwavs  been 


Bhovrluc  aeveral  of  tbe  fortr-tv 


popular  with  the  children  of  Racine,  for  at  any 
Red  Cross  Store  it  is  always  "children  first." 
On  August  5  of  this  year,  in  compliance 


And  ther  sll  look  happrl 

self,  the  contending  teams  and  the  Red  Cross 
clerks  marched  around  the  field  cheered  to  the 
echo  by  the  happy  mob  of  assembled  boys  and 
girls. 

Mr.  Thiesen's  activities  are  not  confined, 
however,  to  entertaining  the  children.  Another 
yearly  event  is  his  get-together  feast  for  the 
clerks  who  make  his  business  a  success.  This 
year  the  beautiful  Elks'  Qub  in  the  town 
served  as  the  scene  of  the  annual  banquet  given 
to  the  employees  of  the  various  Red  Cross 
stores  by  the  man  who  directs  their  activities. 
Each  guest  was  expected  to  make  an  im- 
promptu talk  on  subjects  related  to  the  welfare 
of  the  business. 


THREE  STORE 
STATEMENTS  ANALYZED 


In  the  early  part  of  the  summer  the  Bul- 
letin adopted  a  somewhat  different  way  of 
handling  the  business  statements  which,  as 
they  have  for  a  number  of  years,  come  to  us 
for  analysis  and  comment.  We  prepared  a 
blank  that  we  require  to  be  filled  out.  When 
a  statement  is  received,  if  it  comes  in  in  the 
old,  often  inaccurate  form,  every  statement 
differing  from  every  other  one  received,  we 
send  one  of  our  prepared  blanks  to  the  cor- 
respondent, and  ask  him  to  fit  his  figures  into  it. 

And  here  is  the  peculiar  phase  of  the  matter : 
very  often  we  do  not  hear  from  the  man  again ! 

We  do  not  know  why.  The  statement  is  as 
simple  as  we  can  make  it,  and  to  apportion  the 
figures  properly  to  the  different  entries  would 
require  but  a  few  moments'  time.  Moreover, 
a  little  serious  contemplation  of  the  subject 
ought  to  bring  about  the  conclusion  that  in  no 
other  way  can  accurate  results  be  expected. 

Some  statements  which  come  to  us  in  the  old 
way  are  clear,  plain  and  lucid.  On  the  other 
hand,  probably  90  per  cent  of  them  are  not. 
Frequently  an  accompanying  letter  indicates 
that  the  writer  has  but  a  hazy  grasp  of  the  sit- 
uation. It  has  been  our  custom  in  the  past  to 
do  the  best  we  could  with  these  statements, 
although  there  has  sometimes  been  the  feeling 
that  the  data  with  which  we  have  been  com- 
pelled to  work  has  not  been  altogether  what  it 
should  have  been. 

We  analyze  these  statements  for  the  benefit 
of  the  entire  army  of  Bulletin  readers.  We 
have  been  pioneers  in  the  movement  looking 
.to  better  business  methods.  Ten  years'  study 
of  the  problem  of  drug-store  finance  has  given 
us  more  or  less  of  an  insight  into  the  situation. 
We  have  handled  several  hundred  statements 
through  the  columns  of  the  Bulletin,  and  the 
time  has  come,  it  would  seem,  when  the  proper 
filling  in  of  amounts  in  a  carefully  prepared 
blank  ought  to  entail  but  little  hardship. 

The  statements  analyzed  in  this  article  have 
all  been  furnished  us  on  our  prepared  blank. 
We  feel  safe  in  saying,  therefore,  that  in  so  far 
as  our  work  is  concerned  it  will  be  found  accu- 
rate. If  the  figures  supplied  are  correct,  there 
can  be  no  gainsaying  the  conclusions. 


IOWA;  WEST  VIRGINIA;  SCOTLAND 

AN    IOWA   STORE. 

We  shall  first  take  up  a  store  located  some- 
where out  in  the  Com  Belt.  We  shall  first  re- 
produce the  statement  just  as  it  was  sent  to  us, 
and  a  little  farther  along  in  our  analysis  we 
shall  present  the  same  statement  with  all  the 
figures  filled  in. 
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Btateinent  of  the  io^va  dmgirist  as  he  eabmitted  it,  with  the 

seven  entries  filled  in. 

The  figures  written  in  this  statement  are  all 
we  ask  for  in  the  way  of  information.  The 
mere  filling  in  of  seven  spaces ! 

It  will  be  noticed  that  we  do  not  want  an  in- 
ventorv  of  the  fixtures  included  with  an  inven- 
tory  of  the  stock.  In  our  analysis  the  value  of 
the  fixtures  is  what  might  be  termed  extraneous 
matter,  and  as  such  might  just  as  well  be  left 
out  of  account.  We  do  not  need  to  know  the 
inventorial  value  of  the  fixtures  any  more  than 
we  need  know  the  value  of  the  building.  So 
we  ask  for  an  inventory  of  stock  only. 

Nevertheless  an  inventory  of  the  fixtures 
should  be  taken  annually  so  that  the  druggist 
may  know  the  amount  of  his  assets — ^the  value 
of  his  property.  Furthermore,  ten  per  cent  of 
fixture  valuation  should  be  written  off  each 
year  and  charged  to  the  expense  account. 

This  Hawkeye  store  took  in  $22,011  in  cash 
during  the  year  under  consideration.  The  book 
accounts  at  the  end  of  the  year  exeeded  those 
at  the  beginning  of  the  year  by  $400.  The 
total  sales  were  therefore  $400  plus  $22,011,  or 
$22,411.  A  good  showing;  it  would  seem  that 
this  store  has  no  cause  to  complain  of  its  sales. 

Inventory  of  stock,  taken  at  the  end  of  the 
previous  year,  footed  $6825.  To  this  we  add 
the  purchases  for  the  year,  $14,511.81,  making 
$21,336.81.  The  present  invoice  shows  a  stock 
worth  $6980.    We  subtract  the  $6980  from  the 
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$21,336.81,  and  get  $14,356.81— the  actual 
cost  of  the  goods  sold  during  the  year. 

Consulting  the  schedule  now,  it  will  easily 
be  seen  that  the  gross  profit  is  arrived  at  by 
subtracting  the  "net  cost  of  merchandise  sold 
during  the  year"  from  the  "net  sales  for  the 
year" — ^that  is,  subtracting  purchases  from 
sales.  The  latter  is  $22,411,  the  former  $14,- 
356.81.  The  difference,  or  gross  profit,  is 
$8054.19. 

Expenses  for  the  year  are  stated  to  have 
been  $4844.  The  difference  between  the  gross 
profit,  $8054.19,  and  the  expenses,  $4844,  rep- 
resents the  net  profit.  This  is  found  to  be 
$3210.19. 

Transposed  to  terms  of  percentage,  the  re- 
sult stands  thus:  gross  profit  31.4,  expense 
21.6,  net  profit  9.8. 

This  firm  first  sent  in  its  statement  in  the 
old  way — drawn  off  on  a  blank  piece  of  paper. 
The  tabulation  stated  that  purchases  amounted 
to  $14,533.18,  that  freight  charges  were 
$303.07,  and  that  cash  discounts  for  the  year 
were  $282.  On  the  blank  which  we  sent  to  be 
filled  out,  however,  we  explained  that  the  item 
of  "purchases  during  the  year"  should  have 
the  freight  charges  added  to  it,  and  the  dis- 
counts subtracted.  Freight  and  drayage  are 
properly  part  of  the  cost  of  goods.  Discounts 
lessen  their  cost. 


do  not  think  so,  however;  rather  are  we  in- 
clined to  the  belief  that  five  separate  years  have 
been  bunched. 


1.  Cuh  received  from  all  nlet  and  book  I  oouBU $.^!V.^'''^^ 

2.  Book  accoants  begiiuung  o<  year %^.  Ij^'O^, 

3.  Book  account!  end  of  year f.'V*^.** 

4.  Difference  in  book  accounti %.  .fr^*f  w  /#  ^ 

5.  Net  ulef  for  the  year $.'>'.'?r:T"'^* 

6l  Inventory  of  ttock  bcffinning  of  year %.. .wO.^^o 

7.  Purchasci  during  year '%.l.*f^J  '#*' 

8.  Total  COM  of  merchandiie $.31./***'" 

9.  Inventory  of  stock  end  of  year ^'*/M^i»tl 

10.  N«  COM  of  mercbandife  sold  during  )  ear $/T".Tt*»*' 

It  Gross  profits $..f^»f^./f 

12.  Current  expenses  -y^.Sif'^. 

IJ.  Net  profits $  3. 7. /.«''' f 

14.  Total  income  from  business % 


Statement  of  the  Iowa  dimrsist  as  it  has  been  comiileted  by 
the  Bulletin  editors.  To  get  the  total  income  from  the  busi- 
ness, add  the  proprietor*s  salary  to  the  net  profits. 

We  have  gone  somewhat  into  detail  in 
handling  the  Corn  Belt  sttitement,  shoving  for- 
ward with  more  or  less  obtrusiveness,  as  we 
went  along,  all  the  primary  principles  known 
to  the  game.  If  these  fundamental  principles 
are  once  mastered,  there  isn't  much  left  to  be 
done  but  a  little  cold  calculating. 

A  WEST  VIRGINIA  BUSINESS. 

In  this  statement  a  five-year  period  is 
handled.  Whether  it  is  the  custom  to  take  in- 
ventory twice  a  decade  we  do  not  know.    We 


J.  Caah  recdvtd  itom  afl  nlajpd  book  aocomu ^_ .   $.r P.//"^' 7 7 

2.  Book  accoants  bdiniaf  o^Jyw^. ^'^Vf'l^ 

3.  Book  aocomu  end  oOcai* %M'f.!f.*^*     .m^^g- 

4.  Diffeioicciabookaccoantt., ♦.^•'T'"' 

5.  N«l  tales  for  tli^5«ar./M**^.4 9 

6.  lavcntory  of  ttock  bcgbaiac  efjcvA %i9.y^%$M4~ 

7.  PurcfasMS  Ama^fn***' i $M  7 /^.^^  7#  7<> 

&  Total  cost  of  ncrchaadiacy $ ••        ^ 

9.  lavcBtory  of  ttock  end  o^^car f.  .'7-'5*-T' ** 

,10.  Ne  cpst  of  merchandise  sold  during  year $, 


11  Gross  pfofilB $ g 
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13.  Net  profits $ 

14.  Tol«l  ncone  froaa  bunncss , % 


)£  ive-year  siateiueni  of  the  a  est  Virginia  drumrist. 

However,  in  a  letter  accompanying  the  tabu- 
lation, our  correspondent  states  that  a  little 
item  of  $5247.95  has  been  left  out.  He  asks 
where  it  should  have  been  included.  It  repre- 
sents "merchandise  and  cash  charged  back  to 
the  parent  store." 

A  branch  store,  evidently ;  and  just  what  this 
entry  means  it  is  quite  impossible  to  make  out. 
Therefore  we  could  not  undertake  to  say  what 
disposition  should  be  made  of  it.  If  the  mer- 
chandise mentioned  was  bought  by  the  branch 
and  later  turned  over  to  the  parent  store,  the 
amount  involved  might  be  added  to  sales, 
although  such  a  course  would  lower  the  per- 
centage of  profits.  The  chances  are  that  the 
cash  item  mentioned  has  been  alreadv  included 
in  sales.  We  shall  be  obliged  to  ignore  the 
entry  entirely,  and  to  that  extent  our  analysis 
of  this  statement  will  be  at  fault. 

The  letter  contains  another  item,  also,  which 
has  not  been  provided  for  in  the  statement — 
freight  and  drayage,  $1039.05.  This  should 
have  been  added  to  the  cost  of  merchandise. 
This  would  give  us  $48,676.78,  instead  of 
$47,637.73.  No  discounts  were  taken,  it  ap- 
pears. 

Using  the  revised  figures,  we  find  the  total 
sales,  cash  and  book,  for  the  five-year  period 
to  have  been  $69,369.52,  and  the  total  cost  of 
goods  sold  during  the  corresponding  period  to 
have  been  $46,282.97.  The  gross  profits,  there- 
fore, were  $23,086.55,  or  an  average  of 
$4613.71  a  year.  Expenses  were  $11,397.87, 
and  net  profit  $11,688.68. 

In  percentage  the  gross  profit  has  been  33.2, 
the  expense  16.4,  and  the  net  profit  16.8. 

FROM  THE  LAND  OF  THE  BAGPIPE. 

All  the  way  from  Scotland  the  next  state- 
ment has  traveled.    The  proprietor  states  that 
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he  took  hold  of  what  we,  in  this  country, 
would  call  a  run-down  store,  and  that  he  is 
busily  engaged  in  building  up  a  real  busi- 
ness. His  side-lines  are  photographic  material 
and  optical  goods,  and  he  does  a  good  pre- 


1.  Cakh  received  (ram  all  sales  and  book  accounts |.r.7  ^^-^^ 

2.  Book  accounts  beginnins  of  year %.'9r^.^.'* 

3.  Book  accounts  end  of  year f/^>/.** 

4.  Difference  in  book  accounts $ 

5.  Net  sales  (or  the  year $ 


6.  Inventory  of  stock  beginning  o(  year |.*^*^'.** 

7.  Purchases  during  year %.f1fk7»*'^ 

&  Total  cost  of  merchandise f  

9.  Inventory  o(  stock  end  o(  year %.7)  «f0t*^ 

10.  Net  cost  of  merchandise  sold  during  ynr \.. 


11  Gross  profits % 

12.  Current  expenses  %  (m  J.  yr* 

13.  Net  profits $ 

14.  Toul  income  from  business $ 


Statement  of  the  Scotch  droggiBt. 

scription  business,  under  the  national  insur- 
ance act  of  Great  Britain.  Our  Scotch  cor- 
respondent's statement  is  good,  and  his  first 
year's  business  gives  excellent  promise  for  the 
future. 


Total  sales,  including  book  accounts,  were 
$3895.25.  Cost  of  merchandise  sold  during 
the  year  we  find  to  be  $1617.25 ;  the  difference, 
$2282,  represents  the  gross  profit.  Expenses 
were  $072.  Deducting  this  from  the  gross 
profits,  we  learn  that  the  net  profit  was  $1610. 

The  ex[)ense  account  is  extremely  modest, 
and  we  must  therefore  expect  to  find  the  cost 
of  doing  business,  expressed  in  terms  of  per- 
centage, rather  low.  Dividing  the  expense  ac- 
count by  the  sales,  we  find  this  to  be  a  little 
in  excess  of  17  per  cent.  Gross  profits  repre- 
sent 58.5  per  cent,  net  profits  41.5  per  cent. 

We  are  sometimes  inclined,  over  here,  to  rub 
our  stomachs  and  tip  our  heads  with  an  air  of 
pharmaceutical  superiority.  But  here  is  a  man 
in  Scotland  who  is  making  ;)S>^  gross  and 
41J/2  net.  These  are  fat  figures;  unusual  fig- 
ures ;  and  the  man  who  can  round  them  out  is 
surely  not  lacking  in  business  ability. 


DRUG  CHAINS 

IN  THE  UNITED  STATES 


By  CHARLES  W.  HURD  and  M.  ZIMMERMAN 


In  the  drug  field  there  are  probably  about 
200  chains,  with  a  total  of  approximately  1400 
stores,  out  of  a  grand  total  of  45,000  in  the 
country. 

In  most  communities  the  drug  store  is  a 
more  or  less  general  store.  In  the  large  cities 
it  seems  on  the  way  to  become  a  department 
store.  So  far  as  known,  all  of  the  chains  in 
this  line  started  as  retail  stores.  Druggists, 
being  professional  practitioners,  have  not 
always  been  the  most  progressive  of  business 
men.  and  it  is  notorious  that  many  drug  stores 
are  practically  owned  by  drug  jobbers,  which 
partakes  of  consolidation,  too.  Retail  co- 
operation has  taken  place  on  the  largest  scale, 
quite  outdistancing  corporate  chains,  though  it 
is,  of  course,  of  a  looser  description.  But  the 
drug  field  is  destined  in  all  likelihood  to  see  the 
most  powerful  chain  in  America  and  ultimately 
the  world. 

THE  CHAINS  LISTED. 

The  more  important  of  the  200  drug  chains, 
with  the  number  of  their  stores,  follow: 


♦From  an  article  in  the  October  15  Printer^  Ink. 


Of  the  Editorial  Staff  of  PHnten'  Ink 

Stores. 

Riker-Hegeman  Corporation,  New  York 105 

Louis  K.  Liggett  Co.,  Boston,  Mass 52 

Owl  Drug  Company,  San  Francisco 20 

Square  Drug  Co..  Syracuse,  N.  Y 20 

Marshall  Drug  Company,  Cleveland 15 

Sun  Drug  Co.,  Los  Angeles 13 

Day  Drug  Co.,  Akron,  0 12 

Jacob's  Pharmacy  Co.,  Atlanta,  Ga 11 

M.  C.  Dow,  Cincinnati,  O 11 

Standard  Drug  Co.,  Cleveland,  0 11 

Hook  Drug  Co.,  Indianapolis 10 

May  Drug  Co.,  Pittsburgh 9 

Detroit  Drug  Co.,  Detroit,  Mich 8 

Public  Drug  Co.,  Chicago 8 

E.  C.  Osbom,  New  York 8 

Kradwell  Drug  Co.,  Racine,  Wis 7 

Shumate's  Pharmacy,  San  Francisco 7 

Bentson  Drug  Co.,  Fargo,  N.  D 7 

Scholtz  Drug  Co.,  Denver,  Colo 6 

T.  P.  Taylor  &  Co.,  Inc.,  Louisville,  Ky 6 

Acme  Association,  New  Orleans,  La 6 

S.  B.  Davis,  Philadelphia 6 

J.  Fred  Gibson  &  Co.,  Providence,  R.  1 6 

Bartell  Drug  Co.,  Seattle 6 

Wakelee,  San  Francisco 6 

George  B.  Evans,  Philadelphia 5 

Buck  &  Raynor,  Chicago 6 

W.  B.  Hunt  Company,  Boston 5 

Standard  Drug  Co.,  Detroit 5 
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United  Drug  Company  (Rexall),  Boston,  re- 
tailers' cooperative  manufacturing  and  jobbing 
corporation,  about 5,000 

American  Druggists'  Syndicate,  New  York,  re- 
tailers' cooperative  manufacturing  and  jobbing 
corporation 16,000 

Philadelphia  Wholesale  Drug  Co.,  retailers'  coop- 
erative jobbing  house 550 

TENTACLES  TO   SPREAD. 

Greatest  in  importance  is  the  fast-growing 
Riker-Hegeman  chain.  This  is  the  result  of 
several  amalgamations  within  a  half-dozen 
years.  The  presence  of  John  H.  Flagler  in 
the  old  Hegeman  Corporation,  and  afterwards 
in  the  new  corporation,  was  popularly  taken  as 
an  indication  of  its  control  by  Standard  Oil 
interests.  The  new  concern  was  captured  last 
February  by  George  B.  Whelan  and  his  asso- 
ciates in  the  United  Cigar  Stores  Company, 
who  are,  of  course,  closely  allied,  though  per- 
haps not  formally,  with  leading  tobacco  mag- 
nates. The  new  company  has  speeded  up  its 
career  of  expansion  and  aims  to  cover  the 
country,  towards  which  ambitious  project  its 
present  105  stores  are  no  mean  beginning.  Its 
capitalization  is  $15,000,000;  its  sales  last  year 
equal  the  same  amount,  and  the  dividend  on  it 
15  per  cent.  Attempts  were  made  two  or  three 
years  ago  by  the  corporation  to  acquire  con- 
trol of  the  L.  K.  Liggett  Company,  and  the 
report  is  renewed  from  time  to  time  that  it  is 
still  seeking  to  do  so.  The  Liggett  Company's 
1913  business  was  about  $6,000,000. 

All  of  the  chains  are  pronounced  price-cut- 
ters, all  push  their  private  brands,  all  are  man- 
ufacturers as  well  as  retailers.  The  two  co- 
operative chains  have  advertised  nationally, 
and  both  Riker-Hegeman  and  Liggett's  are 
local  advertisers. 

MAY    BECOME    NATIONAL    ADVERTISER. 

There  is  no  question  that  Riker-Hegeman 
will  become  a  national  advertiser  of  its  own 
brands  as  soon  as  it  secures  representation  in 
a  fair  number  of  communities  throughout  the 
country.  This  may  be  sooner  than  some  sus- 
pect. The  spread  of  the  stores,  though  lim- 
ited chiefly  by  the  number  of  trained  man- 
agers in  hand,  is  nevertheless  proceeding  at  the 
rate  of  three  or  more  a  month. 

But  it  is  more  than  possible  that  with  so  good 
a  start  the  company  will  not  trust  alone  to  the 
relatively  slow  growth  of  normal  expansion, 
but  will  sooner  or  later  take  up  the  special- 
agency  plan  and  get    representation    for    its 


brands  in  every  community,  just  as  the  United 
Cigar  Stores  Company  is  doing.  National  ad- 
vertising would  then  conceivably  follow.  This 
would  not  only  be  logical,  but  it  would  be  al- 
most inevitable  if  the  chain  stores  should,  for 
any  reason,  legislative,  judicial  or  otherwise, 
lose  the  advantage  of  the  "inside  price." 

A  great  deal  has  been  said  about  the  Owl 
Drug  Company,  of  San  Francisco,  and  its  pro- 
gressive policies.  It  did  a  gross  business  of 
some  $4,500,000  last  year  on  its  capitalization 
of  $6,500,000. 

The  Rexall  and  A.  D.  S.  stores  are  strict  co- 
operatives and  are  not  centrally  directed,  as  is 
the  case  with  the  chains  proper.  Yet  with  the 
former  and  possibly  with  the  latter  there  is  a 
great  deal  of  cooperative  feeling.  Both  sys- 
tems entered  the  national  advertising  field  last 
year,  the  first  of  the  chains  in  any  field  to  do  so 
on  a  large  scale.  The  A.  D.  S.  ran  advertise- 
ments three  or  four  months  at  the  time,  but 
the  Rexall  stores  have  continued  in  a  seasonal 
way.  Their  first  national  appropriation  was 
$90,000. 

THE  UNITED  DRUG  SYSTEM. 

The  United  Drug  or  Rexall  system  was 
earlier  in  the  field,  having  started  in  1903  with 
some  forty  stockholding  stores.  It  lost  $95,- 
000  the  first  year,  $75,000  the  second,  but  the 
third  year  turned  the  corner.  Its  gross  busi- 
ness last  year  is  said  to  have  been  about  $5,- 
000,000,  and  its  net  profits  some  15  per  cent 
of  that.  It  was  started  by  Louis  K.  Liggett, 
whose  Liggett  chain  is  affiliated  with  it.  The 
United  Drug  Company  has  gone  extensively 
into  manufacturing,  and  owns  the  National 
Cigar  Stands,  the  Guth  Confectionery  Com- 
pany, Liggett  Candy  Company,  Daggett  Candy 
Company,  and  other  companies. 

The  American  Druggists'  Syndicate  was 
started  in  1905  by  Charles  H.  Goddard  for  the 
avowed  purpose  of  combining  the  retail  drug- 
gists in  order  to  manufacture  a  few  non-secret 
preparations  to  take  the  place  of  the  cut-rate 
patents,  on  which  there  was  little  or  no  profit. 
It  has  built  up  a  large  business,  sales  last  year 
aggregating  $4,000,000,  and  has  a  large  manu- 
facturing plant  in  Long  Island  City,  N.  Y.  It 
is  building  on  the  Pacific  Coast. 

SYSTEMS  DIFFER. 

The  two  systems  differ.  The  Rexall  stores 
are  exclusive  agencies  for  the  Rexall  prepara- 
tions, the  National   Cigar   stands,   the  Guth 
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chocolates,  etc.,  and  the  agencies  are  much  val- 
ued and  sought  after  by  retail  druggists. 

The  A,  D.  S,,  on  the  other  hand,  has  since 
last  year  sold  to  anybody,  and  has  conse- 
quently become  a  general  jobber.  Previous  to 
last  year  it  sold  only  to  its  18,000  members, 
but  not  on  an  exclusive-agency  plan ;  any  drug- 
gist who  bought  stock  in  the  Syndicate  could 
buy  goods. 

The  pioneer  retailers'  drug  corporation  in 
the  country  appears  to  have  been  the  Phila- 


delphia Wholesale  Drug  Company,  which  was 
organized  in  1888  with  seven  stores  and  now 
has  550,  for  which  it  is  buying  $1,100,000 
worth  of  merchandise  annually.  The  cost  of 
running  the  business  is  stated  to  be  about  six 
per  cent  and  the  saving  to  the  stockholders 
twelve  per  cent.  "We  naturally  believe  in  co- 
operation," says  President  F.  R.  Rohrman, 
"and  have  demonstrated  to  the  drug  trade  that 
this  is  the  only  system  which  enables  the 
smaller  dealer  to  compete  with  the  larger  one." 


A  SOUTHERN  DRUG 

STORE  IN  ITS  OWN  SKYSCRAPER 


In  Mobile,  Alabama,  a  drug  firm  owns  the 
skyscraper  of  the  city.  This  is  the  Van  Ant- 
werp building,  owned  by  the  Van  Antwerp 
Drug  Corporation,  wholesale  and  retail,  incor- 


photograph  of  the  firm's  new  wholesale  house, 
which  has  recently  been  completed  but  was  in 
course  of  construction  when  the  photograph 
was  made,  are  presented  in  connection  with 
this  article. 

The  new  quarters  for  the  wholesale  depart- 
ment, of  which  Samuel  H.  Colvin  is  manager, 
is  a  massive  structure  of  brick  and  concrete, 
standing  four  stories  high  and  covering  groimd 
60x136,  affording  32,650  square  feet  of  floor 
space.  A  unique  feature  is  that  in  case  of 
fire  each  floor  may  be  entirely  separated  from 
the  others.  Mr.  Colvin  visited  wholesale 
houses  all  over  the  country  in  search  of  the 


porated  as  the  Van  Antwerp  Drug  Company. 
Andrew  Van  Antwerp  is  president,  Samuel  H. 
Colvin  is  vice-president,  J.  C.  Van  Antwerp 
secretary  and  treasurer,  and  Daniel  Van  Ant- 
werp and  Garret  Van  Antwerp  directors. 

The  ground  floor  of  the  company's  hand- 
some building  is  occupied  by  the  retail  store, 
and  is  a  most  attractive  and  finely  equipped 
pharmacy.  Pictures  of  the  Van  Antwerp 
building,  the  interior  of  the  drug  store,  and  a 
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Up-to-date  ideas  which  have  been  embodied  in 
the  construction  of  this  building. 

Few  retail  drug  stores  are  so  completely 
equipped  and  conveniently  arranged  as  that  of 
the  Van  Antwerp  corporation.     One  of  the 
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first  things  which  attracts  the  attention  of  the 
visitor  is  the  mammoth  Lippincott  fountain, 
60  feet  long,  and  kept  in  a  spotless  condition. 
An  unusual  arrangement  for  the  disposal  of 
garbage  was  originated  by  Mr.  Daniel  Van 
Antwerp,  consisting  of  a  tin  chute  about  the 
size  of  an  ordinary  stove-pipe  which  goes 
through  the  floor  and  leads  to  garbage  pails  in 
the  basement,  thereby  keeping  the  floor  behind 
the  fountain  free  from  rubbish. 

Situated  in  the  basement  is  a  complete  re- 
frigerating plant,  which  not  only  serves  for  the 
soda  fountain,  but  produces  ice  for  packing  the 


years.  Refills  are  kept  in  a  separate  book ;  and 
all  prescriptions  are  eventually  filed  in  books 
containing  100  each,  after  which  they  are  tied 
in  bundles  of  ten  books  and  stored  away  in 
drawers,  each  drawer  holding  ten  bundles  of 
books,  or  10.000  prescriptions. 

A  very  handy  method  is  employed  for  keep- 
ing labels.  A  large  book  contains  specimens 
of  all  the  labels  in  use,  and  under  each  one  is 
the  number  of  a  drawer  in  which  it  can  be 
found. 

Perfect  system  prevails  in  every  department 
of  this  large  drug  store,  and  throughout  the 
entire  establishment  may  be  seen  evidence  on 
every  hand  of  the  rigid  appreciation  of  modem 
business  methods. 
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considerable  quantity  of  ice  cream  made  and 
sold  by  the  firm.  There  are  four  cold  storage 
rooms  for  ice,  cream,  milk,  etc.  It  is  said  that 
the  cost  of  refrigeration  is  but  one-half  of 
what  it  was  before  this  plant  was  installed  and 
when  the  company  purchased  its  ice.  Included 
in  the  equipment  is  a  carbonator  and  also  a 
large  ice-cream  machine. 

The  prescription  department  is  of  modem 
equipment  in  every  particular.  All  labels  are 
typewritten,  three  Blickensderfer  typewriters 
fitted  with  special  type  wheels  being  employed 
for  .this  purpose.  The  number  of  prescriptions 
filled  at  the  time  the  Bulletin  representative 
visited  the  store  was  in  excess  of  600,000, 
which  number  does  not  include  renewals.  The 
numbering  covers  a  period  of  about  twenty 


This  is  where  our  readers  exchange  opinions  ond 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mulHal  interest. 

SOME   DRUG-STORE  EXPERIENCES. 
To  the  Editors: 

It  doesn't  always  pay  to  play  the  Good 
Samaritan.  It  is  sometimes  better  to  "pass  by 
on  the  other  side." 

In  the  winter  of  '04  I  was  employed  as  man- 
ager of  a  pharmacy  in  a  city  near  New  York. 
One  cold,  stormy  evening,  just  as  I  was  getting 
ready  to  go  home,  a  young  man  came  into  the 
store.  He  looked  the  picture  of  distress.  Lean- 
ing against  a  show-case,  he  asked  how  far  it 
was  to  Newark.  I  told  him.  He  seemed  in  no 
hurry  to  go,  however,  so  I  fell  to  questioning 
him. 

He  was  a  drug  clerk,  he  said,  out  of  work 
and  "strapped." 

I  took  him  home  with  me,  gave  him  a  good 
meal  and  a  room,  and  the  next  day  I  found 
him  a  place  as  a  soda  dispenser. 

To  further  assist  him,  I  rented  him  a  room 
at  my  house,  and  did  everything  I  could  to  be- 
friend and  encourage  him.  For  about  two 
months  he  seemed  as  reliable  and  steady  as  a 
dray  horse,  but  one  day  he  came  into  the  store 
somewhat  excited,  and  said  he  had  had  a  row 
with  his  "boss"  and  was  fired. 

"Do  you  want  me  to  get  you  another  job?' 
I  asked. 

"Yes." 
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So  I  did  a  little  telephoning  and  secured  him 
another  place,  this  time  in  a  large  and  up-to- 
date  drug  store. 

He  stayed  there  about  two  months  more,  and 
then  was  fired  again.  However,  he  didn't  have 
the  face  to  come  to  me  again  with  his  troubles. 

I  didn't  see  him  until  the  following  Sunday, 
when  I  met  him  with  a  large  bundle  under  his 
arm. 

'Moving?"  I  asked. 

'Merely  some  laundry,"  he  responded. 

The  next  day,  however,  the  lady  who  occu- 
pied rooms  above  us  told  me  that  somebody 
had  gone  into  her  attic  bedroom  and  burglar- 
ized a  trunk,  taking  therefrom  all  her  daugh- 
ter's dresses  and  other  clothing.  I  didn't  say 
much,  but  somehow  I  couldn't  help  connecting 
the  burglary  with  the  bundle  under  my  pro- 
tege's arm. 

Taking  the  hint,  I  looked  in  my  own  trunk, 
and  found  much  of  my  own  clothing  also  miss- 
ing ;  about  $30  worth  in  all. 

I  instituted  immediate  search  for  my  friend, 
but  he  had  disappeared,  and  nothing  was  heard 
from  him  for  about  three  weeks;  then  it  was 
reported  that  he  had  been  seen  on  the  street. 

I  swore  out  a  warrant,  and  an  officer  found 
him  washing  dishes  in  a  restaurant. 

At  the  trial  he  was  discharged  for  lack  of 
evidence.  The  goods  could  not  be  located,  and 
there  was  nothing  to  connect  him  directly  with 
the  theft. 

In  a  day  or  so  it  was  rumored  that  he  had 
stolen  $20  from  a  man's  pocket  in  a  moving 
picture  theater ;  later  that  he  had  appropriated 
$80  from  the  pocket  of  a  coat  belonging  to  a 
partner  he  was  working  with.  He  skipped,  but 
was  apprehended,  brought  back  and  sent  up 
for  ninety  days. 

While  he  was  serving  his  time,  I  changed 
locations;  and  one  day  who  should  walk  into 
the  store  but  my  friend,  the  drug  clerk ! 

He  didn't  even  say  "hello!"  He  turned 
around  very  hurriedly  and  walked  out;  and 
that  was  the  last  I  saw  of  him. 

So  much  for  helping  a  fellow  druggist ! 

n. 

On  another  occasion,  a  doctor  whom  I  never 
liked  called  me  up  at  about  3  a.m.  to  know  if 
we  had  any  strychnine  tablets  1/40  grain.  I 
assured  him  wc  had  them.  He  said  he  had  a 
patient  who  was  very  low,  that  he  would  Write 
a  prescription,  and  that  the  woman's  husband 
would  be  right  over. 


I  looked  for  the  tablets,  and  somehow  didn't 
find  them.  I  found  thirtieths  and  sixtieths  and 
some  others,  but  no  fortieths.  I  called  up  the 
doctor  and  told  him.  He  said  that  while  he 
preferred  fortieths,  thirtieths  would  undoubt- 
edly do  as  well. 

So  I  dispensed  thirtieths  on  the  prescription, 
when  the  woman's  husband  brought  it  in. 

The  next  day  the  doctor  came  to  the  store, 
went  to  the  prescription  case,  and  found  some 
fortieths.  Then  he  said  things — for  a  minute. 
I  stopped  him.  We  clinched,  and  were  sep- 
arated by  the  proprietor  and  a  porter. 

That's  what  one-tenth  of  a  grain  of  strych- 
nine did.  Geo.  J.  EvaxXS. 

Ocean  Grove,  N.  J. 


"SORE-HEAD"  AND  THREE  PRESCRIPTIONS 

To  the  Editors: 

We  have  seen  two  remedies  for  "sore-head" 
oflfered  in  the  columns  of  your  magazine.  A 
very  simple  remedy  is  used  here  successfully, 
and  we  want  to  offer  it  to  the  members  of  the 
Bulletin  family.    Here  it  is: 

Calcium  sulphide;  1/5  grain  for  each  grown 
chicken,  two  or  three  times  a  week,  mixed  with 
the  feed.    In  severe  cases,  give  34  grain. 

We  would  also  like  to  ask  Bulletin  readers 
what  they  would  charge  for  the  following  pre- 
scriptions, which  we  fill  practically  every  day 
at  this  season : 

(1)  Sodium  salicylate 4  drachms. 

Spirit  of  gaultheria V/t  fluidrachms. 

Liquid  Taka-Diastase,  q.  s 3  fluidounces. 

Take  a  teaspoon ful  every  four  hours. 

(2)  Powdered  Taka-Diastase, 

Powdered  ginger,  aa 1  drachm. 

Salol, 

Sodium  bicarbonate,  aa 2  drachms. 

Mix  and  make  12  powders.  Half  powder  after 
meals. 

(3)  Aspirin 2  drachms. 

Elixir  Antimalarial,  P.  D.  &  Co., 

q.  s 8  ounces. 

Take  a  tablespoon  ful  every  four  hours. 

Until  very  recently  physicians  in  this  vicinity 
did  their  own  dispensing,  and  we  find  it  hard  to 
get  fair  prices  for  our  prescriptions. 

We  charge,  under  present  conditions,  50 
cents  for  the  first  two  prescriptions  and  $1.00 
for  the  last  one.    What  would  others  charge? 

Princeton  Pharmacy  Co. 

Princeton,  N.  C. 
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PUBLISHING  YOUR  OWN  ALMANAC. 

To  the  druggist  who  wants  to  get  up  a  me- 
dium really  valuable  in  the  advertising  line,  we 
suggest  something  that  is  familiar  to  every- 
body, but  has  never  been  used  individually  by 
druggists  to  any  great  extent,  namely,  the  old- 
fashioned  almanac.  A  really  good  almanac  is 
a  valuable  publication.  When  it  has  a  reputa- 
tion for  reliability  it  is  eagerly  sought  after 
and  carefully  preserved. 

Much  advertising  matter  goes  to  waste. 
Handbills  distributed  on  the  street  are  given  a 
glance  and  then  thrown  into  the  nearest  trash 
box.  Some  people  won't  even  give  them  a 
glance.  They  resent  having  handbills  thrust 
upon  them.  Every  business  man  gets  a  lot  of 
advertising  matter  in  his  mail,  stuff  which 
often  goes  immediately  to  the  waste  basket. 
This  is  expensive  stuff,  too;  lithographed  in 
several  colors,  embossed,  nicely  gotten  up.  But 
it  is  seldom  preserved.  There  are  municipal 
regulations  of  great  strictness  in  many  cities 
governing  the  distribution  of  advertising  mat- 
ter on  the  streets  and  in  houses. 

The  almanac  is  not  a  waif.  It  has  a  place  of 
its  own  in  the  realm  of  advertising.  It  is 
highly  prized  by  most  people,  and  may  be  easily 
made  so  valuable  that  it  will  be  preserved  by 
practically  everybody. 

MEETS  WITH  A  WELCOME. 

Even  the  poorest  almanac  is  seldom  thrown 
away.  Blotters  are  useful  to  some  extent,  but 
they  soon  wear  out.  Pasteboard  fans  are  ac- 
ceptable when  the  weather  is  warm.  They  are 
even  carried  home  and  kept  for  a  while,  but 
they  soon  go  to  the  dustpan.  Folders  are  read 
and  then  tossed  aside.  They  are  soon  forgot- 
ten. The  almanac  alone  is  preserved  as  a  part 
of  the  family  library.  It  is  a  concise,  handy 
manual  and  work  of  reference,  and  some  of 
the  greatest  of  men  have  been  charmed  with 
its  quaint  pages.  Considering  these  things,  its 
advertising  value  looms  large. 

In  compiling  an  almanac,  there  is  so  much 
material  available  that  the  publisher  finds  him- 
self with  an  embarrassment  of  riches.  The 
book  should  be  interesting  as  well  as  useful. 
A  dull  book  will  not  hold  the  attention  of  the 
recipient. 


At  the  same  time,  to  make  the  book  worthy 
of  preservation,  it  should  have  some  solid  stuff 
in  it.  There  should  be  something  to  interest 
all  readers.  Poetry  has  its  place,  as  well  as 
hints  on  hog  raising.  A  few  good  jokes  scat- 
tered around  brighten  up  the  volume.  Com- 
plexion hints  may  interest  the  farmer's  wife  as 
well  as  the  city  belle.  Some  statistics  are  in- 
teresting as  well  as  instructive;  others  merely 
clutter  up  the  almanac. 

The  skeleton  should  consist  of  the  usual  cal- 
endar, days  of  the  year,  various  holidays,  fixed 
and  movable  festivals,  moon's  phases,  eclipses 
of  the  sun  and  moon,  all  the  usual  astronomical 
data.  A  calendar  of  historical  events  makes 
interesting  reading  to  go  with  the  days  of  the 
year  and  is  a  customary  feature  of  most 
almanacs. 

MAINTAINING   SECTIONAL   INTEREST. 

There  are  certain  features  which  will  inter- 
est people  in  any  section.  These  consist  of 
such  things  as  tables  of  weights  and  measures, 
the  postal  regulations,  particularly  those  gov- 
erning the  parcel  post,  first-aid  hints  to  the 
injured,  antidotes  for  poisons,  cooking  recipes 
of  all  sorts,  simple  interest  tables,  simple  health 
hints,  rule  for  measuring  land,  legal  weights 
of  produce,  local  game  laws,  local  tax  assess- 
ments, useful  household  hints  of  all  sorts,  and 
a  long  list  of  similar  items. 

Outside  of  these  stock  items,  there  is  a 
chance  for  each  compiler  to  exercise  some  in- 
dividuality. A  few  good  bits  of  selected  poetry 
will  break  the  prose  matter.  Bits  of  high-class 
humor  are  easy  to  pick  up,  and  will  interest  all 
classes.  Baseball  statistics  will  interest  some 
people;  so  will  rowing,  football,  trotting,  and 
similar  statistics.  You  are  making  a  book  to 
suit  all  classes,  but  you  don't  want  to  cater  too 
much  to  anv  one  class.  Political  statistics  in- 
terest  everybody,  for  we  are  a  nation  of  poli- 
ticians. The  electoral  vote  is  a  good  thing  to 
print,  and  possibly  a  few  local  statistics. 

If  you  are  in  a  wheat  section,  you  want  some 
stuff  about  wheat  cultivation,  diseases  that  af- 
fect the  crop  and  how  to  fight  them,  export 
statistics,  prices,  and  matters  of  that  sort.  If 
you  are  in  a  stock-breeding  locality,  take  your 
cue  from  that.  In  a  peach  country,  take  up  the 
peach  tree  exhaustively,  its  various  diseases, 
remedies,  market  quotations,  everything  that 
will  interest  the  peach  growers.  The  Agricul- 
tural Department  can  give  you  some  valuable 
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suggestions  as  to  soil  analysis,  and  this  is  some- 
thing that  has  not  been  taken  up  much  by 
almanac  publishers.  The  subject  of  fertilizers 
is  an  important  one.  A  man  who  will  treat  the 
crop  diseases  of  his  own  section  can  make  his 
almanac  a  valuable  book  of  reference,  and  one 
which  ought  to  be  eagerly  sought  for.  Inci- 
dentally, this  gives  you  a  chance  to  advertise 
your  chemicals,  and  to  compound  the  necessary 
preparations  for  fighting  crop  diseases. 

Your  book  should,  of  course,  be  suited  to 
your  own  section. — ^W.  S.  Adkins  in  the  Na- 
tional Druggist, 


HOW  TO  GET  A  JOB. 

1.  Make  a  list  of  the  names  of  the  firms  for 
whom  you  are  qualified  to  work. 

2.  Write  a  letter  of  application  stating  spe- 
cifically what  you  are  qualified  to  do  by  reason 
of — (1)  Taste  or  natural  inclination.  (2) 
Education  or  general  training.  (3)  Experi- 
ence or  special  training.  (4)  Give  references 
as  to:  (a)  Where  you  have  worked  during 
your  working  life.  (6)  Character  references, 
(c)  Social  references. 

Spend  enough  time  in  preparation  of  this 
letter  to  get  your  story  essentially  complete  in 
the  fewest  number  of  words. 

3.  Typewrite  or  have  typed  for  you  one, 
five,  ten  or  twenty  copies  of  this  letter  each 
day  until  you  have  exhausted  your  list  or  have 
secured  your  job. 

4.  Put  in  the  remainder  of  your  time  fol- 
lowing up  these  letters  and  the  answers  they 
bring  by  personal  calls.  At  the  end  of  each 
interview,  if  your  services  are  not  needed,  tact- 
fully inquire  if  the  person  you  are  calling  upon 
can  suggest  any  one  who  might  need  your 
services.  Make  a  careful  note  of  any  sugges- 
tions or  addresses  and  then  follow  up  these 
also. 

5.  Require  of  yourself  that  you  send  out 
regularly  each  day  the  number  of  letters  that 
you  have  set  as  your  stint. 

6.  Advertise:  (1)  Place  an  advertisement 
in  the  Situation  Wanted  Department  of  the 
Trade  and  Class  papers  touching  the  field  you 
desire  to  enter.  (2)  Use  the  daily  papers  if 
you  can  afford  it.  (3)  Answer  ads.  which 
seem  to  fit  your  qualifications  in  all  these 
papers. 

7.  Write  your  old  employers,  frankly  stating 


what  you  want  to  do.    They  may  be  able  to 
help  you  with  advice  and  suggestions. 

8.  Let  as  many  people  as  possible  know  what 
you  want  to  do.  Believe  all  the  time  that 
everybody  wants  you  to  have  a  good  job. 

9.  Take  especial  pains  to  keep  up  your  per- 
sonal appearance.  Your  person  and  clothes 
should  receive  extra  care. 

10.  Keep  up  your  sipirits  by  belief  in  your- 
self, and  carry  an  air  of  optimism  and  good- 
will toward  everybody.  And  keep  your  eyes 
and  ears  open  and  your  mind  so  fully  occupied 
that  you  will  have  no  time  to  become  dis- 
couraged.— ^Fred  a.  Dibble  in  the  National 
Druggist, 


APOTHECARY  TO  THE  HOLY  GHOST. 

In  the  party  composed  of  members  of  the 
New  York  German  Apothecaries'  Association 
that  left  Europe  a  little  ahead  of  the  dogs  of 
war  was  Prof.  C.  M.  McKellips,  head  of  the 
Pharmaceutical  Department  of  North  Pacific 
College,  Portland,  Ore.,  who  tells  in  the  Pacific 
Drug  Reviezv  of  a  pharmacy  he  visited  in 
Vienna  that  must  hold  a  record  for  the  number 
of  years  it  has  been  a  drug  store. 

"This  pharmacy  has  run  continuously  with- 
out a  break  since  the  middle  ages,"  says  Prof. 
McKellips.  "Indeed,  its  name  indicates  the 
age  in  which  it  began.  It  is  still  known  as  the 
'Apotheke  zum  Heiligen  Geist,'  or  Apothecary 
to  the  Holy  Ghost.  It  occupies  an  entire 
building  in  a  good  section  of  Vienna.  There 
is  a  big  staff  and  the  proprietor  is  a  leading 
man  in  the  community,  a  practical  and  a  scien- 
tific man  of  great  executive  ability. 

"The  establishment  does  a  wholesale  and  a 
retail  business,  and  I  was  struck  by  the  fact 
that  an  American  could  go  inside,  and  so  far 
as  the  labels  were  concerned,  meet  none  but  old 
friends.  There  were  modern  show  windows, 
but  not  filled  with  merchandise  of  the  charac- 
ter that  marks  many  American  drug  stores. 
Such  things  as  rubber  and  first-aid  goods,  soaps 
and  toilet  articles  were  carried,  but  there  were 
no  cameras,  no  candy,  no  soda,  and  no  cigars. 

"But  there  was  this,  which  we  do  not  see  in 
this  country,  and  that  was  a  manifestation  of 
distinct  awe  on  the  part  of  the  customer.  Go- 
ing into  that  apothecary  shop  was  a  matter  of 
ceremony  for  most  of  the  customers,  and  you 
could  see  it  in  their  faces.  The  professional 
idea  dominated  it,  through  and  through." 
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or  comment   in   this  department   of  the 


and  is  printed  with  green  ink  on  gkzed  paper  of  good 

quality. 

An  Attractive  Calendar. — 

Tfie  season  is  approaching  when  calendars  are  much 
in  demand.  Many  druggists  possess  decidedly  artistic 
tastes  and  it  is  highly  probable  that  drug-store  calendars 


CapitaliziRK  Santa  Claus. — 

As  a  part  of  its  Christmas  advertising  campaign,  the 
Comer  Drug  Store,  Frank  D.  Kriehs,  proprietor,  Be  res- 
ford.  South  Dakota,  used  last  year  a  forceful  circular 
letter  mailed  to  a  list  containing  1000  selected  names. 
The  circular  was  printed  by  a  local  shop,  in  imitation 
typewritten  characters,  a  ribbon  effect  being  secured  by 
covering  the  form  with  china  silk.  The  entire  cost,  in- 
cluding paper,  envelopes,  printing,  and  postage,  did  not 
exceed  $26.50  a  thousand.  The  text  of  the  letter 
follows : 
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CORNER  DRUG  STORE. 

Frank  D.  Kriebs. 
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Toilet  Soaps  and  "America  First." — 

J.  G.  Godding  &  Co.,  of  Boston,  Mass.,  has  taken 

advantage  of  the  price  increase  on  certain  foreign  soaps 
to  build  up  a  larger  trade  on  its  own  product.  Mr  God- 
ding has  prepared  one  envelope  slip  to  be  placed  in  all 
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letters,  statements,  etc.,  recommending  the  use  of  an 
.American -made  soap  in  place  of  the  more  expensive 
imported  articles.     The  slip  measures  3|4  by  5Vi  inches 


taken  as  a  whole  quite  surpass,  from  point  of  artistic 
merit,  those  put  out  by  any  other  line  of  trade. 

We  are  presenting  a  reproduction  of  one  which  is 
unusually  good— that  used  by  the  Baker  Drug  Co.,  Port- 
land, Ore.,  for  the  present  year. 

Keep  Posted  on  Prices. — 

"A  great  many  druggists  are  making  a  big  mistake 
in  not  keeping  posted  on  the  market  prices  of  drugs," 
says  the  Kentucky  Druggist,  published  by  the  Louisiana 
Retail  Druggists'  Association.  "It  is  surprising  how 
many  adhere  to  a  selling  price  on  some  drugs  that  was 
established  years  ago,  when  the  market  price  on  these 
drugs  has  advanced  over  100  per  cent.  It  has  come  to 
our  notice  that  some  of  the  druggists  are  dispensing 
some  drugs  below  cost,  not  having  changed  the  cost 
marks  on  their  containers  for  years.  Especially  is  this 
the  case  with  drugs  that  enter  your  prescriptions. 

"Don't  be  a  cheap  man  any  longer.  The  public  hates 
a  cheap  man,  and  so  do  we.  Establish  a  reasonable 
price  on  your  time,  service,  and  drugs. 

"Don't  be  afraid  to  make  a  good  living.  You  are 
entitled  to  it." 

Explaining  War  Prices. — 

Frisch  &  Co.,  St.  Charles,  Minn.,  recently  arranged 
the  somewhat  hackneyed  botanical  window  display  in  a 
manner  intended  to  drive  home  a  practical  lesson.  The 
background  consisted  of  a  large  map  of  the  eastern 
hemisphere.    Thirty  botanical  drugs  were  placed  in  little 
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piles  on  the  floor  of  the  window  and  a  narrow  strand 
o£  ribbon  run  from  each  pile  to  the  place  on  the  map 
from  which  the  drug  is  usually  obtained.  A  lai^e  let- 
tered sign  was  conspicuously  shown— "Why  Drug 
Prices  Have  Gone  Up." 

Eighteen   DruggiitB  Go  Into   Co-operative  Adver- 

timing. — 

The  full-page  advertisement  shown  on  this  page 
appeared  in  the  September  8  issue  of  the  San  Fran- 
cisco Bulletin.  Eighteen  retail  drug  firms,  represent- 
ing twenty-two  drug  stores,  have  organized    to    fight 


chain-store  encroachment.  Cooperative  buying  and 
newspaper  advertising  are  two  of  the  advantages  sought 
to  be  gained  by  this  partial  joining  of  interests.  Each 
store  maintains  its  distinct  identity,  ownership  remain- 
ing unchanged.  The  "Economy"  form  of  cooperative 
aggressiveness  has  been  in  successful  operation  in  Cin- 
cinnati for  nearly  four  years,  and  under  the  direction 
of  the  late  Charles  Ward  was  given  a  trial  in  Denver 
a  number  of  years  ago.  Its  further  development  will  be 
watched  with  interest  Full-page  "spreads"  similar  to 
the  one  reproduced  are  run  in  the  San  Francisco  Bi*/- 
Ulin  every  Thursday. 
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PRACTICAL  PHARMACY 


A  New  Antidote  for  Corrosive  Sublimate  Poison- 
ing.— 

William  A.  Hall,  Ph.B.,  of  Detroit,  Mich.,  read  a 
paper  before  the  Detroit  meeting  of  the  American  Phar- 
maceutical Association  last  August  which  is  attracting 
considerable  attention.  For  a  number  of  months  Mr. 
Hall  said  he  had  been  conducting  a  series  of  experi- 
ments with  the  view  of  developing  an  antidote  for 
poisoning  by  corrosive  sublimate.  "Studying  over  these 
matters  about  a  year  ago,"  said  Mr.  Hall,  "the  idea 
came  to  me  that  by  using  one  of  the  general  alkaloidal 
reagents  in  reverse  manner,  we  could  solve  the  prob- 
lem." 

Mayer's  reagent,  a  solution  of  mercuric  potassium 
iodide,  was  selected.  Mr.  Hall  continues:  "I  settled  on 
quinine  as  the  alkaloid  to  harness.  It  seemed  probable 
that  if  the  proper  amount  of  potassium  iodide  and 
quinine,  both  in  solution,  could  be  administered,  after 
emptying  the  stomach,  that  the  resultant  salts  would  be 
insoluble  in  the  gastric  juice." 

After  giving  in  detail  the  somewhat  complicated 
process  by  which  satisfactory  results  were  finally  ob- 
tained, Mr.  Hall  closed  his  paper  with  the  following 
paragraphs : 

"Remove  the  stomach  contents  as  thoroughly  as  pos- 
sible; give  plenty  of  whites  of  eggs  and  remove  in  the 
best  way;  then  for  every  two  grains  of  mercuric 
chloride  supposed  to  have  been  taken,  administer  the 
following : 

Potassium   iodide 7.86  grains. 

Quinine  hydrochlorate 4  grains. 

Dissolve  in  water 4  ounces. 

"The  antidote  forms  a  precipitate  with  the  mercuric 
chloride,  insoluble  in  dilute  acids  or  alkali  carbonates. 

"The  analyses  are  somewhat  intricate  and  perplex- 
ing, especially  as  to  the  composition  of  the  precipitate 
with  Mayer's  reagent,  but  the  results  seem  clear,  well 
defined,  and  simple.  Quinine  muriate  and  potassium 
iodide  are  obtainable  at  any  good  drug  store,  and  with 
the  proportions  given,  good  results  may  be  expected  in 
accordance  with  my  tests.  A  notable  excess  of  the 
iodide  is  to  be  avoided.  An  excess  of  quinine  does  no 
harm,  but  the  proportions  given  should  be  followed." 

Mr.  Hall's  paper  was  referred  to  the  scientific  sec- 
tion of  the  A.  Ph.  A.  for  further  consideration  and  for 
physiological  experimentation. 

Conservation  of  Drugs  in  the  Store. — 

Speaking  before  the  North  Carolina  Pharmaceutical 
Association  on  the  subject  of  conservation  of  drugs  in 
the  store  and  the  stock  room,  Richard  H.  Roth,  Ph.G., 
of  Asheville,  said  in  part: 

"It  is  our  business  to  deal  in  drugs  for  profit,  and  it 
is  one  of  the  contingencies  of  this  business  that  some 
of  our  wares  lie  in  stock  many  months  before  the  last 
of  a  consignment  is  disposed  of,  and  so  the  question 
of  their  conservation  with  the  least  possible  deteriora- 
tion while  in  stock  becomes  an  important  one. 

"When  goods  come  in  they  should  be  carefully  ex- 
amined as  to  their  identity  and  quality.  In  the  case  of 
herbs,  roots,  etc.,  all  foreign  matter,  as  small  stones, 
slivers  of  wood,  blades  of  grass,  etc.,  which  are  often 


present,  should  be  carefully  removed.  Leaves  should 
be  deprived  of  the  thick,  inert  stems  which  may  be 
present. 

"Botanic  drugs  should  never  be  kept  loose  in  a 
wooden  drawer,  but  be  put  into  a  tin  which  fits  into  the 
drawer,  or  into  a  glass  jar  which  will  either  be  kept 
in  the  drawer  or  on  the  shelf. 

"An  additional  reason  in  favor  of  storing  many 
drugs  in  tins  or  glass  is  that  not  a  few  of  them  depend 
upon  their  contents  of  ethereal  oil  and  other  volatile 
principles  for  their  medicinal  virtues,  and  this  mode  of 
keeping  them  enables  them  to  hold  their  properties 
much  longer  than  if  they  were  exposed  to  the  air  in 
wooden  drawers. 

"Powdered  drugs,  also,  should  never  be  kept  loose 
in  drawers  or  bins  unless  the  latter  are  supplied  with 
tight-fitting  covers.  Here  also  the  tin  or  glass  jar  is 
best,  and  a  semi-annual  inspection  of  the  less  salable 
drugs  should  be  practiced.  It  is  very  embarrassing,  for 
example,  when  having  a  call  for  powdered  elm  bark  to 
find  your  stock  worm-eaten  and  unfit  for  sale. 

"Chemicals  should,  whenever  possible,  be  kept  in 
glass  containers,  and  never  in  direct  sunlight. 

"For  the  general  line  of  chemicals  I  much  favor 
light  amber  bottles  as  a  protection  from  light  The 
heavier  and  cruder  kinds  are  best  kept  in  well  covered 
drawers  near  the  floor,  or  in  tight  well-closed  barrels 
in  the  basement. 

"Fluid  extracts,  tinctures,  and  liquid  preparations 
generally  are  also  best  kept  in  amber  bottles  away  from 
light;  the  same  holds  good  for  pills  and  tablets. 

"Acids,  chloroform,  collodion,  ethers,  and  essential 
oils  should  be  accorded  the  coolest,  darkest  place  con- 
venient in  the  store. 

"In  conclusion  let  me  express  my  unqualified  ap- 
proval of  the  good  old  custom  of  going  over  the  entire 
store  with  sponge  and  towel  once  each  month.  It  is  as 
important  to  keep  a  watchful  eye  on  the  proper  con- 
servation of  your  stock  as  it  is  to  discriminate  in  the 
selection  of  the  kind,  quality,  and  quantity  of  your  pur- 
chases, for  goods  well  bought  can  not  be  sold  unless 
they  have  been  so  conserved  as  to  retain  their  virtues 
and  freshness." 

Cleanliness  in  Pharmacy. — 

'  Discussing  the  necessity  of  keeping  the  drug  store  in 
a  cleanly  condition,  John  G.  Hawley,  of  Wauwatosa, 
Wis.,  says  in  a  paper  read  before  the  Wisconsin  Phar- 
maceutical Association : 

"The  practice  of  cleanliness  should  be  considered  a 
most  important  and  imperative  duty.  The  utensils  of 
the  drug  store,  after  being  used,  are  frequently  put 
down  carelessly,  taken  up  again,  and  used  without  a 
thought  of  their  being  unclean.  Perhaps  an  acid,  alkali, 
or  some  bitter  or  poisonous  substance  still  clings  to 
them,  sufficient  in  quantity  to  nauseate  a  delicate  stom- 
ach, or  to  produce  unwonted  chemical  effect  upon  some 
other  ingredient  with  which  it  may  have  been  mixed. 

"It  sometimes  happens  that  a  careless  washing  of 
the  pill-tile,  the  mortar,  or  the  graduate  leaves  a  trace 
of  strychnine,  iodoform,  quinine,  or  some  essential  oil 
behind.  Even  a  careless  cleaning  of  the  scale-pan  may 
cause  the  next  thing  that  is  weighed  to  have  the  odor 
of  iodoform,  or  the  bitter  taste  of  quinine  or  strych- 
nine, and  if  detected  by  the  customer  would  be  most 
annoying  to  the  dispenser,  for  the  customer  might  sus- 
pect a  mistake. 
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"It  is  a  common  practice  of  some  pharmacists  to 
wipe  a  mortar,  which  they  have  just  washed,  with  a 
dirty  towel,  or  to  use  vials  without  examining  them  to 
see  whether  they  are  clean.  The  uncleanliness  can  many 
times  only  be  detected  by  sense  of  smell.  Another 
source  of  impurity  is  the  neglect  to  clean  bottles  for 
S3rrup,  medicated  waters,  tinctures,  and  ointment  jars, 
before  refilling  them. 

"The  water  bottle  should  be  kept  stoppered  with  cot- 
ton or  a  glass  stopper.  If  well,  spring,  or  hydrant 
water  is  used,  it  must  be  watched,  for  it  holds  in  solu- 
tion organic,  as  well  as  mineral,  substances,  which  in  a 
few  warm  days  will  probably  undergo  a  change,  gener- 
ating disgusting  if  not  poisonous  odors,  and  microscopic 
organisms  that  will  nauseate  the  patient,  perhaps  de- 
composing other  substances  with  which  they  may  be 
mingled  and  defeating  the  object  of  the  physician  in 
tr3ring  to  effect  a  cure." 

Use  of  the  Microscope  in  the  Drug  Store. — 

Every  up-to-date  pharmacist  should  include  a 
microscope  as  part  of  his  drug-store  equipment,  accord- 
ing to  the  report  of  the  conunittee  on  microscopy  of  the 
Kansas  Pharmaceutical  Association.    We  quote  in  part : 

"The  microscope  steadily  continues  to  be  an  ever  in- 
creasing necessity  in  the  realm  of  drug  investigation. 
The  price  of  the  instrument  is  gradually  being  reduced 
so  that  now  it  can  no  longer  be  considered  beyond  the 
average  means  of  the  up-to-date  pharmacist. 

"We  feel  that  the  time  is  coming  when  the  pharma- 
cist will  consider  his  microscope  quite  as  indispensable 
as  his  graduate  or  his  balance. 

"A  cursory  examination  of  the  proposed  contents  of 
the  forthcoming  Pharmacopoeia,  as  it  is  appearing  in 
installments  in  the  Journal  of  the  American  Pharma- 
ceutical Association,  shows  that  where  powdered  drugs 
were  barely  mentioned  in  the  present  U.  S.  P.,  they,  with 
their  microscopical  description,  are  now  given  fully  as 
extended  consideration  as  the  entire  drug.  These 
descriptions  are  elaborate  in  most  instances  and  fully  in 
keeping  with  the  advances  of  modem  pharmacy. 

"As  an  illustration  we  may  use  the  three  drugs, 
belladonna  leaves,  hyoscyamus  and  stramonium,  which 
have  been  a  constant  source  of  confusion,  and  have 
been  substituted  for  one  another  whenever  such  substi- 
tution has  been  profitable.  This  has  been  the  case 
especially  when  these  drugs  have  been  sold  in  the  com- 
minuted condition.  That  the  powders  can  now  be  accu- 
rately distinguished  by  microscopical  means  is  a  well 
established  fact." 

Improving  Glycerinated  Elixir  of  Gentian. — 

W.  F.  Kaiser  of  Milwaukee,  in  a  paper  presented  to 
the  Wisconsin  Pharmaceutical  Association,  suggests 
that  the  National  Formulary  method  of  making 
Glycerinated  Elixir  of  Gentian  is  not  all  that  can  be 
desired,  as  the  resultant  preparation  has  a  bitter  after- 
taste. He  suggests  the  following  formula  as  one  pro- 
ducing a  more  palatable  article: 

Rad.  gentian i 2  ounces. 

Rad.  taraxacum 4  ounces. 

Ac.  phosphoric  dil 8  fluidounces. 

Glycerin    20  fluidounces. 

Sherry  wine. 

Muscatel  wine 22  fluidounces. 

Tr.  cardamom  co 1  fluidounce. 

Crush  the  roots  in  an  iron  mortar^  or  srind  to  a  coarse  pow- 
der. Mix  the  wines  and  the  glycerin.  Macerate  the  roots  in 
one-half  of  the  menstruum  for  twenty-four  hours,  transfer  to  a 
percolator,   having  previously  put  a  tight  cotton  wad   into  the 


orifice,  and  return  first  portion  until  the  percolate  is  clear.  After 
the  menstruum,  in  which  the  roots  have  been  macerated,  has 
passed  through,  pack  tightly  in  the  percolator;  then  pass  the 
other  half  of  the  menstruum  through  the  percolator.  After  all 
this  has  passed  through,  add  the  dilute  phosphoric  acid,  the  com- 
I>oiuid  tincture  of  cardamom,  and  enough  of  the  wines,  if  neces- 
sary, to  make  one-half  gallon. 

It  seems  that  the  weaker  alcoholic  menstruum  used 
in  this  formula  does  not  extract  all  of  the  bitter  princi- 
ples of  the  gentian  root,  but  enough,  apparently,  to  stim- 
ulate the  appetite  and  invigorate  the  digestive  organs. 


BOOKS 


"Practical  Hormone  Therapy." 

This  is  distinctly  a  book  for  the  physician  and  for 
the  advanced  laboratory  worker;  nevertheless  it  pos- 
sesses a  certain  degree  of  academic  interet  for  the  drug- 
gist. 

A  hormone  is  a  substance  produced  by  one  organ 
which  excites  functional  activity  in  another  organ,  and 
Hormone  Therapy  is  a  concise  way  of  saying  "thera- 
peutics of  the  ductless  glands  and  their  secretions." 
Adrenalin,  thyroid  extracts,  pituitrin,  corpora  lutea — 
these,  with  others,  come  within  its  jurisdiction  and  are 
discussed. 

The  trend  of  medicine  is  unmistakably  along  biolo- 
gical lines,  and  certain  chapters  in  this  book  are  of  par- 
ticular interest  by  reason  of  the  stimulating  effect  they 
may  have  looking  to  future  work  in  this  important  field. 

The  book  contains  488  pages,  the  author  is  Henry 
R.  Harrower,  M.D.,  and  the  volume  is  published  by 
Paul  B.  Hoeber,  67-69  East  S9th  Street,  New  York. 


"300  Ready-to-Use  Ads.  for  Druggists." 

From  the  press  of  the  Spatula  Publishing  Company, 
Boston,  Mass.,  comes  a  substantial  paper-covered  book, 
prepared  by  Charles  L.  Archbold  and  others,  containing 
300  advertisements  for  druggists.  The  ads.  cover  a 
multiplicity  of  subjects  embracing  appropriate  material 
for  almost  every  department  of  the  modem  drug  store. 
Suitable  cuts,  lending  further  emphasis  to  the  reading 
matter,  accompany  most  of  the  advertisements.  Being 
printed  on  but  one  side  of  the  page,  the  ads.  may  be 
cut  from  the  book  and  sent  to  the  newspaper  or  to  the 
printer  for  the  making  of  counter  slips,  circulars,  and 
other  advertising.  This  book  should  prove  of  consider- 
able value  to  the  merchant  who  is  looking  for  attractive 
advertising  material  and  cannot  afford  to  buy  the  ser- 
vices of  experts.    The  price  of  the  book  is  $1.00. 


A  College  Year  Book. 

The  1914  Year  Book  presented  by  the  University  of 
Nebraska  School  of  Pharmacy  is  dedicated  to'Rufus 
Ashley  Lyman,  dean  of  the  department  The  book  is 
profusely  illustrated  with  photographs  of  the  faculty, 
views  of  the  University,  and  a  number  of  clever  car- 
toons depicting  college  life.  A  short  history  and 
photograph  of  each  member  of  the  various  classes 
occupy  a  considerable  portion  of  the  volume.  The  edi- 
torial staff,  to  whom  the  credit  for  the  volume  is  due, 
is  composed  of  Guy  L.  Thompson,  editor;  Harry  D. 
McMurray,  assistant  editor;  Potter  P.  Howard,  busi- 
ness manager ;  and  G.  A.  Bostrom,  assistant  manager. 
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In/amuUian  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui,i*E- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Artificial  Mineral  Water. 

M.  J.  Z. — "I  would  like  to  have  a  formula  of  an  ar- 
tificial mineral  water  having  purgative  properties,  also 
how  to  label  it  in  order  that  it  shall  conform  with  the 
pure  food  and  drug  laws." 

As  an  artificial  aperient  water  we  find  the  following : 

MzNESAL  Water,  Aktzfzcial. 

Potassium  sulphate 06  grains. 

Sodium    chloride 600  grains. 

Sodium   bicarbonate 1700  grains. 

Sodium  sulphate,  dried 020  grains. 

Calcium  sulphate,  precipitated 800  grains. 

Magnesium  sulphate,   dried 128  grains. 

Mix  and  add  to  ten  gallons  of  water.  One  tumblerful  of  this 
mixture  is  equivalent  to  about  24  grains  of  the  mixed  salts. 

As  there  are  no  ingredients  in  this  formula  the 
names  of  which  the  Federal  law  requires  to  be  placed 
upon  the  label,  the  question  of  the  way  the  label  should 
read  is  entirely  up  to  the  manufacturer.  Some  makers 
of  artificial  mineral  waters  publish  an  analysis  of  their 
product  in  order  to  show  how  nearly  it  conforms  to  the 
natural  spring.  Caution  should  be  exercised,  however, 
to  refrain  from  making  claims  too  extravagant  to  be 
sustained,  care  being  taken  not  to  offer  the  article  as  a 
"cure"  when  it  should  only  be  suggested  as  a  remedy 
for  a  condition. 

The  U.  S.  Department  of  Agriculture  has  issued 
rulings  regarding  artificial  mineral  waters.  It  would 
be  advisable,  perhaps,  to  write  to  the  department  for 
further  information  concerning  the  subject. 


Removing  Tattoo  Marks, 

A.  B.  C. — "Please  publish  an  article  on  how  to  re- 
move tattoo  marks  from  the  arms." 

These  are  said  to  be  removed  by  the  application  of 
a  paste  of  salicylic  acid  and  glycerin.  A  compress  is 
applied  over  the  paste,  and  the  whole  secured  with 
sticking  plaster.  After  about  eight  days  the  paste  is 
taken  off,  the  dead  skin  removed,  and  the  application 
of  the  paste  repeated  (as  a  rule,  three  times). 

Applications  of  cotton  wadding,  soaked  in  chloro- 
form, and  kept  in  place  by  means  of  a  bandage,  have 
also  been  recommended. 

Henley's  Book  of  Formulas  gives  this  method,  also : 
Apply  a  highly  concentrated  tannin  solution  on  the 
tattooed  places  and  treat  them  with  the  tattooing  needle 
as  the  tattooer  does.  Next  vigorously  rub  the  places 
with  a  lunar  caustic  stick  and  allow  the  silver  nitrate 
to  act  for  some  time,  until  the  tattooed  portions  have 
turned  entirely  black.  Then  take  off  by  dabbing.  At 
first  a  silver  tannate  forms  on  the  upper  layers  of  the 
skin,  which  dyes  the  tattooing  black ;  with  slight  symp- 


toms of  inflammation  a  scurf  ensues,  which  comes  off 
after  fourteen  to  sixteen  days,  leaving  behind  a  reddish 
scar.  The  latter  assumes  the  natural  color  of  the  skin 
after  some  time.  The  process  is  said  to  have  given 
good  results. 

Since  this  method  is  borrowed  from  the  literature, 
we  are  in  no  way  responsible  for  any  untoward  results 
following  its  use. 

Concerning  Baby  Foods, 

G.  &  B.  desire  a  working  formula  for  making  a  baby 
food,  and  would  also  like  the  names  of  some  reference 
books  containing  information  on  the  subject 

Concerning  the  preparations  particularly  mentioned 
we  are  unable  to  offer  anything  definite,  but  "Pharma- 
ceutical Formulas"  is  authority  for  the  following  recipes 
which  may  serve  the  purpose : 

(1)     Cooked  flour,  dried  and  powdered...  12  ounces. 

Sugar  of  milk 2  ounces. 

Dried  malt  extract 1  ounce. 

Bicarbonate  of  soda 1  ounce. 

Mix. 

(8)     Dried  malt  extract 10  ounces. 

Condensed  milk  in  powder 8  ounces. 

Sugar  of   milk 8  ounces. 

Mix  well. 

(8)     Flour   (wheat) 8  ounces. 

Malt 2  ounces,  174  gr. 

Sugar   of   milk 187  gr. 

Potassium  bicarbonate 24  gr. 

Sodium  chloride 80  gr. 

First  bake  the  flour  to  rupture  the  starch  granules.  Powder 
the  malt,  sugar  of  milk,  potassium  bicarbonate,  and  sodium 
chloride,  and  pass  through  a  No.  20  sieve  to  remove  all  lumps 
and  the  husks  from  the  malt.  Then  thoroughly  mix  this  with 
the  baked  flour  and  sift  again.  The  food  should  then  be  steril- 
ized and  packed  in  air-tight  containers. 

"Pharmaceutical  Formulas,"  published  by  the  Chem- 
ist and  Druggist,  42  Cannon  Street,  London,  and  Dr. 
H.  W.  Wiley's  "Foods  and  their  Adulterations/'  pub- 
lished by  P.  Blakiston's  Son  &  Co.,  1012  Wahiut  Street. 
Philadelphia,  both  contain  comprehensive  articles  on  the 
subject  of  baby  foods. 


Treatment  for  "Heaves," 

L.  G.  wishes  to  know  the  best  treatment  for  heaves 
in  a  horse  and  also  the  kind  of  a  diet  best  suited  for  a 
horse  afflicted  with  the  disease. 

According  to  the  report  of  the  U.  S.  Department  of 
Agriculture,  when  a  horse  once  has  the  disease  firmly 
established  there  is  no  cure  for  it.  Proper  attention 
paid  to  diet  will  relieve  the  symptoms  to  a  certain  ex- 
tent, but  they  will  undoubtedly  reappear  the  first  time 
the  animal  overloads  the  stomach  or  is  allowed  food  of 
bad  quality.  Qover  hay,  or  bulky  food  containing  little 
nutriment,  should  be  entirely  omitted.  The  diet  should 
be  confined  to  food  of  the  best  quality  and  in  the 
smallest  quantity.  A  small  amount  of  the  best  hay,  cut 
and  dampened,  once  a  day  is  sufficient  The  animal 
should  invariably  be  watered  before  feeding;  never 
directly  after  a  meal;  nor  should  he  be  worked  im- 
mediately after  a  meal.  Carrots,  potatoes,  or  turnips 
chopped  and  mixed  with  oats  or  com  are  a  good  diet 
Half  a  pint  of  thick,  dark  molasses  with  each  meal  is 
useful. 

Arsenic  is  efficacious  in  palliating  the  symptoms.  It 
is  best  administered  in  the  form  of  Fowler's  solution, 
one  ounce  of  the  latter  in  the  drinking-water  three  times 
daily.  If  the  bowels  do  not  act  regularly,  a  pint  of  raw 
linseed  oil  may  be  given  once  or  twice  a  month. 
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Concerning  Dry  Shampoos. 

The  O.  D.  Store. — ^"Please  publish  a  formula  for  a 
dry  shampoo." 

There  are  two  types  of  dry  shampoos  in  common 
use.  One  is  dry  in  the  sense  that  it  contains  no  water, 
a  typical  formula  for  which  is  the  following:' 

Stronc  solution  of  ammonia 4  drachms. 

Oil  of  bitter  almond 16  minims. 

Tincture  of  quillaja S  fluidounces. 

Lavender  water 5  fluidounces. 

Rectified  spirit  to  make 12  fluidounces. 

This  shampoo  must  be  made  wholly  with  alcohol 
without  the  use  of  water.  Any  perfume  may  be  used  to 
replace  the  lavender. 

The  other  type  in  use  is  a  dry  shampoo  in  powder 
form  intended  to  be  distributed  through  the  hair,  acting 
as  an  absorbent  of  dirt,  oily  secretions,  etc.  After  being 
applied  it  is  removed  by  means  of  a  thorough  brushing. 

Powdered  ori;js 6  ounces. 

Fullers'   earth 7  ounces. 

Arrowroot  starch 4  drachms. 

Oil  of  lavender 1  drachm. 

Alcohol  1  fiuidounce. 

The  oil  of  lavender  is  to  be  dissolved  in  the  spirit 
and  sprayed  onto  the  mixed  powders. 


Chloroform  Liniment. 

J.  B.  B. — "An  incident  occurred  lately  that  prompts 
me  to  write  you  for  information.  A  customer  pur- 
chased some  chloroform  liniment  and  it  was  perfectly 
colorless.  Why  should  it  be  white?  What  was  used? 
G)uld  it  have  been  animal  charcoal?  And  what  was 
the  intention  of  the  druggist  to  dispense,  or  make,  a 
decolorized  preparation?" 

The  official  chloroform  liniment  is  a  clear,  straw- 
colored  liquid.  Never  saw  it  colorless.  The  color 
comes  from  the  soap  used,  and  while  in  this  particular 
instance  it  may  have  been  decolorized  by  filtration 
through  animal  charcoal,  it  seems  more  probable  that 
an  unusually  white  soap  was  employed. 

If  the  Pharmacopoeia  is  followed  a  Castile  soap  is 
used,  and  this  gives  an  amber-colored,  or  deep  straw- 
colored,  liniment. 

Other  soaps  might  be  found  which  will  give  lighter- 
colored  or  even  colorless  liquids.  Such  are  more  likely 
to  be  rich  in  stearin  and  less  soluble,  but  filtration  will 
easily  take  out  what  does  not  dissolve. 

A  colorless  chloroform  liniment  is  certainly  open  to 
suspicion.  

Lanolin  or  Cucumber  Cream, 

R.  E. — "Kindly  publish  a  formula  for  a  lanolin  lotion 
or  cucumber  cream  with  some  body." 

Paraffin  wax 4  ounces  av. 

Paraffin  oil IS  fluidounces. 

Wool-fat,   hydrous 8  ounces  av. 

Rose-water    8  fluidounces. 

Borax   1  drachm. 

Melt  the  wax  at  a  gentle  heat,  add  the  oil  and  wool-fat,  and 
then  incorporate  the  rose-water,  in  which  the  borax  has  previously 
been  dissolved. 

By  replacing  the  rose-water  with  an  equivalent 
amount  of  the  expressed  and  strained  juice  of  green 
cucumbers  a  lanolin  and  cuciunber  cream  is  obtained. 
For  the  reason  that  many  of  the  cucumber  creams  on 
the  market  have  a  green  color,  the  addition  of  a  small 
amount  of  oil-soluble  chlorophyl  may  be  desirable.  Oil- 
soluble  chlorophyl  may  be  obtained  from  jobbers  in 
paste  form. 


Dustless  Sxveeping  Compound. 

L.  L.  M. — "Will  you  furnish  a  formula  for  a  dustless 
sweeping  compound?" 

Referring  to  the  files  of  the  Bulletin  we  find  that 
such  information  has  been  published  in  the  October, 
1913,  and  the  February,  1914,  issues.  We  again  re- 
peat it: 

According  to  a  patent  issued  in  1905,  a  sweeping  compound 
is  composed  of  sawdust,  silicious  material,  rosin,  oil,  and  tar. 
Another  patent  calls  for  catechu,  1  part;  mineral  oil,  8  parts; 
sawdust^  16  parts;  bran,  88  parts;  sand,  48  parts;  and  water 
<;§ntainmg  a  small  amount  of  nitrobenzene,  82  parts. 

This  is  offered  as  a  good  f  omul  a: 

Paraffin  wax 1  ounce  av. 

Paraffin  oil 8  pints. 

Salt 4  ounces  av. 

Sea  sand 4  pounds.  . 

Sawdust  6  pounds. 

Oil  of  eucalyptus 1  fluidounce. 

Melt  the  wax,  add  the  paraffin  oil,  incorporate  the  sand,  salt, 
and  sawdust,  and  finally  add  the  oil  of  eucalyptus. 


A  Marble  Cleaner. 

T.  D.  Co. — "Kindly  give  us  in  your  November  issue 
a  recipe  for  cleaning  marble,  such  as  old  monuments, 
etc.  We  would  like  something  which  will  not  take  off 
the  polish  or  leave  stains." 

"Pharmaceutical  Formulas"  suggests  the  following 
as  a  marble  cleaner : 

Dried  sodium  carbonate S  ounces. 

Powdered  pumice 1  ounce. 

Chalk   1  ounce. 

Mix  and  sift. 

The  powder,  made  into  a  cream  with  water,  should 
be  rubbed  well  over  the  soiled  parts,  and  washed  off 
with  soap  and  water.  Should  the  stone  require  repolish- 
ing,  marble  polishers  use  a  thin  paste  made  with  putty 
powder  and  water,  rubbing  with  thick  felt  or  with  a 
pad  of  moleskin.  

To  Color  Bichloride  Solution  Blue. 

R.  M.  W. — "I  would  ask  you  to  kindly  inform  me 
what  is  the  best  thing  with  which  to  color  bichloride 
solutions  blue.  I  want  something  that  will  give  the  solu- 
tion a  good  color  and  that  will  not  precipitate." 

Perhaps  the  most  satisfactory  agent  to  use  is  what 
is  known  in  the  trade  as  "Soluble  Blue,  Three  B."  Any 
of  the  large  jobbers  should  be  able  to  furnish  it. 


A  Carbolic  Mouth-wash  Miscible  with  Water. 

O.  D.  Co. — "Please  furnish  us  with  a  formula  for  a 
carbolic  mouth-wash  that  will  mix  with  water." 

Antiseptic  solution  (Liquor  Antisepticus)  of  the  U. 
S.  P.  makes  a  most  satisfactory  mouth-wash.  The  ad- 
dition of  1  Cc  of  carbolic  acid  to  the  formula  for  1000 
Co.  will  give  a  carbolic  mouth-wash  miscible  with  water 
in  any  proportion.  

A  Medical  Question. 

M.  E. — ^We  cannot  very  well  offer  a  remedy  for  the 
condition  described  in  your  letter.  This  is  a  matter 
which  ought  to  be  taken  up  with  a  skilful  physician. 
We  are  not  medical  experts  enough  to  outline  treat- 
ment ourselves,  and  it  would  scarcely  be  advisable  for 
us  to  offer  advice  in  any  event. 


F.  A.  B. — ^We  regret  that  we  cannot  furnish  you  the 
desired  formula  for  the  article  you  mention. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  L.  Scovuja 


Interstitial  Items. — 

Trypsin  solutions  are  rapidly  destroyed  by  traces  of 
alkali,  but  are  protected  by  the  presence  of  albumin  or 
calcium  salts.    Slightly  acid  solutions  are  permanent.  • 

The  fatty  bodies  of  tubercle  bacilli  probably  play  an 
important  part  in  the  formation  of  cheesy  masses  in  the 
lungs,  by  inhibiting  metabolic  processes. 

Soot  is  found  to  have  a  bactericidal  action,  due  to 
the  absorption  of  moisture  from  the  microorganisms  or 
to  the  presence  of  phenols  and  acids. 

Solutions  of  tartaric,  malic,  acetic,  and  formic  acids 
are  entirely  decomposed  by  prolonged  exposure  to  sun- 
light (70  to  200  hours),  evolving  carbon  dioxide. 

Osmosis  may  take  place  in  a  saturated  atmosphere  in 
the  same  way  as  in  water.  Casks  of  molasses  standing 
in  a  damp  place  for  several  years  were  found  to  have 
increased  5  per. cent  in  weight  through  absorption  of 
water. 

M.  W.  Franklin  thinks  that  ozone,  generated  elec- 
trically, is  a  valuable  aid  to  ventilation,  because  it  acts 
as  a  sterilizing  agent  on  moist  bacteria  only,  and  there- 
fore ought  to  sterilize  the  products  of  coughing  or 
sneezing. 

Physiological  tests  on  the  hydrogenated  oils  thus  far 
show  them  to  be  harmless.  Up  to  this  time  there  has 
not  been  shown  any  specific  objection  to  their  use  as 
foods. 

Fish  and  meat  exposed  to  moonlight  will  decompose 
more  rapidly  than  if  not  so  exposed.  This  is  due  to 
the  polarizing  effects  of  moonlight,  in  which  it  differs 
from  sunlight. 

Freshly  prepared  caramel  contains  formaldehyde 
from  decomposition  of  the  sugar,  but  old  samples  con- 
tain only  the  oxidation  product — formic  acid.  All 
samples  contain  traces  of  furfurol. 

The  study  of  colloidal  solutions  has  come  to  the 
point  of  using  two  microscopes  in  series,  magnifying 
the  magnified  image  to  a  power  of  20,000  diameters.  It 
was  found  necessary  to  pass  gradually  to  the  high 
power  in  studying  Brownian  movements. 

Prussian  blue  may  be  a  ferricyanide  of  iron  or  a 
ferrocyanide,  and  chemical  methods  of  examination  are 
unable  to  determine  which  it  is.  Physical  methods  of 
examination  have  not  yet  decided  the  question. 

N,  Dhar  has  proved  that  the  compound  formed  with 
boric  acid  and  glycerin  is  a  new  acid,  much  stronger 
than  boric  acid  and  less  easily  hydrolyzed.  He  does  not 
give  its  composition. 

P.  M.  Wolf  has  prepared  hydrogen  peroxide  100 
per  cent  pure  by  uniting  pure  hydrogen  and  oxygen  by 
means  of  the  silent  electric  discharge. 

German  patents  have  been  taken  out  for  a  compound 
of  cantharidin,  ethylenediamine,  and  gold,  which  is 
stated  to  be  an  extremely  active  germicide  and  may  be 
used  in  the  treatment  of  tuberculosis  by  injection. 

Lead  can  be  deposited  electrically  as  a  plating  if 
the  solution  contains  a  quarter  of  one  per  cent  of  pep- 
tone and  a  little  chlorate. 


A  direct  electric  current  diminishes  alcoholic  fer- 
mentation, while  an  alternating  current  stimulates  it 

Tests  of  the  flameless  combustion  in  comparison 
with  the  most  efficient  boilers  show  that  the  flameless 
method  utilizes  92.7  per  cent  of  the  heat,  while  a  tubular 
marine  boiler  utilizes  75.5  per  cent. 

A  Japanese  chemist  has  devised  an  instrument  which 
will  detect  0.0000001  Gm.  of  CO*,  and  will  tell  whether 
an  injured  tissue  is  alive  by  showing  whether  it  gives 
out  CO*  or  not. 

French  physiologists  state  that  the  appendix  is  not  a 
useless  organ,  but  that  it  secretes  a  hormone  which  as- 
sists in  regulating  the  bowels. 

Dr.  Lieb  says  that  pituitrin  is  the  most  reliable 
ecbolic,  and  that  ergotoxin  is  the  ecbolic  principle  of 
ergot.    Quinine  also  stimulates  uterine  contraction. 

The  injection  into  the  veins  of  250  to  500  Cc.  of  a 
30-per-cent  solution  of  glucose  is  said  to  sober  up  an 
intoxicated  person  at  once,  and  to  aid  in  ridding  the 
system  of  all  toxins  or  anesthetics. 

By  treating  wool  with  weak  solutions  of  formalde- 
hyde, the  wool  is  made  resistant  to  the  action  of  alkalies 
and  it  shrinks  less  on  steaming. 

If  one  cubic  centimeter  of  hydrogen  were  to  liberate 
its  electrons  continuously  at  the  rate  of  two  thousand 
millions  per  second  it  would  be  entirely  dissipated  as 
electrons  in  one  hundred  years.  Thus  do  the  ions  go 
into  the  eons. 

A  French  chemist  says  that  ferrous  sulphate  when 
pure  does  not  oxidize  or  change  in  the  air  at  15^  C 
He  was  unable  to  prepare  a  pure  anhydrous  ferrous 
sulphate  and  believes  that  it  never  has  been  made.  The 
heat  necessary  to  drive  out  all  of  the  water  always 
forms  some  basic  salt. 

Radium  emanations  are  being  tried  for  forcing  the 
growth  of  plants.  It  shortens  the  rest  period  of  the 
winter-buds  of  some  trees  and  causes  their  early  de- 
velopment. Whether  it  weakens  the  subsequent  growth 
or  not  has  not  yet  been  ascertained. 

If  a  Little  is  Good !— 

Arsenic  is  found  to  be  a  general  and  normal  con- 
stituent of  fruits  and  vegetables,  and  has  been  found  in 
85  different  plant  species  of  widely  different  origin.  Its 
proportions  in  fruits,  including  oranges,  apples,  pears, 
bananas,  pineapples,  etc.,  and  in  most  of  the  common 
vegetables — ^potatoes,  beans,  pumpkins,  onions,  etc. — and 
in  rice,  oats,  com,  r>'^e,  etc.,  has  been  estimated.  It  is 
thought  tp  play  some  active  part  in  protoplasmic  de- 
velopment, and  probably  enters  the  body  from  plant 
matters  used  as  food.  Its  presence  in  the  animal  or- 
ganism is  now  established. 

Vitamines. — 

Vitamines  are  the  nitrogenous  principles  found  in 
grains,  meat,  milk,  yolk  of  egg,  etc.,  which  are  indis- 
pensable to  life.  Diets  in  which  vitamines  are  lacking 
result  in  deficiency  diseases,  such  as  rickets,  scurvy,  etc., 
and  finally  in  death.  The  vitamines  contain  no  phos- 
phorus, and  their  lack  predisposes  to  tuberculosis. 
They  are  found  chiefly  in  the  outer  layers  of  grains, 
and  are  largely  removed  in  milling.  A  mixed  diet  may 
make  up  for  this  deficiency,  since  they  are  found  in 
vegetables,  meat,  milk,  etc.  They  are  partially  destroyed 
by  cooking,  and  entirely  destroyed  at  a  temperature  of 
125^  C. 
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THE 
DRUG  MARKET. 


The  market  tendency  during 
the  last  month  has  been,  in 
the  main,  slightly  down- 
ward. The  destruction  of  the  German  ship 
Emden  has  been  an  influencing  cause,  reducing 
insurance  rates  somewhat,  and  in  addition  to 
that  the  arrival  in  this  country  of  German- 
made  goods  has  shown  that  supplies  are  not 
wholly  cut  off.  Morphine,  codeine,  and  qui- 
nine are  cheaper.  Camphor,  chemically  pure 
glycerin,  menthol,  Russian  ergot,  beechwood 
creosote,  salicylic  acid,  benzoate  of  soda — 
these  have  all  declined.  Carbolic  acid  still 
maintains  its  lofty  position,  however,  this  being 
due  in  part,  it  is  claimed,  to  the  heavy  buying 
of  phenol  in  all  its  forms  by  cattle  and  stock- 
yard interests  in  an  eflfort  to  stamp  out  the 
foot-and-mouth  disease  epidemic. 

There  have  been  advances  in  certain  com- 
modities, it  is  true,  and  prices  throughout  run 


high,  but  the  outlook  gradually  becomes  much 
more  encouraging.  Market  reports  are  studied 
with  keen  interest  by  the  retail  trade,  but  there 
is  very  little  speculative  buying.  Some  re- 
tailers stocked  up  to  a  degree  at  the  beginning 
of  the  war's  outbreak  and  now  realize  that  such 
a  move  was  a  mistake.  Generally  speaking, 
prices  must  necessarily  seek  a  lower  level  as 
conditions  settle  down  to  as  near  to  normal  as 
circumstances  will  permit. 


The  provisions  of  the  new 

STICKING  ON  X  J. 

TBE  WAR  STAMPS,    emergency  tax  act  are  now 

pretty  well  understood  by 
the  drug  trade  despite  the  complexity,  and  in 
some  instances  the  ambiguity,  of  the  measure. 
The  entire  act  constitutes  a  young  book,  when 
put  into  type.  Fortunately,  however,  all  its 
zvhereases  and  provided  furthers  do  not  spe- 
cifically concern  the  man  who  runs  a  drug 
store.  Although  he  "gets  his,"  other  lines  are 
aflfected,  as  well. 

At  this  writing  it  is  stated  that  nearly  all 
American  manufacturers  of  note  have  assumed 
the  burden  of  the  stamp  act.  The  law  compels 
the  manufacturer  to  affix  the  stamp  on  goods 
in  his  hands  when  the  law  goes  into  effect  on 
December  1,  and  on  all  goods  turned  out  dur- 
ing the  year  that  the  act  is  in  force.  There  is 
nothing  to  hinder  him,  however,  from  passing 
this  additional  cost  of  production  along  to  the 
jobber  and  the  druggist  by  raising  his  price. 
But  this  is  exactly  what  he  isn't  going  to  do, 
so  far  as  we  are  able  to  learn.  A  most  com- 
mendable attitude,  and  one  which  the  retail 
trade  will  fully  appreciate. 

But   while   the   manufacturer   must   stamp 

everything  during  the  life  of  the  provision,  the 

jobber  and  the   retailer  are   under  no   such 

necessity. 

*     *     * 


WHEN  THE 

STAMPS  MUST  BE 

AFFIXED. 


Thus  goods  on  hand  in  drug 
stores  do  not  require  the 
stamp  until  they  are  sold  at 
retail.  Requirements  will  be  fully  complied 
with  if  the  little  tax  sticker  is  put  in  place  just 
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prior  to  delivery  of  the  package  to  the  pur- 
chaser. There  are  two  ways  in  which  the 
stamp  piay  be  cancelled.  The  person  who  af- 
fixes it  may  write  or  stamp  on  it  his  initials  and 
the  date  on  which  it  is  attached ;  or  he  may  so 
place  it  that  the  customer  in  opening  the  bottle, 
box,  or  package  will  tear  the  stamp,  thereby 
rendering  it  unfit  for  use  again. 

Experience  gained  with  the  Spanish  war  tax 
points  to  the  advisability  of  not  stamping 
the  entire  stock  now  on  hand.  The  present 
stamp  tax  holds  good  for  one  year  only,  and 
should  no  new  act  take  its  place,  stamps  will 
not  be  required  after  December  1,  1915. 
Goods  bearing  stamps  do  not  find  favor  in  the 
eyes  of  the  buying  public  after  the  necessity 
for  the  government  plaster  has  ceased  to  exist. 
There  is  a  suspicion  that  such  goods  have  been 
on  hand  for  a  long  time. 

However,  there  is  a  certain  degree  of  danger 
in  such  a  course,  and  many  druggists  will  not 
follow  it.  Clerks  cannot  always  be  depended 
on  to  be  as  careful  as  they  might,  and  some- 
times the  proprietor  himself  is  quite  as 
thoughtless  as  the  clerks.  Selling  a  stampable 
product  without  a  stamp  might  subject  the 
dealer  to  a  fine  of  $500. 


There  is  a  provision  in  the 

™F  raS^iIil^"     "^^v  law  imposing  a  tax  of 

$4.80  for  the  year  on  retail 
tobacco  dealers,  and  chewing  gum  and  still 
wines  are  made  subjects  of  stamp  taxation. 
Aside  from  these  items  practically  all  that  per- 
tains to  the  drug  trade  specifically  is  grouped 
under  "perfumery,  cosmetics  and  other  similar 
articles."  We  give  the  exact  phraseology  of 
the  law: 

For  and  upon  every  packet,  box,  bottle,  pot,  phial,  or 
other  inclosure  containing  any  essence,  extract,  toilet 
water,  cosmetic,  vaseline,  petrolatum,  hair  oil,  pomade, 
hair  dressing,  hair  restorative,  hair  dye,  tooth  wash, 
dentifrice,  tooth  paste,  aromatic  cachous,  or  any  similar 
substance  or  article,  by  whatsoever  name  the  same  here- 
tofore have  been,  now  are,  or  may  hereafter  be  called, 
known,  or  distinguished,  used,  or  applied  as  perfumes  or 
as  cometics,  and  sold  or  removed  for  consumption  and 
sale  in  the  United  States,  where  such  packet,  box,  bottle, 
pot,  phial,  or  other  inclosure,  with  its  contents,  shall  not 
exceed  at  the  retail  price  or  value  the  sum  of  5  cents, 
one-eighth  of  1  cent 

Where  such  packet,  box,  bottle,  pot,  phial,  or  other 
inclosure,  with  its  contents,  shall  exceed  the  retail  price 
or  value  of  5  cents,  and  shall  not  exceed  the  retail  price 
or  value  of  10  cents,  two-eighths  of  1  cent. 


Where  such  packet,  box,  bottle,  pot,  phial,  or  other 
inclosure,  with  its  contents,  shall  exceed  the  retail  price 
or  value  of  10  cents,  and  shall  not  exceed  the  retail  price 
or  value  of  15  cents,  three-eighths  of  1  cent. 

Where  such  packet,  box,  bottle,  pot,  phial,  or  other 
inclosure,  with  its  contents,  shall  exceed  the  retail  price 
or  value  of  15  cents,  and  shall  not  exceed  the  retail  price 
or  value  of  25  cents,  five-eighths  of  1  cent.  And  for  each 
additional  25  cents  of  retail  price  or  value  or  fractional 
part  thereof  in  excess  of  25  cents,  five-eighths  of  1  cent. 

That  all  articles  and  preparations  provided  for  in 
this  schedule  which  are  in  the  hands  of  manufacturers 
or  of  wholesale  or  retail  dealers  on  and  after  Decem- 
ber 1,  1914,  shall  be  subject  to  the  pa3rment  of  the  stamp 
taxes  herein  provided  for,  but  it  shall  be  deemed  a 
compliance  with  this  act  as  to  such  articles  on  hand  in 
the  hands  of  wholesale  or  retail  dealers  as  aforesaid 
who  are  not  the  manufacturers  thereof  to  affix  the 
proper  adhesive  tax  stamp  at  the  time  the  packet,  box, 
bottle,  pot,  or  phial,  or  other  inclosure  with  its  contents 
is  sold  at  retail. 


We  have  been  so  busy  rais- 

WHY  NOT  "GROWN    •    ^     i.  _       ^  /         ,. 

IN  AMERICA?"  ^^S  hogs,  coHi  and  poli- 
ticians that  we  have  given 
little  heed  to  what  might  be  termed  the  finer 
points  of  agriculture.  Our  country  is  so  big, 
broad  and  resourceful  that  we  haven't  needed 
to,  until  recently.  Within  the  memory  of  all 
of  us  a  man  could  get  a  good  farm  by  merely 
moving  onto  it. 

But  conditions  are  beginning  to  change 
somewhat,  and  a  realization  of  these  changes 
is  borne  in  onto  us  now  and  then  rather  by  in- 
direction than  by  a  face-to-face  presentment. 
Some  day  an  acre  of  ground  will  mean  much 
more  than  a  patch  of  land,  even  in  America. 

Right  now,  as  one  of  the  results  of  the  Eu- 
ropean war,  the  Department  of  Agriculture  at 
Washington  is  receiving  a  mass  of  inquiries 
from  all  over  the  United  States  concerning  the 
possibilities  open  to  the  American  farmer  in 
the  growing  of  medicinal  plants.  The  Depart- 
ment's specialist  in  charge  of  drug-plant  in- 
vestigation has  written  a  number  of  these  cor- 
respondents, stating  what  can  and  what  can- 
not be  done. 

Some  medicinal  plants,  he  says,  may  be 
grown  as  easily  as  cucumbers  or  cabbages; 
others  require  not  only  the  skill  of  a  practiced 
gardener,  but  special  knowledge  relating  to 
soils,  climatic  conditions  and  proper  methods 
of  harvesting  and  curing.  Among  those  which 
are  now.  produced  chiefly  in  Europe  but  which 
may,  under  suitable  conditions,  be  grown  in 
parts  of  the  United  States,  are  althea,  anise, 
belladonna,  calamus,  caraway,  coriander,  digi- 


BULLETIN  OF  PHARMACY 


487 


talis,  elecampane,  fennel,  henbane,  horehound, 
sage,  marjoram,  thyme  and  valerian. 

Throughout  the  correspondence,  however, 
runs  a  note  of  caution.  Under  normal  condi- 
tions a  raiser  of  drug  plants  must  not  expect 
abnormal  returns.  Neither  must  a  beginner 
expect  quick  returns.  The  point  is  emphasized 
that  it  is  quite  impossible  for  one  inexperienced 
in  this  particular  branch  of  agriculture  to  ob- 
tain a  high  degree  of  success  right  at  the  be- 
ginning. Skill  and  technical  knowledge  must 
first  be  acquired. 

However,  there  is  no  reason  why  both  skill 
and  knowledge  should  not  be  acquired.  Our 
country  possesses  all  sorts  and  conditions  of 
soil  and  climate,  and  the  war  has  shown  the 
need  and  the  opportunity. 


LOOSE 
STATEMENTS 

TABOOED. 


The  "office  of  information" 
of  the  Department  of  Agri- 
culture at  Washington  has 
issued  some  labeHng  suggestions  to  makers  of 
medicinal  preparations  which  are  not  only  in- 
teresting but  highly  significant.  It  is  declared 
that  no  preparation  can  be  properly  designated 
a  cure,  specific  or  remedy,  nor  can  it  bear 
promises  of  benefit,  imless  the  product  can  be 
depended  on  to  produce  the  effects  claimed  for 
it.  If  a  preparation  is  to  be  called  a  "remedy" 
it  must  actually  be  a  remedy  for  the  affections 
named  under  all  considerations,  irrespective  of 
kind  and  cause. 

There  must  be  no  suggestion,  hint  or  insinu- 
ation, direct  or  indirect,  that  tends  to  convey 
a  misleading  impression  concerning  a  prepara- 
tion. The  phrase,  "has  been  widely  recom- 
mended for,"  followed  by  unwarranted  claims, 
will  not  be  permitted,  nor  will  indefinite  or 
sweeping  terms,  such  as  "for  kidney  troubles," 
be  considered  in  good  form.  A  medicine 
should  not  be  recommended  for  rheumatism 
unless  it  is  capable  of  fulfilling  the  claims  made 
for  it  in  all  kinds  of  rheumatism. 


Such  statements  as  "for 
BE  DEFINITE.       some  discases  of  the  kidney 

and  liver,"  "for  many  forms 
of  rheumatism,"  are  held  to  be  objectionable, 
on  account  of  indefiniteness,  and  names  like 
"heart  remedy,"  "kidney  pills,"  "blood  puri- 
fier," "nerve  tonic,"  "bone  liniment,"  "limg 


balm,"  and  other  terms  involving  the  names  of 
parts  of  the  body,  are  not  looked  on  with  ap- 
probation for  similar  reasons. 

Testimonials  come  in  for  some  good  hard 
raps,  as  do  statements  guaranteeing  a  refund 
of  the  purchase  price  if  no  benefit  is  derived. 
There  must  be  nothing  vague,  general  or  mis- 
leading about  them.  Nothing  must  be  stated 
in  a  testimonial  which  would  be  considered  as 
unwarranted  if  put  forth  as  a  direct  statement 
by  the  manufacturer.  Statements  on  the  label 
guaranteeing  a  cure  or  money  refunded  should 
be  extremely  circumspect  in  phraseology, 
avoiding  claims  which  can't  be  made  good. 
Misrepresentations  are  not  justified  by  the  fact 
that  the  money-return  part  of  the  contract  will 
be  actually  fulfilled  if  a  demand  is  made. 

While  these  are  merely  "suggestions"  from 
a  government  bureau,  they  are  held  to  be  jus- 
tified by  the  Sherley  amendment  to  the  Federal 
food  and  drugs  act,  and  it  is  supposed  that  the 
courts  would  uphold  them  in  actual  cases. 


NEWYOEK         There  is  war  in  New  York 

HEALTH  BOABD      City,  as  wcU  as  in  Europe. 

CHECKED.         j^  ^jji  {jg  remembered  that 

the  board  of  health  came  out  a  short  time  ago 
with  an  amendment  to  the  sanitary  code  which 
made  it  unlawful  for  a  druggist  to  sell  such 
inoffensive  family  remedies  as  Sun  cholera  tab- 
lets, brown  mixture,  syrup  of  white  pine,  and 
paregoric  except  on  a  physician's  prescription. 
This  ruling  immediately  aroused  the  indigna- 
tion of  the  druggists  of  the  city,  and  as  a  result 
a  lawyer  was  hired  and  it  was  decided  to'  put 
up  a  stiff  fight.  Otto  Raubenheimer  signified 
his  willingness,  even  eagerness,  to  be  the 
"goat,"  and  preparations  were  under  way  to 
have  a  test  case  taken  into  court. 

However,  just  as  the  stage  was  being  set  for 
the  big  show,  along  came  Attorney-General 
Jas.  A.  Parsons  and  rendered  an  opinion  to  the 
effect  that  the  Health  Board's  somewhat 
monarchical  ordinance  conflicted  with  a  State 
law,  the  Boylan  act,  and  was  therefore  void. 
This  is  merely  an  opinion,  though,  and  may  or 
may  not  be  allowed  to  stand  unsupported  by  a 
court  decision.  The  "goat"  may  yet  be  trotted 
out  and  turned  over  to  the  tender  mercies  of 
the  man  with  a  warrant.  But  it  is  a  check 
anyhow.  The  health  board  will  pause  a 
moment,  and  ponder. 
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The   Section   on  Education 

PHABMACY  LAW.  ^^^  Legislation  of  the  Amer- 
ican Pharmaceutical  Associ- 
ation is  at  work  on  a  difficult  and  important 
task — that  of  drafting  a  model  pharmacy  law. 
Each  State  pharmaceutical  association  and 
each  State  examining  board  has  been  asked  to 
appoint  one  man  to  cooperate  in  the  work,  thus 
making  a  sub-committee  of  two  in  each  State. 

Suggestions  are  to  be  sent  to  Chairman 
Frank  H.  Freericks,  and  a  rough  draft  of  a 
law  will  be  prepared,  after  which  the  officers 
of  the  Section  on  Legislation  and  Education 
will  discuss  the  measure  and  make  changes,  if 
necessary.  The  draft  will  then  go  back  to  the 
members  of  the  sub-committee,  and  by  them 
will  be  taken  before  pharmaceutical  associa- 
tions in  every  State  in  the  Union  for  discus- 
sion. Finally,  the  measure  will  be  brought 
before  the  A.  Ph.  A.  at  next  year's  meeting  in 
San  Francisco,  and  whipped  into  shape. 

Carrying  on  the  work  in  this  manner,  it  is 
hoped  that  the  best  thought  of  the  nation  will 
be  brought  into  play  and  that  a  thoroughly 
representative  pharmacy  law  will  result. 

*  *     ♦ 

On    November    3,    1864,    a 

COLLEGE  JUBILEE,  meeting    was    held    in    St. 

Louis,  Mo.,  and  a  committee 
appointed  to  take  definite  action  in  the  matter 
of  establishing  a  college  of  pharmacy  in  that 
city.  A  week  later  the  St.  Louis  College  was 
modestly  ushered  into  existence. 

Tuesday,  November  10,  1914,  markfed  the 
attainment  of  the  half-century  year-post,  and 
on  that  occasion  formal  exercises  commem- 
orating the  semi-centennial  were  celebrated. 
Addresses  were  delivered  by  Professors  Joseph 
P.  Remington,  Charles  Caspari,  Jr.,  James  H. 
Beal,  Frederick  J.  Wulling,  Ex-President 
Cyrus  P.  Walbridge,  and  Joseph  L.  Boehm, 
and  there  were  class  reunions,  luncheons,  and 
a  banquet. 

The  St.  Louis  college  is  one  of  the  leading 
institutions  of  the  country  devoted  exclusively 
to  the  teaching  of  pharmacy,  and  is  one  of  the 
six  colleges  old  enough  to  celebrate  a  semi- 
centennial. 

♦  ♦     ♦ 

PEiCE  MASKS       ^^hat  would  seem  to  be  a 

ON  PKESCKiPTioNS  vcry  fine  distinction  is  drawn 

UNLAWFUL?        ^y  Pj.  Sumner,  of  the  State 

Board  of  Health  of  Iowa,  who  arises  to  re- 


mark that  druggists  violate  the  law  when  they 
affix  the  N.  A.  R.  D.  price-mark  to  copies  of 
prescriptions.  The  Hawkeye  attorney-general 
agrees  with  Dr.  Sumner,  holding  the  act  a  con- 
spiracy to  fix  prices.  The  Official  Register  of 
the  Iowa  Pharmaceutical  Association  states 
that  the  matter  has  been  turned  over  to  the 
board  of  pharmacy  for  investigation. 

This  is  the  first  time  that  we  can  recall  that 
the  propriety  of  the  practice  has  been  ques- 
tioned. The  presence  of  the  mark  is  often  a 
distinct  advantage  to  the  druggist,  and  inas- 
much as  he  fails  to  perceive  wherein  he  is  not 
acting  strictly  within  his  rights  he  can  scarcely 
be  expected  to  abandon  the  custom  imtil  com- 
pelled to  do  so  by  an  adverse  court  decision. 

*  *     * 

Success    has    crowned    the 

FAMINE  AVEBTED.  ^fforts  of  prominent  im- 
porters, and  arrangements 
have  been  made  looking  to  partial  relief  from 
the  shortage  of  coal-tar  products.  This  was 
done  through  diplomatic  circles  at  Washing- 
ton, and  as  a  result  a  number  of  shipments  of 
German-made  commodities  of  this  class  have 
already  been  received  at  American  ports.  Cus- 
tom-house entries  show  that  more  than  fifty 
carloads  of  chemicals  and  dyestuffs  reached 
New  York  within  two  weeks,  having  come 
through  Holland.  It  is  stated  that  there  will 
be  no  objection  on  the  part  of  the  English 
government  to  further  shipments  of  this  class 
of  goods,  and  it  is  anticipated  that  American 
manufacturers  will  experience  little  difficulty 
in  laying  in  sufficient  stocks  to  last  them  for 

months. 

*  ♦     ♦ 


The  result  of  the  balloting 
^'  "iiECTED^ "'*  for  officers  of  the  American 

Pharmaceutical  Association 
for  the  year  1915-16  has  been  announced,  and 
we  are  now  able  to  present  a  list  of  the  suc- 
cessful candidates: 

President— W.  C.  Alpers,  Cleveland,  Ohio. 

First  Vice-President— Charles  H.  LaWall,  Phila- 
delphia. 

Second  Vice-President — E.  A.  Ruddiman,  Nashville, 
Tenn. 

Third  Vice-President — L.  A.  Brown,  Lexington,  Ky. 

Members  of  the  Council — Caswell  A,  Mayo,  New 
York ;  F.  M.  Apple,  Philadelphia ;  and  Harry  V.  Amy, 
New  York. 

According  to  custom,  voting  was  carried  on 
by  mail,  and  the  officers  thus  elected  do  not 
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settie  into  harness  until  after  the  next  annual 
meeting  of  the  big  organization,  held  at  San 
Francisco  next  September. 


THE  LIOUOB 
QUESTION. 


In  the  elections  last  month 
the  question  of  prohibition 
came  up  in  six  States.  The 
saloon  was  voted  out  in  Arizona,  Oregon, 
Washington,  and  Colorado.  Ohio  and  Cali- 
fornia emphatically  preferred  to  remain  wet. 
The  somewhat  rapid  advance  made  by  the 
prohibition  movement  during  the  last  few 
years  is  of  very  great  significance  to  the  drug 
trade.  It  brings  an  unnatural  and  undesired 
pressure  to  bear  upon  the  retail  druggist.  His 
peace  of  mind  is  greater  where  prohibition  does 
not  obtain,  for  then  drinkers  do  not  bother  him 
for  supplies.  All  of  which  gives  point  and 
substance  to  the  article  contributed  to  this  issue 
of  the  Bulletin  by  G.  O.  Young,  a  prominent 
druggist  of  West  Virginia,  who  has  something 
to  say  about  the  new  liquor  law  in  that  State 
as  it  affects  druggists. 


VINDICATED 
BY  HIS  CHUftCH  I 


Readers  of  the  Bulletin 
will  recall  that  mention  was 
made  a  few  months  ago  of 
libel  suits  brought  against  the  American  Medi- 
cal Association,  and  Geo.  H.  Simmons,  editor 


of  the  Journal  of  the  A,  M.  A,,  by  the  Chat- 
tanooga Medicine  Co.,  John  A.  Patten,  mana- 
ger. Mr.  Patten's  character  had  been  directly 
assailed  in  the  Journal,  it  was  claimed.  Now 
develops  an  interesting  side-light.  The  charges 
made  against  Mr.  Patten  were  taken  up  at  a 
quarterly  conference  of  the  First  Methodist 
Church,  and  Mr.  Patten  exonerated.  The 
closing  sentence  of  the  signed  report  reads: 
"We  have  found  nothing  in  our  investigation 
which,  in  our  opinion,  would  prevent  an  intelli- 
gent and  conscientious  man  from  engaging  in 
the  business  in  which  he  is  now  engaged  from 
the  point  of  view  of  either  morals  or  of  re- 
ligion." 


A  POSSIBILITY 
IN   INK. 


And  now  comes  the  possi- 
bility of  no  more  5-cent  ink ! 
During  the  tenth  annual  ses- 
sion of  the  National  Association  of  Stationers 
and  Manufacturers,  convened  at  Philadelphia, 
it  was  brought  out  that  the  European  war  was 
raising  seven  kinds  of  blue  purgatory  with  raw 
materials  in  the  ink  and  mucilage  lines,  and 
the  idea  of  gently  refraining  from  manufactur- 
ing the  5-cent  package  altogether  was  dis- 
cussed. No  definite  action  was  taken,  however. 
It  seemed  to  be  the  prevailing  opinion  that  a 
reduction  in  the  size  of  the  bottle  ought  first 
to  be  tried. 


SPECIAL  FEATURES  FOR  THE  BULLETIN  NEXT  MONTH. 

1.  A  Tery  attrmctiTe  window  display  of  candy. 

2.  A  noTol  scliomo  for  Ike  display  of  bot-water  bottles. 

3.  A  pioce  of  drag-store  fiction  that  will  make  you  laugli. 

4.  Four  or  fire  pages  of  interesting  pictures,  especially  tkose  of  druggists  taken  on  hunt- 
ing trips. 

5.  A  lire  paper  based  on  practical  experiencot   and   entitled   "Getting  Rid   of   Ckristmas 
Left-oTors." 

6.  Anotker  installment  of  tke  exceedini^y  interesting  description,  begun  in  tbis  issue,  of 
pbarmaceutical  conditions  in  Alaska. 

7.  The  series  of  articles  on  "My  Best  Paying  Si<le-line"  will  be  resumed,  and  the  paper 
next  month  will  be  deroted  to  fountain  pens. 

8.  Something  about  a  druggist  who  baa  succeeded  in  building  up  an  analytical  department, 
and  who  employs  a  man  especially  for  the  purpose. 

9.  The   story   of   how  a  druggist   stumbled  onto  a  simple  cough  medicine  last  year,  and 
the  methods  he  used  in  creating  a  public  demand  for  it. 

10.  Four  or  fiye  papers  from  druggists  in   which  they  tell  how  they  baye  succeeded  in 
getting  business  from  factories,  municipalities,  and  large  business  concerns. 
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A  HALF-TRUTH  IS  THE  MOST  VICIOUS 

TYPE  OF  LIE. 

Many  readers  have  doubtless  had  their  atten- 
tion called  to  an  article  that  appeared  in  the 
November  issue  of  Pearson's  Magazine  in 
which  the  slimy  teeth  of  the  muck-rake  are 
made  to  claw  up  a  little  ground  in  the  vicinity 
of  the  drug  business.  A  professional  mud- 
gardener  did  the  job,  evidently,  for  the  "story" 
has  all  the  dramatic  sensationalism  and  essen- 
tial dishonesty  so  dear  to  the  heart  of  those 
who  manufacture  this  class  of  literature.  It  is 
breezy,  careless,  and  untruthful.  The  author 
has  made  no  attempt  to  be  fair. 

Pearson's — we  will  dismiss  the  writer,  who 
is  wholly  unknown  and  whose  language  marks 
him  as  wholly  irresponsible — Pearson's,  we 
repeat,  wants  it  to  appear  that  the  druggist  is 
a  grafter,  a  pirate,  and  altogether  dishonest. 
Here  are  some  of  the  pet  designations  applied 
to  him: 

*'It  may  be  that  old  Captain  Kidd  was  really  handy 
in  his  line,  but  he  overlooked  a  lot  of  good  things 
when  he  failed  to  hang  a  pharmacist's  license  in  his 
cabin." 

''The  subject  is  dniggists  and  the  brazen  graft  of 
them." 

"The  druggist  looks  you  over — appraises  you — and 
charges  accordingly." 

"Ask  any  honest  pharmacist — if  you  happen  to  be 
able  to  attain  the  almost  unattainable." 

What  proof  is  offered — what  charge  is  made 
— to  justify  these  sweeping  allegations? 
Simply  this:  that  one  price  is  charged  for  a 
thing  if  it  is  called  for  under  its  common  name, 
and  quite  another  price  is  clvarged  if  the  same 
thing  is  zvritten  in  Latin  on  a  prescription 
blank. 

We  grant  it,  frankly.  There  isn't  a  drug- 
gist in  the  United  States  who  could  or  would 
deny  it.  But  it  presents  only  one  side  of  the 
shield.  //  is  a  half-truth,  which  is  tlie  most 
vicious  type  of  lie.  It  proves  nothing  wrong 
against  the  druggist,  although  it  may  show  up 
a  weakness  in  the  prevailing  system  of  pre- 
scription pricing. 

It  is  the  custom  to  base  prescription  prices  on 
the  size  of  the  bottle,  or  the  number  of  the 
capsules,  powders,  pills,  suppositories,  or  what- 
ever it  may  be.  For  a  great  many  years  it  has 
been  the  rule,  more  or  less  slavishly  adhered  to. 


to  charge  50  cents  for  a  4-ounce  mixture,  quite 
regardless  of  what  it  was  made  up  of.  On 
some  such  4-ounce  prescriptions  the  druggist 
has  made  a  very  handsome  profit ;  on  others  he 
has  lost  money.  In  neither  case  did  the  circum- 
stance bother  him,  for  it  was  the  average  that 
he  kept  before  him.  If  he  lost  money  on  one 
mixture,  he  made  money  on  the  next,  and  taken 
altogether  the  general  result  was  fairly  satis- 
factorv. 

As  a  rule  this  course  is  still  followed,  with 
modifications. 

But  what  happens  when  some  mud-slinger 
singles  out  those  cases  in  which  a  heavy  profit 
is  made  and  ignores  entirely  those  in  which 
very  little  is  made,  nothing  made  at  all,  or  an 
actual  loss  sustained?  It  must  follow  that  the 
druggist  is  put  in  a  bad  light. 

That  is  exactly  what  has  happened  in  the 
Pearson's  article.  Camphor  water,  sodium  bi- 
carbonate, common  salt,  copperas,  paregoric, 
powdered  alum,  infusion  of  buchu,  peppermint 
water,  Epsom  salt,  chalk  mixture,  and  carbolic 
acid — ^these  are  the  substances  put  to  the  dual 
test;  called  for  in  plain  English  by  one  man 
and  called  for  when  written  into  prescriptions 
by  another  man.  When  these  men  compared 
notes  quite  naturally  a  wide  discrepancy  was 
revealed. 

But  why  was  not  the  other  side  of  the  situa- 
tion investigated,  also?  Why  were  not  high- 
priced  drugs  called  for,  first  by  Bill  and  then 
by  William?  Why  were  only  the  inexpensive 
ones  picked  out?  Why  was  the  game  played 
with  marked  cards?  This  whole  "investiga- 
tion" was  so  absurd  as  to  be  unworthy  of  men- 
tion, except  that  it  will  mislead  people  who 
don't  know  the  facts. 

The  days  of  putting  up  camphor  water,  4 
ounces,  and  4  grains  of  common  salt  in  an 
ounce  and  a  half  each  of  peppermint  water  and 
plain  water  are  practically  past.  Modern  dnig 
stores  very  rarely  get  such  prescriptions;  doc- 
tors very  rarely  write  them.  Rather  is  the 
present-day  druggist  confronted  by  problems 
similar  to  the  one  outlined  in  the  department  of 
"Letters,"  in  this  very  issue  of  the  Bulletin, 
where  12  powders  are  involved  each  containing 
1/^  grains  of  svapnia  and  2  grains  of  codeine 
phosphate.  Our  correspondent  calculates  the 
actual  cost  of  these  dozen  powders  to  be  67 
cents ;  and  in  order  to  make  the  same  profit  that 
he  would  on  a  bottle  of  a  proprietary  remedy 
he  must  charge  a  dollar.  But  does  he,  as  a 
rule?    It  is  safe  to  say  that  he  does  not.    Nine 
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men  out  ten,  we  feel,  would  charge  fifty  cents, 
and  pray  the  Lord  that  the  next  prescription 
might  set  them  even,  or  yield  a  fair  profit  on 
the  two  transactions  figured  as  one. 

This  system  of  pricing  may  not  be  the  best ; 
in  fact  we  do  not  think  it  is  and  have  repeatedly 
advocated  its  abandonment,  at  least  in  part. 
But  investigation  has  shown  that  it  is  the  one 
most  generally  used ;  and  doubtless  it  was  the 
one  in  vogue  in  a  majority  of  the  stores  victim- 
ized by  Bill  and  his  notoriety-seeking  com- 
panion. 

Notoriety-seeking — that's  the  word!  And 
it  applies  not  only  to  the  writer  who  prefers  to 
give  a  fellow  human  being  the  worst  of  it 
rather  than  tell  the  whole  truth,  but  to  anv 
magazine  that  will  be  guilty  of  disseminating 
such  unfair  attacks. 

Evidently  Pearson's  has  little  regard  for  the 
good-will  of  druggists  who  maintain  news- 
stands. 


THE  SALESMAN  AND  THE  PRESCRIPTION 

CLERK. 

Which  should  receive  the  higher  salary — ^the 
man  behind  the  prescription  case,  or  the  man 
behind  the  sales  counter  ? 

This  question  is  discussed  by  seven  writers 
in  another  part  of  the  Bulletin,  and  the 
symposium  is  highly  interesting.  Both  sides 
are  handled  and  some  strong  arguments 
brought  out. 

It  is  not  at  all  surprising  that  the  majority 
of  the  papers  are  found  on  the  side  of  the  man 
who  makes  the  sales.  The  trend  is  unmistak- 
ably in  that  direction. 

Barring  temperamental  peculiarities,  there  is 
nothing  in  the  world  to  hinder  a  young  man 
from  being  able  to  serve  in  either  capacity  with 
equal  felicity.  But  not  infrequently  certain 
temperamental  diflferences  split  clerks  into  two 
classes.  One  takes  "naturally,"  we  say,  to 
meeting  patrons  a  little  more  than  half-way 
and  matching  wits  with  them.  The  other  finds 
a  keen  delight  in  encountering  and  solving  the 
problems  of  the  compounding  room. 

Which  is  the  higher  type  and  which  con- 
tributes more  to  the  dignity  of  pharmacy  is 
quite  beside  the  question.  What  each  con- 
tributes to  the  welfare  of  the  business  is  what 
the  employer  is  vitally  interested  in.  And  it  is 
the  employer  who  distributes  the  pay  en- 
velopes ;  he  is  the  court  of  last  resort. 

No  matter  how  much  we  may  deplore  it, 


day  by  day  the  drug  business  is  becoming  more 
business  and  less  drug.  Side-lines  are  pushing 
in  from  all  directions,  and  in  a  large  majority 
of  the  stores  the  receipts  from  the  prescription 
department  do  not  loom  large  in  the  nightly 
footing.  True,  a  proprietor  who  employs  a 
prescription  clerk  must  have  enough  business 
to  keep  the  latter  busy ;  otherwise  he  would  not 
divide  his  force  in  this  manner.  But  he  must 
have  other  business,  also,  or  there  would  be  no 
one  "up  front,"  and  no  comparison  could  be 
instituted. 

Side-lines  demand  study,  just  as  incompati- 
bilities do.  It  does  not  follow  that  because  a 
man  stands  closer  to  the  store  library  that  he 
has  more  knowledge.  Head  against  head,  it  is 
highly  probable  that  one  would  not  be  able  to 
score  above  the  other. 

The  whole  matter  may  be  summed  up  in  the 
statement  that  it  is  all  a  question  of  producing 
power,  and  that  the  salesman  has  the  better 
opportunity  to  produce. 

Perhaps  that  is  why  only  two  out  of  the 
seven  papers  in  the  symposium  referred  to 
espouse  the  prescription  clerk's  cause. 


At  the  November  meeting  of  the  Philadel- 
phia branch  of  the  American  Pharmaceutical 
Association  strong  resolutions  were  passed 
condemning  the  "Pills  and  Piracy"  article  in 
Pearson's  Magazine.  Not  only  was  a  retrac- 
tion called  for,  but  the  principle  was  insisted 
on  that  the  magazine  in  question  refrain  from 
publishing  such  unjust  attacks  in  the  future. 


A  Pennsylvania  druggist  who  died  recently 
left  a  peculiar  request.  He  asked  that  no 
woman  except  his  wife  be  permitted  to  attend 
his  funeral.  Women  gossiped,  he  saidr  and  he 
didn't  care  to  be  made  either  the  subject  of 
loose  talk  or  an  object  of  curiosity.  His  pe- 
tition was  granted. 


Prof.  Wilbur  L.  Scoville,  of  the  scientific 
staff  of  Parke,  Davis  &  Co.,  addressed  the 
pharmacy  class  at  the  State  University,  Madi- 
son, Wisconsin,  on  Friday,  Nov.  20. 


A  druggist  at  DeKalb,  Mo.,  objects  to  a 
local  tax  of  $50  on  his  drug  business,  and  has 
decided  to  stand  suit  to  test  the  legality  of  such 
an  imposition. 
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PROFITS  AND  EARNINGS 


A  NORTH  DAKOTA  BUSINESS. 

Here  is  a  statement  submitted  on  one  of  our 
blanks  by  a  prairie  firm  doing  an  excellent  busi- 
ness, apparently.  Twenty  thousand  dollars 
taken  in  over  the  drug  counter  constitutes  a 
good  showing,  from  the  sales  point  of  view, 
and  a  store  so  fortunately  situated  ought  to  be 
making  money.    Let  us  see. 

Cash  received  from  sales  and  book  accounts, 
plus  (in  this  case)  difference  between  what  was 
carried  on  the  books  at  the  beginning  of  the 
year  and  what  was  on  the  books  at  the  end  of 


1.  C^di  itcdvcd  fron  aU  aalci  and  book  aocoiHts..  J ^.. .   t^^.T"^^'  ^f 

2.  Book  aiccouau  bctmaiog  of  year \...i/J¥.(.:f7' 

1  Booh  acmMU  tad  of  y«v \..^J.9.'f.(:if 

4.  Diflcnaccia  book  aocooaU /.   % 

1  N«c  nkt  for  tbc  ytar $.../.. i. 


&  lavtatory  of  Mock  btgiaaiac  of  year ^-^f'J^J 

7.  Pvrchascf  duriai  year %l¥:P.ff'^l 

ft.  Total  eoat  of  aicrchandiw '  ♦»•/■ -wy^.../ 

9.  lav«Btery  of  alock  cad  of  year ; %M.^9'*rH^ 

10.  Net  CON  of  awrchaadiie  aoM  dwriag  year. \ .  _$. . . .. 


II  GroM  prafai l-v--- V 

12.  Carrcat  espcaan \*JMl*'*k^ 


11.  Met  pra6ta $• 

•4  Toul  iaooaic  from  buaacaa .j $• 


The  statement  as  we  received  it. 


1.  Cadi  recei««d  f 


ail  lalci  and  book 
of  vcaf.... 


ti. 


-         -  ^'V 

J.  Book  accoaala  cad  of  yeai %/JJFhfi 


4.   DlwVCBOC  M  POOfc 

y  Net  Mlaa  'or  tke  year 


^^'^^*«M 


6.  laveatoty  of  stock  bctiaaiac  of  year %.^^iij 

7.  pHfchaaci  dariag  year $/lf^./7'*7 

a.  Total  coat  of  aMTchaadiae ••^2^?'*!^ 

9.  lawlery  of  atoek  end  of  year \'M^9'****. 

la  Net  coat  of  awrcliaadiic  iold  dariaa  year %l.y'.^.T'1>f» 

II  Groaa  prate f..****^^ 

12.  Carreai  expcaici  - $.*f.*^.» •'*•*' 

11  Net  proiii %..M2^*^I 

14.  Total  iaeoaM  frna  buaacst $.'»r./.7.»i  *// 


The  statement  as  it  appeared  when  filled  in  by  ns. 

the  year,  is  $20,654.73.  This  constitutes  the 
net  sales. 

Inventory  of  stock  (stock  only)  at  the  be- 
ginning of  the  year  was  $6356.67,  and  the  pur- 
chases during  the  year  were  $14,389.67.  We 
add  this,  and  get  $20,746.34.  The  inventory 
of  stock  at  the  end  of  the  year  was  $6398.44. 
To  get  the  net  cost  of  the  goods  actually  sold 
we  subtract  the  $6398.44  from  the  $20,746.34 
and  find  this  to  be  $14,347.90. 

Net  sales,  $20,654.73;  net  cost  of  goods, 
$14,347.90.  The  difference  is  the  gross  profit. 
This  we  find  to  be  $6306.83. 

Expenses  for  the  year  have  been  $5636.42. 
This  includes  a  proprietor's  salary  of  $1500, 
and  clerks'  salaries  aggregating  $1821.97. 

Gross  profits,  $6306.83;  current  expenses, 
$5636.42.  The  difference  is  the  net  profit, 
which  is  $670.41. 

To  get  the  total  income  from  the  business, 


we  add  the  proprietor's  salary  to  the  net  profit 
This  we  find  to  be  $2170.41. 

It  now  remains  to  reduce  the  entire  state- 
ment to  percentages.  We  will  then  know  just 
what  kind  of  a  showing  this  store  is  making. 

To  get  the  percentage  of  gross  profit,  we 
divide  the  gross  profit  by  the  net  sales.  We 
find  this  to  be  30.5. 

The  percentage  of  expense  is  ascertained  in 
just  the  same  way;  we  divide  the  expense  by 
the  net  sales.  In  the  case  under  discussion,  we 
find  it  to  be  27.2. 

The  difference  between  the  percentage  of 
gross  profit  and  the  percentage  of  expense  will 
be  the  net  profit,  expressed  in  percentage.  We 
find  it  to  be  3.3. 

Three  and  a  third  per  cent  net  profit  is 
dangerously  low.  Ten  is  the  average.  Where 
does  the  trouble  lie? 

Well,  it  would  seem  that  expenses  ought  to 
be  curtailed  a  little,  in  some  way.  The  average 
expense  for  a  business  of  this  size  is  about  25 
per  cent.  A  little  more  in  the  way  of  gross 
profit  is  also  highly  desirable.  If  this  could  be 
shoved  up  to  35  and  the  percentage  of  expense 
reduced  to  25,  the  business  would  then  net  the 
legitimate  10  per  cent. 

That,  then,  is  what  this  business  needs. 
Qiarge  a  little  more  for  goods  sold,  and  reduce 
the  expense  two  and  one-fifth  per  cent. 

A  large  volume  of  sales  is  often  deceptive. 


FROM  MISSOURI. 

A  Missouri  subscriber  writes  as  follows: 

"My  stock  and  fixtures  invoice  $5,500.00.  My  ex- 
pense for  the  year  is  $3,726.00,  and  my  total  sales  $12,- 
688.00.  Now  to  be  counted  a  successful  druggist,  how 
often  ought  I  turn  my  stock?  and  does  'turning  over 
the  stock'  mean  just  stock,  or  are  fixtures  included? 
What  is  my  operating  expense?    Is  my  showing  fair?" 

From  the  figures  submitted  there  is  abso- 
lutely no  way  of  getting  at  our  Missouri 
friend's  showing  definitely,  for  the  reason  that 
we  have  not  been  supplied  with  the  item  of 
"purchases  during  the  year."  We  are  unable, 
therefore,  to  get  at  the  cost  of  goods  sold,  and 
cannot  know  what  the  gross  and  net  profits  are. 

Turn-over  means  stock  only.  The  average 
turn-over  is  between  two  and  three  times; 
nearer  three  times  than  twice. 

Percentage  of  operating  expense  is  ascer- 
tained by  dividing  the  expense  by  the  sales.  In 
the  case  at  hand  it  is  21.4.  The  average  for  a 
business  of  this  size  runs  from  25  to  28. 

Our  correspondents  showing  appears  to  be 
excellent,  so  far  as  we  can  tell. 
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THE  HALL  OF  FAME 


CROWNED  KING  AT  OMAHA. 

"Between  two  rows  of  cavaliers,  the  king 
marched  to  his  throne,  preceded  by  his  scarlet- 
robed  cardinal  and  by  the  crown-bearer,  the 
purple  robe  being  borne  by  his  two  pages. 
Then,  before  the  dull-red  hangings  about  the 
throne  and  under  the  gaze  of  several  thousand 
spectators,  the  cardinal  put  upon  his  head  the 
crown." 

Reads  like  a  page  from  "When  Knighthood 
Was  in  Flower,"  doesn't  it?  And  yet  this 
brilliant  scene  actually  took  place  in  democratic 
America  on  the  evening  of  October  9,  in  the 
year  of  our  Lord  1914.  For  on  that  evening, 
at  Omaha,  Neb.,  Charles  D.  Beaton  was 
crowned  King  Ak-Sar-Ben  XX.  The  Gov- 
ernor and  his  staff  were  present,  and  the 
jewels  worn  by  the  thousands  of  assembled 


FIRST  VICE-PRESIDENT  OF  THE  N.  W.  D.  A. 

William  J.  Mooney,  of  Indianapolis,  who 
was  elected  first  vice-president  of  the  National 
Wholesale  Druggists'  Association  at  the  last 
annual  meeting,  is  at  the  head  of  the  Mooney- 
Mueller  Drug  Co.  in  Indianapolis.  He  is  an 
ex-president  of  the  Indianapolis  Board  of 
Trade,  and  is  now  a  director  in  the  following 
formidable  list  of  institutions:  Fletcher  Trust 


Chiblh    D.  BBltTOR. 


guests  would  have  sunk  a  dreadnaught.  A 
happy  event,  truly. 

To  be  crowned  King  of  the  Knights  of  Ak- 
Sar-Ben  is  considered  one  of  the  greatest  hon- 
ors that  can  be  bestowed  on  a  citizen  of 
Omaha — indeed,  of  the  State  of  Nebraska.  To 
achieve  that  distinction  one  must  be  well 
thought  of  by  his  fellows.  He  must  have  per- 
sonality and  possess  undisputed  merit. 

Charles  D.  Beaton  is  a  druggist,  and  therein 
lies  an  additional  significance.  The  Beaton 
Drug  Co.  stands  well  up,  at  Omaha. 


Wh.  J.  Hoomn. 

&  Savings  Co, ;  State  Life  Insurance  Co, ;  Citi- 
zens' Gas  Co. ;  Public  Welfare  Savings  Co. ; 
and  the  Greater  Indianapolis  Association. 

Mr,  Mooney  started  in  the  retail  drug  busi- 
ness in  1877,  at  Washington,  Ind.  In  1881  he 
went  to  the  Hoosier  capital  and  secured  a  po- 
sition with  A,  Kiefer  &  Co.,  an  affiliation  that 
was  maintained  for  twenty-one  years,  the  last 
ten  of  which  he  served  in  the  capacity  of  man- 
ager. In  1902  the  Mooney-Mueller  Drug  Co, 
was  organized. 

Mr.  Mooney  is  a  keen  business  man  of  the 
aggressive  type,  and  has  been  active  in  the 
affairs  of  the  N.  W.  D.  A.  for  a  number  of 
years.  He  has  one  son,  William  J,  Jr.,  who 
attained  his  majority  a  short  time  ago. 


HIS  THIRTY-FIFTH  MILESTONE. 
George  P.  Engelhard,  publisher  and  editor- 
in-chief  of  the  Western  Druggist,  has  just  cele- 
brated the  completion  of  his  thirty-fifth  year  in 
harness.  In  the  October  issue  of  his  journal 
there  appeared  messages  of  congratulation 
from  many  of  the  leaders  in  pharmaceutical 
progress,  together  with  a  more  extended  con- 
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tribution  from  Wilheltn  Bodemann  containing 
reminiscences  of  the  early  days  when  Engel- 
hard and  he  were  indulging  in  frequent  con- 
spiracies for  the  benefit  of  pharmacy  and  the 
pharmacist.  Of  greatest  interest,  however,  was 
an  article  by  Mr.  Engelhard  himself,  in  which 
the  high  lights  of  pharmaceutical  history  dur- 
ing the  last  three  decades  and  more  were 
touched  in  graphic  fashion. 

Mr.  Engelhard  has  been  and  is  one  of  the 
distinct  personalities  in  the  drug  trade,  and  no 
history    of    pharmaceutical    progress    in    the 


On  one  occasion  he  was  a  candidate  for 
mayor  of  Evanston.  On  two  occasions  he  was 
a  nominee  for  the  United  States  Congress.  It 
has  always  been  a  personal  regret  to  us  that  he 
did  not  succeed  in  his  ambition  to  be  a  congress- 
man, for  he  would  have  been  a  doughty  repre- 
sentative of  pharmacy  at  the  national  capital. 
He  once  remarked  that  he  could  easily  be 
elected  if  he  would  but  stoop  to  conquer.  Stoop 
to  conquer  he  would  not  and  will  not.  Rather 
than  sacrifice  or  conceal  his  views  he  prefers  to 
go  down  in  honest  defeat,  Engelhard  will  stick 
to  his  opinions  if  there  is  only  one  other  man 
in  the  country  to  agree  with  him.  To  Engel- 
hard, indeed,  himself  and  one  other  man  make 
a  majority. 


PRESIDENT  OF  THE  WOMEN'S  SECTION. 
At  the  Detroit  meeting  of  the  A.  Ph.  A., 
Mrs.  Elizabeth  CuUey,  of  Ogden,  Utah,  was 
elected  president  of  the  Women's  Section.  The 
ladies'  organization  has  been  given  what  seems 
to  be  a  permanent  standing  too,  so  the  new 


Qbobob  p.  Ehoblhabd, 

United  States  would  be  complete  without  more 
or  less  extended  reference  to  him  and  to  his 
activities.  His  most  pronounced  characteristic 
is  his  love  for  a  fight.  He  hungers  to  be  in  the 
thick  and  center  of  every  great  struggle.  Aside 
from  the  recent  acrimonious  battle  over  the 
Harrison  bill  (in  which  he  took  no  part), 
pharmacy  has  lived  during  the  last  few  years 
a  serene  and  undisturbed  existence,  and  this  is 
doubtless  the  reason  why  Mr.  Engelhard  has 
lately  been  more  placid  than  he  used  to  be. 

His  forensic  powers  are  marked.  He  has 
a  real  gift  for  debate,  and  as  a  writer  in  the 
field  of  polemics  he  wields  a  pen  of  great  vigor 
and  incisiveness.  Whether  writing  or  speak- 
ing, he  hits  straight  from  the  shoulder  with 
slashing  force.  We  don't  always  agree  with 
Mr.  Engelhard,  We  have  frequently  had  oc- 
casion to  disagree  with  him.  But  we  admire 
the  man's  ability,  his  courage,  and  his  fearless- 
ness in  saying  what  he  thinks  is  right  regard- 
less of  the  consequences. 


HBS.  JOHlf  CULLBT. 

presiding  officer  may  rest  assured  that  she 
holds  the  title  to  a  real  office. 

The  Women's  Section  has  fully  justified  the 
faith  that  was  in  it,  and  the  action  taken  at 
Detroit  looking  to  its  continuation  under  its 
present  scope,  status  and  designation  was 
greatly  appreciated  by  Mrs.  Culley,  as  well  as 
by  all  other  members  of  the  organization, 

Mrs.  Culley  is  the  wife  of  John  CuUey,  well 
known  in  pharmaceutical  affairs.    She  is  a  wo- 
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man  of  much  grace  and  charm,  and  will  preside 
at  the  San  Francisco  meeting  next  year  with 
strict  regard  for  Roberts'  Rules  of  Order. 


YOUTH  HAS  ITS  WAY. 

Those  who  attended  the  Detrgit  meeting  of 
the  A.  Ph.  A.  will  recall  the  applause  that 
greeted  Albert  Schreiner,  of  Batavia.  Ill,  dur- 
ing a  half-hour's  impromptu  talk  in  which  he 
described  very  graphically  how  his  business  had 
been  somewhat  revolutionized  by  his  son.    We 


management.  There  was  little  remaining  to  be 
done  but  to  add  "&  Son"  to  the  sign  outside, 
Albert,  Jr.,  was  graduated  last  spring  from 
the  School  of  Pharmacy  of  the  University  of 
Illinois,  the  degree  of  Ph.  C.  being  conferred 
upon  him. 


THE  ACTING  EDITOR  OF  THE  OFFICIAL 
JOURNAL. 

E.  C.  Marshall,  formerly  of  Boston  but  now 
of  Columbus,  Ohio,  had  quite  a  task  thrust 
upon  him  when  he  was  made  acting  editor  of 
the  Jotirnal  of  the  A.  Ph.  A.  Soon  after  he 
was  brought  to  Columbus,  in  the  spring  of  the 
present  year,  to  assist  Dr.  Beal  as  advertising 
and  business  manager  of  the  Journal,  Dr.  Beal 
himself  was  unexpectedly  compelled  to  retire 
for  reasons  of  ill  health.    Mr.  Marshall  there- 


are  now  presenting  a  likeness  of  the  son — 
Albert  Schreiner,  Jr. 

"For  thirty  years  I  had  been  a  druggist," 
said  Mr.  Schreiner,  "and  during  all  that  time  I 
never  believed  in  mixing  other  lines  with  my 
drugs." 

Albert,  Jr..  wanted  to  put  in  a  soda  foun- 
tain, a  stock  of  cameras,  some  confectionery, 
and  a  line  of  paint. 

"Well,  to  make  a  long  story  short,"  said  Mr. 
Schreiner,  "I  ordered  the  soda  fountain;  I 
ordered  some  cameras — a  monkey  business;  I 
looked  around  for  a  high  class  of  candy,  and  I 
got  a  line  of  paint.  But  I  didn't  stop  at  that. 
I  took  out  all  the  old  fixtures  and  ordered  a 
new  outfit  for  the  entire  store," 

Mr.  Schreiner's  narrative  of  how  his  son 
had  carried  the  day  was  extremely  humorous, 
but  nevertheless  through  it  ran  a  vein  of  native 
shrewdness.  Revolutionizing  the  store  was  but 
another  way  of  bringing  it  down  to  date  and 
making  Albert,  Jr.,  jointly  responsible  for  its 


E.  C.  U&asHALi. 

u|)on  assumed  the  entire  conduct  of  the 
Journal,  and  at  the  Detroit  meeting  of  the  A. 
Ph.  A.  in  August  he  was  continued  as  acting 
editor  in  addition  to  his  duties  as  business 
manager  of  the  enterprise.  Mr.  Marshall  was 
for  many  years  the  secretary  and  propagandic 
director  of  the  Boston  branch  of  the  N.  A.  R. 
D.,  and  he  is  a  gentleman  of  great  urbanity  of 
manner  and  a  stickler  for  the  professional 
aspects  of  pharmacy. 


A  NEGRO  DRUGGIST  IN  ATLANTA. 


A  View  of  the  FonnUin. 

Interior  of  Um  OMe  Citr  Dnic  Stgre.  AUaiitk.  Oft.,  a  pbumacr  loT  oolorad  people  leoentlj  opened  br  Hoaee  Amoe,  AtlAiitm'e  Bnt 
odera  In  ererr  putlcnlai.   The  Block  is  valued  at  fll.OOa.  and  the  monthly  paj^oU  ii  In  tbe  B«lchbor 


A  Visit  Erom  the  Board. 

Here  ve  bave  the  Ave  me  -nbera  ot  the  Qeorsia  State  Board  of  Pharmacy  on  a  trieodlr  vlalt  to  Hr. 
Atlanta  CoiuCUuHon,  llr.  Amosiald:  "1  am  not  trrlns  to  rival  the  while  drug-alore  proprleton.  I 
amonc  m;  people,  and  I  am  Alliiiff  It." 
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SUire  operated  br  Uie  Urlnnlon  Drnc  Co.,  UvlneMon. 
Texas.  The  ovnen.  O.  HorriKoi  uid  W.  W.  UneU.  In  the 
iNKkBTOnnd. 


The  Uodern  PhMDUcr.  Latkiette.  It 
oced  hr  Smock  A  Qudner.  Thli  atoie 
Ikst  Februsrj. 


Six  ProtfrcHlve  Drarf  Stores. 
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The  Uclntjre  home,  Jackson.  MIsrinlpDi,  memben  ot  tbe  Home  o(  D.  F.  Jodh.  WatarMwn.  Sontb  Dkkot*.    At  the  De- 

HcIuUn  Drue  Co.  itallDs  tbst  It  wu  bollt  from  proflts  from  trolt  mcetinc  of  tbe  A.  Ph.  A.  Id  AofUBt,  Ht.  Jooe*  *u  made  an 

theMileofJ«>ob'ii"Made-lAri-Nlcht"  candle*.  ofBcer  Of  the  notion  on  Pnctkial  Phammcr  and  Dtepeniini. 


Monthly  Prize  Questions  and  Answers. 

The  topic  presented  this  month  has  amused  more  interest  than  any  we  have  ever  offered  for  discussion,  and 
toe  received  more  responses  than  we  ever  did  in  a  single  month  since  the  department  was  established  "IVho 
should  receive  the  highest  salary — the  first-class  salesman  on  the  floor  or  the  licensed  clerk  in  the  rear?  " 
Proprietors,  store  managers,  prescription  clerks,  store-salesmen,  and  neophytes  hcn^  all  oordributed  their  views. 
The  topic  is  vital,  particularly  to  the  clerk,  for  the  proper  solution  hits  him  in  an  important  place— his  future 
earning  capacity. 


Should  the  Salesman  in  Front  or  the  Prescription  Clerk  in  the 

Rear  Receive  the  Highest  Salary? 

Answers  to  a  question  submitted  in  August. 


HE   FAVORS   THE   SALESBAAN. 

By  Joseph  Hart. 

Help  in  a  drug  store  may  be  likened  to  any 
commodity,  the  market  value  of  which  is  gov- 
erned by  supply  and  demand. 

We  have  any  amount  of  schools  that  prepare 
men  for  the  prescription  department,  but 
mighty  few  that  even  approach  the  giving  of 
adequate  instruction  in  salesmanship.  There 
are  a  great  many  young  men  who  avail  them- 
selves of  special  pharmaceutical  instruction 
even  after  graduation;  but  there  are  as  yet 
comparatively  few  who  are  supplementing  their 
meager  commercial  knowledge  by  a  post-grad- 
uate course  in  studied  observations  of  the 
business  methods  employed  by  successful  mer- 
chants. 

A  good  salesman  has  a  working  knowledge 
of  the  theory  of  drugs  and  a  goodly  number 
of  facts  concerning  them,  but  aside  from  this 
he  knows  a  great  deal  about  merchandise  and 
its  applications,  and  has  an  understanding  of 
some  of  the  peculiarities  of  human  nature. 

A  salesman  must  be  neatly  dressed,  affable, 
and  able  to  impart  the  results  of  his  study  to 
tHfe  buyer  in  the  least  offensive  and  most  ef- 
ficient manner.  He  must  conduct  himself  so 
as  to  give  tone  to  the  entire  establishment,  for 
many  a  lasting  impression  of  the  store  is  pro- 
duced by  the  treatment  accorded  a  customer 
by  the  firm's  representative,  the  salesman. 

It  is  but  fair  that  a  clerk  be  paid  in  propor- 
tion to  the  net  revenue  he  helps  create.  No 
matter  how  hard  he  may  work,  the  best  gauge 
of  his  value  to  the  store  is  the  profit  he  pro- 
duces and  the  ability  he  has  to  satisfy  cus- 
tomers. 

While  the  departments  in  the  front  of  the 
store  bear  the  greater  portion  of  the  expense, 


the  prescription  department  has  a  number  of 
items  that  very  effectually  deplete  its  profits, 
such  as  breakage,  waste,  indemnity  insurance, 
uncalled-for  prescriptions,  delivery  service,  and 
unavoidable  credits. 

FRONIVSTORE  ADVERTISING  PRODUCES  MORE 

BUSINESS. 

The  advertising  of  a  prescription  depart- 
ment is  very  costly  because  of  the  small  field 
covered  and  the  lack  of  new  matter  to  be 
featured.  The  reverse  of  this  is  true  in  the 
case  of  the  front  of  the  store,  for  there  the 
various  lines  permit  the  working  out  of  a  num- 
ber of  good  advertising  schemes.  Immediate 
results,  and  lots  of  them,  are  obtained  from  a 
good  advertisement  on  the  front-store  goods, 
while  an  advertisement  concerning  the  pre- 
scription department  nets  slower  and  fewer  re- 
turns. 

On  a  number  of  occasions  I  have  seen  a  good 
salesman  make  a  gross  profit  of  ten  dollars 
during  the  time  that  a  capable  clerk  in  the 
prescription  department  was  filling  a  bunch  of 
capsules  for  which  the  store  was  to  receive 
eighty-five  cents. 

The  supposition  may  be  advanced  that  an 
error  in  the  prescription  department  might  cost 
the  house  much  in  both  reputation  and  money. 
But  the  alert  manager  has  adjusted  this  by 
employing  a  thorough  man  for  the  head  of  this 
department  whose  business  it  is  to  watch  out 
for  and  know  how  to  avoid  just  such  happen- 
ings. Any  good  prescriptionist  can  safely  over- 
see four  of  the  average  clerks  in  the  ordinary 
dispensing  room.  But  in  the  front  store  every 
salesman  is  obliged  to  stand  on  his  own  feet; 
he  has  to  be  thoroughly  posted  so  as  not  to  lose 
the  confidence  of  the  customer  by  asking  of 
others  questions  that  he  is  supposed,  and  is 
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paid,  to  know.  Care  and  accuracy  are  essential 
to  the  prescriptionist,  against  tact  and  initiative 
in  the  salesroom. 

the  salesman  disposes  of  the  prescrip- 

tionist's  products. 

Prescription  men  may  be  likened  to  manu- 
facturers, in  that  they  are  dependent  upon  the 
salesmen  for  distribution.  Their  products  are 
without  value  unless  there  is  some  one  to  sell 
them. 

With  the  growing  demand  for  quick  and 
better  service,  the  drain  on  the  prescription  de- 
partment has  been  vastly  greater  than  in  any 
other  department  of  the  store,  without  a  cor- 
responding increase  in  either  prices  or  profits. 
We  are  obliged  to  meet  more  exacting  demands 
from  both  physicians  and  laity,  to  such  an  ex- 
tent that  I  am  sometimes  inclined  to  agree  with 
the  statements  occasionally  advanced  by  certain 
money-grabbing  druggists.  These  men  main- 
tain that  the  prescription  department  does  not 
bring  sufficient  monetary  returns  for  the  capi- 
tal invested,  and  it  is  often  used  by  them  only 
as  a  means  to  bring  people  into  the  store  who 
will  buy  other  merchandise. 

It  would  be  poor  business  policy  indeed  to 
increase  salaries  of  the  men  in  a  department 
where  the  profits  are  decreasing ;  and  it  is  per- 
fectly natural  for  a  salesman  to  expect  a  larger 
salary,  when  he  knows  that  he  is  making  more 
and  more  money  for  his  house. 


THE   PRESCRIPTION   CLERK  WORTH   THE 

MOST. 

By  Charles  E.  Wilson,  Phaem.D. 

Nowadays  the  prescription  clerk  represents 
in  many  ways  an  entirely  different  man  than 
the  apothecary  of  years  gone  by. 

To  begin  with,  the  average  prescription  clerk 
has  to  start  in  a  small  and  oftentimes  humiliat- 
ing way  in  order  to  gain  even  the  slightest 
knowledge  of  drug-store  work.  He  cannot  go 
behind  the  dispensing  case  and  learn  the  art  of 
compounding  from  his  employer,  as  in  the  days 
of  old.  He  has  to  scratch  around  for  several 
years  in  many  directions  to  gain  a  small  knowl- 
edge of  prescription  work,  and  even  then  he  is 
nearly  as  much  in  the  dark  as  he  was  before, 
because  of  the  fact  that  what  he  has  learned 
has  been  just  enough  to  hamper  him. 

With  this  painfully  acquired  smattering  of 
knowledge  he  enters  a  school  of  pharmacy,  and 
there  plugs  away  for  two  years  or  more,  often 


working  in  between  times  to  pay  his  living  ex- 
penses. He  is  then  thrust  upon  the  world  with 
a  "sheepskin"  and  the  idea  that  he  knows  a 
great  deal  more  than  he  really  does. 

Granting  that  he  has  passed  the  State  Board, 
he  then  applies  for,  and  eventually  secures,  a 
position  as  a  prescription  clerk.  He  now  has 
before  him  the  tasks  of  learning  the  store  stock 
and  of  acquainting  himself  with  the  peculiari- 
ties and  hobbies  of  the  physicians  who  honor 
the  store  with  their  prescriptions.  Last  but 
not  least  he  learns  from  actual  experience  that 
his  school  fitted  him,  not  to  know  it  all,  but 
merely  how  to  acquire  knowledge. 

He  is  required  to  be  familiar  with  everything 
pertaining  to  drugs  and  their  actions,  physio- 
logical or  otherwise,  as  well  as  to  be  familiar 
with  every  trade  or  science  allied  with  the  drug 
business.  It  is  necessary  for  him  to  know 
market  prices,  with  fluctuations;  chemistry, 
botany,  and  a  thousand  and  one  other  things 
in  order  to  successfully  fill  his  position. 

The  pharmacist  has  to  keep  his  eyes  and  his 
ears  open,  and  sometimes  his  mouth  shut.  He 
must  not  make  a  mistake;  in  the  eyes  of  the 
public  he  must  be  infallible  in  every  respect. 

Stop  and  think  how  hard  it  is  to  secure  the 
services  of  a  prescription  clerk  who  is  compe- 
tent, willing  to  work,  possesses  good  horse 
sense,  and  who  is  not  a  drug  fiend  or  booze- 
fighter!  Then  think  how  easy  it  is  to  find 
some  one  who  can  fill  the  place  of  a  salesman. 

The  responsibility  of  your  prescription  clerk 
is  a  great  one ;  for  him  to  make  a  mistake  may 
mean  death  to  some  one  who  is  nothing  to  you 
from  a  personal  standpoint.  But  that  death 
may  mean  yours — in  the  drug  business. 

Your  prescription  clerk  is  entitled  to  the 
largest  salary,  and  should  he  receive  it  he  will 
give  better  service  and  more  loyalty.  Your 
customers  will  profit  by  this  better  service, 
which  in  the  end  will  result  in  more  money. 
And,  root  of  evil  though  it  may  be,  that  is  what 
you  are  striving  for. 


A  QUESTION  OF  WHICH  YIELDS  THE 

BIGGEST  PROFIT. 

By  Roy  S.  Warnack. 

The  modem  drug  store  is  a  veritable  depart- 
ment store,  each  department  being  counted 
upon  to  furnish  a  certain  definite  proportion  of 
the  store's  net  profits;  likewise  a  certain  pro- 
portion of  the  cost  of  doing  business  is  to  be 
charged  to  the  various  departments. 
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Now  the  prescription  room  is  a  department, 
although  it  differs  greatly  from  the  other  de- 
partments in  some  respects.  The  stock  cannot 
be  limited  arbitrarily,  as  in  a  manicure  goods 
or  a  stationery  line,  for  instance;  neithef  can 
the  quality  of  the  help  be  lowered,  if  it  is  to 
be  a  first-class  prescription  room. 

If  the  department  is  to  keep  abreast  of  the 
modern  prescriber  it  must  carry  an  extensive 
line  of  prescription  products  and  have  a  com- 
petent dispenser.  This  combination  makes  the 
prescription  room  an  expensive  proposition, 
and  in  such  cases  the  dispenser  is  valuable  to 
his  employer  only  in  proportion  to  the  revenue- 
producing  business  he  transacts. 

Many  good  prescription  men  think  they  are 
not  paid  enough  for  their  services,  but  they 
are  being  paid  fully  as  much  as  conditions  war- 
rant. A  man  is  worth  to  his  employers  a  cer- 
tain proportion  of  the  profits  his  work  pro- 
duces, and  if  his  work  is  not  bringing  a  satis- 
factory return  he  should  not  expect  a  high 
wage. 

The  front-of-the-store  salesman,  in  his  de- 
partment, sells  goods  on  which  the  store  makes 
a  living  profit.  He  does  it  in  a  manner  that 
impels  the  customer  to  return  to  the  store  for 
other  purchases — the  personality  of  the  clerk 
has  won  him. 

He  watches  closely  the  actions  and  studies 
the  faces  of  those  he  waits  upon,  for  it  is  only 
by  such  methods  that  he  can  intelligently  serve 
them.  He  knows  the  value  of  related  sales  in 
increasing  the  day's  volume  of  business. 

The  qualifications  necessary  to  make  a  good 
salesman  are  not  attained  in  any  school  of 
pharmacy — or  in  any  other  school  for  that 
matter,  except  the  one  of  experience. 

The  front-store  man  must  be  "all  things  to 
all  men/'  and  this  spirit  must  be  maintained  in 
spite  of  the  fact  that  he  is  often  tempted  to 
give  the  "retort  discourteous."  It  means  hard 
work  and  a  study  of  what  not  to  do  as  well 
as  what  to  do  under  given  circumstances. 
Through  years  of  work  and  study  the  salesman 
acquires  self-control  and  finds  an  ever-increas- 
ing pleasure  in  serving  his  fellow  men. 

The  good  salesman  is  valuable  to  his  em- 
ployer because  the  solid  foundation  of  the 
store's  prosperity  depends  upon  him,  and  be- 
cause his  possibilities  to  grow  and  become  still 
more  valuable  are  unlimited.  The  fact  that 
the  dispenser,  imder  ordinary  conditions,  is  less 
valuable  to  his  employer  than  the  salesman  lies 
not  in  his  inability  to  do  good  work,  but  rather 


because  his  field  of  usefulness  is  circumscribed. 
Not  counting  the  cumulative  value  of  the  sales- 
man's effort,  his  daily  record  will  show  a  letter 
margin  on  the  right  side  of  the  ledger.  This 
makes  him  the  more  valuable  man;  conse- 
quently he  should  have  the  larger  salary.  And 
I  believe  he  is  getting  it. 


THE  SALESMAN  POSSESSES  GREATER 
QUALIFICATIONS. 

By  Alex  F.  Peterson. 

We  might  infer  that  the  salesman  on  the 
floor  is  not  supposed  to  be  a  licensed  pharma- 
cist, but  I  firmly  believe  that  it  is  impossible  for 
any  one  who  does  not  know  enough  about  phar- 
macy to  become  registered  to  be  a  first-class 
salesman  in  a  drug  store.  Too  often  during 
the  course  of  the  day's  business  does  some 
question  arise  that  requires,  besides  salesman- 
ship, the  knowledge  of  the  skilled  pharmacist. 

But  even  granting  that  the  clerk  on  the  floor 
in  front  might  be  unregistered,  I  still  say  that 
if  he  is  a  real  first-class  man,  his  salary  should 
be  higher  than  that  of  the  licensed  prescription 
clerk. 

Why?  Let  us  compare  the  necessary  quali- 
fications of  the  two. 

Recently  a  magazine  writer  asked  ten  of  the 
most  successful  retailers  of  the  country,  all  em- 
ployers of  a  large  number  of  clerks,  what,  in 
their  opinion,  was  necessary  in  order  to  suc- 
ceed behind  the  counter.  Their  replies,  very 
much  the  same,  summed  up  were :  Knowledge 
of  human  nature;  knowledge  of,  and  a  keen 
interest  in,  the  goods  offered  for  sale;  a  will- 
ingness and  determination  to  master  details, 
and  the  possession  of  an  infinite  amount  of  tact. 

Does  the  prescription  man  need  to  know 
human  nature  ?    Not  necessarily. 

How  about  knowledge  of  and  interest  in  the 
goods  he  handles?  A  thorough  knowledge  of 
them  is  of  course  absolutely  essential  to  the 
prescription  man,  but  even  in  this  respect  I 
think  the  requirements  of  the  salesman  are 
much  greater.  He  must  have  talking  and  sell- 
ing points  for  every  item ;  he  must  have  a  ready 
reply  for  any  number  of  questions  likely  to  be 
asked  of  him. 

Willingness  and  determination  to  master  de- 
tails ?  These  requirements  usually  receive  very 
little  consideration  after  a  man  is  licensed,  be- 
cause he  has  had  them  drilled  into  him  so  con- 
tinually during  his  apprenticeship  and  college 
training.     With  the  salesman  they  must  be 
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always  among  the  important  things  to  look 
after. 

Tact?  This  is  really  courtesy  plus  knowl- 
edge of  human  nature,  and  cannot  be  con- 
sidered an  essential  requirement  of  a  prescrip- 
tion man;  but  it  is  undoubtedly  the  most 
important  factor  in  determining  the  success  or 
failure  of  the  seller  of  merchandise. 

I  fail  to  think  of  any  qualifications  which  a 
prescription  clerk  must  have,  that  a  first-class 
salesman  could  do  without. 

It  may  be  said  that  the  reputation  of  a  store 
depends  on  the  reputation  of  its  prescription 
department.  This  is  a  good  argument,  but  the 
reputation  of  the  prescription  department  de- 
pends more  than  anything  else  on  the  way  the 
proprietor  conducts  it.  How  many  patients 
know  when  they  hand  in  a  prescription, 
whether  it  is  going  to  be  prepared  by  a  $50.00 
or  $150.00  man?  But  any  patient,  if  his  pre- 
scription be  taken,  and  the  medicine  delivered 
to  him,  by  a  tactful  salesman,  will  be  just  as 
well  satisfied  if  filled  by  either  one. 

Furthermore,  it  requires  only  four  or  five 
years  of  combined  apprenticeship  and  college 
work  to  develop  good,  reliable  pharmacists, 
while  the  real  first-class  salesman,  after  many 
years  of  conscientious  work,  knows  that  he  has 
only  begun  to  learn  the  inside  of  successful 
salesmanship. 

The  best  criterion  of  the  comparative  value 
of  the  two,  however,  is  to  be  had  by  trying  to 
engage  the  services  of  one  of  each.  It  will  be 
found  that  there  are  hundreds  of  capable  pre- 
scription men  to  be  had  to  one  first-class  sales- 
man. 


SALESMEN  BORN,  NOT  MADE. 

By  Samuel  H.  Nite,  Ph.C. 

Good  salesmen  are  born,  not  made.  Train- 
ing does  not  accomplish  much  in  salesmanship 
unless  there  is  a  natural  aptitude  for  this  par- 
ticular work. 

A  man  who  knows  nothing  of  the  mechanism 
of  an  automobile  could  not  sell  many  cars. 
One  who  knows  nothing  concerning  the  manu- 
facture of  rubber  goods  or  means  of  protecting 
them  from  deterioration  could  not  be  a  first- 
class  salesman  for  that  line.  But  merely  know- 
ing these  things  won't  make  a  salesman  of  him. 
They  are  helps  to  his  natural  ability,  incidental 
factors  in  putting  over  his  wares;  not  royal 
*  roads  or  short-cuts  to  success. 

Most  men  are  capable,  with  some  training, 


of  becoming  accurate  and  skilful  in  the  weigh- 
ing and  measuring  of  medicaments,  in  antici- 
pating chemical  reactions  and  incompatibilities. 
That  is  knowledge  gained  by  patient  study  and 
experiment. 

But  education  and  burning  midnight  tung- 
stens don't  help  a  man  to  understand  the 
idiosyncrasies  of  his  customers  or  to  cater  to 
their  likes  and  dislikes.  Nor  do  they  give  him 
the  tact  or  foresight  that  makes  for  a  good 
salesman.  That  ability  must  be  elementary 
with  the  man.  As  one  writer  expresses  it,  "he 
must  have  the  gift  of  trade,  which  I  hold  to  be 
just  as  distinct  a  gift  as  the  talent  of  the  artist 
or  the  author."  The  man  in  front  meets  the 
customers  as  they  come  into  the  store.  His 
treatment  of  them  determines  whether  thev 
come  back  and  bring  their  friends,  or  whether 
they  go  out  forever  and  tajce  their  friends  else- 
where. 

WHAT  A  SALESMAN  DOES. 

A  first-class  salesman  is  a  gentleman,  cour- 
teous and  considerate.  When  selling  an  article 
he  often  finds  an  opportunity  to  suggest  some- 
thing else  the  customer  might  be  desirous  of 
buying.  If  he  sells  a  tooth-brush,  he  shows 
something  new  in  tooth  preparations.  If  he 
sells  a  stick  of  shaving  soap,  or  a  tube  of  shav- 
ing cream,  he  is  alert  for  an  opportunity  to 
suggest  an  after-shaving  lotion,  or  a  new  item 
in  razors  or  lather  brushes.  On  the  other  hand, 
a  poor  salesman  would  be  likely  to  sell  a  ten- 
cent  barber's  bar  and  hurry  through  with  the 
transaction,  never  giving  his  customer  an  op- 
portunity to  look  over  any  accessories. 

A  good  salesman  can  do  these  things  and  at 
the  same  time  make  his  customers  feel  that 
they  are  getting  intelligent  service.  And  they 
are  spending  more  money.  They  are  buying 
goods  that  yield  a  better  profit.  It  is  such 
service  that  means  for  the  salesman  extra  dol- 
lars in  the  Saturday  night  hand-out. 

To  further  illustrate  my  contentions  would 
be  superfluous.  I  will  summarize  by  saying 
that  a  first-class  salesman  and  a  registered  pre- 
scription clerk  are  both  a  necessity^  but  as  the 
salesman  makes  more  money  for  his  employer 
and  is  a  scarcer  quantity  he  should  receive  the 
higher  salary.  It's  a  case  of  supply  and  de- 
mand. The  prescription  clerk,  because  of  the 
more  or  less  mechanical  manner  in  which  he 
must  apply  his  qualifications,  gets  the  short 
end  in  comparison  with  the  salesman,  whose 
value  lies  in  his  ability  to  apply  individual 
methods  to  every  transaction. 
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THE  CONNECTING  LINK. 

By  Herman  P.  Reif. 

To  one  familiar  with  the  qualifications  of  a 
first-class  drug-store  salesman  it  is  very  clear 
that  he  is  far  superior  in  earning  capacity  to 
the  prescription  clerk.  It  is  upon  the  former 
that  the  success  of  the  store  is  dependent ;  he  is 
the  link  between  retailer  and  customer.  It  is 
the  salesman  who  meets  the  customer  at  the 
door ;  who  has  a  smile  for  old  and  young  alike ; 
who  is  ever  courteous  and  considerate.  Every 
sale  opens  the  avenue  for  a  profit  to  the  em- 
ployer and  an  emanation  of  good-will  to  the 
buyer  which  cannot  fail  to  produce  a  lasting 
impression. 

He  must  be  able  to  describe  the  methods  by 
which  the  raw  materials  are  worked  out  into 
the  manufactured  articles  he  has  for  sale.  He 
must  have  a  knowledge  of  competing  articles, 
also.  If  he  has  one  make  of  cameras  to  sell, 
let  us  say,  he  must  be  acquainted  with  the 
strong  and  weak  points  of  competing  lines,  so 
that  he  may  direct  the  customer  intelligently. 

Moreover,  he  must  possess  a  thorough 
knowledge  of  his  customers,  their  peculiarities, 
their  likes  and  dislikes.  This  information  is 
acquired  only  through  study  of  every  indi- 
vidual patron  who  enters  the  store,  and  it  calls 
for  more  concentration  of  thought  and  good 
judgment  than  does  the  study  of  the  prescrip- 
tion. Such  knowledge  is  gained  only  by  con- 
stant study  covering  a  considerable  period  of 
time;  it  cannot  be  accomplished  in  three 
months.  And  yet  do  we  not  sometimes  hear  of 
pharmacy  being  taught  in  that  length  of  time, 
and  the  students  of  these  three-months'  courses 
taking  stands  behind  prescription  counters? 

In  a  word,  the  salesman  possesses  the 
greater  amount  of  knowledge,  and  the  knowl- 
edge of  more  consequence.  There  are,  how- 
ever, certain  attributes  which  the  prescriptionist 
and  salesman  have  in  common,  namely,  ability 
to  do  their  work,  energy  to  do  it  well,  and  the 
enthusiasm  to  keep  on  doing  it.  But  the  pre- 
scription clerk  cannot  use  any  other  qualifica- 
tions to  aid  him  in  his  work,  while  the  salesman 
must  call  upon  initiative,  tact,  good  judgment, 
resourcefulness,  sincerity,  self-control,  courage 
and  persistence,  to  help  him  in  his  service  to 
customer  and  employer. 

The  salesman  is  ever  alert  to  stop  store  leaks 
and  to  adopt  efficiency  plans.    His  is  the  most 


important  link  in  the  long  chain  of  production, 
manufacturer,  jobber  and  retailer  depending 
upon  him  to  put  their  goods  into  the  hands  of 
the  consumer.  He  is  the  living  dynamo  that 
never  allows  the  wheels  of  drug-store  mer- 
chandising to  slacken  speed. 


ATTITUDE  OF  THE  PUBLIC  DECIDES. 

By  R.  a.  McGkegor. 

Almost  any  one  who  is  not  deaf  and  dumb 
can  sell  goods  or  become  a  salesman,  but  it 
takes  an  exceptional  man  to  become  a  prescrip- 
tion clerk.  If  the  latter  is  not  a  reliable  and 
capable  man  there  are  very  few  customers  who 
want  him  to  fill  their  prescriptions. 

If  the  public  finds  out  that  the  prescription 
clerk  in  a  store  is  a  cheap  man  it  will  go  where 
there  is  a  better  one ;  it  is  the  prescription  clerk 
in  many  instances  who  draws  the  trade. 

Physicians,  especially,  if  they  know  there  is 
a  good  prescription  clerk  in  a  near-by  store  will 
direct  their  patients  to  that  place  every  time; 
and  if  the  people  come  to  the  store  for  pre- 
scriptions they  are  likely  to  buy  something  else 
before  leaving.  It  also  gets  them  into  the  habit 
of  coming  to  the  store.  Who  is  responsible  for 
this?    Certainly  not  the  salesman. 

A  pharmacy  cannot  be  legally  conducted 
without  a  licensed  man.  He  has  to  be  on  the 
job  from  early  morning  until  late  at  night.  It 
is  not  so  with  the  salesman.  He  can  go  and 
come  when  he  pleases,  in  so  far  as  the  law  is 
concerned.  The  prescription  clerk  can  step  in 
behind  the  counter  to  take  his  place  for  a  few 
minutes,  or  longer  if  necessary.  But  when  the 
licensed  man  goes  out  another  similarly  quali- 
fied man  has  to  be  in  readiness  to  take  his 
place ;  the  salesman  cannot  do  it.  He  may  take 
a  prescription  and  fill  it,  but  it  always  has  to  be 
under  the  supervision  of  a  licensed  man. 

Many  drug  stores  of  to-day  carry  side-lines 
of  paints,  oils,  wall-paper,  stationery,  etc.,  and 
it  takes  a  salesman  to  sell  these.  But  how 
many  prescription  clerks  are  there  who  cannot 
sell  such  things?  All  of  them  can,  of  course, 
for  was  it  not  on  the  floor  in  front  that  they 
got  their  start  ? 

The  prescription  clerk  has  been  advanced 
from  salesman  to  prescription  clerk.  He  is 
now  both,  and  as  such  is  entitled  to  the  highest 
salary. 


Next  fpumth  the  papers  in  this  department  will  discuss  the  question:  "  How  can  the  drug^t  secure  business 

from  factories  t  municipalities^  and  large  business  concerns?  ^^ 


ADVERTISING  A  DRUG 
STORE  AT  A  COUNTY  FAIR 


In  the  early  part  of  the  fall  thousands  of 
prospective  customers  had  their  attention 
directed  to  some  of  the  leading  lines  of  mer- 
chandise featured  by  the  Oakland  Pharmacy, 
Oakland,  Maryland. 

The  occasion  was  the  second  annual  fair  of 
Garrett  County  held  at  Oakland.  In  one  of  the 
buildings  devoted  to  display  purposes,  Joseph 
E,  Hamed,  proprietor  of  the  pharmacy,  had  an 
exhibition  booth  built  in  the  form  of  a  rect- 
angle twenty  feet  long  by  ten  feet  wide.  This 


Cameras,  photographic  supplies,  surgical 
dressings,  thermometers,  perfumes,  talcums, 
toilet  waters  and  other  specialties  featured  by 
Mr.  Hamed  in  his  store  occupied  conspicuous 
positions  in  the  show. 

Perhaps  the  part  of  the  display  that  attracted 
the  most  attention  was  an  exhibit  of  a  num- 
ber of  spices,  such  as  nutmegs,  cinnamon, 
ginger,  etc.,  both  in  the  whole  and  ground 
conditions.  Mr.  Hamed  makes  a  specialty  of 
the  spice  business,  and  a  display  at  such  a  time 


Booth  of  the  Okklaad  Flurmaar  at  OwmM  oODntj'l  umnal  ttii. 


booth  was  attractively  trimmed  with  the  colors 
of  Maryland. 

A  settee  placed  in  a  comer  just  outside  the 
exhibit  served  as  a  convenient  resting  place  for 
the  many  tired  pleasure-seekers  who  were  look- 
ing for  a  moment's  respite  from  the  joys  of  the 
midway. 

The  center  of  the  display  was  occupied  by  a 
large  pyramid  covered  with  mirrors,  brushes, 
combs,  trays,  and  various  other  toilet  acces- 
sories in  the  popular  white  ivory. 

A  line  of  hot-water  bottles,  syringes,  ice 
bags,  and  similar  rubber  goods  was  shown  in 
one  portion  of  the  booth. 


brought  this  line  to  the  notice  of  hundreds  of 
people  who  were  in  the  habit  of  going  to  a 
grocery  store  when  they  wanted  anything  of 
the  sort. 

One  end  of  the  booth  was  given  over  to  a 
completely  equipped  soda  fountain  where 
thirsty  crowds  could  obtain  satisfying  drinks 
as  a  relief  from  the  vermilion-hued  lemonade 
to  be  found  on  the  fair  grounds. 

The  booth  was  in  the  care  of  three  of  Mr. 
Hamed's  assistants,  ever  ready  to  show  and 
explain  the  numerous  articles  on  display. 
Many  souvenirs  and  samples  intended  to  im- 
press the  public  with  the  desirability  of  trading 
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at  the  Oakland  Pharmacy  were  given  out. 
There  were  roses  for  the  ladies,  lead-pencils 
for  the  children,  and  attractive  calendars  for 
all.     For  farmers,  who  were  present  in  large 


numbers,  Mr.  Hamed  had  samples  of  Kreso 
Dip  and  literature  concerning  it.  An  excellent 
handbook  on  "First  Aid  to  the  Injured"  was 
also  distributed. 


A  TENNESSEE 

FIRM  AND  ITS  TWO  STORES 


Two  of  the  finest  and  best  equipped  drug 
stores  to  be  found  in  the  State  of  Tennessee 
are  those  owned  and  operated  by  the  Square 
Drug  Company  of  Knoxville,  As  can  be  seen 
by  the  accomapnying  illustrations  they  are 
arranged  in  well-defined  departments  and  fur- 
nished with  fixtures  admirably  adapted  to 
displaying  the  various  lines.  While  the  pre- 
scription departments  occupy  prominent  posi- 


manager  and  is  the  leading  spirit  in  the  organ- 
ization.    Mr.  Semones  entered  the  drug  busi- 


ness in  1898,  rising  from  a  position  of  porter 
to  that   of   prescription  clerk.     In   1903  he 


tions  in  both  stores,  it  is  evident  that  particular 
stress  is  laid  on  a  number  of  side-lines,  in- 
cluding a  handsome  soda  fountain  in  each 
store,  well-appointed  cigar  and  candy  depart- 
ments, and  a  miscellany  of  fountain  pens,  mani- 
cure sets,  toilet  goods,  etc. 

The  Square  Drug  Company  is  composed  of 
six  members,  each  being  an  experienced  phar- 
macist, and  as  such  is  actively  engaged  in 
carrying  on  the  business  in  one  or  the  other 
of  the  stores, 

William  S.  Semones  is  president  and  general 


view  ot  the  Bqoare  Dnw  CompaiiT'l  Clinch  ■ 

alore,  Ulaitntlni:  how  attractive  flxtnra  lend 
advoDtaffeoiK  dlaplax  oS  mfrchandLBQ. 

organized  the  Market  Square  Company,  and 
the  steady  increase  of  that  firm  led  to   its 


BULLETIN  OF  PHARMACY 


507 


reorganization  as  the  Square  Drug  Company. 
Mr,  Semones  is  a  member  of  the  Market 
Square  Business  Men's  Qub,  of  which  he  is 
secretary;  of  the  Tennessee  Pharmaceutical 
Association,  the  National  Association  of  Re- 
tail Druggists,  and  the  American  Pharmaceuti- 
cal Association.  At  the  annual  meeting  of  his 
State  association  at  Tate  Springs  last  July,  Mr. 
Semones  was  elected  president  for  the  year 
1914-1915. 
Associated  with  Mr,  Semones  in  conducting 


the  affairs  of  the  company  are  Eugene  D. 
Armistead,  vice-president;  John  H.  Morrell, 
secretary  and  treasurer;  W.  Quail  Johnston, 
sales  manager;  James  C.  Todd,  the  first  presi- 
dent of  the  company;  and  James  T.  Moran, 
head  prescriptionist  of  the  Market  Square 
Store. 

That  the  two  stores  are  getting  the  business 
is  shown  by  the  fact  that  each  store  requires  a 
force  of  twelve  people  to  successfully  supply 
the  demand  of  an  ever-increasing  trade. 


DRUG  CONDITIONS 

IN  FAR-FAMED  ALASKA 


I. 
Can  you  recall  the  hue  and  cry  that  went  up 
when  Secretary  of  State  Seward  bought 
Alaska?  Perhaps  not,  for  that  was  in  1867, 
shortly  after  the  Civil  war.  But  if  it  so  hap- 
pens that  you  had  at  that  time  attained  suf- 


By  GEORGE  G.  REIS 

this  year  they  would  go  well  over  the  $100,- 
000,000  mark. 

MISAPPREHENSIONS  CORRECTED. 

Very  few  citizens  of  the  United  States  re- 
alize how  big  our  northern  possession  really  is. 
Take  Delaware,  Pennsylvania,  Georgia,  Con- 
necticut, Massachusetts,  Maryland,  North  Car- 
olina, South  Carolina,  New  Hampshire,  Vir- 
ginia, West  Virginia,  Rhode  Island,  Vermont, 
Kentucky,  Tennessee,  Ohio,  Indiana,  Illinois, 
and  New  York,  19  States  in  all,  push  them  to- 
gether and  drop  them  down  into  Alaska;  there 
will  still  be  left  an  area  of  something  like 
15,000  square  miles  for  polar  bears,  walruses, 
and  mosquitoes  to  roam  about  in  with  little 
fear  of  molestation. 


Welchlnc  the  wcek'i  oIeui~ap. 

ficient  size  to  be  impressed,  you  will  remember 
that  here  and  there  an  individual  rose  up  and 
yelled  seven  kinds  of  bloody  murder. 

Alaska  received  rather  a  chilly  reception. 
Secretary  Seward  paid  Russia  something  like 
$10.50  an  acre  for  it,  the  consideration  footing 
the  paltry  total  of  $7,200,000. 

The  exportation  of  gold,  silver,  copper,  coal  EsUmo  boys miorins *  >wim in uie Tukoo. 

and  other  minerals,  furs  and  fish,  during  the 

last  17  years,  totals  $470,000,000,  that  part  of  The  navigable  inland  waters  of  Alaska  total 
the  Yukon  territory  belonging  to  England  not  nearly  4500  miles,  the  Yukon  River  alone  being 
being  included  in  these  stupendous  figures,  over  2100  miles  in  length.  There  seems  to  be 
Last  year  the  imports  reached  $77,000,000;  an  erroneous  impression  prevailing  in  regard 
and  it  was  estimated  early  in  the  season  that     to    Alaska's    navigation    during    the    winter 
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months.  Such  places  as  Juneau,  Douglass, 
Cordova,  Valdez,  and  Whitehorse,  as  well  as 
the  entire  south  coast  of  the  Aleutian  Islands, 
are  accessible  to  navigation  throughout  the  en- 
tire winter.     Only  such  points  as  Dawson, 


far  has  not  been  advanced  with  a  desire  to 
point  to  Alaska  from  a  Horace  Greeley  stand- 
point. Any  one  thinking  that  he  or  she  can  go 
to  that  far-off  northern  country  and  fall  into 
a  snap  in  any  line  of  business  is  harboring  an 
entirely  erroneous  impression.  Should  he  try 
it,  there  is  an  awakening  coming.  The  fact  is 
that  all  lines  of  mercantile  business  are  well 
represented ;  there  are  as  many  drug  stores,  for 
instance,  as  the  country  can  take  care  of.  Gen- 
erally speaking,  there  must  be  more  people 
before  there  will  be  room  for  new  enterprises. 
NO  CUT-RATE  STORES. 

With  the  exception  of  far  interior  p<jints, 
there  is  not  a  great  deal  of  difference  between 
the  drug  stores  of  Alaska  and  those,  possibly, 
of  your  own  home  town.  There  may  be  this 
difference,  to  the  credit  of  Alaska:  cut-raters 
have  not  yet  appeared.     But  aside  from  this. 


Fairbanks,  Nome,  and  St.  Michaels,  as  well  as 
several  other  places  of  less  importance,  are 
closed  from  October  to  May.  Mail  and  ex- 
press, however,  reach  these  points  with  sur- 
prising regularity,  both  being  carried  on  sleds 
drawn  by  dog  teams. 

Another  thing — the  climate  is  of  far  less 
severity  than  one  would  suppose.  This  can  be 
learned  by  following  an  annual  statistical  re- 
port from  month  to  month.  But  few  there  are, 
I  fear,  who  find  such  literature  good  reading, 
so  very  Httle  information  concerning  Alaska's 
climate  has  been  scattered  broadcast  in  that 
manner.  Let  a  semi-pharmaceutical  illustra- 
tion  convey    the    idea:    during   the    summer 


n 


months  there  is  probably  as  much  demand  for 
mosquito  lotions  along  the  Yukon  as  there  is 
along  the  Tombigbee. 

However,  the  intention  of  the  writer  must 
not  be  misconstrued.    What  has  been  said  so 
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and  the  fact  that  it  takes  longer  to  get  goods 
"from  the  outside,"  or  "from  the  States" — 
terms  universally  used  by  the  northerners — 
there  is  little  difference  indeed.  The  drug 
stores  of  the  early  days  and  those  of  the  pres- 
ent time  differ  about  as  much  as  the  long  polar 
day  differs  from  the  equally  long  night.  Along 
in  the  90's,  when  mining  claims  were  being 
worked  on  every  pay  creek ;  when  currency  was 
at  a  premium;  when  gold-dust  and  nuggets 
were  carried  by  all  in  small  buckskin  sacks,  or 
"pokes" — in  those  days  drug  stores  were  quite 
in  keeping  with  the  times.  But  now  trading 
is  conducted  with  as  much  care  in  Alaska  as 
anywhere.  In  other  words,  all  lines  of  business 
have  settled  to  the  basis  of  modem  methods, 
and  money  is  handled  with  just  as  much  re- 
gard and  preciseness  as  it  is  in  any  State  in 
the  Union.  The  old  happy-go-lucky  days 
when  a  dollar  more  or  less  didn't  matter  have 
gone  forever. 
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Since  April,  1913,  Alaska  has  had  a  phar- 
macy law;  until  then  all  that  the  pharmacist 
had  to  do  in  order  to  practice  his  calling  in  the 
territory  was  to  find  an  opening.  Under  the 
present  system  there  is  a  territorial  Board  of 
Pharmacy,  appointed  by  the  governor.  A 
graduate  in  pharmacy  may  have  his  diploma 
approved  by  the  board,  and  a  certificate  en- 
titling him  to  practice  his  profession  granted 
on  it.  Whether  such  a  certificate  shall  be  is- 
sued, however,  is  entirely  optional  with  the 
board.  A  licentiate  must  be  20  years  old  or 
over,  and  have  had  at  least  four  and  a  half 
years'  experience,  and  he  must  pass  an  exam- 
ination. Certificates  of  registration  may  also 
be  issued  on  a  reciprocity  basis,  the  same  as  in 
some  of  our  States.  Alaska  has  made  no  par- 
ticular effort  to  set  up  standards  of  her  own, 
but  is  contented  to  accept,  on  an  exchange 


macy  are  William  Britt,  Juneau,  president; 
W.  H,  Caswell,  Valdez,  vice-president;  F.  E. 
Ryus,  Ketchikan,  secretary  and  treasurer;  W. 
B.  Kirk,  Nome;  W.  Ramsey,  Council;  E.  V. 
Boyle,  Cordova;  F.  M.  Dunham,  Fairbanks; 
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basis,    certificates    granted    by    those    States 
which  have  pioneered  the  way, 

EXAMINATIONS  TWICE  A  YEAR. 

An  assistant  must  be  at  least  18  years  of  age, 
must  have  had  two  years'  experience  under  a 
registered  pharmacist,  and  must  pass  the  ex- 
amination prescribed  by  the  board.  Registered 
pharmacists  must  report  the  names  of  their 
apprentices.  Examinations  are  held  every  six 
months,  and  applicants  are  required  to  pay  a 
fee  of  $15.00,  which  entitles  them  to  two  ex- 
aminations. 

Failure  to  have  a  registered  pharmacist  in 
the  drug  store  entails  a  fine  not  exceeding  $50. 
Outside  a  limit  of  three  miles  from  a  drug 
store,  general  stores  are  permitted  to  sell  pro- 
prietary medicines,  household  remedies,  etc.,  in 
original  or  unbroken  packages. 

The  members  of  the  Alaska  Board  of  Phar- 
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and  R.  T.  Kubon,  Fairbanks.  This  board  has 
jurisdiction  over  four  districts:  the  Juneau  dis- 
trict in  the  southeast ;  the  Valdez  district  in  the 
southwest;  the  Nome  district  in  the  far  north- 
west ;  and  the  Fairbanks  district  in  the  interior, 
or  Tanana,  country.  It  has  no  jurisdiction 
over  the  four  drug  stores  in  what  is  known  as 
the  Yukon  Territory  (Dawson  and  White- 
horse),  these  being  under  the  Canadian  flag. 

That  distance  lends  enchantment  is  amply 
demonstrated  by  the  fact  that  at  the  time  this 
is  written  there  are  more  than  60  applications 
from  "outside"  candidates  who  desire  to  take 
the  examination  in  the  southeast  and  south- 
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west  districts  alone.  Inasmuch  as  there  are 
only  27  regular  drug  stores  in  all  Alaska  the 
unanswerable  query  of  President  Britt,  "Where 
shall  we  place  them?"  becomes  somewhat  per- 
tinent. 


TAis  article  unll  be  followed  by  another  next  month  taking  up  Ihe  drug  conditions  in  Alaska  tnare  im  detail. 


PREPARATIONS 

FOR  ROUGHENED  SKINS 


In  June  the  Bulletin  printed  a  group  of 
prize-winning  formulas  for  chapped-hand 
preparations,  supplementing  the  winning  for- 
mulas with  a  number  of  others  which  were 
deemed  particularly  meritorious.  From  the 
mass  of  material  still  on  hand  we  have  selected 
eight  more  formulas,  trusting  that  they  may 
prove  useful. 

This  is  particularly  the  season  of  the  year 
when,  in  many  parts  of  the  country,  prepara- 
tions of  this  character  are  in  demand.  These 
formulas  have  proved  winners  in  the  stores 
from  which  we  received  them,  and  some  of  the 
lotions  or  creams  made  from  them  have  been 
pushed  quite  energetically,  in  a  local  way. 

EPIDERMAL. 

Submitted  by  F.  B,   Gilmore,  Lexington,  Neb. 

Quince  seed 8  drachms. 

Boiling  water 4  pints. 

Borax, 

Boric  acid,  aa •.  5^  ounce. 

Hot  water 2  pints. 

Glycerin  12  fluidounces. 

Perfume,  bulk  (select  to 

suit)   2  fluidounces. 

Alcohol   14  fluidounces. 

Steep  the  quince  seed  in  the  boiling  water,  in  a 
closed  vessel,  for  two  hours,  and  strain  several  times 
through  a  double  cloth.  In  another  container  dissolve 
the  borax  and  boric  acid  in  two  pints  of  hot  water 
and  add  the  glycerin.  In  still  another  container  add 
the  perfume  to  the  alcohol.  Mix  the  borax  and  per- 
fume solutions  and  then  add  the  emulsion  of  quince 
seed,  a  little  at  a  time,  shaking  well  after  each  addi- 
tion.  It  is  necessary  that  the  mixture  be  well  shaken 
in  order  to  obtain  a  homogeneous  mixture. 

Mr.  Gilmore  recommends  that  this  cream 
be  put  up  in  wide-mouth  bottles  and  that  a 
lithographed  label  be  used. 

"We  put  this  cream  up  in  three  different 
ways,"  says  Mr.  Gilmore.  "To  one  we  add  a 
few  grains  of  menthol  and  color  the  mixture 
red,  labeling  it  Mentholated.  To  the  second 
we  add  a  few  grains  of  camphor,  color  the 
cream  green,  and  label  it  Camphorated.  It  is 
well  to  dissolve  the  menthol  or  the  camphor 
in  a  little  alcohol  before  adding  it  to  the  plain 
cream. 

"We  bottle  in  a  short  six-ounce  bottle  and 
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retail  it  at  23  cents.  We  have  a  label  which  we 
put  on  the  back  of  each  bottle  which  reads  as 
follows:  This  bottle  will  be  refilled  with 
original  contents  for  20  cents,  at  Gihnore's 
Pharmacy.'    This  label  brings  the  bottle  back." 


TRAGACANTHINE. 

Submitted  by  H,  Youmans,  PlaitevilU,  Wit, 

(A)  Gum  tragacanth  (best  ribbon) JO  Gm. 

Distilled  hot  water 500  Cc. 

Macerate  for  48  hours;  beat  up  until  smooth. 

(B)  Witch-hazel  (15%) 1200  Cc 

Alcohol 200  Cc. 

Lilac  Natural,  cone.  (Evergreen 

Chemical  Co.)  12  Cc. 

Dissolve  the  concentrated  lilac  in  the  alcohol,  add  the 
witch-hazel,  and  filter  through  carbonate  of  magnesia, 
returning  the  filtrate  until  perfectly  clear.  When  ex- 
hausted, add  to  filter  alcohol  and  witch-hazel,  same 
proportion  as  above,  until  filtrate  measures  1400  Cc. 

(C)  Glycerin   120  Cc. 

Add  the  glycerin  to  A.  Beat  up  and  gradually  add 
Solution  B,  beating  up  after  each  addition.  Finally 
add  distilled  water  enough  to  make  2000  Cc. 

"This  should  make  a  very  thick  product," 
Mr.  Youmans  states,  "and  can  be  thinned  down 
to  suit.  We  use  alcohol  and  water  (19  per 
cent)  for  this  purpose,  for  the  reason  that  we 
want  the  finished  product  to  contain  19  per  cent 
of  alcohol.  The  formula  as  given  would  not 
contain  exactly  19  per  cent;  however,  it  could 
easily  be  figured  out  to  make  it  more  exact " 


CHAPPINE. 

Submitted  by  G.  T.  Shortridge,  Pleasant  Hill,  Mo. 

Gum  tragacanth 3^  drachms. 

Glycerin  8  fluidounces. 

Bay  rum  8  fluidounces. 

Distilled  water 1  pint. 

Macerate  the  gum  in  the  water  for  12  hours,  then 
add  the  glycerin  and  the  bay  rum,  strain,  and  color  a 
pretty  pink. 

"We  have  used  this  formula  for  several 
years,"  writes  Mr.  Shortridge,  "and  find  that 
it  answers  just  as  well  as  one  more  architec- 
turally pretentious.  We  use  a  neat  gold  and 
black  label." 
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HUSKERS'  LOTION. 

Submitted  by  J.  H.  Scholes  &  Co,,  Bradford,  111. 

^  Gum  tragacanth 10  drachms. 

Powdered  borax 5  drachms. 

Benzoic  acid 3  ounces. 

Glycerin   8  fluidounces. 

Alcohol  4  fluidounces. 

Extract  witch-hazel 16  fluidounces. 

Water 1  gallon. 

Perfume  to  suit. 

"There  isn't  much  to  mixing  this  aside  from 
putting  the  ingredients  together,  except  this 
point:,  we  always  keep  the  jelly  formed  by  the 
gfum  and  water  made  up  ahead.  By  doing  so 
we  get  a  much  smoother  preparation.  For 
winter  use,  we  add  more  glycerin. 

"By  adding  a  little  tincture  of  arnica  you  can 
get  a  preparation  very  similar  to  a  certain  husk- 
ing lotion  which  is  very  popular  in  this  part  of 
the  country." 


CLEOPATRA'S  BALM. 

Submitted  by  Henry  P.  Pellerin,  Ph.G.,  Cohoes,  N.  Y, 

Stearic  acid 16  ounces. 

Cacao  butter 2  ounces. 

Sodium  carbonate 3  ounces. 

Po.  borax 1  ounce. 

Glycerin  10  fluidounces. 

Mucilage  of  tragacanth ....  48  fluidounces. 

Distilled  water  100  fluidounces. 

Oil  of  syringa, 

Oil  of  lilac,  aa 1^  fiuidrachms. 

Place  all  the  ingredients,  except  the  oils,  in  a  porce- 
lain dish  on  a  water-bath  and  heat  slowly,  with  con- 
stant agitation.  When  all  effervescence  has  ceased, 
place  in  emulsifier  (Whitall-Tatum  style)  and  con- 
tinue agitation  until  sufficiently  cool.  Add  the  oils  and 
thoroughly  incorporate. 


A  GLYCERIN  MIXTURE. 

Submitted  by  Arthur  B,  Pratt,  Waukon,  la, 

Mr.  Pratt  writes:  "I  enclose  for  your  in- 
spection my  formula  for  chapped  hands,  and 
on  which  I  have  a  splendid  sale. 

Glycerin 1  ounce. 

Aqua  rosa 1  ounce. 

Witch-hazel 2  ounces. 

"The  amount  of  glycerin  in  the  4:-ounce 
mixture  I  find  to  be  just  about  the  amount  that 
most  people  can  very  well  stand  on  the  skin. 
The  rose-water  gives  a  good  odor  and  is  suf- 


ficient in  quantity.  The  extract  of  witch-liazel 
helps  make  the  quantity,  and  we  know  is  very 
healing. 

"The  preparation  combines  quality  with 
cheapness,  the  bottle  being  made  for  about  5 
cents  and  retailing  for  25  cents. 

1  call  it  plain  Chap  Cure. 

1  have  tried  a  number  of  formulas,  but 
have  really  had  the  best  success  with  this  one, 
as  it  is  not  sticky  and  leaves  the  hands  soft  and 
with  a  pleasant  'feel.'  " 
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CREAM  OF  ROSES. 

Submitted  by  N.  Stemig,  New  York  City. 

Quince  seed .6  drachms. 

Boric  acid 16  grains. 

Glycerin 8  ounces. 

Alcohol 12  ounces. 

Carbolic  acid 15  drops. 

Cologne  water 1  ounce. 

Oil  of  lavender 1  drachm. 

Glycerite  of  starch 8  ounces. 

Water q.  s.  to  make  J^  gallon. 

Mbc  in  the  following  manner:  Put  the  quince  seed 
in  a  quart  of  boiling  water  and  boil  about  one-half  hour 
longer.  Remove  from  the  fire  and  permit  to  stand  two 
days,  and  then  strain  the  resulting  mucilage  through  a 
double  thickness  of  muslin,  returning  the  liquid  a  few 
times  until  no  black  specks  are  visible.  Add  the  boric 
acid  dissolved  in  water  and  the  carbolic  acid  mixed  with 
the  glycerin.  Dissolve  the  oil  of  lavender  in  the  alco- 
hol and  add  this,  as  well  as  the  cologne  water.  Lastly, 
add  the  glycerite  of  starch,  and  mix  well. 

This  should  be  put  up  in  3-ounce  bottles,  Mr. 
Stemig  says,  and  the  proper  price  to  charge  is 
25  cents. 


CHAP  LOTION. 

Submitted  by  Harry  Thome,  Ph.G.,  Los  Angeles,  Calif, 

Glycerin 1  J/$  fluidounces. 

Spirit  of  camphor 2  fiuidrachms. 

Tinct.  benzoin ^  fluidrachm. 

Phenol   20  drops. 

Extract  of  rose 10  drops. 

Water,  sufficient  to  make. . .  .3  fluidounces. 

Mix  the  glycerin  with  the  spirit  of  camphor,  tinc- 
ture of  benzoin,  phenol,  and  the  perfume  in  a  bottle, 
shake  well,  and  gradually  add  water,  shaking  fre- 
quently. 

This  simple  lotion  contains  7.3  per  cent  of 
alcohol. 


We  shall  resutne  in  January  the  series  of  articles  entitled  **My  Best  Paying  Side-line, ^^     There  will  be  a 

very  practical  and  suggestive  paper  on  the  subject  of  fountain  pens. 


THE  BUGABOO 

OF  COMMERCIALISM 


As  this  brief  address  was  being  written,  the 
week  preceding  the  convention,  certain  reform 
measures  were  under  discussion  with  reference 
to  the  internal  organization  of  the  A.  Ph.  A. 
Now,  as  I  am  reading  the  address,  these  re- 
forms are  doubtless  about  to  be  taken  up  for 
final  action.  I  speak  of  this  reform  movement 
for  the  reason  that  one  of  the  suggestions  ad- 
vanced during  the  preliminary  discussion  of  the 
subject  has  been  that  the  commercial  section 
should  be  abolished.  Several  ultra-professional 
members  of  the  organization  have  had  the 
temerity  to  advance  such  a  proposition. 

This  affords  me  a  text  upon  which  to  base 
a  short  sermon.  It  has  several  times  been  pro- 
posed to  discard  this  commercial  section,  but 
the  sound  sense  of  the  association  as  a  whole 
has  always  sat  down  heavily  upon  the  idea-^ 
and  always  will.  The  very  fact,  however,  that 
such  a  suggestion  could  be  made  at  all  is  sig- 
nificant of  a  condition  of  things  in  pharmacy 
that  has  always  been  most  unfortunate.  It 
harks  back  to  the  time-honored  attitude  that 
the  pharmacist  is  a  scientific  and  professional 
man  who  should  scorn  all  commercial  consid- 
erations. 

THE  "ethical"  fallacy. 

This  notion  has  been  a  serious  handicap  to 
druggists.  It  has  permeated  the  whole  calling. 
It  has  leavened  the  whole  mass.  It  has  been 
preached  in  season  and  out  of  season  by  our 
idealists.  It  has  been  deeply  instilled  into  the 
minds  of  every  new  class  of  pharmacy  stu- 
dents. Year  after  year  the  same  old  fallacy 
has  been  perpetuated,  and  it  is  with  exceeding 
slowness  that  we  are  coming  to  see  the  light. 

As  a  matter  of  fact,  all  this  scorn  of  com- 
mercialism in  the  drug  business  is  the  worst 
kind  of  stupidity.  The  old  school  pharmacist 
speaks  yet  of  the  "ethical"  pharmacist  and  the 
"ethical"  pharmacy,  as  if  what  he  would  call  a 
commercial  druggist  and  a  commercial  drug 
store  was  ««ethical.    But  ethics  has  nothing  to 

♦Address  of  the  chairman  of  the  Commercial  Sec- 
tion of  the  A.  Ph.  A.,  read  at  the  Detroit  meeting  in 
August. 


By  HARRY  B.  MASON 

do  with  the  question.  The  word  ethical  in 
such  company  is  a  rank  misnomer.  The  ethical 
law  is  the  moral  law — ^the  law  of  honor  and 
honesty^ — the  law  of  square  dealing — ^the  law 
of  rectitude  and  decency  and  integrity. 

There  is  every  bit  as  much  ethics  in  honest 
commercialism  as  in  honest  professionalism, 
and  a  druggist  who  runs  a  soda  fountain,  pro- 
viding he  dispenses  pure  soda  water,  and  in- 
dulges in  no  deception  to  the  public,  is  just  as 
"ethical"  as  the  pharmacist  who  spends  all  his 
time  in  putting  up  prescriptions  or  performing 
urinalyses. 

The  sad  and  distressing  feature  of  this 
whole  tendency  to  canonize  professionalism  in 
pharmacy,  and  to  bemoan  commercialism,  is 
that  it  has  caused  the  practical  failure  of  thou- 
sands of  druggists,  and  has  prevented  the  en- 
tire body  of  them  from  being  as  successful  as 
they  should  have  been.  In  making  this  state- 
ment I  am  indulging  in  no  wild  exaggeration. 
I  am  confining  myself  closely  to  the  facts.  For 
upwards  of  ten  years  now  I  have  been  making 
a  close  and  systematic  study  of  the  pharmacist 
as  a  business  man.  For  the  most  part  I  have 
foimd  him  wanting.  I  have  discovered,  for 
instance,  that  he  usually  has  no  idea  at  all  of 
what  it  costs  him  to  sell  his  goods  or  what  his 
gross  and  net  profits  on  them  are.  He  is  doing 
his  business  largely  in  the  dark,  and  this  is 
chiefly  for  the  reason  that  he  has  been  taught 
traditionally  to  have  a  fine  scorn  for  business 
as  something  beneath  him. 

COMMERCIAL  SKILL  A  RARE  FLOWER. 

This  whole  attitude  is  so  cruelly  wrong — so 
diametrically  opposite  to  the  truth.  Commer- 
cial skill  and  commercial  occupation  are  not 
things  to  scorn.  On  the  contrary,  commercial 
ability  is  a  far  rarer  flower  than  professional 
ability.  You  can  go  up  and  down  the  coimtry 
and  hire  professional  training  of  all  sorts  at  a 
very  low  wage,  but  you  can't  find  business  skill 
enough  to  serve  your  purposes.  It  isn't  to  be 
had.  It  doesn't  exist.  There  isn't  enough  of 
it  to  go  aroimd.  Consider,  for  a  minute,  the 
large  chain  of  drug  stores  in  the  eastern  part 
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of  this  country  that  is  now  endeavoring  to  in- 
crease the  number  of  its  establishments  as  rap- 
idly as  possible.  What  is  holding  it  back — a 
sufficient  number  of  crack  prescriptionists?  No, 
the  woods  are  full  of  them.  The  one  obstacle 
is  that  of  finding  a  sufficient  number  of  men 
who  are  competent  to  manage  the  new  branch 
stores  that  the  company  expects  and  desires  to 
establish. 

What  distingfuishes  this  nation  from  all 
other  nations?  Isn't  it  commercial  genius— 
the  genius  of  the  business^  creator  that  builds 
up  vast  commercial  enterprises  ?  Why  are  all 
of  our  leading  universities  establishing  courses 
in  commercial  science?  Why  is  a  student  who 
wants  to  prepare  himself  properly  for  the  con- 
duct of  American  business  now  urged  to  spend 
just  as  many  years  in  university  work  as  he 
would  if  he  desired  to  study  engineering  or 
medicine  or  law  or  what  not?  Business,  in- 
deed, is  just  as  much  of  a  science  as  any  of 
these,  and  the  sooner  this  fact  is  realized  by 
American  druggists,  the  better  it  will  be  for 
them. 

NO  DISGRACE   IN    COMMERCIALISM. 

There  is  no  disgrace  in  handling  side-lines 
in  a  drug  store.  The  man  who  sells  souvenir 
post-cards  is  not  headed  straight  for  perdition. 
The  pharmacist  who  makes  a  specialty  of  pho- 
tographic supplies  or  optical  goods  or  station- 
ery should  not  be  read  out  of  the  society  of 
decent  people.  These  things  are  all  honorable 
— ^just  as  honorable  as  the  dispensing  of  pre- 
scriptions. There  isn't  prescription  business 
enough  in  the  United  States  to  keep  its  47,000 
druggists  out  of  the  poorhouse.  The  only 
course  for  the  druggist  is  to  do  what  has  al- 
ready been  done — round  out  his  sales  by  carry- 
ing allied  things  for  which  there  is  a  public  de- 
mand, and  then  study  the  art  of  salesmanship 
and  the  science  of  commerce  so  that  he  will 
make  a  success  of  the  enterprise.  And  he 
should  do  it  with  his  head  in  the  air.  His 
course  is  every  bit  as  "ethical"  as  that  of  the 
purely  prescription  druggist,  and  he  is  just  as 
good  a  citizen  and  may  be  just  as  skilled  a 
man. 

If  I  were  disposed  to  make  a  plea  on  this 
occasion  it  would  be  for  more  instead  of  less 
business.  I  would  have  the  American 
pharmacist  become  so  skilful  a  business 
man  that  he  would  know  how  to  take 
care    of    himself    under    any    and    all    con- 


ditions. I  would  have  him  more  self- 
reliant.  As  some  new  form  of  competition 
arose,  or  a  particularly  aggressive  form  of 
price-cutting  developed,  I  would  have  him  so 
independent  that  he  would  look  to  himself  for 
protection  instead  of  to  any  local  or  state  or 
national  organization.  I  would  have  him  able 
to  protect  his  own  interests  instead  of  waiting 
until  a  Stevens  bill  or  some  other  law  came  to 
his  relief. 

THE  FUTURE. 

Competition  in  the  drug  business,  as  in  all 
other  lines  of  trade,  and  in  every  profession,  is 
steadily  growing  keener.  It  will  be  worse  in 
the  future  than  it  has  been  in  the  past.  Stat- 
isticians tell  us  that  expenses  are  going  up 
while  profits  are  coming  down.  What  is  the 
lesson?  It  is  this — ^that  the  pharmacist  must 
become  more  and  more  of  a  business  man, 
more  and  more  a  student  of  commercial  prac- 
tice, more  and  more  a  man  determined  to  make 
the  most  of  every  honorable  opportunity  pre- 
sented to  him  in  the  conduct  of  his  store.  He 
must  study  expenses.  He  must  study  profits. 
He  must  know  precisely  where  he  stands.  He 
must  be  able  to  reduce  his  costs.  He  must  be 
able  to  increase  his  selling  figures.  He  must 
become  a  skilled  advertiser.  While  not  tum- 
his  back  upon  pure  pharmacy,  and  while  re- 
specting to  the  uttermost  his  occupation  and 
training  as  an  apothecary,  he  must  neverthe- 
less reach  out  and  make  himself  successful  by 
the  use  of  every  commercial  art  that  he  can  de- 
cently call  into  service. 

Some  timid  souls  may  fear  that  I  am  preach- 
ing a  doctrine  of  heresy — that  I  am  urging  a 
course  which  means  the  destruction  of  all  pro- 
fessionalism in  pharmacy.  Far  from  it.  The 
able  business  man  in  our  calling  is  the  man 
who  develops  the  purely  professional  aspects  of 
his  occupation  just  as  shrewdly  as  he  grasps 
every  other  opportunity  and  makes  the  most  of 
it.  He  respects  pure  pharmacy  because  it  is 
after  all  the  foundation  of  his  calling.  But  as 
a  practical  man  he  respects  it  still  more  because 
it  contributes  to  his  success.  To  prove  this 
point  without  superfluous  argument  let  me  ask 
a  question  or  two:  Where  do  you  find  the 
largest,  the  best  organized,  the  best  equipped 
prescription  departments  ?  Where  do  you  find 
men  who  do  nothing  all  day  long  but  dispense 
prescriptions,  and  who  become  specialists  at 
the  work  ?    Isn't  it  in  the  big  city  stores  where 
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commercialism  is  pushed  to  the  limit,  and 
where  the  establishments  have  become  so  large 
and  so  successful  as  to  make  it  possible  to  or- 
ganize separate  prescription  departments  and 
conduct  them  as- they  should  be  conducted?  Is 
there  any  lack  of  sympathy  here  between  phar- 
macy and  business — ^between  profession  and 
trade  ?  Do  they  not  lie  down  together  in  per- 
fect harmony  and  does  not  one  help  the  other? 

A  PREDICTION. 

In  conclusion  I  want  to  make  one  prediction. 
I  have  remarked  on  several  occasions  that  our 
colleges  of  pharmacy  do  not  pay  sufficient  at- 
tention to  the  subject  of  commercial  training. 
I  want  to  go  farther  and  prophesy  that  50 
years  from  now,  if  not  before,  the  typical 
school  of  pharmacy  will  be  an  entirely  different 
institution  from  that  of  to-day.     It  will  no 


longer  give  students  the  notion  that  the  busi- 
ness side  of  pharmacy  is  beneath  their  consid- 
eration. It  will  frankly  recognize  the  pharma- 
cist as  a  business  man.  It  will  follow  the  lead 
of  the  universities,  with  their  elaborate  com- 
mercial courses,  and  will  devote  one-half  or 
two-thirds  of  its  curriculum  to  commercial  sub- 
jects. It  will  necessarily  abandon  many  of  the 
superfluous  studies  that  are  now  deemed  essen- 
tial. In  short,  it  will  grapple  with  conditions 
as  they  actually  exist,  and  it  will  make  an 
earnest,  studious  and  systematic  effort  to  pre- 
pare the  druggist  for  the  intelligent  and  suc- 
cessful conduct  of  his  business. 

To  state  the  case  still  more  succinctlv:  The 
college  now  teaches  its  students  the  science  of 
pharmacy.  It  will  then  teach  them  to  run  a 
drug  store. 


COMMENT  ON  MR.  MASON'S  ADDRESS. 


MR.  Marshall's  reply. 

The  address  of  the  late  Chairman  of  the  Com- 
mercial Section,  which  appears  in  this  issue,  should  be 
read  with  interest  by  all  the  members  interested  in  the 
proper  growth  of  the  retail  drug  trade  of  this  country, 
and  this  will  include,  it  may  be  said,  every  member  of 
the  Association,  for  upon  the  correct  and  fitting  de- 
velopment of  the  profession  depends  the  welfare,  not 
only  of  our  Association,  but  that  of  nearly  every  one  of 
its  members. 

What  Mr.  Mason  says  of  the  gradual  development 
of  the  profession  into  a  general  business  is  interesting, 
coming  from  the  source  it  does,  from  one  who  has 
been  closely  identified  with-  the  study  of  the  business 
for  years,  but  it  seems  to  us  that  he  magnifies  the  im- 
portance of  the  commercial  side  of  the  profession. 

The  corner-stone  and  the  whole  foundation  of  the 
profession  of  Pharmacy  is  scientific  education.  It  is 
that  education  which  gives  the  pharmacist  his  position 
in  the  world.  It  is  that  which,  while  not  making  him 
superior  to  his  fellow  men,  such  as  "the  butcher,  the 
baker,  and  the  candle-stick  maker,"  yet  causes  him  to  be 
more  respected  in  the  community,  as  a  man  of  superior 
education  is  always  esteemed  above  those  men  whose 
only  knowledge  is  of  common  things. 

Far  from  any  thought  that  any  one  class  is  better 
than  another,  yet  it  must  be  allowed  that  the  respect  of 
the  community  is  rendered  more  to  the  man  of  tech- 
nical training  than  it  is  to  those  the  practice  of  whose 
business  involves  no  special  education  or  training. 

No  one  will  deny  that  contention  of  Mr.  Mason  that 
to  sell  post-cards  is  as  "ethical"  as  to  prepare  prescrip- 
tions, providing  that  the  former  is  done  in  an  honorable 
way,  but  will  any  one  deny  that  the  latter  requires  more 
skill,  more  training,  more  education  than  the  former? 
It  may  be  just  as  ethical  to  shine  shoes,  providing  that 
the  shoe-shining  is  done  well  and  faithfully,  as  it  is  to 
make  a  perfect  pill  or  a  good  tincture,  but  will  Mr. 


Mason  suggest,  because  of  that,  that  tlie  druggist  should 
put  in  a  shoe-shining  department?  The  man  at  the 
barber's  chair  can  be  just  as  "ethical"  as  the  man 
trained  to  that  which  will  save  life,  alleviate  pain,  and 
relieve  suffering  mankind,  but  Mr.  Mason  would  prob- 
ably not  contend  for  that  reason — ^because  it  is  as  moral 
— ^that  druggists  should  open  tonsorial  departments. 

"Let  every  cobbler  stick  to  his  last,"  is  an  old  saying 
and  a  true  one.  Let  druggists  and  apothecaries  stick 
to  the  business  of  drugs,  and  not  enter  upon  other  fields 
with  which  they  are  unfamiliar  and  in  which  they  are 
untrained.  They  can  sell  coffee  and  tea  to  be  sure,  but 
if  they  give  their  time  to  the  study  of  the  coffee  and 
tea  business  they  are  neglecting  the  study  of  the  goods 
which  properly  belong  to  their  profession,  and  no  man 
can  become  expert  in  the  trades  of  druggist  and  of 
grocer  at  one  and  the  same  time. 

Granted  that  there  is  not  prescription  business  for 
all  the  47,000  druggists  of  the  country,  are  there  not 
other  things  properly  belonging  to  his  profession  for 
the  druggist  to  do?  Do  not  such  things  lie  within  the 
proper  development  of  the  opportunities  knocking  at 
his  door?  There  are  many  unsolved  problems  of  chem- 
istry which  he  can  take  up  and  work  out,  without  in- 
vestigating questions  belonging  to  a  business  foreign  to 
him.  The  time  he  would  devote  to  ascertaining  the 
best  coffee  to  purchase,  the  best  source  of  supply  for 
postal  cards,  can  be  well  devoted  to  the  study  of  ques- 
tions relating  to  his  own  legitimate  business,  to  becom- 
ing a  master  of  the  profession  of  Pharmacy.  The 
tendency  of  the  present  day  is  to  make  the  drug  store 
a  department  store,  and  for  it  to  sell  anything  which  can 
be  sold  profitably,  and  Mr.  Mason  thinks  that  that  is 
the  best  way  for  the  profession  to  develop.  But  with 
all  those  who  have  higher  aspirations  for  the  business 
or  the  profession  of  Pharmacy,  we  believe  that  the 
time  is  coming,  and  that  it  is  close  at  hand,  when  these 
things  which  many  think  degrading  and  inimical  to  the 
true  advancement  of  the  profession  of  Pharmacy  will 
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pass  away  and,  like  the  Phoenix,  rising  with  enriched 
and  renewed  plumage  from  its  ashes,  Pharmacy  will 
have  a  renaissance  in  which  Pharmacy  and  Pharmacists 
will  be  again  held  in  esteem,  and  in  which  Pharmacists 
will  bear  an  ethical  and  honorable  part. 

The  pendulum  has  swung  too  far  to  the  side  of  the 
degradation  of  Pharmacy,  and  the  backward  s^ing 
must  be  just  as  far.  Let  us  all  labor  to  lift  Pharmacy. 
Let  its  followers  leave  the  lunch-counter  to  restaurants, 
the  other  parasitic  growths  to  the  businesses  to  which 
they  properly  belong,  and  let  us  strive  to  be  Pharma- 
cists in  fact  as  well  as  in  name. 

It  is  not  a  question  of  ethics,  of  morals,  but  it  is  a 
question  of  expediency.  Is  it  advisable  to  lower  the 
morale  of  a  profession  because  there  is  "a  dollar  in  it?" 
If  you  answer  that  question  in  the  affirmative  you  take 
all  the  nobility  out  of  life,  and  make  it  simply  a  ques- 
tion of.  How  much  lucre  can  I  win?  Facilis  est 
descensus  Averni,  and  from  one  step  to  another  we  may 


descend,  justifying  each  lowering  of  the  standards,  be- 
cause we  justify  our  way  as  we  proceed  along  the 
downward  path. 

Pharmacy  has  been  led  astray.  Like  the  Jews  of 
old,  some  of  its  people  have  set  up  a  golden  calf  to 
worship,  and  a  Moses  is  needed  to  lead  them  back  again 
to  better,  higher,  if  not  more  ethical  practices. — An  edi- 
torial by  £.  C.  Marshall  in  the  Journal  of  the  Ameri- 
can Pharmaceutical  Association. 

MR.   mason's  rejoinder. 

Waiving  all  references  to  shoe-shining  departments 
and  tonsorial  parlors,  which  beg  the  question,  Mr. 
Marshall's  editorial  is  as  fine  a  specimen  as  one  could 
ask  for  of  the  point  of  view  of  the  old-school  pharma- 
cist. My  whole  address  was  a  protest  against  this  very 
philosophy — against  the  position  of  Mr.  Marshall  and 
others  like  him  who  can  see  good  only  in  the  past,  and 
who  cannot  or  will  not  adapt  themselves  to  the  present. 


WEST  VIRGINIA 

AND  ITS  NEW  LIQUOR  LAW 


[Ever  since  the  present  temperance  movement  began 
sweeping  over  the  country  six  or  eight  years  ago,  and 
State  after  State,  and  section  after  section,  voted  in 
favor  of  prohibition,  an  unusual  pressure  has  been 
brought  to  bear  on  the  druggist.  Consumers  of  liquor, 
denied  the  privilege  of  getting  their  potions  elsewhere, 
have  besieged  the  druggist  to  supply  them.  In  some 
cases  the  druggist  has  yielded  and  it  has  resulted  in 
giving  pharmacy  a  black  eye  in  a  number  of  districts 
throughout  the  country.  Fortunately,  however,  the 
drug  trade  has  in  many  cases  grappled  earnestly  with 
the  problem  and  worked  for  the  enactment  of  laws 
curtailing  the  sale  of  liquor  in  drug  stores,  so  that 
pharmacists  would  no  longer  be  subjected  to  this  un- 
natural pressure.  The  situation  in  West  Virginia  has 
been  particularly  interesting,  and  the  Bulletin  is 
pleased  to  be  able  to  present  this  month  an  article  on 
the  new  liquor  law  in  that  State  from  a  well-known 
druggist.  Mr.  Young  begins  his  contribution  by  point- 
ing out  an  error  in  an  editorial  note  of  ours  published 
in  the  October  issue  of  this  journal. — The  Editors.] 

I  note  on  page  401  of  the  October  issue  of 
the  Bulletin  of  Pharmacy  the  remarks  of 
the  editor  concerning  the  sale  of  spirituous 
liquors  by  druggists  in  West  Virginia.  You 
have  evidently  been  misinformed  regarding 
some  features  of  our  present  law,  and  as  the 
act  is  so  unusual  and  so  drastic,  it  occurs  to  me 
that  you  might  be  interested  in  knowing  what 
it  is  and  receiving  some  comment  upon  it. 

You  are  correct  in  your  statement  that  a 
prescription  is  required  from  a  reputable  phy- 


By  G.  O.  YOUNG 

sician,  who  must  make  a  personal  examination 
of  the  patient  and  must  keep  a  record  showing 
what  disease  the  patient  is  being  treated  for, 
etc.  But  this  applies  only  to  the  sale  of  alcohol. 
It  is  now  unlawful  for  a  druggist  to  have  in  or 
about  the  drug  store,  or  premises  connected 
with  a  drug  store,  for  any  purpose  whatsoever, 
spirituous  liquors  of  any  kind.  He  cannot  even 
carry  malt  extracts.  Wine,  however,  can  be 
sold  for  sacramental  purposes,  the  purchaser 
being  required  to  make  affidavit  to  that  eflfect. 
Alcohol,  which  may  be  used  for  general  phar- 
maceutical purposes  in  the  store,  can  be  sup- 
plied upon  the  prescription  of  a  physician  under 
the  restrictions  previously  referred  to.  It  may 
be  sold  for  mechanical  purposes  to  any  person 
over  twenty-one  years  of  age  who  is  of  tem- 
perate habits,  and  who  upon  purchasing  fills 
out  a  blank  making  a  statement  to  this  effect, 
and  also  stating  that  it  is  to  be  used  for  the 
purpose,  and  by  the  person  represented. 

ALL  PURCHASES  MUST  BE  SWORN  TO. 

This  statement  must  be  sworn  to  and  signed 
by  the  purchaser  and  also  by  the  druggist  or 
registered  pharmacist  in  charge.  The  druggist, 
for  the  purposes  of  this  act,  is  empowered  to 
administer  the  oath. 

Such  prescriptions  from  physicians,  together 
with  the  affidavits  by  purchasers,  must  be  pre- 
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served  for  inspection  by  proper  officials.  Two 
records  are  required,  also;  one  being  of  the 
sales  of  alcohol  on  physicians'  prescriptions, 
and  the  other  a  record  of  sales  made  upon 
affidavit. 

The  laws  which  have  been  in  existence  for 
many  years  have  required  that  spirituous 
liquors  be  sold  only  upon  the  prescription  of  a 
reputable  physician.  These  laws  have  been  en- 
forced in  a.  very  strict  manner,  and  were  gen- 
erally observed  by  nearly  all  of  the  pharmacists 
of  the  State,  although  there  were  occasional 
instances  where  the  practice  was  abused  both 
by  pharmacist  and  physician. 

The  druggists  oi  this  State  decided  that  if 
they  took  the  initiative  in  securing  the  enact- 
ment of  a  more  stringent  law  concerning  the 
sale  of  liquor  in  drug  stores  they  would  not 
only  receive  public  credit  for  so  doing,  but 
would  be  enabled  to  have  passed  a  law  that 
would  be  both  practical  and  desirable. 

ACTIVITIES  OF  THE  STATE  ASSOCIATION. 

Before  the  amendment  for  State-wide  prohi- 
bition was  voted  on,  a  resolution  was  adopted 
by  the  State  Pharmaceutical  Association  that  in 
the  event  of  the  carrying  of  the  prohibition 
amendment,  the  association  would  employ  an 
attorney  to  draft  a  bill  to  be  presented  at  the 
meeting  of  our  next  legislature,  making  it 
illegal  for  druggists  to  supply  spirituous  liquors 
in  any  manner,  whether  on  a  prescription  or 
not.  The  aim  was  to  get  rid  of  this  objection- 
able business  altogether. 

The  amendment  was  carried  soon  afterward, 
an  attorney  employed,  and  a  bill  presented. 
But  it  never  got  any  farther  than  the  lower 
house.  It  was  side-tracked  there  for  a  bill  pre- 
pared by  the  temperance  workers,  which,  so 
far  as  the  sales  of  spirits  in  drug  stores  was 
concerned,  was  written  exactly  like  the  drug- 
gists' bill,  but  was  made  to  cover  the  entire 
field,  a  matter  in  which  we,  of  course,  were 
not  interested.  As  a  result  the  druggists  got 
very  little  credit  for  the  action  which  they  had 
taken. 

Under  the  present  law,  a  physician  cannot 
purchase  even  a  single  ounce  of  alcohol  from 
a  druggist  except  upon  an  affidavit  as  to  the 
purpose  it  is  intended  for,  and  while  this  has 
met  with  strong  objections-  from  the  medical 
profession,  and  while  it  causes  some  incon- 
venience to  the  druggists,  no  serious  objection 
has  been  made  to  this  feature  of  the  law  by  the 
druggists  themselves. 


PHYSICIANS  MUST  APPEAR  IN  PERSON. 

An  affidavit  must  be  made  in  the  county 
where  the  sale  is  made,  and  a  physician  living 
across  a  county  line  (there  are  some  few  coun- 
ties in  West  Virginia  which  have  no  drug 
stores  located  within  their  borders),  must 
appear  in  person  in  order  to  secure  alcohol  for 
professional  use.  An  opinion  prevails  that  the 
law  should  be  amended  so  that  an  affidavit 
made  before  a  notary,  when  sent  with  the  doc- 
tor's order,  may  be  filled  in  any  county  in  the 
State. 

It  is  illegal  for  a  railroad  or  express  com- 
pany to  ship  alcohol,  or  any  spirituous  liquor, 
from  one  point  to  another  within  the  State, 
and  persons  securing  alcohol  either  on  affidavit 
or  upon  prescription,  must  carry  it,  or  have  it 
carried  in  some  other  manner.  This  is  an 
extreme  inconvenience  to  people  residing  in 
rural  districts. 

Prescriptions  received  which  have  spirituous 
liquors  in  combination  with  other  medicinal 
substances  must  be  refused,  as,  for  instance, 
an  expectorant  in  which  Jamaica  rum  might  be 
prescribed  in  combination.  It  is  illegal  to  have 
any  spirits  on  the  premises.  This  is  regarded 
as  an  objection  by  some  who  think  that  a  very 
limited  amount  of  spirits  should  be  kept,  imder 
proper  restrictions,  in  drug  stores  for  use  in 
combination  with  other  medicinal  agents.  Yet 
there  are  many  other  druggists  who  are  satis- 
field  with  the  present  law  in  this  respect  and 
are  willing  to  pass  up  such  prescriptions  rather 
than  to  be  bothered  with  small  quantities  in 
their  stores. 

SOME  DRASTIC   RESTRICTIONS. 

Upon  receipt  of  a  shipment  of  alcohol  a 
druggist,  or  if  a  partnership  firm,  a  member  of 
the  firm,  or  if  a  corporation,  an  officer  of  the 
corporation,  must  appear  at  the  freight  depot  in 
person  and  sign  a  record  to  be  kept  by  the 
railroad  companies,  before  the  alcohol  can  be 
delivered.  This  has  caused  great  inconvenience 
in  some  instances  where  drug  stores  are  owned 
by  single  individuals.  An  authorized  represen- 
tative, or  even  a  registered  pharmacist  in  the 
employ  of  such  a  druggist,  cannot  appear  and 
sign  such  records  in  the  absence  or  sickness  of 
the  druggist.  This  is  a  very  serious  objection 
and  should  receive  attention  at  the  next  session 
of  the  legislature. 

In  addition,  the  Commisisoner  of  Prohibi- 
tion has  made  some  very  drastic  rulings  regu- 
lating the  enforcement  of  the  law.    One  is  that 
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claret-flavored  soda  water  cannot  be  sold  at 
fountains,  regardless  of  the  fact  that  the  drink 
as  served  contains  less  than  one-fourth  of  one 
per  cent  of  alcohol.  The  commissioner's  ruling 
is  that  the  beverage  originates  from  claret  wine, 


which  is  an  alcoholic  drink  containing  about 
eight  per  cent  of  alcohol. 

Neither  Beef,  Iron  and  Wine  nor  Jamaica 
ginger  can  be  sold  or  kept  for  sale  by  druggists 
of  the  State  of  West  Virginia. 


EQUIPPING  THE 
PRESCRIPTION  DEPARTMENT 


There  is  no  reason  why  prescriptions  could 
not  be  accurately  and  painstakingly  com- 
pounded in  an  untidy  prescription  room — but 
if  the  general  public  were  to  be  taken  "behind 
the  scenes,"  we  fear  that  some  of  them  would 
have  their  doubts. 

This  is  particularly  true  in  the  case  of  the 
feminine  portion  of  the  public,  which  is  prone 
to  judge  very  largely  by  appearances. 

Could  these  people  catch  sight  of  a  littered 


By  F.  STANDISH 

tions,  especially  if  he  can  see  no  advantage  to 
his  business  from  the  change. 

But  there  is  an  advantage  in  an  up-to-date, 
well-arranged  prescription  room;  in  fact  more 
than  one  advantage.  It  can  be  made  to  save 
time  and  money  for  the  druggist.  Properly 
handled  it  can  be  made  to  serve  as  an  adver- 
tisement for  his  store. 

Much  depends  on  the  equipment  and  the  ar- 
rangement.    The  prescription  department,  to 
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workboard,  clearly  showing  the  traces  of  the 
chemist's  work,  covered  with  dust,  half-empty 
bottles  and  trash,  the  corners  of  the  room 
filled  with  waste  paper  and  broken  bottles — 
they  would  surely  wonder  how  any  good  thing 
could  come  from  such  a  place- 

If  the  druggist  himself  can  stand  the  dis- 
order and  dirt  he  may  think  there  is  no  very 
good  reason  for  changing  the  existing  condi> 


contribute  to  the  general  working  efficiency  of 
the  store,  should  be  "shipshape;"  a  place  for 
everything  and  everything  in  its  place. 

The  fixtures  need  not,  of  course,  be  of  as 
expensive  a  design  as  those  used  for  display  in 
the  salesroom,  where  the  floor-cases  and  wall- 
cases  must  possess  an  intrinsic  attractiveness  to 
act  as  "silent  salesmen." 

But  they  must  be  convenient.     They  must 
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put  as  many  articles  as  possible  within  easy 
reach  of  the  clerk. 

DIFFERENCE  OF  OPINION. 

Probably  no  two  druggists  would  arrange 
this  department  in  exactly  the  same  way.  The 
different  sizes  and  shapes  of  rooms  prevent 
this.  However,  the  use  of  a  combination 
workboard  and  prescription  partition  is  very 
common. 

These  workboards  are  ordinarily  about  38 
inches  high,  and  from  24  to  88  inches  wide. 
Usiially  there  are  either  one  or  two  tiers  of 
drawers  underneath  this  workboard,  with  three 


ing  the  shelves  spaced  the  right  distances  from 
each  other  for  storing  bottles.  This  shelving 
is  sometimes  provided  with  a  poison  cabinet 
about  18  inches  square,  which  is  inserted  in  the 
middle  of  the  center  section.  This  is  labeled 
"Poison"  in  gold  letters,  and  is  fitted  with  lock 
and  key. 

The  top  of  the  workboard  itself  is  usually 
furnished  in  the  natural  wood  color.  To  facili- 
tate cleaning,  this  top  is  oiled  rather  than 
varnished. 

Oilcloth  has  sometimes  been  used  for  cover- 
ing the  workboard,  but  unless  new  oilcloth  is 
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or  four  drawers  about  4  inches  high  just  be- 
low the  top  of  the  board.  These  shallow 
drawers  are  divided  into  compartments  for 
corks,  bottles,  etc. 

Sometimes  the  space  between  the  two  tiers 
of  larger  drawers  at  the  sides  is  left  open;  and 
sometimes  it  is  fitted  with  cupboard  compart- 
ments, the  doors  opening  outward.  Very  fre- 
quently the  top  is  supplied  with  a  label  desk 
which  has  a  slanting  top  and  a  drawer  for 
labels.  This  is  a  convenient  arrangement,  the 
labels  being  right  at  the  clerk's  hand. 

The  space  between  the  tops  of  the  work- 
board  and  of  the  prescription  partition  can 
very  conveniently  be  fitted  with  shelving  hav- 


le  Front  store  In  cloee  pnixlinitr  to  the  preaoipticm  room. 

frequently  supplied,  it  is  a  shabby  looking  af- 
fair with  its  stains,  worn-out  spots  and  discol- 
orations. 

The  wall  spaces  can  be  used  for  shelving. 
This  may  be  built  from  the  floor  to  the  ceiling, 
but  a  convenient  arrangement  is  to  have  it  start 
from  a  ledge  which  projects  about  ten  or 
twelve  inches  beyond  the  shelving.  The  space 
under  the  ledge  is  devoted  to  cupboard  com- 
partments. The  ledge  itself  is  very  convenient 
for  setting  things  on. 

MANY  VARIETIES  OF  CASES. 

There  are  a  great  variety  of  prescription 
cases  to  be  obtained  with  differing  combina- 
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tions  of  shelves,  compartments,  and  drawers. 
The  stock  in  these  cases  can  be  indexed  so  that 
any  article  may  be  instantly  located. 

Where  the  wall  space  is  already  taken  up  by 
shelving,  etc.,  a  convenient  style  of  cabinet  may 
be  installed  which  has  drawers  on  each  side,  so 
that  it  can  stand  in  the  center  of  the  room. 
This  has  the  usual  little  compartments  divided 
for  pills,  tablets,  corks,  etc.  Each  drawer 
should  be  provided  with  a  combination  drawer- 
pull  and  label-holder,  so  that  the  contents  may 
be  determined  at  a  glance. 

It  is  not  necessary  that  the  finish  on  these 


devices,  it  is  well  to  plan  that  the  partition  be- 
tween the  front  and  back  store  be  provided 
with  a  little  opening  so  that  prepared  pre- 
scriptions may  be  handed  through.  This  saves 
the  clerk  innumerable  trips  back  and  forth. 

Each  druggist  has  his  own  problems  to  solve 
in  outfitting  the  prescription  room.  Usually 
he  has  very  little  space  to  spare.  One  druggist 
who  had  only  a  rather  small  room  at  his  dis- 
posal, had  a  long  narrow  space  under  a  stair- 
way which  was  of  no  particular  value  to  him. 
He  conceived  the  idea  of  fitting  this  space  up 
with  shelving  and  lighting  it  with  electricity. 


O.  L.  Merer.  BrookUn.  N.  Y..  advertlKB  hi*  pnacclpUoD  dcputn 

cabinets  and  shelvings  should  be  of  the  same 
high  grade  as  the  salesroom  fixtures,  but  they 
should  be  good  enough  to  wear  well.  White 
enamel  finish  is  always  attractive  and  gives  an 
impression  of  sanitation  and  cleanliness.  A 
good  enamel  finish  is  very  expensive,  but  for 
the  prescription  room  white  paint  is  just  as 
good,  providing  the  fixtures  are  kept  clean. 

An  important  article  of  equipment  for  the 
prescription  department  is  the  refrigerator  for 
the  biological  products.  These  ice-boxes  are 
usually  white,  and  when  the  other  fixtures  are 
also  finished  in  white,  the  entire  effect  is  very 
attractive. 

In  considering  conveniences  and  time-saving 


9)t  br  mckUB  ot  m.  prominait  ilcn  pUc«d  on  one  of  hli  wlndoin. 

He  used  this  shelving  as  a  storage  place  for 
galenical  preparations,  and  his  clerks  came  to 
call  it  "Galenical  Alley ;"  but  for  him  it  solved 
the  question  of  additional  space. 

AN  OUT-OF-THE-ORDINARY  STORE. 

One  of  the  most  unique  drug  stores  in  the 
entire  country  is  located  in  a  Western  city.  It 
has  no  floor  cases.  All  that  can  be  seen  upon 
entering  the  store  is  row  after  row  of  tiny  glass 
knobs  on  little  wood-paneled  doors.  There  is 
nothing -to  indicate  the  kind  of  store  except  a 
sign  in  the  window  to  the  effect  that  prescrip- 
tions are  accurately  filled.  When  one  of  these 
little  doors  is  opened  it  discloses  a  compart- 
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ment  containing  three  or  four  bottles.  Each 
compartment  is  made  just  exactly  the  right  size 
to  contain  bottles  of  a  certain  dimension. 

The  whole  store  is  very  small,  but  it  gives 
an  impression  of  technical  perfection  that  is 
decidedly  striking.  It  is  but  fair  to  state  that 
the  proprietor  of  this  singular  shop  has  another 
store  in  which  are  to  be  found  all  the  side-lines 
ever  dreamed  of,  including  a  most  up-to-date 
soda  fountain  and  luncheonette. 

While  it  would  not  be  feasible  for  most 
druggists  to  equip  a  separate  store  for  their 
prescription  department,  many  of  them  could 
improve  their  present  arrangements  and  fix- 
tures with  profit.  Usually  the  druggist  needs 
no  argument  to  see  that  fine  display  fixtures 
will  increase  trade,  but  he  sometimes  fails  to 
see  how  investing  in  better  equipment  for  the 
back  room,  where  the  public  never  enters,  is 
going  to  help  him  make  more  money. 


Why  not  let  the  public  see  that  part  of  the 
establishment  occasionally  ?  One  druggist  did. 
When  he  opened  up  a  new  store  he  invited  by 
personal  letters  all  the  women  in  his  neighbor- 
hood to  inspect  the  store  from  the  front  door 
to  the  rear.  They  came.  He  welcomed  them, 
and  showed  how  he  kept  all  drugs  protected 
from  the  dust;  explained  to  them  how  he  in- 
sured accuracy  in  filling  prescriptions.  By 
appealing  to  the  good  housekeeping  instinct  in 
these  women  he  won  their  confidence  and,  inci- 
dentally, won  for  himself  the  biggest  prescrip- 
tion business  in  his  city. 

Not  the  least  advantage  of  a  clean,  orderly 
and  convenient  compounding  room  is  the  ef- 
fect it  has  upon  the  clerks.  It  causes  them  to 
take  a  greater  pride  in  the  store,  keeps  them  up 
to  the  mark  in  efficiency,  and  prevents  them 
from  falling  into  habits  of  indolence  and 
slackness. 


This  completes  a  series  of  five  articles  by  Mr,  Standish  on  drugstore  equipment     Would  you  care  to  have 

the  series  continued  ?    If  so^  what  subjects  would  you  propose  f 


A  DRUGGIST  MAKES  HIS 

OWN  FIXTURES  AND  SHOW-CASES 


It  often  becomes  a  rebus  just  how  far  one 
can  expand  his  accumulated  capital.  A  young 
man  starting  a  drug  store  is  not  often  over- 
burdened with  that  very  necessary  material. 

Now,  very  naturally,  fine  fixtures  go  far 
toward  rounding  off  that  traditional  re- 
splendence due  a  drug  store.  But  what  if  the 
aforesaid  capital  be  so  small  in  general  pro- 
portions that  nothing  very  elegant  can  be 
indulged  in  in  the  way  of  elaborate  trimmings? 
Would  it  not  be  well,  then,  to  do  a  little  solemn 
thinking  ? 

Without  wandering  too  far  around  the  cir- 
cumference, let  it  be  stated  bluntly  that  what  is 
to  follow  represents  the  writer's  somewhat 
hurried  excursion  into  the  realm  of  fixture- 
making.  These  structures  are  composed  of 
nothing  more  or  less  than  No.  1  pine  lumber, 
screws  (no  nails),  stain,  and  glass — the  latter 
used  in  the  show-cases.  They  may  be  altered, 
reestablished,  or  counter-arranged  to  meet  re- 
quirements or  suit  the  individual  taste. 


By  GEORGE  GAYLESPIA  PRICE 

Absolutely  they  are  not  expensive.  The 
complete  set,  consisting  of  four  cases,  four  wall 
cupboards,  wrapping  counter,  bench,  dispens- 
ing case,  and  two  globe  hangers  could  not, 
under  any  circumstances,  total  a  cost  exceeding 
$100 ;  and  it  is  not  what  might  be  termed  gross 
exaggeration  to  say  that  with  proper  manage- 
ment these  figures  can  be  a  little  better  than  cut 
in  two  in  the  middle. 

The  writer  (also  the  cabinet-maker)  erected 
the  set  enumerated  in  six  days*  time.  Any 
bonehead  can  do  it,  provided  he  has  the  urgent 
inclination  and  is  pushed  on  by  the  gnawing 
condition  of  necessity. 

It  may  be  said  that  these  fixtures  are  some- 
what original  in  design.  Grant  it.  But  I  can 
see  no  objection  to  that.  The  test  is  appear- 
ance ;  and  in  the  language  of  the  day,  they  look 
"good."  Why  not?  They  are  symmetrical, 
well  made,  well  finished. 

Take  a  show-case,  for  instance,  a  cut  of 
which  is  herewith  presented.    A  little  out  of 
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the  ordinary,  possibly.  But  it  answers  the 
purpose,  ^d  its  cost  may  be  summarized  as 
follows: 

49  sq.  ft.  of  lumber,  at  $35  per  M $1.72 

50  feet  ^i-ineh  molding,  at  ^c  per  ft .25 

Screws,  stain,  and  hinges .65 

Glass   2.00 

Total  $4,62 

Again,  there  is  a  section  of  wall  shelving. 
In  this  there  are  97  square  feet  of  a  good  grade 
of  pine  lumber  and  12  feet  of  quarter-inch 


conforms  as  nearly  as  possible  to  mission  style, 
which  is  very  simple  and  easy  to  work.  The 
glass  is  held  in   the  show-cases  by   ^-inch 


A  wctlon  ot  wkU  fli 


molding,  tacked  with  small  brads,  and   the 
handles  on  the  doors  are  made  of  wood  and 


The  pmcrlption  cma. 

molding.  The  former  cost  $3.40,  the  latter 
six  cents.  Add  to  this  fifty  cents  for  screws, 
stain,  and  hinges,  and  the  total  cost  misses, 
slightly,  four  dollars;  $3.96,  to  be  exact. 

The  most  difficult  of  all,  perhaps,  is  the  dis> 
pensing,  or  prescription,  case.  This  is  also  12 
feet  long;  and  it  contains  134  feet  of  lumber. 

The  lumber  cost  $4.69,  and  forty  cents' 
worth  of  screws  and  statn  were  used,  making 
a  total  of  $5.09. 

The  illustrations  will  show  that  everything 


screwed  on  from  the  inside.  Lastly,  let  it  again 
be  stated  that  there  isn't  a  nail  to  be  used  in 
the  entire  outfit. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


PEARSON'S   "PILLS   AND  PIRACY." 

To  the  Editors: 

That  Pearson's  article  entitled  "Pills  and 
Piracy"  affords  another  striking  justification 
for  the  remark  once  made  by  Josh  Billings: 
"It  is  better  to  know  nothing  at  all  than  to 
know  so  many  things  that  ain't  so." 

The  author,  whoever  he  is,  probably  needed 
the  money  and  figured  that  he  could  land  it 
by  writing  on  a  subject  that  he  knew  a  little 
less  about  than  the  general  public  ought  to 
know. 

Bill's  friend  (and  I  can't  say  that  I  admire 
Bill's  taste)  must  have  noticed  that  all  drug- 
gists are  wealthy ;  literally  wallowing  in  plenty. 
The  rich  are  always  targets  for  abuse. 

Now  I  wonder  if  Bill  and  his  friend  ever 
paused  to  consider  that  there  are  more  than 
6000  drugs  in  the  U.  S.  Pharmacopoeia,  and 
that  in  this  number  there  are  hundreds  of 
dangerous  and  deadly  poisons,  and  that  some 
little  knowledge  is  required  in  the  matter  of 
discriminating  between,  as  well  as  in  handling, 
these  drugs?  Because  of  the  very  large  num- 
ber of  articles  which  constitute  a  drug  stock 
it  is  necessary  for  a  druggist  to  invest  real 
money  in  things  that  are  not  called  for  as  fre- 
quently as  sugar,  coffee,  flour,  and  stove  polish. 
Is  either  Bill  or  his  friend  fool  enough  to  sup- 
pose that  these  things  will  be  sold  at  an  or- 
dinary merchandise  profit? 

The  prescriptions  which  appear  in  the  article 
under  discussion  were  very  carefully  made  up 
by  some  one  with  just  enough  knowledge  of 
drugs  to  make  him  think  he  knew  it  all.  Great 
care  was  exercised  to  pick  out  a  bunch  of  cheap 
ingredients.  The  list  makes  a  druggist  smile, 
it  is  SO' glaringly  false  and  misleading.  Doctors 
don't  prescribe  these  simple  things  very  often ; 
and  if  they  did,  let  me  inform  Bill  that  the 
Cincinnati  druggist  who  gave  him  six  ounces 
of  chalk,  mixture  for  25  cents  is  a  rank  cutter, 
and  the  statement  that  it  cost  "about  a  cent"  is 
a  fair  sample  of  what  Bill's  friend  don't  know 


about  the  prescription  business.  The  "upper 
West  Side  druggist,  New  York,"  who  charges 
60  cents  for  one  half-pint  of  infusion  of  buchu, 
called  for  10  cents  less  than  the  "tea"  is  worth. 
This  druggist  evidently  did  not  know  the 
present  price  of  buchu. 

Now  as  a  matter  of  fact,  the  prescriptions 
and  purchases  of  Bill  and  his  friend  are  not 
specimens  of  the  every-day  drug  business. 
Such  prescriptions  are  getting  to  be  very  rare 
indeed,  for  the  reason  that  the  ayetag^, doctor 
nowadays  has  the  not  altogether  corrimemlable 
habit  of  calling  for  preparations  which  are 
dangerously  close  to  the  patent  medicine  line. 
On  these  there  is  very  little  profit. 

I  am  fully  aware  that  some  druggists  have 
more  or  less  shady  reputations,  and  I  do  not 
doubt  that  in  some  cases  it  is  deserved.  On 
the  other  hand,  I  am  intimately  acquainted 
with  a  great  many  men  who  follow  the  high 
calling  of  pharmacy  and  whose  chan^ter^  and 
reputations  compare  favorably  with  any  set  of 
men  in  any  business  or  profession.  Very 
naturally  such  men  resent  the  attack  of  some 
cheap  would-be  writer,  to  whom  there  is  noth- 
ing sacred,  and  who  will  put  his  pen  to  any  use 
that  will  serve  his  end — getting  a  living  with- 
out rendering  any  real  service  for  it. 

W.  Scott  Samuel. 

Oklahoma  City,  Oklahoma. 


QUICKLY-MADE  LANTERN  SLIDES. 

To  the  Editors: 

As  many  druggists  have  their  advertisements 
thrown  on  the  screens  at  local  "movies,"  a 
quick  method  for  making  effective  advertising 
slides  may  not  come  amiss. 

Secure  from  a  dealer  in  photographic  sup- 
plies a  dozen  cover-glasses  for  lantern  slides. 
Bind  the  edges  of  each  glass  with  one  inch 
adhesive  tape  in  such  a  manner  that  a  binding 
one-half  inch  in  width  on  both  sides  of  the 
glass  results.  Next  mix  a  small  amount  of 
finely  ground  whiting  with  water  to  a  cream- 
like consistency  and  add  a  drop  or  two  of  muci- 
lage. Paint  this  mixture  evenly  on  the  glass  by 
means  of  a  soft  brush.  When  drv  write  the 
desired  advertisement  with  a  sharp-pointed 
pencil,  using  enough  pressure  to  cut  down  to 
the  clear  glass.  When  thrown  on  the  screen 
the  result  is  white  letters  on  a  dark  back- 
ground. 
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As  it  requires  but  a  few  moments  to  make 
one  of  these  signs,  a  new  ad.  may  be  shown 
each  night  with  but  Httle  trouble.  A  damp 
cloth  will  quickly  clean  the  glass. 

If  the  surface  rubs  off  in  handling,  cover 
with  another  glass,  holding  it  in  place  by  the 
aid  of  a  couple  of  paper-clips.  The  mucilage  is 
employed  to  make  the  composition  less  likely 
to  rub  off.  However,  if  too  much  of  it  is  used, 
it  is  difficult  for  the  pencil  to  cut  through  the 
coating.  S.  S.  Ellis. 

Sergeant  Bluff,  Iowa. 


WHAT  PRICE? 

To  the  Editors: 

Will  you  kindly  publish  the  following  pre- 
scription in  the  Bulletin  and  ask  your  readers 
what  they  would  charge  for  it  ?  My  price  was 
$1.00.  The  customer  "kicked;"  said  he  had 
been  getting  it  filled  for  50  cents.     Here  it  is: 

Svapnia 1 J^  grains. 

Cod.  phos 2  grains. 

Make  twelve  powders,  each  containing  the  above. 

Svapnia  at  the  old  price  is  worth  $1.63  for 
Yi  ounce.  Codeine  phosphate  is  quoted  at  the 
time  this  is  written  at  $1.04  for  J/^  ounce. 
Taking  these  figures  as  a  basis  for  computation, 
18  grains  of  the  former  would  cost  12  cents, 
and  24  grains  of  the  latter  would  cost  48  cents. 
This  makes  60  cents.  Add  to  this  10  per  cent 
on  account  of  change  from  avoirdupois  to 
apothecaries'  weight,  and  we  get  66  cents. 
For  box,  label,  etc.,  add  another  cent.  This 
makes  a  total  of  67  cents. 

Is  a  dollar  too  much?  E.  E.  Moore. 

Detroit,  Mich. 

[Here  is  a  typical  case  of  the  troubles  of  a  pre- 
scriptionist.  Shall  rules  be  adhered  to  and  a  legitimate 
profit  charged?  Or  shall  the  prescription  be  com- 
pounded for  cost  or  less  through  fear  of  losing  a  cus- 
tomer? What  do  our  readers  think?  Is  a  dollar  for 
12  powders  too  much?  Let  us  have  a  generous  re- 
sponse.— The  Editors.] 


TO  BE  SENT  DIRECT. 
To  the  Editors: 

As  a  small  contribution  to  the  contention 
that  fact  is  stranger  than  fiction,  I  want  to  re- 
cite a  recent  transaction  with  one  of  my  job- 
bers. So  far  as  I  know,  the  incident  has  never 
been  made  use  of  by  Artemus  Ward,  George 
Ade,  or  Frank  Farrington. 


I  am  located  in  a  little  college  town,  access 
to  which  is  extremely  difficult  except  by  aero- 
plane. As  a  consequence,  salesmen  are  as  rare 
as  druggists'  holidays.  Therefore  in  an  order 
I  mailed  last  week  I  included: 

"1/12  doz.  Salesman  every  thirty  days." 

When  the  invoice  came,  a  number  of  items 
were  marked  "short,"  and  there  were  several 
such  notations  as  "unobtainable  in  the  citv," 
"please  re-order,"  etc.  The  salesman  item 
was  treated  as  follows:  "1/12  doz.  Salesman 
every  thirty  days.  Upon  receipt  of  manufac- 
turer's address,  we  shall  be  pleased  to  have 
forwarded  direct." 

Even  the  chirography  was  as  solemn  look- 
ing as  a  verse  from  Gray's  Elegy.  A  part  of 
the  irony  of  the  thing  lies  in  the  fact  that  one 
of  the  large  pharmaceutical  houses  carried  me 
on  its  pay-roll  for  ten  years  under  the  desig- 
nation of  "Salesman." 

Norman  I.  Schiller. 

New  Wilmington,  Penna. 


"PILE  CARTRIDGES"— A  NEW  ONE! 

To  the  Editors: 

The  accompanying  letter,  received  not  long 
ago  in  the  regular  conduct  of  business,  may 


a* 


m/^ 


prove  of  passing  amusement  to  the  readers  of 
your  excellent  journal.  I  greatly  enjoy  read- 
ing similar  communications  in  your  pages. 

J.  S.  Reymond. 


I  had  rather  lose  my  dinner  than  miss  the 
Bulletin  of  Pharmacy  every  month.  I 
learn  something  from  every  issue. 

Natalbany.  La.  B.  F.  HERMAN. 

Your  paper  is  growing  better  with  every  is- 
sue, and  the  druggist  who  doesn't  subscribe  to 
it  is  far  behind  the  times.         L.  J.  Lawton. 

Wabana,  Bell  Island,  Newfoundland. 
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A  Special  Cigar  Displajr. — 

National  Cigar  Day,  on  October  12  of  this  year,  was 
taken  advantage  of  by  Alf  Whitworth,  of  Deer  Lodge, 
Mont.,  to  run  a  window  display  devoted  to  Tampa  Cuba 
cigars. 

American  flags,  helping  to  carry  out  the  national 
idea,  served  as  a  background  for  the  trim.  Boxes  and 
cans  of  the  cigars  were  arranged  around  the  floor  of 
the  window  in  such  a  way  that  the  passer-by  could  ob- 
tain a  good  view  of  the  different  varieties.     Several 


placards  called  attention  to  the  different  kinds  of  smokes 
displayed. 

The  sign  in  the  middle  background  reads :  "National 
Cigar  Day,  October  12.  Try  a  real  cigar — Tampa  Cuba ; 
5  cents  to  25  cents." 

Mr.  Whitworth  also  made  use  of  a  package  enclosure 
containing,  besides  an  advertisement  of  Tampa  Cuba 
cigars,  the  following  tribute  to  tobacco: 

"TbcH  leiTU  milie  friendi  and  celebrate  with  gentle  diea  tbe 
Tom  of  peace.    Tbey  bare  giien  consolation  to  the  world.   They 

of  Ibe  exile,  of  worken  in  minea!  of  felleri  of  forests,  of  Milors 
on  the  deep  seai.  Ther  are  the  gireri  of  strength  and  calm  to 
tbe  vexed  and  wearied  minds  of  tboae  who  build  with  tbougbt 
and  brain  the  teraplei  of  tbe  soul.  Tbey  tell  of  hope  and  reit. 
They  smooth  the  wrinkled  browa  of  care;  drive  fear  and  strange, 
misshapen  dreads  from  out  tbe  mind,  and  fill  Ibe  heart  with  rest 
and  peace.  Within  tbeir  magic  warp  and  woof  aome  potent,  gra- 
cious apell  imprisoned  lies,  tba^  when  released  by  fire,  doth 
softly  steal  within  the  fortress  of  tbe  brain  and  bind  in  sleep  the 
captured  sentinels  of  care  and  grief.    These  Ic 
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EnthuBiaam,  the  King  Salesman. — 

Time  after  time  a  prospective  customer  leaves  an 
article  at  which  he  has  been  looking  because  the 
lackadaisical  attiude  of  the  clerk,  displaying  the  mer- 
chandise, gives  rise  to  the  impression  that  the  clerk  him- 
self has  no  confidence  in  the  goods. 


"You  can't  do  yourself  justice  as  a  salesman  unless 
you're  in  love  with  the  goods  you're  hired  to  sell,"  says 
a  writer  in  the  G.  and  F.  Monthly. 

"  'I'm  working  for  the  best  people  on  earth,'  ex- 
claimed a  salesman  the  other  day,  'and  the  nice  thii^; 
about  them  is  that  they  handle  the  kind  of  merchan- 
dise a  fellow  can  crack  up  to  the  skies  without  having 
his  conscience  bother  him.' 

"Later  the  proprietor  was  asked  what  kind  of  a 
salesman  this  chap  was. 

"  'Best  I  ever  had,'  was  the  reply.  "He  can  sell  more 
goods  and  sell  them  easier  than  any  other  two  clerks 
in  the  store,  and  you  never  hear  him  kicking  about  any- 
thing. He  doesn't  know  it  yet,  but  I'm  breaking  him  in 
on  some  of  my  work  and  aome  day  he'll  be  a  partner.' 

"Now,  there  you've  got  ill 

"That  salesman  had  so  much  enthusiasm  and  such 
a  thorough  belief  in  the  merchandise  be  was  selling  that 
the  contagion  of  it  spread  to  every  customer  be  had. 

"  'Sells  more  goods  and  sells  them  easier  than  any 
two  clerks  in  the  store.* 

"Of  course  he  does ! 

"It's  his  faith  and  enthusiasm  that  does  it,  and  some 
day,  as  his  employer  said,  he's  going  to  be  at  the  head 
of  the  business,  while  the  clerks  who  are  spending  most 
of  their  time  knocking  will  be  working  for  htm  and 
knocking  just  as  hard  as  ever. 

"There's  an  old  saying  that  a  man  can  sell  anything 
he  believes  in,  and  there's  more  truth  than  poetry  in  it. 

"The  salesman  who  hasn't  confidence  in  the  store  he 
works  for,  who  doesn't  honestly  feel  that  the  merchan- 
dise he  passes  across  the  counter  is  good  value  for  the 
customer's  money  he  takes  in  return  for  it,  had  better 
hustle  for  a  new  job — he'll  never  amount  to  anything 

Making  the  Window  Talk. — 

It  is  the  endeavor  of  every  progressive  merchant  to 
attract  people  to  his  store.  Some  druggists  spend  large 
amounts  for  newspaper  publicity,  some  secure  the  same 
results  through  their  personality,  but  every  druggist 
makes  use  of  his  window  space  to  cause  the  passer-by  to 
pause  and  feel  a  desire  to  buy  the  merchandise  dis- 
played. The  house  organ  of  the  Goodrich  Rubber  Co. 
offers  the  following  suggestions  as  a  means  of  making 
the  window  effective; 

"The  display  window  is  now  the  thing— silent  in  its 
appeal,  to  be  sure,  but  when  you  use  it  properly,  a 
convincing,  compelling,  acting-right- on-the-spot  trade- 
bringer  that  you  can't  beat  And  what  a  steady,  untir- 
ing, day-and-night  talker  for  your  wares  it  ill 

"The  only  thing  asked  for  on  your  part  is  to  fix  it 
so  that  some  variety  is  lent  to  its  appeal — an  easy  job 
if  first  of  all  you  keep  away  from  making  a  three-ring 
circus  out  of  it.  One  ring  at  a  time,  one  eye-catcher  at 
a  time,  so  to  speak,  is  sufficient  In  this  way  you  get 
away  from  a  divided  interest,  and  your  ideas  last  longer, 
strung  along  as  they  will  be  at  intervals. 

"Turn  on  the  light  at  night.  There  is  valuable  cir- 
culation in  the  evening  crowds,  for  it  is  then  that  they 
are  most  apt  to  be  in  the  mood  to  be  interested  and 
impressed  with  what  you  show  them. 

"Don't  forget  that  your  window  is  very  close  to  the 
public — yes,  the  very  closest  of  your  whole  establish- 
ment, so  do  your  best  to  have  it  talk  for  yon  attractively, 
interestingly,  convincingly." 
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Prescriplion-pulling  Advcrtiacnicnts.— 

The  H.  J.  Sherwood  Company  of  Cleveland,  Ohio, 
has  succeeded  in  developing  its  prescription  business  to 
most  gratifying  proportions.  This  growth  has  been  due, 
largely,  to   effective  newspaper  advertising.     Cleverly 


Here's  a  Fact  You  Should  Remember 
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pushed,  and  it   frequently  becomes  necessary  to  order 
as  many  as  100  dozen  pocket-knives  at  a  time. 

Livingston's  Pharmacy  also  carries  the  agency  for 
the  Koken  Barbers'  Supply  Company,  St.  Louis.  Mr. 
Wachtel  estimated  that  they  sell  about  600  sets  of  Gil- 
lette razor  blades  a  year,  and  also  about  the  same  num- 
ber of  Gem  and  Ender  shaving  sets,  Durham  Duplex 
and  Auto-strop  razors  are  also  sold  in  large  numbers. 
A  line  of  old-style  razors,  to  retail  at  39  cents,  is  ob- 
tained from  the  M.  L.  Brandt  Cutlery  Co.,  of  New  York 
City. 

Better  Hot-water  Bottles. — 

The  Detroit  Drug;  Company,  conducting  a  group  of 
stores  in  Detroit,  Michigan,  in  rendering  monthly  state- 
ments to  its  patrons  always  encloses  an  insert  relative 
to  some  phase  of  the  business.    The  firm's  October  state- 


Sherwood's  is  a  real  Prescription  Store 
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written  ads.  showing  studied  care  in  composition  are 
presented  to  Cleveland's  newspaper  readers.  We  show 
three  specimens  of  these  business-getters.  Readers  of 
the  BULLETI.V  will  recall  that  Charles  F.  Haas,  who  has 
charge  of  the  Sherwood  advertising,  won  the  first  prize 
of  $10  for  the  best  specimen  submitted  in  our  recent 
contest  for  druggists'  newspaper  ads. 

Emphasis  on  Razors,— 

Cutlery,  with  emphasis  on  razors,  comprises  the  chief 
side-line  at  Livingston's  Pharmacy,  Savannah,  Ga, 
L.  M.  Wachtel  manager.  A  39-cent  line  is  featured  as 
a  leader.    For  more  than  seven  years  this  line  has  been 


ments  this  year  carried  an  attractive  enclosure  concern- 
ing water  bottles.  It  measured  3jj  by  6  inches,  was  of 
convenient  size  to  slip  unfolded  into  the  envelope,  and 
was  attractively  printed  on  a  high  grade  of  heavy  yellow 

Hollj-wrapped  Boxes. — 

Holly-wrapped  pasteboard  boxes  of  varying  sizes 
are  used  a  great  deal  now  by  druggists  during  the 
Christmas  season. 

Aside  from  the  regulation  toilet  s 
fits  and  other  novelties  packed  ii 
able  boxes  offered  at  Christmas  time,  the  druggist  now 
shows  a  quite  complete  line  of  combs,  brushes,  mirrors, 
pocketbooks  and  similar  year-round  staples. 

To  render  these  items  appropriate  for  gifts  each  piece 
should  be  enclosed  in  an  attractive  holiday  box  of  the 
proper  size  to  contain  it. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  T,.  Scovii,i.e. 


Diametric  Declarations. — 

R.  A.  Gartner  says  that  the  lowest  temperature  he 
could  obtain  with  a  mixture  of  ice  and  salt  was 
—21°  C  (—5.8°  R). 

Hydrogen  peroxide  forms  a  true  salt  with  copper 
oxide,  having  the  formula  CuOHsOa.  It  is  decom- 
posed by  water  and  is  knowm  as  copper  pero^fj^te. 

A  new  disinfectant,  chloroxylenolsapocresol,  or 
"Sagrotan,"  is  claimed  to  have  a  high  bacterial  action 
on  pathogenic  bacteria  and  to  be  practically  non- 
poisonous. 

Lecithin  in  very  small  amounts  promotes  the  devel- 
opment of  pathogenic  bacteria,  but  in  large  amounts  it 
retards  their  development  somewhat  and  diminishes 
their  toxicity. 

Every  growing  plant  forms  a  substance  in  the  soil 
which  is  toxic  to  other  plants  and  to  itself,  but  on 
oxidation,  the  toxic  body  loses  its  poisonous  properties 
and  enhances  the  fertility  of  the  soil. 

A  solution  of  iodine  in  benzol  is  stated  to  be  the 
best  single  disinfectant  for  the  skin,  because  it  pene- 
trates deeper  than  other  effective  disinfectants. 

£.  Zak  states  that  lecithin  has  a  specific  influence  in 
causing  coagulation  of  the  blood,  and  blood  which  has 
been  deprived  of  this  substance  will  not  coagulate. 

Ultraviolet  rays  weaken  diphtheria  toxin,  and  on 
prolonged  exposure  (three  hours)  practically  destroy  it. 

Three  different  types  of  snake  venom  have  been 
separated.  The  cobra's  venom  resembles  curare  in  its 
action,  viper's  acts  by  causing  blood  coagulation,  and 
the  rattlesnake's  venom  produces  an  anaphylactic  re- 
action. 

Adrenalin  is  a  physiological  antidote  to  morphine 
which  antagonizes  the  fatal  depressive  effects.  It  par- 
ticularly neutralizes  the  morphine  action  on  the  res- 
piration. 

Wine  may  be  artificially  aged  in  a  few  minutes 
by  means  of  a  combination  of  electric  current  and 
bubbling  oxygen  through  it,  but  the  flavor  is  reduced 
and  its  delicacy  is  spoiled  as  compared  with  the  same 
wine  aged  in  bottles  by  storage. 

A  mixture  of  2  parts  of  menthol  and  1  part  of  thy- 
mol is  liquid  down  to  — 9°  C.  Glycerin  emulsifies  this 
mixture  so  that  the  emulsion  remains  homogeneous  for 
months. 

Lactic,  butyric,  citric,  tartaric,  malic,  formic,  salicylic, 
and  benzoic  acids  all  liberate  hydrofluoric  acid  from 
potassium  or  sodium  fluoride,  but  not  from  calcium 
fluoride.  The  reaction  takes  place  even  in  weak  solu- 
tions. 

Comparative  experiments  with  mercuric  iodide, 
chloride,  cyanide,  and  benzoate,  carried  out  in  very  dilute 
solutions  to  avoid  the  influence  of  double  salts,  indicate 
that  the  iodide  is  much  the  most  powerful  bactericide 
and  is  about  ten  times  as  powerful  as  the  chloride. 


Hall's   Antidote  Tested.— 

In  the  Bulletin  for  November  we  printed  an  article 
concerning  William  A.  Hall's  new  antidote  for  corrosive 
sublimate  poisoning.  Since  then  a  case  has  been  called 
to  our  attention  in  which  it  was  used  with  complete 
success.  Ten  grains  of  bichloride  had  been  taken.  The 
stomach  was  washed  out,  the  antidote  administered,  and 
the  pz^tient  recovered. 

This  test  was  made  in  Mr.  Hall's  home  city,  Detroit, 
and  he  very  naturally  feels  highly  gratified  in  having 
the  result  of  his  research  thus  at  least  partially  vindi- 
cated. 

Hall's  antidote  consists  of  a  solution  of  potassium 
iodide  and  quinine  hydrochlorate. 

Science  as  She  is  Wrote. — 

"When  a  molecule  of  an  aromatic  body  approaches 
the  olfactory  organ,  the  periodical  action  upon  the  ether 
caused  by  its  intramolecular  oscillations  only  provokes 
a  resonance  effect  upon  those  olfactory  nerves  which 
themselves  are  oscillating  in  a  harmonious  period.  The 
intensified  oscillation  of  an  olfactory  nerve  induced  by 
this  excitement  then  becomes  perceptible  in  the  form 
of  the  sense  of  smell,  each  different  nerve  producing  a 
different  smell.  Hence,  molecules  with  varying  intra- 
molecular oscillations  produce  different  odors,  becau.se 
they  set  up  resonances  in  different  olfactory  nerves." 
But  then,  it  may  not  be  so! 

Sanguineous  Science. — 

C.  Todd  has  found  a  method  by  which  not  only  the 
blood  of  a  species  but  the  blood  of  an  individual  can 
be  identified.  He  tried  it  on  oxen,  and  of  110  different 
individuals  only  one  responded.  He  concludes  that  the 
blood  corpuscles  of  each  individual  possess  characteris- 
tics which  differentiate  them  from  all  other  individuals, 
even  of  the  same  species.  The  test  consists  in  making 
a  serum  by  admixture  of  the  corpuscles  of  an  individ- 
ual with  an  immune  serum  and  allowing  to  stand  over 
night  at  a  temperature  of  0**  C.  This  serum  then  causes 
hemolysis  in  all  individuals  except  the  one  from  which 
it  was  prepared. 

To  Set- 
Plaster  of  Paris  should  be  mixed  with  three-fifths  its 
weight  of  water  to  give  the  best  results.  The  addition 
of  mucilaginous  substances  retards  its  setting  very  ma- 
terially, one  per  cent  of  salep  increasing  the  time  from 
twenty  to  fifty  minutes.  The  addition  of  sodium 
chloride  or  alum  (3  per  cent)  hastens  the  setting,  pro- 
ducing results  in  about  a  quarter  of  the  normal  time. 
In  general  the  j)resence  of  colloids  retards  setting,  while 
crystalloids  hasten  it. 

Colloidal  Carbon. — 

A  colloidal  solution  of  carbon  is  easily  prepared  by 
gradually  adding  (during  two  hours)  2  grammes  of 
sugar  to  20  grammes  of  sulphuric  acid  with  constant 
agitation.  Allow  to  stand  twenty-four  hours,  then  pour 
into  80  Cc.  of  distilled  water  and  filter.  Then  dialyze 
until  free  from  sulphuric  acid,  and  a  clear  black  solution 
of  colloidal  carbon  remains. 
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QUERIES 


Information  is  ^ven  in  this  department  under 
the  folloTving  conditions  only:  (7)  No  queries  are 
anstuered  by  mail;  (2)  queries  must  reach  us  be/ore 
the  isth  of  the  month  to  be  answered  in  the  Bni«i«B- 
TIN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Aspirin  and  Quinine  Incompatible. 

W.  L.  McC.  &  Co. — "In  1911  the  following  prescrip- 
tion was  compounded : 

Quinine  sulphate, 

Aspirin,  ai V&  drachm. 

M.  Ft.  capsules  No.  XX. 

"These  capsules  were  compounded,  but  not  delivered 
to  the  customer. 

"On  being  examined  in  October,  1914,  they  were 
found  to  contain  a  light-brownish  syrup  having  the  odor 
of  acetic  acid.    What  was  the  reaction?" 

Professor  Wilbur  L.  Scoville  comments  as  follows 
on  the  foregoing: 

"Aspirm  is,  as  you  know,  acetyl-salicylic  acid,  an 
unstable  body  which  readily  splits  up  into  acetic  and 
salicylic  acids  in  the  presence  of  water. 

"Quinine  sulphate  contains  7  molecules  of  water  of 
crystallization,  which  may  have  started  the  decom- 
position of  the  aspirin. 

"Quinine  is  changed  by  organic  acids  (acetic, 
salicylic,  etc.)  into  an  isomeric  poisonous  body  known  as 
quinotoxin. 

"This  body  is  a  liquid  at  ordinary  temperatures,  and, 
moreover,  it  contains  a  ketone  group,  which  tends  to 
form  a  liquid  with  salicylic  acid.  Hence  we  have  the 
following  series  of  reactions:  First,  the  water  of 
crystallization  in  the  quinine  sulphate  hydrolyzes  the 
aspirin  and  changes  it  into  acetic  and  salicylic  acids. 
Then  these  organic  acids  act  slowly  upon  the  quinine 
and  change  it  into  liquid  quinotoxin. 

"Third,  it  is  probable  that  this  quinotoxin  forms  an 
eutectic  mixture  with  the  salicylic  acid  which  is  liquid 
at  ordinary  temperatures. 

"Reactions  of  this  sort  take  place  more  rapidly  at 
elevated  temperatures.  If  an  intimate  mixture  of  equal 
parts  of  aspirin  and  quinine  sulphate  be  heated  in  a 
test-tube  in  a  steam-bath  it  will  be  found  to  first  soften, 
then  gradually  liquefy.  This  illustrates  what  took  place 
very  slowly  in  the  capsules. 

"The  liquefied  mixture  should  not  be  administered 
because  the  quinotoxin  is  a  very  decided  poison,  having 
none  of  the  febrifuge  action  of  quinine." 


A  Toilet  Powder  and  a  Sanitary  Powder. 

J.  R. — "Please  furnish  formulas  for  a  toilet  powder 
and  a  sanitary  powder." 

For  a  toilet  powder  a  combination  containing  talc  as 
the  principal  ingredient  is  ordinarily  suitable.  This 
should  be  in  a  state  of  very  fine  division.    Antiseptics 


are  sometimes  added  in  small  proportion.  For  general 
use  the  talcum  alone  is  the  best.  As  a  perfume,  rose  oil 
may  be  employed,  but  on  account  of  its  cost,  rose 
geranium  oil  is  probably  more  frequently  used.  •  A  satis- 
factory proportion  is  ^  drachm  of  the  oil  to  a  pound 
of  the  powder.  In  order  that  the  perfume  may  be  thor- 
oughly disseminated  throughout  the  powder,  the  oil 
should  be  triturated  first  with  a  small  portion  of  it ;  this 
should  then  be  further  triturated  with  a  larger  portion, 
and  if  the  quantity  operated  on  be  large,  the  final  mix- 
ture may  be  effected  by  sifting.  Many  odors  besides 
that  of  rose  would  be  suitable  for  a  toilet  powder. 
Ylang-ylang  would  doubtless  prove  very  attractive,  but 
expensive. 
r  The  following  formulas  may  prove  useful: 

BOSATBO  TALCUM   POWDER. 

(1)  Talcum 14  ounces  av. 

Boric  acid 2  ounces  av. 

Oil  of  rose  geranium 1  fluidrachm. 

The  talc  and  boric  acid  should  be  in  the  finest  pos- 
sible powder  and  should  be  passed  through  a -fine  sieve. 

VIOLBT   TALC. 

(2)  Powdered  talc 14  ounces. 

Powdered  orris  root 2  ounces. 

Extract  of  cassia ^  ounce. 

Extract  of  jasmine ^  ounce. 

BOSB  TALC 

(8)     Powdered  talc 6  pounds. 

Oil  of  rose yi  drachm. 

Extract  of  jasmine 4  ounces. 

Pulvis  Antisepticus,  the  soluble  antiseptic  powder  of 
the  National  Formulary;  should  fulfil  all  requirements 
for  what  we  take  to  be  meant  by  a  "sanitary"  powder. 
Here  is  the  formula : 

Salicylic  acid 75  grains. 

Carbolic  acid 15  grains. 

Eucalyptol   15  grains. 

Menthol  16  grains. 

Thymol    15  grains. 

Zinc  sulphate 4  troy  ounces. 

Boric  acid,  in  impalpable 
powder 27^  troy  ounces. 

Triturate  the  salicylic  acid  and  zinc  sulphate  to  a  very  fine 
powder;  add  the  carbolic  acid,  eucalyptol,  menthol  and  thymol, 
and  continue  the  trituration,  adding  the  boric  acid,  in  small  por- 
tions  at  a  time,  until  a  uniform  impalpable  powder  is  obtained. 


A  Solvent  for  Phenaceiine  and  a  Question  of  Division. 
M.  H.  S.— "Will  you  kindly  tell  me  through  your 
columns  how  to  make  a  clear  solution  of  phenacetine? 
I  also  submit  the  following  prescription  for  criticism : 

Phenacetine   4  grains. 

Mon.  camphor   S  grains. 

Caf.  citrate 2  grains. 

Make  chart.  No.  XII. 

Sig.:  One  powder  when  necessary  to  ease,  not  oftener  than 
three  hours. 

"In  filling  this  prescription  would  you  make  twelve 
powders,  each  containing  the  amounts  indicated,  or 
would  you  divide  the  prescription  into  twelve  powders." 

According  to  the  U.  S.  P.  acetphenetidin  (phenace- 
tme)  is  soluble  in  925  parts  of  cold  water  or  in  12  parts 
of  alcohol. 

If  feasible,  the  proper  thing  to  do  before  compound- 
ing the  prescription  would  be  to  call  up  the  physician 
and  ascertain  his  wishes  in  the  matter.  As  the  direc- 
tions to  the  compounder  stand  it  is  not  definitely  stated 
whether  twelve  powders,  each  containing  4  grains  of 
phenacetine,  3  grains  of  monobromated  camphor,  and  2 
grains  of  caffeine  citrate  are  desired,  or  whether  the 
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nine  grains  of  the  three  ingredients  are  to  be  divided 
into  12  powders. 

However,  if  it  is  not  practicable  to  obtain  the  phy- 
sician's wishes  in  the  matter,  it  would,  perhaps,  be  ad- 
visable to  compound  twelve  powders  each  containing  the 
indicated  amounts.  The  doses  of  the  ingredients  are  not 
excessive,  and  this  seems  to  be  the  intention  of  the 
prescriber. 

If  you  were  to  divide  the  nine  grains  into  12  pow- 
ders, but  three- fourths  of  a  grain  of  active  medicament 
would  be  obtained  at  a  dose;  surely  not  enough  to  al- 
leviate pain  to  any  appreciable  extent,  provided  the 
patient  is  an  adult. 


Board-of -Pharmacy  Secretaries  in  the  United  States. 

F.  A.  McG. — In  reply  to  your  inquiry  we  are  printing 
the  entire  list: 

Alabama — E.  P.  Gait,  Selma. 

Arizona — H.  G.  Hulett,  Phoenix. 

Arkansas — J.  A.  Gibson,  Little  Rock. 

California — Louis  Zeh,  San  Francisco. 

Colorado — W.  F.  Thebus,  Denver. 

Connecticut — J.  A.  Leverty,  Bridgeport. 

Delaware — J.  O.  Bosley,  Wilmington. 

District  of  Columbia — W.  T.  Kerfoot,  Jr.,  Washington. 

Florida— D.  W.  Ramsaur,  Palatka. 

Georgia — C.  D.  Jordan,  Monticello. 

Idaho— T.  M.  Starrh,  Twin  Falls. 

Illinois — F.  C.  Dodds,  Springfield. 

Indiana — Burton  Cassaday,  West  Terre  Haute. 

Iowa — H.  E.  Eaton,  Des  Moines. 

Kansas— W.  E.  SherriflF,  Ellsworth. 

Kentucky— J.  W.   Gayle,  Frankfort. 

Louisiana — J.  T.  Baltar,  New  Orleans. 

Maine— F.  T.  Crane,  Machias. 

Maryland — Ephraim  Bacon,  Baltimore. 

Massachusetts — A.  J.  Brunelle,  Boston. 

Michigan — E.  T.  Boden.  Bay  City. 

Minnesota — E.  A.  Tupper,  Minneapolis. 

Mississippi— W.  W.  Ellis,  Fayette. 

Missouri — Edwin  G.  Cox,  Craig. 

Montana — W.  R.  Montgomery,  Butte. 

Nebraska — J.  E.  Harper,  Clearwater. 

Nevada— J.  M.  Taber,  Elko. 

New  Hampshire^H.   E.  Rice,  Nashua. 

New  Jersey — H.  A.  Jorden,  Bridgeton. 

New  Mexico— Bernard  Ruppe,  Albuquerque. 

New  York— W.  L.  Bradt.  Albany. 

North  Carolina— F.  W.  Hancock.  Oxford. 

North  Dakota— W.  S.  Parker,  Lisbon. 

Ohio — M.  N.  Ford,  Columbus. 

Oklahoma — ^J.  C.  Burton,  Stroud. 

Oregon — J.  Lee  Brown,  Marshfield. 

Pennsylvania — L.  L.  Walton,  Williamsport. 

Rhode  Island — ^J.  E.  Brennan,  Pawtucket. 

South  Carolina — F.  M.  Smith,  Charleston. 

South  Dakota— E.  C.  Bent,  Dell  Rapids. 

Tennessee— L.  B.  Qark,  Nashville. 

Texas— R.  H.  Walker,  Gonzales. 

Utah— W.  H.  Dayton,  Salt  Lake. 

Vermont — M.  G.  Beebe,  Burlington. 

Virginia — T.  A.  Miller,  Richmond. 

Washington — D.  B.  Garrison,  Conn  ell. 

West  Virginia — ^Alfred  Walker,  Sutton. 

Wisconsin — Edward  Williams,  Madison. 

Wyoming — R.  A.  Hopkins,  Cheyenne. 


Face  Poivder  in  Cake  Form. 

J.  M.  C.  asks:  "Can  you  give  me  a  formula  for  a 
harmless  face  powder  in  cake  form,  preferably  one  con- 
taining oil  of  sweet  almonds?" 

Any  face  powder  may  be  converted  into  cake  form 
by  beating  into  a  stiff  paste  with  water,  pressing  the 
paste  into  suitable  molds,  and  allowing  to  dry.  The 
addition  of  a  small  amount  of  powdered  tragacanth 
holds  the  powder  together  while  being  made  into  the 
paste  form. 

However,  if  it  is  your  desire  to  incorporate  oil  of 
sweet  almonds  in  a  face  powder,  it  will,  of  course,  be 
necessary  to  omit  the  water  and  tragacanth. 


The  following  makes  a  satisfactory  face  powder: 

Zinc  oxide 1  ounce. 

Precipitated  chalk 8  ounces. 

Talc,  pure  white 5  ounces. 

The  three  powders  should  be  thoroughly  mixed  to- 
gether and  passed  through  a  bolting-cloth  sieve  in  order 
that  the  resultant  powder  may  be  in  a  very  fine  state 
of  division.  The  best  obtainable  materials  only  should 
be  used.    Any  desirable  perfume  may  be  added. 

Incorporate  with  the  mixed  powders  sufficient  oil  of 
sweet  almonds  to  make  a  paste  or  cake  of  the  desired 
consistency. 

By  substituting  an  equivalent  amount  of  talc  for  the 
precipitated  chalk,  and  adding  about  one  per  cent  of 
salicylic  acid,  a  preparation  is  obtained  which  is  said  to 
be  useful  for  removing  freckles,  sunburn,  etc. 


A  Throat  Mixture. 

H.  G.  W.  writes:  "Can  you  give  me  a  formula  for 
a  sore-throat  remedy  that  contains  potassium  chlorate, 
tincture  of  iron,  glycerin,  hydrochloric  acid,  and  syrup? 
The  finished  product  should  be  of  a  rich  amber  color." 

A  preparation  containing  the  before  mentioned  in- 
gredients may  be  compounded  as  follows : 

Potassium  chlorate 1  drachm. 

Hydrochloric  acid 20  minims. 

Tincture  of  iron  chloride 1  fluidrachm. 

Glycerin, 

Syrup aa  4  fluidrachms. 

Water q.  s.  ad  4  fluidounces. 

Dissolve  the  potassium  chlorate  in  2^4  fluidounces  of  water, 
using  heat  if  necessary.  Add  to  this  solution  the  glycerin,  the 
syrup,  the  tincture  of  iron,  and  the  hydrochloric  acid  in  the  order 
named.    Make  the  volume  up  to  four  fluidounces. 


Chocolate  Syrup  for  the  Fountain. 

C.  W.  D.  asks:  "Can  you  give  me  a  formula  for 
French  chocolate  to  be  used  at  the  soda  fountain  ?" 

The  following  recipe,  taken  from  "350  Dollar  Ideas 
for  Druggists,"  has  proved  a  decided  success  in  the 
stores  where  it  is  used : 

"Heat  one  gallon  of  simple  syrup  to  the  boiling 
point.  Moisten  eight  ounces  of  a  good  powdered 
chocolate  with  six  ounces  of  glycerin,  or  just  enough 
to  allow  the  powder  to  be  rubbed  down  smooth  and 
free  from  lumps.  Add  gradually,  stirring  constantly, 
enough  of  the  boiling  syrup  to  the  chocolate  so  that  it 
will  pour.  Then  add  the  whole  mixture  to  the  boiling 
syrup  and  boil  slowly  for  fifteen  minutes,  stirring  con- 
stantly. Strain  through  cheese-cloth  while  hot,  and 
when  cold  add  l^  ounce  of  vanilla  extract." 


Hair  Straightener. 

F.  L.  L.  &  Co. — "Please  supply  us  with  a  formula  for 
a  hair  straightener." 

To  take  the  kink  out  of  hair  and  straighten  it,  we 
suggest  what  is  known  as  Anti-Kink  Hair  Pomade: 

Beef  suet 16  ounces  av. 

Yellow  wax 2  ounces  av. 

Castor  oil 8  ounces  av. 

Benzoic  acid 10  grains. 

Oil  of  lemon 1  fluidrachm. 

Oil  of  cassia 16  drops. 

Mix  the  suet  and  wax,  add  the  castor  oil  and  acid,  allow  the 
mixture  to  cool  somewhat,  and  incorporate  the  other  oils. 
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Fluid  Extracts  and  Tinctures 


that  will  briM  you  business. 


When  a  physician  sends  you  a  prescription  for  a  fluid 
extract  or  tincture,  he  wants  a  product  that  will  be  medicinally 
efficient;  that  will  be  active,  yet  not  too  active;  that  will 
produce,  in  short,  the  desired  therapeutic  result.  If  you 
dispense  one  of  our  products  on  his  order  you  will  give  him 
what  he  wants. 


Our  fluid  extracts  and  tinctures  are  made  from  thoroughly 
tested  drugs,  under  ideal  conditions,  by  expert  pharmacists. 
They  are  accurately  assayed,  chemically  or  physiologically. 
Not  an  ounce  of  any  fluid  extract  or  tincture  goes  forth 
under  our  label  that  does  not  measure  up  to  the  adopted 
standard. 


Specialize  in  our  fluid  extracts  and  tinctures.  They  will 
give  you  prestige  with  physicians.  They  will  bring  business  to 
your  prescription  department. 


PARKE,  DAVIS  &  COMPANY 

Laboratories :  Detroit,  Nfich^  U.S.A.;  Walkerville,  Ont;  Hounslow,  Eng. 

Branches:  New  York,  Chicago,  Kansas  Gty,  St  Louis,  Baltimore,  New  Orleans,  Minneapolis,  Seattle,  Boston. 

Pittsburg;  Cincinnati,  Buffalo,  Indianapolis,  U.  S.  A.;   Montreal,  Que.;   London,  Eng.;   Sydney, 

N.  S.  W.;  Petrograd,  Russia ;  Bombay,  India ;  Tokio,  Japan ;  Buenos  Aires.  Argentina. 
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W.  T.   CO.   FILTER   PAPER. 

WHITE  AND  GRAY. 

Unsurpassed  in  strength,  aniformity  of  textare,  and  clear,  rapid  Gltering,     Bspedally  adapted 
for  pharmacentical  and  qualitative  work,  as  well  as  for  general  manufacturing  purposes. 


SCREW-NECK  TUBE  VIALS. 

WITH  METAL  CAPS  SCBEWINO  DIRECTLY  ON  THE  GLASS. 

Lettered  For  Pills, 

or  Tablets, 

Unlettered  Etc. 


These  vials  are  of  exceptional  quality,  being  carefully  made,  of  extra  weight  and  thidcness,  and 
sorted  to  a  very  close  standard.  The  screw  threads  are  distinct  and  regular,  so  that  the  metal  caps, 
while  fitting  securely,  may  be  easily  screwed  on  and  off. 

In  lots  of  not  less  than  five  gross,  which  may  be  made  up  of  lots  of  one  gross  or  over  of  different 
dzes,  we  can  furnish  these  vials  indestructibly  lettered  with  name,  address,  etc.,  in  not  to  exceed 
three  lines.     The  lettering  may  be  done  in  black,  green  or  red. 

Samples  and  Prlcu  Hailed  on  Reqnaal. 


ACORN  ATOMIZER. 

FOR  USE  WITH  UGHT  OUS  OR  AQUEOUS  PREPARATIONS. 

Hard  Rubber  Screw  Plug   Fitting.     Continuous  Spray. 
Slate  Colored  Bulb  and  Tubing. 

An  Atomizer  of  the  best  quality,  th(m>nghly  well  made 
and  substantial,  at  a  popular  price. 

Each  in  box.     Half-dozen  in  package. 
PER  DOZEN,  $8.00. 

Dl«coBat  to  the  trade,  40  and  10  per  cent. 
la  package  lots,  SO  par  ceat. 


WHITALL  TATUM  COMPANY 

MANUFACTURERS  OP 

Druggisis\  Chemists*  and  Perfumers*  Glassware 

Manufacturerst  Inqxvtera  and  Jobbcn  ot  Dnigg^\s*  Sundries. 


SIR  rUHCiSCO, 

HMO.     snmKimatnuL 

wSMaatOnrCMntvSa^MiRMa,,  II  M  riiitfc  liii 

idTcniHH  plesM  mention  BulletIH  ot  Phaimacv. 
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Send  For  Our 


NEW    CATALOG   * 

(Superseding  previoiu  Issues) 

Illnstratlnfi  and  describing 
the  most  complete  line  of 

DECORATED   TIN    BOXES 

for  dispensing  purposes  ever  offered 

THE  RETAIL  DRUG  TRADE 

Boxes  for  every  requirement 
of  the  Modem  Drotf  Store. 

A  complete  supply  of  all  styles  and 
kinds  kept  In  stock. 


American  Stopper  Companyt 


Dwlitht  and  Verona  Streets, 


•  II 


iKLYN.  N.  Y, 
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THE  JAPANESE  are  most  discriminating  in  their  purchases,  owing  to  their  ability  to  readily 
judge  material  and  workmanship. 

IT  IS  NO  WONDER  then  that  the  Japanese  draggist  selects  the  WALRUS  SODA 

FOUNTAIN  as  the  best  obUinable  in  the  Soda  Fountain  line. 


FOR  YEARS  PASTi  American  druggists  and  confectioners  have  shown  their  high  regard 
for  the  Walrus  Soda  Fountain  by  their  extensive  purchases  of  same. 

THE  WALRUS  ICELESS  SODA  FOUNTAIN  gives  satisfaction  everywhere,  regardless 
of  altitude  or  atmospheric  conditions. 

WALRUS  SODA  FOUNTAINS  are  in  use  in  all  parts  of  the  United  States,  in  the  Islands 
of  the  Sea,  in  the  desert  countries,  in  Alaska,  and  on  the  other  side  of  the  World. 
191S  MODELS  now  ready.     Our  1915  Manual  fully  explains. 

WALRUS  MANUFACTURING  COMPANY.  DECATUR.  ILL. 

Soda  Fonnlalaa.  CMrboaalors,  Ice  Craam  C«blneU.  Store.  Office  and  Bank  Fixtures. 
■EPRESENTATIVES  IN  ALL  FUNCIFAL  CmES. 

Snvnrr.  "nm  MW»lg>n  Dnw  00.  HILWAnKES,  Tahr  &  Lum  Druft  Co. 

aftAUD  RAPtDd.  Hai>ltlne  £  PerklDi  Dnic  Oo.  BUFFALO.  Hmrr  J-  Wall  Co. 

TOBT  WAVME,  FVM  W^iie  Dros  Oo.  COLUXBDS,  Tlw  Orr.  Brown  &  Prios  Oo. 

When  writJni  to  idTcrtiKra  ploM  nwniion  Bulletin  or  Fdjimiacy. 


BULLETIN  OF  PHARMACY 


TheDruggistWhoCan'tAfford  to  Advertise 
Can't  Afford  to  Hire  Clerks  or  Pay  Rent 


it  all  comes  in  the  course  of  bosiness.  There  is  no  alternative— the  modem  merchant  must  advertise. 
It  is  just  as  necessary  for  him  to  buy  some  form  of  advertising  as  it  is  for  him  to  buy  merchandise. 
The  profits  depend  upon  volume  of  sales,  and  volume  nowadays  depends  largely  upon  advertising. 

THE   MANNING  ADVERTISING  SERVICE 

is  issued  monthly  in  printed  form.  The  Service  contains  fresh  seasonable  copy  for  Newspaper  Ads., 
Booklets,  Circulars,  Circular  Letters,  Letters  to  Physicians,  Folders,  Mailing  Cards,  Counter  Slips, 
Signs,  Card  Writing,  Parcel  Post  Ads.,  Own  Remedy  Ads.,  Illustrated  Window  Displays  and 
Picture  Slide  Advertising. 


ONE  DOLLAR  A  MONTH 

The  Manning  Service  gives  you  better  adver- 
tising at  $1.00  a  Month.  This  low  price  is  made 
possible  because  we  furnish  the  same  Service  to 
thousands  of  druggists  in  different  localities. 
All  material  is  copyrighted,  and  as  we  serve  but 
one  client  in  a  locality,  the  Service  is  practically 
the  same  as  if  it  had  been  prepared  for  you 
individually. 


WE  SERVE  YOU  ONLY 

Our  Service  is  supplied  Exclusively  to  one  firm 
in  a  locality.  In  this  way  there  is  no  chance  of 
work  prepared  by  us  being  duplicated  by  your 
competitors.  You  have  the  opportunity  of 
securing  the  Exclusive  Use  of  the  Manning 
Service  for  your  town  if  you  act  NOW. 


ONE   HUNDRED   DRUGGISTS    WILL    RECEIVE    THE    DECEMBER 

SERVICE  FREE 

*  -  '     - 

100  extra  copies  of  the  December  Service  have  been  printed  so  that  we  may  supply  100  live 
druggists,  who  sign  the  coupon  below,  with  their  advertising,  for  the  current  month  FREE. 

Don't  delay.  Sign  the  order  while  you  are  thinking,  about  our  proposition!  A  delay  may  mean 
your  competitor's  gain. 

TEAR  OFF  AND  MAIL  TO-DAY. 


MANNING 

ADVERTISING 

SERVICE 


Special  Holiday  Order 

13    MONTHS'   SERVICE    $12 


ST.  LOUIS, 
MISSOURI. 

Date 


If  you  have  no  client  in  this  locality,  please  enter  ?^  order  for  the  Exclusive  Use  of  The  Manning 
Monthly  Advertising  Service  for  ONE  YEAR  and  thereafter  until  notified  to  discontinue. 

A  condition  of  this  order  is  that  ^^^^  to  receive  the  December,  1914,  issue  of  the  Service  FREE. 

For  this  advertising  Service  ^^  agree  to  pay  you  at  the  rate  of  One  Dollar  ($1.00)  a  month,  payable 
quarterly  from  January  First,  1915. 


NOTE: 

DISCOUNT-6%  for  6  Months. 

\0%  for  12  Months. 


NAME 


STREET 


TOWN 


STATE 
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UNITED  STATES  BONDS 

I  be  bou^  <Mily  for  cash.    An  Amaican  bmovation  Soda  Fountain  ipays  I 
their  interest,  and  you  can 

BUY  NOW  ana  PAY  NEXT  SPRING 


A»  the  "Bailey"  inpat- 
Ki  tect  the  wt^boaid. 
Notice  the 
of  tbeUyouL 

Oar  motto- 


American  quality,  low  priced  stock  mkU 
fbuntahu,  ready  for  immediate  thipment 


Ke^  quality  up-and  prict*  down 

AMERICAN  SODA  FOUNTAIN  COMPANY 

Home  OfBce  and  Factories :  271-281  CongreM  SL,  Boston,  Mass. 


248  W.  23d  St,  Naw  York,  N.  Y. 
44  W.  MHcImII  SL,  Atlula.  Ga. 


WAREROOMS 
llOS  Commerca  Sl,  Dallas,  T«XM       1211  AkIi  Sl,  Plulad«l|dua,  P<. 
730  MiuioD  SuSas  Fi«ncuco.C«L       2023  S«.  Clark  St.  ChkM«>  IU-'  - 
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We  have  been  advertising  this  book  now  for  several  months,  but  we  cannot  help 
wondering  if  the  readers  of  our  announoements  have  thought  we  were  praising  the 
volume  beyond  its  merits.  Well,  then,  listen  to  what  some  of  the  editors  of  the 
pharmaoeutical  journals  have  been  saying  about  the  book: 


The  book  consists  of  a  series  of  examination 

gapers  set  by  boards  of  pharmacy  in  different 
tates,  with  the  correct  answer  appended  to 
each  question,  f ormii^  a  useful  ^ide  to  the 
student  who  nas  to  pass  an  exammation,  and 
gi  viz^  him  a  good  idea  of  the  sort  ofquestions 
he  wfll  be  calfed  upon  to  answer.  We  advise 
intending  candidates  to  purchase  a  copy  of 
''Board  Questions  Answexed."— i>ru^  Topics, 

An  examination  of  this  little  book  will  con- 
vince any  pharmacy  student  that  it  will  make 
a  valuable  addition  to  his  Hbraiy.— T^  Drug 
Clerks'  Journal. 

A  carefully  prepared  manual,  radically 
different  from  the  usual  cramming  quiz 
compend.  The  usual  short-cut  answers  so 
common  in  the  ordinary  quiz  books  are  absent, 
and  in  their  place  is  given,  where  necessity 
warrants,  a  long  enough  answer  so  that  the 
reader  may  get  a  grasp  of  the  subject  matter 
itself.  It  provides  in  a  way  real  knowledge 
instead  of  word  formulas.— Jv.  A.  R.  Z>.  Notes, 


Doubtless  the  editors  do  not  exaggerate 
in  statiug  that  they  have  been  led  to  compile 
these  answers  by  a  wide-spread  information  in 
available  form.  There  is  such  a  demand,  and 
there  will  continue  to  be  such  a  demand  as 
long  as  pharmaceutical  educators  and  board 
members  follow  divergent  courses.  These 
are  the  days  of  labor-saving,  hence  this  bodk's 
value  over  the  ordinary  quiz  compend  as  a 
step  nearer  to  the  very  things  that  will  be 
asked  by  the  board.— 7%«  Druggists  Cir- 
eular. 

It  will  greatly  refresh  the  memory  of  the 
prospective  caiKlidate  for  examination  and 
afford  him  hints  as  to  the  subjects  in  which 
he  may  be  deficient,  or  as  to  matters  which 
he  may  have  neglected  but  may  find  im- 
portant. A  carerul  study  of  the  book  is 
bound  to  be  of  material  assistance  to  the 
student,  and  the  work  may  be  studied  with 
profit  even  by  pharmacists  who  have  long 
passed  their  examination.— lferc&'«  Report. 


These  quotations  show,  don't  they,  that  all  we  have  said  about  "Board  Questions 
Answered"  has  been  more  than  justified  by  the  facts?  Every  unregistered  derk  who 
wants  to  get  his  full  papers  cannot  afford  to  let  the  opportunity  slip  by  to  get  a  copy 
of  the  volume. 

$1.50    POST-PAID. 


L  G.  SWIFT,  Publisher,  P.  0.  Box  484,  DETROIT,  MICH. 
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A  GOOD  REPUTATION  IS  A  MOST 

VALUABLE  ASSET. 


Every  experienced  business  man  appreciates  the  wonderful  value  of  a  good 
reputation,  and  many  of  them  rightly  consider  such  a  reputation  their  greatest 
business  asset. 

Well  knowing  that  it  often  takes  years  of  hard  work  and  unceasing  effort  to 
acquire  and  maintain  a  widely  known  and  favorable  reputation,  good  business  men 
spare  no  effort  to  secure  it  and,  possessing  it,  guard  it  most  zealously. 

Recognizing  how  much  people  judge  by  appearances,  and  fully  appreciating 
that  to  readily  get  the  reputation,  one  must  not  only  deliver  the  best  in  goods  and 
service  but  have  every  appearance  of  doing  so  as  well,  and  knowing  from  the 
experience  of  our  many  customers  what  a  decidedly  favorable  influence  superior 
store  equipment  has  in  creating  a  reputation  for  superiority  in  merchandise  and 
service,  Bangs  has  continuously  advocated  the  necessity  for  elegance  and  refinement 
in  store  fixtures  for  all  Druggists. 

That  in  this  direction  is  one  sure  road  to  increased  business  and  success  is  amply 
evidenced  by  the  thousands  of  Druggists  who  have  Bangs  Fixtures  in  service—many 
of  them  for  years — who  gladly  testify  as  to  the  wonderful  results  they  have  secured 
from  the  use  of  BANGS  BUSINESS-INCREASING  METHODS  and  FIXTURES, 
and  who  by  reason  of  their  experience  can  speak  with  authority. 

As  evidence  that  Bangs  Fixtures  have  a  Nation-wide  Reputation  for  Superiority, 
be  it  known  they  are  in  service  in  every  State  of  the  Union  but  two,  and  we  have 
just  recently  installed,  or  are  now  manufacturing,  complete  equipment  for  prominent 
Druggists  in  thirteen  States  as  follows: 


Solomons  Co.,  Savannah,  Ga. 
Leon  A.  Taylor,  Lakewood,  N.  J. 
Leap- Worthing  Co.,  Martinsburg, 

W.  Va. 
Hausman  Drug  Co.,  Pueblp,  Colo. 
Emil  G.  Stucky,  Beaver  Falls,  Pa. 
O  J.  Stout  Co.,  Parkersburg,  W.Va. 
Feind  &  Hain,  Irvington,  N.  J. 


Jean  B.  Fontaine,  Woonsocket,  R.  I. 
Foster  Drug  Co.,  Miles  City,  Mont. 
A.  E.  Adams,  Auburn,  N.  Y. 
G.  M.  Frazer,  Bellefontaine,  Ohio. 
Mills  Drug  Co.,  Owensboro,  Ky. 
Thomas  Fitzgerald,  Ambridi^e,  Pa. 
E.  A.  Ricka^,  Pittsfield,  Mass. 
Elam-Hamrick  Co.,  Anniston,  Ala. 


In  the  past  thirty  years  Bangs  Fixtures  have  earned  for  themselves  a  well- 
deserved  and  truly  enviable  reputation  as  the  druggist's  most  sure,  economical, 
forcible  and  permanent  method  of  advertising. 

This  reputation  is  based  wholly  on  results  produced,  profit  on  the  increased 
business  taking  care  of  the  investment  in  fixtures  in  a  very  short  time  and  continu- 
ously increasing,  for  years  thereafter. 

These  desirable  results  are  the  product  of  much  thought,  work  and  many  years 
of  specializing  by  the  Bangs  highly  trained  efficiency  experts,  and  in  their  hands  a 
small  investment  will  be  made  to  return  large  dividends. 

The  evidence  is  yours  for  the  asking. 

WRITE  FOR  THE  BANGS  PROPOSITION. 


C.  H.  Ban^s  Dru^^ists'  Fixture  Co 


Box  2024. 


BOSTON.  MASS. 


When  writing  to  advertisers  please  mention  Bulletin  op  Phabmacy. 


BULLETIN  OF  PHARMACY 


A    PRACTICAL    BOOK: 


"WINDOW  DISPLAYS  FOR  DRUGGISTS." 

The  window  is  the  best,  the  cheapest,  and  the  most 
effective  advertising  medium  you  have.  Don't  you  weuit  to 
make  the  most  of  it?  Here  is  a  book  whi<^  tells  you  how  to 
doit. 

It  contains  engravings  and  descriptions  of  1 1 0  window 
displa}rs— displays  which  have  actually  been  gotten  up  by 
dni^^ts  themselves,  euid  which  cover  every  line  and  depart- 
ment in  the  store.  All  of  them  were  prize  windows  selected 
from  over  a  thousand  sent  in  competition. 

The  book  also  has  a  collection  of  pointed,  pithy  sentences 
for  use  on  placards  in  the  window. 

It  has  two  calendars  suggesting  articles  for  display  every 
^veek  in  the  year. 

It  has  several  practical  chapters  devoted  to  the  subject  of 
window  dressing  in  general,  and  describing  wa}^  and  meeins 
of  making  the  window  pull  more  business  into  the  store. 

The  Dook  contains  1 76  pages,  is  bound  substantially  in 
cloth  boards,  and  will  be  sent  post-paid  for  $  1 .00  in  cash. 

E.  G.  SWIFT,  Publisher,      DETROIT,  MICH. 
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Christmas 
Periodicals 

AIND 

Magazines 


MANY  NEW  SERIALS 

begin  with  these  issues 

The  SALE  of  ONE  COPY  means 
that  the  purchaser  will  revisit  your 
store  for  each  succeeding  issue  as  it 
appears.  This  gives  an  opportunity 
to  PROFIT  on  each  PERIODI- 
CAL and  MAGAZINE  sale  and 
sell  other  profitable  articles  besides. 

Start  a  PERIODICAL  and  MMAZINE  Depaitmnt 

Send  attached  Coupon  ai  once  for 
Booklet  giving  full  information. 

The  AMERICAN  NEWS 


COMPANY 


9-15  PARK  PLACE,  NEW  YORK 


/j^ 


<\W 


"A' 
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What 
This  Book 
Contains. 


It  has  350  practical,  money-making,  money-saving  suggestions.  These 
350  ideas  are  divided  into  ten  chapters,  and  the  chapter  headings  are  as 
follows : 

I  Dlspenslii|{  and  Compounding  Ideas. 

II  Practical  Devices  for  the  Store. 

III  Money-making  Formulas. 

IV  Advertising  Schemes. 

V  Store  and  Windo^v  Displays. 

VI  The  Soda  Fountain. 

VII  Bookkeeping  and  Accounting  Su^estions. 

Vni  The  Prescription  Department. 

IX  Souvenir  Post  Cards. 

X  Miscellaneous  Ideas. 

A  glance  at  the  foregoing  list  of  contents  tells  better  than  anything  else 
what  this  book  contains.  In  the  chapter  on  Advertising  Schemes,  for 
instance,  there  are  46  novel  and  ingenious  methods  of  capturing  more 
business.  In  the  chapter  on  Money-making  Formulas  there  aie  31  recipes 
worked  out  by  keen,  shrewd  druggists.  And  so  it  Is  with  every  other 
chapter.  There  is  brought  together  in  this  book  a  veritable  wealth  of 
practical  suggestions  which  no  druggist  can  afford  to  do  without. 

$1.00  POST-PAID. 

E.  G.  SWIFT.  PubUsher,       ■       DETROIT.  MICH. 
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The  most  wonderiul-the  most  economic-die  Aeatest  SPACE 
SAVING  advertisii^  and  CUT  SERVICE  ever  supplied  to 

«vy  trade. 

A  Brand  New  Invention 

An  invention  that  has  taken  years  to  work 
out-thathas  cost  us  thousands  of  dollars 
to  produce  -  that  we  put  into  the  hands 
of  our  Retail  Dru^^ts  for  a  nominal  sum-that 
has  become  instantaneously  popular. 

OiA-inmrneswritlerionliusinesslttteAeiaiwillW  .ranwrei 

noVfesf^Q,^StreetNew^k 

Cut  out  FREE  Coup<ni,si^  name  and  return  at  once>^ — >- 

Above  SoUd  Oak, 

FRfF 

VVhhcntt  obligations  or  ex- 
pense to  us.make  us  ao- 
t^uairtted  with  yovar  new 
Invention  cut  and  adver- 
tising Sei-viceAlso  how  we 
are  to  obtain  your  Solid 
Oak  Cabinet  free. 
Name 

O^*^             State 
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Sell  lactone  Tablets 

FOR  TOE  PREPARATION  OF  BUTTERMILK 
IN  THE  HOME. 

Lactone  Buttermilk  is  one  of  the  most  popular  of  beverages. 
Your  patrons  have  been  buying  it  at  foimtains.      Now  let  them 
make  U  tn  Iheir  homeal 

Set  a   display   package    of   Lactime 
Tablets    on    your     counter    or    show- 
case.     Draw    attention    to    it   .with    an 
appropriate    placard.      Paaa    out    aome 
of   our  literature    for    pushing   Lactone 

glad    to    send    it    to    you.      E^lain  to 
your    customer*    what    a    pure,   whole- 
some    drink     Lactone     Buttermilk     is; 
/•ma  <»(»..«<».«•.                ... 

how    it     18     coming     into    use    as    a 

houaehold   beverage;    how  economical   it   is;    how  easUy  it    ie 

Start  this  campaign  of  education 
now.      You  will    soon  be   doing  a 
profitable  business  in  Lactone  Tab- 
let*. 

TRADE  PRICES. 

Botdo  of    10  tablett,  per  dozen  bottle*.  *2jOO 
Bottle*  of   25  tablet.,  per  bottk.  ...    0.40 
Bottle,  of  100  tablet.,  per  bottle.  .    .    .     1.25 

with  each  package.) 

PURE.  WH0U30HE 

Buttermilk 

PREPARE  IT  AT  HOME 

WrrM    FKESH,   SWKT 

MnX  AND 

Lactone  Tablets 

ASK  THE  CLERK 

"-^t^r^        Park) 

i,  Davis  &  Co 

WkMi  writini  to  idvcrtUera  plra 
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NINE  TIMES  A  WINNER 

THE 

UNDERWOOD 

FOR 

Speed  and  Accuracy 
in  Typewriting 


RETAINS  THE 


$1,000    Trophy  Cup 

Offered  in  open  cmitest  at  the  Annual  Busi- 
ness Show  in  New  York,  October  26,  1914. 

EMIL   A.   TREFZGER 

makes  a  record  of  129 
net  words  a  minute  on  the 

UNDERWOOD 

**  The  Machine  You  WiU  EventuaUy  Buy  ** 


^  — 
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You  Want  This  Book 


OULD  it  mean  an3rthing  to  you  to  be  able 

to  have  at  your  finger  tips  a  book  that 

would  give  you   practically  every   recipe 

and  process  known  to  chemistry,   pharmacy  and 

to    every    other    branch    of    the    useful    arts    and 

sciences  ? 

Henley's  Book  of  Formulas,  Recipes  and  Pro- 
cesses contain  over  10,000  selected  chemical,  phar- 
maceutical, technical  and  household  recipes  and 
gives  thousands  of  recipes  for  the  manufacture  of 
valuable  articles  for  every-day  use  and  tells  of  thou- 
sands of  ways  of  making  money,  including  hundreds  of  so-called  trade 
secrets  known  to  almost  every  business. 

This  book  is  one  of  the  most  valuable  reference  books  for  druggists 
and  manufacturers  that  there  is  published.  It  will  supply  you  with 
information  necessary  on  absolutely  every  recipe,  formula  and  process 
known  to  every  trade  and  science  in  the  world. 


Amontf 

Toilet  Article  Ponnnlas 
Recip«8  for  Every  Disease 
Veterinary  Pormnlas 
Fertilizing  Recipes 
Bleaching  Recipes 
Etching  and  Bngravin|f  Recipes 
Recipes  for  Glass  Making 
Paper  Making  Recipes 
Recipes  for  Ointments 
Mirror  Making  Pormnlas 
Paint  Making  Pormnlas 
Gilding[  Recipes 
Galvanizing  Recipes 
Bronzing  Recipes 
Tinning  Recipes 
Silvering  Recipes 
Recipes  for  Adhesives 
Recipes  for  Plating  and  Enam- 
eling 


of  the  Fommlas  lUven  are 


Cleaning  Processes 

Soap  Making 

Leather  and  its  Preparations 

Recipes  for  Alloys 

Recipes  for  Solder 

Photographic  Pormnlas 

Shoe  Dressing  Recipes 

Stove  Blacking  Recipes 

Rust  Preventive  Recipes 

Recipes  for  Lubricants 

Recipes  for  Oils 

Recipes  for  Dyes,  Colors  and 
Pigments 

Recipes  for  Dryers 

Ink  Recipes 

Recipes  for  Artificial  Gem  Mak- 
ing 

Jeweler's  and  Watchmaker's 
Recipes 


Household  Pormnlas 

Waterproofing  Recipes 

Pireptoofing  Recipes 

RecipM  for  Cements,  Glnes, 
Mucilages 

Pireworks  Recipes 

Recipes  for  Eradicators 

Alconol  and  its  Uses 

Recipes  for  Essences  and  Ex- 
tracts 

Dentifrice  Recipes 

Cosmetic  Recipes 

Perfume  Recipes 

Tanning  Recipes 

Metallurgical  Pormnlas 

Hair  Restorers 

Depilatories 


Aad 


vy  thonsaad  more— Equally  ImpoiiaBt  la  the  Arts  and  llaaafactvraa. 


We  are  selling  this  book  to  druggists  at  $3«50  each,  which  in- 
cludes a  year's  subscription  to  the  Retail  Druggist— the  Magazine  for 
live  business  Druggists. 

THE  RETAIL  DRUGGIST 

37  Fort  Street  West  Detroit.  MlchUan 


When  writing  to  advertisers  please  mention  Bulletin  of  Phaxm acy. 
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Use  Our  Empty  Capsules 
in  Your  Prescription  Work 


Parke,  Davis  &   Co/s  Empty  Capsules  are  the  finest 
capsules  that  money  and  machinery  C2in  produce.    They  are 
manufactured   under    ideal    conditions,    in    the    largest,    best 
equipped,  most   modem   cap- 
sule    plant     in      the     world. 
Thirty    yeais     of     experience 
are  back  of  these  capsules. 

Parke,  Davis  &  Co.'s 
Empty  Cc4»ules  are  made 
from    the   highest    quality    of 

gelatin  obtainable.  They  are  readily  soluble.  They  are 
pliable — will  not  break  in  heuidling.  They  are  uniform  in 
size  and  shape  —  cap>s  and  bodies  fit  perfectly:  there  is  no 
danger  of  their  coming  apart,  no  danger  of  leakage  or 
spilling  of  contents. 


PARKE,  DAVIS  &  COMPANY. 

Laboratoriei:  Detroit,  Miob.,  U.S.A.;  Walkerville,  Ont.;  Houailow,  Ent. 

Braochec  New  York,  Chi<sa|o,  Kaniai  City,  St.  Louii,  Baltimore,  New  Orlean*,  Minoeapolit,  Seattle, 

Bodon,  Buffalo,  Pittibur^,  CinciDnali.  U.  S.  A.;    Montreat,  Que.;    London,  Bag.;    Sydney, 

N.  S.  W.;    Petrofrad,  RuMia;  Bombay,  India;  To kio,  Japan;  Buenoi  Airei,  Arfentina. 
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Display  Diamond  Dyes 


Other  druggists  display  DIAMOND  DYES  in  the  windows 
of  their  stores  and  energetically  push  the  sale  of 

Diamoiid  Dyes 

Give  DIAMOND  DYES  a  prominent  place  in  your  store 
windows  from  time  to  time,  and  you  will  find  you  will  materially 
increase  your  profits. 

WELLS  &  RICHARDSON  COMPANY 

BURUNGTON,  VERMONT,  AND 
200  MOUNTAIN  STREET,  MONTREAL,  CANADA. 


"Don't  spend  no  money  for  gas,"  he  told  the  dentist. 
"Yank  it  out  if  it  does  hurt." 

"You  are  plucky,"  said  the  dentist.  "Let  me  see  the 
tooth." 

"Oh,  'taint  me  that's  got  the  toothache ;  it's  my  wife. 
She'll  be  here  in  a  minute." — Cosmopolitan. 


Sanitary^  iceless  soda  fountains  in  which  the  in- 
terior or  working  parts  are  of  white.  Vitreous  con- 
struction, rather  than  of  polished  metals,  are  made  by 
the  Knight  Soda  Fountain  Company,  Franklin  and 
Erie  Streets,  Chicago. 

The  Vitreous  material  is  the  same  snow  white  sub- 
stance that  is  used  in  high  grade  plumbing  equipments, 
public  drinking  fountains,  etc.  An  occasional  wiping 
with  a  damp  sponge  suffices  to  keep  Vitreous  clean. 

The  Knight  Company  issues  an  exceptionally  hand- 
some 9x12  catalogue  of  36  pages,  containing  nearly  100 
illustrations.  Embodied  in  the  booklet  are  cuts  of 
many  styles  of  soda  fountains  and  accessories,  together 
with  complete  descriptions  of  the  various  interesting 
features  of  Vitreous  equipments. 

A  copy  of  this  catalogue  should  prove  of  exceed- 
ing value  to  any  one  interested  in  the  purchace  of  a 
new  fountain  or  working  parts  thereof. 

Just  drop  a  postal  card  to  the  company  saying  that 
you  saw  the  ad.  in  the  Bulletin  of  Pharmacy^  and 
one  of  these  attractive  catalogue  will  be  sent  you  at 
once. 


Tess:     "Why   were   you    weeping    in    the   picture 
show?" 

Jess :   "It  was  a  moving  picture." — Judge, 


Winter  weather  and  coughs  and  colds  go  hand  in 
hand. 

Y  &  S  and  M  &  R  stick  licorices,  products  of  the 
National  Licorice  Co.,  packed  in  individual  cartons 
meet  with  a  ready  sale  during  the  "cold"  months. 
Your  wholesaler  has  a  supply. 


**You  ought  to  be  ashamed  of  yourself,  a  big,  strong 
man  like  you  asking  for  money?" 

"Well,,  lidy,  I  once  got  six  months  for  taking  it  with- 
out asking !" — Berlin  Democrat, 


Tampa-Cuba  cigars,  seven  brands — 100  sizes.  You 
can  secure  an  agency  for  these  cigars — for  sale  by 
druggists  only — ^by  writing  the  Tampa-Cuba  Cigar  Co., 
P.  O.  Box  938,  Tampa,  Fla. 

Particular  smokers  like  them. 


Little  Clarence  :  "Pa,  that  man  going  yonder  can't 
hear  it  thunder." 

Mr.  Callipers :  "Is  he  deaf  ?" 

Little  Qarence:  "No,  sir;  it  isn't  thundering." 
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STYLE+ QUALITY 

Seamless  boxes  in  largest  variety  and  unifonn 
workmanship. 

GILL,    NORTON,    MILLER 

If  your  jobber  does  not  handle   these  well- 
known  boxes,  write  for  samples  and  prices. 


AMERICAN  CAN  COMPANY^ 


Ghlcailo 


NEW  YORK 
Hamlltoiit  Ont« 

WITH  OFnClBS  IN  ALL  LARGE  CITIES. 


San  Francisco 


It  costs  you  nothing. 

The  stamp  tax  on  all  the  Daggett  &  Ramsdell 
toilet  specialties  will  be  paid  by  the  manufacturer. 

A  special  proposition,  with  the  sale  guaranteed,  is 
offered  on  quantity  lots  of  these  ready  sellers.  Ask 
Daggett  &  Ramsdell,  328  W.  14th  Street,  New  York, 
for  particulars. 

There's  no  chance  to  lose. 


The  lawyer  had  a  somewhat  difficult  witness,  and 
finally  asked  if  he  was  acquainted  with  any  of  the  men 
on  the  jury. 

"Yes,  sir,"  replied  the  witness;  "more  than  half  of 
them." 

"Are  you  willing  to  swear  that  you  know  more  than 
half  of  them?"  demanded  the  lawyer, 

"Why,  if  it  comes  to  that,  Tm  willing  to  swear  that 
I  know  more  than  all  of  them  put  together." — Puck, 


Superior  designs,  simple  constructions,  and  good 
workmanship  are  the  claims  of  the  Arthur  Colton  Co., 
794  Jefferson  Avenue,  Detroit,  Mich.,  for  its  pharma- 
ceutical machinery  and  laboratory  appliances. 

This  company  manufactures  a  line  of  single  punch 
and  rotary  type  tablet  makers  suited  to  all  require- 
ments. An  illustrated,  descriptive  booklet  will  be  sent 
on  request. 


A  WORKING  woman  is  a  lady  who  is  proud  of  the 
fact  that  she  can  take  care  of  herself,  but  we  have  no 
term  to  indicate  the  ladies  who  are  proud  of  the  fact 
that  they  cannot  take  care  of  themselves. — Life. 


A  RECX>RD  of  129  words  a  minute  was  made  by  an 
operator  on  an  Underwood  typewriter  at  the  annual 
Business  Show  held  at  New  York,  in  October,  1914, 
retaining  for  the  Underwood  machine  the  $1,000  trophy 
cup  offered  for  speed  and  accuracy. 

This  is  but  one  of  the  reasons  that  causes  the 
makers  to  say  it  is  "the  machine  you  will  eventually 
buy." 

Investigate  Underwoods. 


Another  of  Mark  Twain's  old  companions  has  died 
— Calvin  Higbie — of  whose  partnership  in  his  mining 
days  Mark  Twain  has  told  in  the  pages  of  "Roughing 
It."  Some  one  who  recently  passed  through  the  little 
mountain  village  of  Greenville,  California,  wrote  that 
the  old  man  who  had  become  too  feeble  to  live  alone 
in  his  cabin  was  being  cared  for  by  charitable  people. 
"What  contrasts  in  careers  and  endings  of  old  associ- 
ates I"  said  this  traveler.  "You  remember  in  'Roughing 
It'  Higbie  was  the  leader  in  their  mining  ventures  which 
Mark  was  really  only  a  straggler,  and  here  we  see  one 
dying  in  a  palace,  surrounded  with  affluence,  the  other 
dying  in  a  hovel." — Harper's. 
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One  finds  them  in  Japan,  in  Alaska,  in  the  islands 
of  the   sea,   in  desert  countries,   in   fact,   everjwhere. 

Walrus  soda  fountains  are  used  the  world  over. 

A  1915  manual  illustrating  all  that  is  new  and  up- 
to-date  in  soda  fountains  and  accessories  will  be  sent 
upon  request  by  the  Walrus  Manufacturing  Company, 
Decatur,  III 


SiLicus :  "What's  the  matter,  ( 
unhappy." 

Cynicus :  "I  am.  I'm  almost  as 
with  a  secret  that  nobody  wants  t 


Wanted— Spending  devices.  Owing  to  the  partial 
failure  of  the  easy-mark  crop,  we  are  in  the  market  for 
inducements  and  allurements  which  will  bring  women 
into  our  stores  and  cause  them  to  squander  money  with- 
out thought  of  how  hard  their  husbands  and  fathers 
worked  for  it,  whether  they  really  need  the  goods  or 
not,  what  will  happen  when  the  inevitable  rainy  day 
comes,  or  other  economic  considerations.  We  especially 
need  tittle  ideas  which  will  make  poor  bargains  look 
like  good  bargains,  useless  goods  look  like  useful  goods, 
and  hard  payments  look  like  easy  payments.  Unless 
women  can  be  reinspired  with  the  divine  ambition  to  be 
recklessly  extravagant,  all  is  lost.  Highest  prices  paid. 
Address  Department  Store,  Shopping  District,  Every- 
burg.— Lt/e. 

The  Albany  Chemical  Company,  of  Albany,  N.  Y., 
solicit  your  inquiries  for  medicinal,  photographic  and 
technical  chemicals. 

If  you  are  in  the  market  for  any  of  these,  either 
in  original  or  broken  packages,  send  along  for  quota- 
tions. 


Would  you  add  a  profitable  side-line  provided  it 
entailed  no  risk  or  expense  to  start? 

Such  a  side-line  is  ofFered  by  the  American  News 
Co.,  9-15  Park  Place,  New  York. 

The  company  will  show  you  how  to  start  a  profit- 


istanlly  bring 


paying  periodical  department  that  v 
new  customers,  and  cause  old  ones  to 

Turn  to  the  ad.  elsewhere  in  this  iss 
coupon  and  the  company  will  send  tc 
particulars  of  this  proposition. 


"Here,  what's  all  this  row  about?"  asked  the  copper, 
breathlessly. 

"Why,  this  woman  is  collecting  money  for  the  peace 
society,  and  when  I  refused  to  contribute  she  knocked 
me  down,"  explained  the  meek-looking  man. — Buffalo 
Expr,,,. 

Customers  come  back  for  it ;  it  satisfies  them.  Al- 
kalol  is  marketed  in  two  sizes,  8  and  16  ounces,  and 
costs  $4.00  and  $6.75  a  dozen,  respectively.  The 
Alkalol  Co.,  Taunton,  Mass.,  makes  it. 


Wfacn 


M  ot  Phaiuacv. 
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A  QUESTION  OF 
CONFIDENCE 

Your  insurance  company,  like  your  banker  and  even  your  doctor,  must  have 
your  complete  confidence — for,  after  a  fire,  insurance  may  be  a  matter  of 
business  life  or  death.  The  Druggist  who  insures  in  the  A.  D.  F.  I.  Co.  knows 
that  he  is  protected  absolutely.    We  write  Quality  Insurance. 

A  CO-OPERATIVE  COMPANY  BUT  NOT  A  MUTUAI,  COMPANY. 
SURPLUS  TO  POLICYHOLDERS  NEARLY  $300,000.00. 
THE  ONLY  CAPITAL  STOCK  DRUGQISTS'  FIRE  INS.  CO. 
WE  SAVE  YOU  A  LARGE  PART  OP  THE  COST  OF  YOUR  INSURANCE. 


ASK 


FOR  OUR  PROPOSITION. 


The  American  Druggists'  Fire  Ins.  Co 

1218-1216  MERCANTILE  LIBRARY  BLDG.. 

GiNGINNATI.  OHIO. 


Chicago  Meeting. — The  Chicago  Branch  of  the  A. 
Ph.  A.  held  the  first  monthly  meeting  for  the  season  of 
1914-15  on  the  evening  of  October  20.  In  the  absence 
of  President  Jas.  H.  Wells,  Vice-President  W.  B.  Day 
presided. 

The  Chicago  Retail  Druggists'  Association  was  to 
have  been  represented  by  Secretary  I.  M.  Light,  but 
unfortunately  Mr.  Light  was  detained  elsewhere  and 
could  not  be  present. 

Harold  N.  Bruun  presented  in  poetical  form  his  im- 
pressions of  the  Illinois  Pharmaceutical  Association  at 
its  Fox  Lake  meeting.  J.  W.  Morrisson  represented  the 
National  Wholesale  Druggists'  Association.  He  dwelt  on 
the  value  of  resolutions  and  committee  reports  in  creat- 
ing and  molding  uniformity  of  opinion,  not  only  among 
the  members  of  the  association,  but  among  retail  drug- 
gists and  others  allied  with  pharmacy  and  also  among 
the  great  general  public.  He  told  also  of  the  very 
prompt  and  energetic  measures  employed  by  the  as- 
sociation to  defeat  the  stamp  tax  on  proprietary  medi- 
cines. Editor  Hugh  Craig  of  the  Journal  of  the  N.  A, 
R.  D,  spoke  for  that  organization.  He  also  presented 
in  a  very  earnest  and  striking  manner  the  important  ac- 
tivities of  the  Philadelphia  convention,  describing  the 
forces  that  had  been  brought  to  bear  to  obtain  amend- 
ments to  the  Harrison  Bill,  and  of  the  preparations 
made  for  increased  U.  S.  P.  and  N.  F.  propaganda 
work. 

Local  convention  activities  were  discussed  by  Pro- 
fessor C.  M.  Snow,  who   summarized  the  interesting 


features  of  the  many  and  varied  sessions  in  a  most  at- 
tractive way. 

The  paper  by  Professor  Snow  was  directed  to  be 
presented  to  the  Journal  of  the  N.  A.  R.  D,  for  publi- 
cation, and  the  papers  by  Mr.  Bruun,  Mr.  Morrisson 
and  Mr.  Craig  are  to  be  sent  to  the  Journal  of  the  A. 
PK  A. — E.  N.  Gathercoal,  secretary. 


A  MAN  is  known  by  the  company  he  keeps.  And 
similarly,  oftentimes,  the  quality  of  the  preparations 
marketed  under  your  own  label  is  judged  by  the  con- 
tainers in  which  the  products  are  packed. 

Catalogue  "A"  issued  by  the  American  Stopper 
Co.,  Dwight  and  Verona  Streets,  Brookljm,  N.  Y., 
describes  a  most  complete  line  of  decorated  tin  boxes 
for  dispensing  purposes. 

Send  for  it  to-day. 


Mrs.  Nurich  was  telling  of  her  recent  motor  trip. 

"How  about  the  topography  of  the  country,"  she  was 
asked. 

"Mostly  republican,  but  a  few  bull  moose." — Buffalo 
Express. 


Help  your  customers  reduce  the  high  cost  of  living. 
Display    Diamond    Dyes    in    a   prominent   position 
and  watch  your  profits  increase. 
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Xmas  Post  Cards 


DESIGNED 
AND  MADE 
IN  AMERICA 


I    50  SUBJECTS   I 

Exceptional 

Assortment 

Qua&ty  and  Variety 


I  50   SUBJECTS  I 

Extraordinary 

Value 

Good  Cardboard 
Expensive  Designs 

This  exceptional  assortment  has  been  selected  from  the  best  numbers  offered  by  three 
(3)  different  factories.    AttractJTe  w^r  combimtioiu.    Attractive  designs. 
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Port  Cud  and  NoraltT  Dapaitmaat 

Nofc  9-15  Park  Place,  -  NEW  YORK  CITY 


The  2,  4  and  8  price-policy  on  the  different  sizes  of 
Sal  Hepatica,  together  with  the  steady  demand  for 
them,  renders  it  advisable  for  the  druggist  to  keep  a 
supply  on  hand  at  all  times. 

Sal  Hepatica  is  a  sure-fire  seller.  The  buying  of  a 
comparatively  small  lot  entitles  the  dealer  to  a  liberal 
discount. 

Any  jobber  will  quote  quantity  prices. 


AUTHW:  Don't  you  think  I'd  better  wait  until  the 
war  is  over  before  I  get  out  this  book  about  it? 

Publisher:  Wait  I  1  should  say  notl  Why,  if  we 
wait  until  then  all  the  official  facts  may  be  known. — Life. 


"Rich  but  not  gaudy." 

This  typifies  the  sectional  outfits  for  drug  stores 
made  by  the  Benderscheid  Mfg.  Co.,  2800-2826  N.  9th 
Street,  St.  Louis. 

If  you  want  to  buy  a  better  sort  of  fixture  at  a 
saving  of  10  to  20  per  cent,  write  for  Benderscheid 
catalogue  No.  14.  It  contains  80  pages  filled  with 
illustrations    and    specifications    of    dnig-store    equip- 


Easy  War  Tekms. — Neutral  Territory— Coai/enient 
spots  on  the  map  to  quarter  your  troops  at  the  expense 
of  the  spots. 

Pre-dreadnoughi — A  warship  built  day  before  yes- 

Ullimalum — Keeping  the  other  man  waiting  while 
you  complete  the  finishing  touches. 

Moftyifo (to K J— Wholesale  death  notices  served  in  ad- 
vance to  friends  and  neighbors. 

Machine  Gun — Labor-saving  killing  device. 

Maritime  Supremacy — The  prize  awarded  to  the 
most  successful  murderer. — Life. 


With  the  coming  of  the  new  year,  druggists  in  gen- 
eral are  planning  to  inventory  their  stocks. 

"350  Dollar  Ideas  for  Druggists"  contains  two  valu- 
able helps  for  doing  this  work.  In  addition,  there  are, 
in  the  volume,  348  other  practical  suggestions  of  great 
value  to  all  druggists. 

This  book,  brim-full  of  money-making  ideas,  may  be 
obtained  for  $1.00  post-paid,  from  E.  G.  Swift,  Pub- 
lisher, Box  484,  Detroit,  Mich. 


"How  did  your  novel  come  out?" 

"Well,"  replied  the  self-confident  man,  "it  proved 
beyond  all  doubt  that  it  isn't  one  of  these  trashy  best- 
sellers."—if  (wAmjflofi  Star. 


"He  is  the  most  tender-hearted  man  I  ever  saw." 

"Kind  to  animals?" 

"I  should  say  so.  Why,  when  he  found  the  family 
cat  insisted  on  sleeping  in  the  coal-bin,  he  immediately 
ordered  a  ton  of  soft  coal." — Tit-Bils. 
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A  SatisRed  Cuitomer  n  the  Druggnt't  Best  Advertiseiiient 

TheMarvelWhirlingSpraySyringe 


Gold  Madal  Awmrded  —  Pmru,  IMj 
By    tha    Sociata    d'HrgUn*    of    FnoM 

uthe  lateit  and  best  unDroTemcDt  in  vuinal 
Syrinen.  Porticulu'  attention  ii  called  te 
the  fact  that  bv  reason  ol  its  peculiar  con 
itmction  the  Marvel  Syringe  dilatei  anti 
fliuhes  the  vigina  with  a  volume  oi  whirlin| 

Snr,  which  smooths  out  the  foldi  and  permit) 
i  Injection  to  come  into  contact  with  ta& 
clcanaing  the  entire  lorf  ace. 
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Planted,  grown,  prepared,  and  packed  by  Ameri-  The  Teacher:   "Willie,  can  you  tell 

cans  in  America.  is?" 

Brooks'  Baby  Barley  makes  the  babies  of  America 
into  better  Americans. 

A  16-ounce  package  retails  for  25  cents  and  the 
dozen  price  is  $2.00,  giving  the  retailer  a  liberal  profit. 
Jobbers  carry  Brooks'  Baby  Barley  in  stock  and  the 
nuuiufacturers  cooperate  with  the  dealer  through  ex- 
tensive advertising. 


Willie :  "Sure— it's  water  gone  crazj'  with  the  heat." 


The  kindergarten  teacher  recited  to  her  pupils  the 
story  of  the  wolf  and  the  lamb.  As  she  completed  it 
she  said: 

"Now,  children,  you  see  that  the  lamb  would  not 
have  been  eaten  by  the  woH  if  he  had  been  good  and 
sensible." 

One  little  boy  raised  his  hand. 

"Well,  John,"  said  the  teacher,  "what  is  it?" 

"If  the  lamb  had  been  good  and  sensible,"  said  the 
little  boy,  gravely,  "we  should  have  had  him  to  eat, 
wouldn't  wc?" — New  York  Times. 


Benoer's  Food  for  infants,  invalids  and  aged  per- 
sons, is  regularly  advertised  to  the  medical  profession. 
Various  doctors  all  over  the  United  States  are  con- 
stantly sending  customers  to  druggists  for  Benger's. 

If  your  stock  is  low,  order  from  your  jobber,  or 
write  to  Benger's  Food,  Ll'd,  92  Williams  Street,  New 
York,   for  a   supply. 


Why  not  stimulate  business  by  the  aid  of  some  fac- 
simile pen -written  or  typewritten  letters  sent  to  a 
selected  mailing  list?  The  Daus  "Tip  Top"  duplicator 
will  reproduce  100  copies  from  pen- written  and  50 
copies  from  typewritten  originals ;  each  one  clear, 
clean,  perfect.     The  price  is  only  $5,00. 

If  you  would  like  to  try  one  for  ten  days,  free  of 
charge,  write  Felix  A.  C.  Daus  Duplicator  Co.,  Ill 
John  Street,  New  York,  mentioning  the  BUL1.ET1N  OF 
Pharmacy.  At  the  end  of  that  time,  if  you  find  it  is 
unsatisfactory,  the  company  will  allow  you  to  return 


An  English  minister,  who  guarded  his  morning 
study  hour  very  carefully,  told  the  new  maid  that  under 
no  circumstances  were  callers  to  be  admitted — except, 
of  course,  he  added— in  case  of  life  and  death.  Half 
an  hour  later  the  maid  knocked  at  his  door. 

"A  gentleman  to  see  you,  sir." 

"Why,  I  thought  I  told  you " 

"Yes,  I  told  him,"  she  replied,  "but  he  says  it  is  a 
question  of  hfe  and  death." 

So  he   went   downstairs   and    found    an   i 
agent . — A  rgonaut. 
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Blondine:  "Gertie  Giddygad  has  fallen  out  with  her 

Bninetta:   "What  caused  the  quarrel?" 
Blondine :  "She  found  a  purple  hair  on  his  coat  and 
her  wig  is  green."— i.i/e. 


Perhaps  there  is  no  otlicr  city  in  the  whole  United 
States  that  ofFers  so  many  poinls  of  historic  interest 
as  Boston.  It  is  a  city  which,  sooner  or  later,  every 
patriotic  American   wishes  to  visit. 

The  Commonwealth  Hotel  of  that  city  offers  home- 
like surroundings  to  its  guests  at  a  minimum  cost. 
Rooms  with  hot  and  cold  water,  including  free  use 
of  a  shower  hath,  can  be  secured  for  $1.00  a  day  and 
up.  The  hotel,  which  is  a  temperance  one,  is  abso- 
lutely fireproof  and  is  located  opposite  the  State 
House,    within   easy   access   of  the   central   portion   of 


interesting  booklet 
le  contemplating  a 


the  city. 

The  management  has  prepared 
which  it  will  be  glad  to  send  an; 
visit  to  historic  Boston. 

Send  your   request    for  the   booklet   to    Storer  F. 
Crafts,  manager. 


Mistress:  "1  distinctly  saw  you  with  the  police- 
man's arms  around  you," 

Maid:  "Oh,  yes,  mum;  wasn't  it  nice  of  him?  He 
was  showin'  me  how  to  hold  a  burglar  if  I  found  one 
in  the  house." — Life. 


During  the  cold  winter  months  that  warmth-loving 
household  pet — the  family  cat — does  not  secure  suffi- 

Call  your  customer's  attention  to  the  catnip  ball,  a 
toy  for  cats  in  a  box  of  catnip.  A  cat  will  ptay  with 
one  of  these  for  hours  at  a  time,  thus  securing  much 

Catnip  balls  are  sold  by  your  jobber  or  they  may 
be  obtained  from  Dr.  A.  C.  Daniels,  Inc.,  Boston,  Mass. 


MiscHA  Elman  tells  a  story  of  his  early  youth.  He 
was  playing  at  a  reception,  and  played  Beethoven's 
"Kreiitzer  Sonata,"  which  has  several  long  and  im- 
pressive rests  in  it.  During  one  of  these  rests  a  moth- 
erly old  lady  leaned  forward,  patted  him  on  the  shoul- 
der, and  said :  "Play  something  you  know,  dear." — 
Argonaut. 


homeopathic  pharmacy  was  delivered 
before  the  Philadelphia  College  of  Pharmacy,  Novem- 
ber 9,  by  Dr,  John  A.  Bomeman  of  the  Hahnemann 
Medical  College.  The  doctor  discussed  the  new 
Homeopathic  Phaitnacopceia  of  1914,  explaining  the 
preparations  contained  in  it,  together  with  descriptions 
of  the  methods  used  in  manufacturing  the  different 
products.  Dr.  Bomeman  also  showed  a  number  of 
lantern  slides  illustrating  various  pharmaceutical  pro- 
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No  wait. 
No  waste. 


8)KDM] 


Sanitary. 
Satisfying, 


WiU  Bring  Business  to  Your  Fountain  This  Winter 

One  KAK  (cake)  makcB  a  cup  of  cocoa.  Crush  the  cake  in  ita  wibpper  and  cmmble  with  the 
Angers  into  a  cup,  poor  on  hot  water  or  milk,  atir  slightly,  and  serve.  No  boiling,  no  sugar  to  add, 
no  delay  or  incfoivenience. 

STEAMING,  DEUCIOUS  HOT  CHOCOLATE 

is  instantly  prepared  from  K0K0-£4KS,  which  represent  the  llneat  quality  of  Imported  Dutch  Cocoa, 
pure  granulated  sugar,  milk  powder  and  vanilla— in  compressed,  molded  form.    Each  cake  is  carefully 
wrapped  in  sanitary,  paraffined  paper,  thus  retaining  indefinitely  the  richness  and  flavor. 
SuppGed  in  tamtArj,  moiiture^roof  baxaa,  100  cakei  in  «  bos. 

Carton  of  100  Cake%  $2.00. 


Dependable  chemicals  a 
gist  in  his  laboratory  work, 
pendable. 

A  complete  list  of  them  will  be  sent  upon  request 
by  Powers-Weightman-Rosengarten  Co.,  of  New  York, 
Philadelphia  and  St.  Louis. 


Gebhabd  von  Blucher,  the  famous  Prussian  general 
field-marshal,  had  as  surgeon-major  of  his  army  a  man 
who  was  very  homely,  but  extremely  proud  and  vain. 

One  day  Blucher  entered  the  surgeon's  tent,  and 
found  him  standing  before  a  looking-glass,  arranging 
his  toilet  and  admiring  himself  generally.  "Doctor," 
said  Blucher,  laughing,  "1  suppose  that  you  are  the 
luckiest  man  in  the  world !" 

"How  is  that,  sir,  may  I  ask?" 

"Why,  here  you  are  quite  in  love  with  yourself,  and 
you  haven't  a  single  rival !" — Youth's  Companion. 


The  classes  of  the  University  of  Illinois  School  of 
Pharmacy  were  addressed  by  F.  C.  Dodds.  Secretary 
of  the  Illinois  Board  of  Pharmacy,  the  junior  class  on 
Tuesday,  November  10,  and  the  senior  class  on 
Wednesday,  November  11. 

It  is  planned  to  follow  the  precedent  thus  estab- 
lished by  giving  such  lectures  to  the  classes  at  each 


Mr.  Greene  was  threatened  with  a  contagious  dis- 
ease, and  when  his  little  son,  Ned,  who  was  of  very 
affectionate  disposition,  came  to  embrace  him  before 
retiring,  he  said : 

"Neddie,  my  boy,  you  mustn't  hug  me.  You'll  catch 
the  scarlet  fever," 

Ned  looked  at  his  father  in  amazement  for  a  mo- 
ment.   Then  he  asked: 

"Say,  father,  whom  did  you  hug?"— iorfie J*  Home 
Journal, 

People  who  are  obliged  to  stand  on  thdr  feet  all 
day  wilt  appreciate  having  their  attention  called  to 
the  Perfection  air-cell  arch  cushion. 

These  arch  cushions  are  especially  designed  to  cor- 
rect fallen  or  weak  arches  by  giving  the  sole  of  the 
foot  the  proper  support.  They  are  easy  to  sell  because 
of  their  manifest  advantages  and  because  they  are  not 
priced  exorbitantly.    Fifty  cents  buys  a  pair. 

The  Elastic  Tip  Company,  370  Atlantic  Avenue, 
Boston,  Mass.,  will  send  particulars  and  prices  to  any 
one  interested  in  obtaining  a  profitable  and  legitimate 

"I  USED  to  go  to  the  theater  just  as  a  tired  business 
man  would." 

"Why  did  you  give  it  up?" 

"I  found  that  it  was  the  plays  that  were  making  me 
tired." — Times. 
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Increase  Your  Store  Room— at  Same  Rental 


By  Installing  the 
SCHWARTZ  SECTIONAL  SYSTEM 

You  will  Gain  Room  for  New 
Departments    in   Your  Store. 


HD  ioiUnlly  looato  ■ 
bind  il  klw^Ti  kept  i 
ristd  cbcD 


Write  for  our  New  Book,  jutt  off  the  preM, 

"THE  PROPER  ARRANGEMENT  OF 
THE  MODERN  DRUG  STORE" 

A  haodionie  aew  book,  oontaining  interior  viewi  o(  well 

known  Arat  itore*'    A  refercDoe  book  you 

will  want  l«  keep. 

FUentadJanuu7  It.  IBIO.    Beware  of  Imlbdon. 

SCHWARTZ  SECTIONAL  SYSTEM, 

INDIANAPOLIS  DRUG  CABDTBr  OX, 

KentnckyATB.  and  DroTerSt.,  INDIAN  A  Pni.Ifl,TT.S.  A. 


Lots  of  failures  can  be  traced  to  the  belief  that  other 
people  are  not  quite  as  smart  as  we  are. 


Dennisom's  glue  comes  in  patent  pin-tubes  for  home 
and  office  use.  A  dozen  tubes  placed  on  the  counter 
will  find  a  ready  sale  and  your  thought  fulness  in  pro- 
viding such  a  handy  package  will  be  appreciated  by 


Order  a  dozen  tubes  to-day  from  your  jobber  c 


Strolung  along  the  boardwalk  at  Atlantic  City,  Mr. 
Mulligan,  the  wealthy  retired  contractor,  dropped  a 
quarter  through  a  crack  in  the  planldng.  A  friend  came 
along  a  minute  later  and  found  him  squatted  down,  in- 
dustriously poking  a  two-dollar  bill  through  the  treach- 
erous cranny  with  his  forefinger. 

"Mulligui,  what  the  divvil  ar-re  ye  doin'?"  inquired 
the  friend. 

"Sh-h  r  laid  Mr.  Mulligan,  "I'm  tryin'  to  make  it 
wort'  me  while  to  tear  up  this  board." — Everybody's 
Magtuine. 

They  keep  your  products  moving — keep  them  making 
profits  for  you.    That  is  what  lithographed  cans  will  do. 

The  National  Can  Company,  independent  manufac- 
turers, Detroit,  Mich.,  makes  them. 

Investigate  lithographed  cans. 


Correct.— The  teacher  said  to  the  boy:  "How  many 
commandments  are  there?" 
"There  are  ten." 

"What  would  happen  if  you  broke  one?" 
"There  would  be  nine." — Eastern  Democrat. 


A  BRIGHT,  sparkling,  clean  glass  is  one  of  the  best 
advertisements  you  can  offer  to  your  soda  fountain 
patrons. 

The  "SS"  tumbler  washer  cleans  glasses  inside  and 
out,  has  no  mechanical  parts  to  get  out  of  order,  does 
not  break  tumblers  or  cut  your  hands. 

The  price  is  reasonable;  you  would  not  part  with  it 
for  many  times  its  original  cost.  $15.00  puts  one  in 
your  store. 

Ask  the  Puffer  Mfg.  Co.,  Boston,  Mass.,  about  the 


"SS." 


The  minister  of  a  certain  parish  in  Scotland  was 
walking  one  misty  night  through  a  street  in  the  village 
when  he  fell  into  a  deep  hole.  There  was  no  ladder 
by  which  he  could  make  his  escape,  and  he  began  to 
shout  for  help.  A  laborer  passing  heard  his  cries,  and, 
looking  down,  asked  who  he  was.  The  minister  told 
him,  whereupon  the  laborer  remarited,  "Wee!,  weel,  ye 
needn'  kick  up  sic  a  noise.  You'll  no  be  needed  before 
Sawbath,  an'  this  is  only  Wednesday  nicht." — The  Ar- 
gonaut. 
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Teacher:  "I  shall  not  kecii  you  after  school,  John- 
nie.   You  may  ro  home  now." 

Johnnie :  "I  don'l  want  ter  go  home.    There's  a  baby 

Teacher:  "You  ought  to  be  glad,  Johnnie.  A  dear 
little  baby—" 

Johnnie  (vehemently)  :  "I  ain't  glad.  Pa'll  blame 
me— he  blames  me  for  ^\KTyX\\mg''—LippincoH's. 


Want  a  Christmas  Present?— The  Manning  Ad- 
vertising Service,  of  St.  Louis,  Missouri,  will  give  lo 
every  druggist  who  orders  the  company's  monthly  ad- 
vertising service  for  one  year,  free  use  of  the  company's 
service  for  the  entire  month  of  December. 

The  Manning  service  furnishes  to  one  client  in  each 
locality  fresh  seasonable  copy  for  newspaper  ads.,  book- 
let, circulars,  letters  lo  physicians,  counter  slips,  signs, 
card   writing,  illustrated  window   displays,  etc. 

It  strives  in  every  possible  way  to  help  you  bring 
your  store  to  the  favorable  notice  of  the  public.  The 
cost  is  small — one  dollar  a  month  pays  for  it  all. 

Elsewhere  in  this  issue  of  the  Bulletin  is  a  coupon 
attached  to  the  Manning  Company's  ad.  If  you  will 
fill  it  out  and  send  it  in,  your  December  service  will 
cost  you  nothing. 

The  man  who  is  on  the  winning  side  is  most  apt  to 
preach  the  triumph  of  right. 


"The  Store  Beautiful  means  the  Store  Successful." 
says  the  Gutmann  Store  Fixture  Co.,  642  South  Wabash 
Avenue,  Chicago,  111, 

A  store  that  is  talked  of  as  being  attractively  filled 
up  is  bound  to  secure  a  deal  of  patronage  from  people 
who  judge  a  store  by  the  beauty  and  appropriateness  of 
its  fixtures. 

Catalogue  A  issued  by  the  Gutmann  Company  will 
show  to  you  the  different  styles  of  outfits  suited  to  your 
purse  and  locality. 


A  PASSENGER  on  a  New  York-Cleveland  sleeper,  on 
awakening  in  the  morning,  found  under  his  berth  one 
black  shoe  and  one  brown  one.  He  called  the  porter 
and  directed  his  attention  to  the  error.  The  porter 
scratched  his  woolly  head  in  utter  bewilderment. 

"Well,"  said  the  exasperated  passenger,  "What's  the 

"Now,  if  dat  don't  beat  all!"  exclaimed  the  porlet. 
"Dafs  de  second  time  dis  mawnin'  dat  dat  mistake's 
happen  ed ." — Met  ropolila  n  Magaant. 


Don't  forget  that  owing  to  popular  demand  Eck- 
man's  Alterative  is  now  supplied  in  the  new  dollar 
size  package  at  $8,00  per  dozen. 

The  regular  two-dollar  bottle  will  still  continue  to 
be  furnished  at  $16.00  per  dozen.  Both  sizes  may  k 
obtained  through  jobbers  or  from  Eckman  Mfg.  Co. 
Philadelphia,  Pa. 
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We  Wm  Pay  the  War  Tax. 


*g  TEETH 


We  will  stamp  all  SOZODONT  Products  and  defray  the  additional 
cost  of  the  stamps  ourselves  on  all  products  manufactured  and  shipped  from 
our  laboratories  on  and  after  December  first. 

Goods  purchased  prior  to  December  first  will  have  to  be  stamped  by 
the  respective  holders. 

We  will  not  furnish  stamps  for  goods  on  dealers'  shelves.  This  is  but 
fair  when  one  considers  that  our  goods  are  costing  us  considerably  more 
than  formerly,  due  to  the  advance  in  price  of  all  raw  materials. 

As  yet  no  advance  has  been  made  in  our  prices. 


HALL  &  RUCKEL, 


NEW  YORK, 


If  you  want  to  pass  any  State  Pharmacy  Examina- 
tion, get  a  copy  of  "How  to  Pass  State  Boards."  Price 
Three  Dollars,  post-paid.  Robert  L.  Wright,  521  Bain- 
bridge  Street,  Richmond,  Va. — Adv. 


Quite  a  scandal  was  created  in  this  place  a  few 
mornings  ago  by  one  of  our  well-known  citizens  beating 
his  wife  up.  Several  of  the  neighbor  women  claim  to 
have  seen  part  of  the  incident.  We  withhold  the  man's 
name  because  he  promised  his  wife  that  it  would  never 
happen  again,  and  he  is  so  ashamed  of  his  actions  that 
he  cannot  be  condemned  too  harshly  by  other  husbands. 
It  was  at  least  5.30  in  the  morning  and  eye-witnesses 
declare  that  he  not  only  beat  his  wife  up,  but  actually 
had  the  fire  going  and  the  coffee-pot  on  before  the  sur- 
prised wife  could  get  to  the  kitchen  and — ^pardon  us, 
please! — Selig  Correspondent  to  the  Northern  Review. 


"What  shall  we  display  in  the  window  this  week?" 
is  an  easily  answered  question  if  you  possess  a  copy  of 
"Window  Displays  for  Druggists." 

This  book  contains  illustrations  and  complete  de- 
scriptions of  over  a  hundred  business-pulling  window 
trims  used  by  enterprising  druggists  in  all  parts  of  the 
country. 

E.  G.  Swift,  Publisher,  Box  484,  Detroit,  Mich.,  will 
send  it  to  you  post-paid,  upon  receipt  of  $1.00. 


Mrs.  X.  relates  that  while  in  London  she  inquired 
in  a  shop  if  they  had  any  fresh  eggs. 

"Yes,  mum,  plenty,"  said  the  clerk;  "them  with  a 
hen  on  *em  are  fresh." 

"I  don't  see  any  with  a  hen  on  them,"  said  Mrs.  X., 
looking  around  for  a  nest. 

"The  letter  *hen,'  mum,  not  the  bird.  *Hen*  stands 
for  'noo-laid,'  mum." — Boston  Transcript. 


"Made  last  night." 

When  that  expression  is  applied  to  candies  doesn't  it 
convey  to  you  an  impression  of  freshness? 

Customers  prefer  to  buy  newly-made  candies,  and 
every  dealer  handling  Jacob's  "Made  Last  Night"  brands 
always  has  goods  of  absolute  freshness. 

The  makers  are  establishing  a  limited  number  of 
additional  agencies — one  in  a  town.  All  goods  arc 
shipped  by  express  at  the  company's  expense,  so  you 
need  buy  only  enough  to  carry  you  for  a  short  time, 
thus  being  enabled  to  almost  literally  furnish  your 
customers  with  candies  "made  last  night." 

A  postal  card  mailed  to  the  Jacobs  Candy  Co., 
Carondelet  Street,  New  Orleans,  will  bring  you  full 
information  telling  how  to  obtain  one  of  these  agencies. 

Annex  "Made  Last  Night"  candies  to  your  store; 
there's  money  in  them. 


The  people  who  are  content  are  merely  those  who 
don't  know  any  better. 


When  writing  to  advertisers  please  mention  Bulletin  of  Pharmacy. 
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We     Pay     Stamp     Tax 

Although  cost  of  manufacture  has  been  considerably  increased  by  advances 
in  prices  of  raw  materials,  our  prices  and  discounts  will  remain  unchanged, 
and  in  addition,  we  will  pay  The  STAMP  TAX  on 

DAGGETT  &  RAMSDELL'S 

PERFECT     COLD     CREAM 

And  all  other  D.  &  R.  Toilet  Specialties 


Write  for  Special  Season 
Proposition 

(Sale  Gnaraotoed) 
On    $25.00,  $50.00    and    $75.00 
qnantUles   of    Perfect    Cold    Cream 
and  other  Toilet  Specialties. 


Perfect  Cold  Cream 
Perfect  Cold  Cream  Soap 
Perfect  Shavinil  Stick 
Headache  Coloilne 
Violette  Rice  Todet  Water 
Poadre  Debutante  Face  Powder 


Daggett  4  Ramsdell, 


ManofactnrinC  ChemlstSt 
328  W.  14th  St.. 


New  York. 


Mrs.  Proudman  :  "Our  Willie  got  meritorious  com- 
mendation at  school  last  week." 

Mrs.  G'BuII :  "Well,  well !  Ain't  it  awful,  the  num- 
ber of  strange  diseases  that's  ketched  by  school  chil- 
dren?"— New  York  Sun. 


Lack  of  storage  space,  particularly  in  the  prescrip- 
tion department,  is  one  of  the  difficulties  the  drug-store 
owner  has  to  contend  with. 

Room  which  should  be  given  to  the  display  of  salable 
side-lines  is  oftentimes  devoted  to  holding  the  various 
preparations  used  only  in  compounding  prescriptions. 

Your  stock  can  be  condensed  two-thirds  by  the  use 
of  the  Schwartz- Sectional  System.  And  much  valuable 
time  is  saved  by  this  condensation.  Unnecessary  steps 
are  avoided ;  everything  is  within  easy  reach  of  the  dis- 
penser. An  alphabetically  arranged  index  of  your  stock 
in  a  loose-leaf  binder  is  supplied  with  each  outfit. 

If  your  stockroom  is  crowded,  write  to-day  for 
Booklet  B  containing  prices  and  illustration  of  the 
space-saver  to  the  Indianapolis  Drug  Cabinet  Co.,  In- 
dianapolis. 


"So  YOUR  wife  is  a  suffragette?" 

"Yes,"  answered  Mr.  Meekton. 

'Why  does  she  want  to  vote?" 
'I  don't  think  Henrietta  really  desires  to  vote.    She's 
merely  tired  of  talking  to  me.    She  wants  a  larger  and 
more  intelligent  audience." — Exchange. 


<ti 
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On  the  back  cover  of  this  issue  of  the  Bulletin  is 
a  post-card. 

Mailed  with  your  name  it  will  bring  to  you  detailed 
information  concerning  a  quick-selling  side-line  that 
pays  nearly  100  per  cent  profit. 

The  new  Model  "K"  Sweeper- Vac  is  a  nationally 
advertised  three-in-one  vacuum  sweeper  that  is  making 
money  for  druggists  throughout  the  whole  United 
States.  The  manufacturers  cooperate  with  dealers  by 
furnishing  many  costly  selling  helps.  And  they  give 
the  Sweeper- Vac  nation-wide  publicity. 

Turn  to  the  post-card  and  send  it  to-day. 


One  hot  summer  afternoon  two  ladies  entered  an 
ice-cream  parlor.    Goldie  offered  to  treat  Nell. 

"I  will  take  a  cherry  phosphate,"  said  Nell,  "and 
have  it  charged." 

Goldie,  mistaking  her  friend's  meaning  interrupted, 
"No,  I'll  pay  for  this."— Valentine  Kampmeier,  in 
Northtvestern  Druggist. 


Collapsible  tubes  for  all  purposes  for  which  tubes 
are  used  are  illustrated  in  the  catalogue  distributed  by 
A.  H.  Wirz,  913-917  Cherry  Street,  Philadelphia.  In 
addition  this  concern  also  supply  leak-proof  sprinkler- 
tops,  metal  syringes,  suppository  molds,  hand  pill  ma- 
chines, etc. 

Ask  for  the  catalogue  and  prices  of  any  of  these 
items  that  you  are  interested  in. 


When  writing  to  advertisers  please  mention  Bulletin  of  Pharmacy. 
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Bv  eliminating  costly  selling  methods  and  selling  for 
cash  only  the  Grape  Capsule  Co.,  108  Fulton  Street, 
New  York,  is  enabled  to  offer  soft  gelatine  capsules  at 
low  prices. 

Further  particulars  and  a  special  price  list  may  be 
obtained  from  the  company. 


Bobby's  father  and  mother  w 
the  theater,  and  the  youth  was  greatly  distressed  be- 
cause he  was  not  to  be  included  in  the  party. 

"Why  can't  I  go,  too?"  he  whimpered. 

"For  a  very  good  reason,"  returned  his  father  sharp- 
ly.   "I  only  bought  two  seats." 

"Just  think,"  said  Bobby,  trying  to  stifle  his  tears, 
"if  you  hadn't  married  mother  1  might  have  gone  along 
all  right." — Brooklyn  Life. 


When  you  want  to  get  a  label  in  a  hurry  are  you 
obliged  to  paw  over  a  mixed-up  bunch  of  brittle,  curled- 
up,  stuck-together  pieces  of  paper? 

Why  not  save  all  this  inconvenience  by  using  a  Mc- 
Court  cabinet?  In  one  your  labels  are  always  ready 
to  use  at  an  instant's  notice.  You  just  reach  to  the 
particular  compartment  in  which  is  the  label  desired ; 
a  twist  of  the  wrist  and  the  label  is  cut,  ready  to  use. 

There  is  a  McCourt  cabinet  suited  to  your  needs. 
A  catalogue  and  descriptive  liteiature  will  be  sent  you 
upon  receipt  of  a  postal  card  by  the  McCourt  Label 
Cabinet  Co.,  SO  Bennett  Street,  Bradford,  Pa, 


An  old  gentleman  walked  up  to  a  pretty  girl  at- 
tendant at  the  counting-room  of  a  daily  newspaper  of- 
fice a  few  days  ago,  and  said : 

"Miss,  I  would  like  to  get  copies  of  your  paper  for 
a  week  back." 

"You  had  better  try  porous  plasters,"  she  abstractedly 
replied;  "you  can  get  them  just  across  the  street,"— 
Norlhern  Lights. 


The  working  hours  in  the  drug  business  are  long. 
There's  no  doubt  of  that. 

But  why  make  them  longer  by  obliging  yourself  to 
stay  an  hour  or  two  later  at  night  in  order  to  keep 
books  by  antedeluvian  haphazard  methods? 

For  $18.75  you  can  obtain  a  combined  ledger- 
duplicating  statement  system  that  is  a  practical  method 
of  keeping  books,  eliminating  all  waste  and  energy. 
With  it  you  may  instantly  render  any  customer  an 
itemized  statement  of  his  account. 

Catalogue  K  issued  by  the  Richmond  &  Backus  Com- 
pany, Delroit,  Mich.,  gives  explanations  and  forms  of 
this  time  and  money  saver. 

To-day  is  the  time  to  ask  for  it. 


Teacher:  "Now  you  have  in  front  of  you  the  north, 
on  your  right  the  cast,  on  your  left  the  west.  What 
have  you  behind  you?" 

Small  Boy :  "A  patch  on  my  pants.  1  told  mother 
you'd  see  it  I"— London  Opinion. 


When  wridni  to  idvertiien  pleaie  id 
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gden's  Pharmacy 
preparation     for 


"Every  sample  sells  a  jar, 
concerning  Mystic  Cream- 
chapped  hands. 

Samples  for  free  distribution  are  furnished  to  drug- 
gists handling  this  ready  seller.  Mystic  Cream  comes 
in  25  and  50  cent  sizes  and  on  gro^s  lots  the  retailer 
makes  100  per  cent. 

By  writing  a  letter,  mentioning  the  Bulletin,  to 
Ogden's  Pharmacy,  Middletown,  N.  Y.,  any  druggist 
can  secure  a  price  list  and  sample,  together  with  full 
particulars  relating  to  "the  cream  that's  different." 


A  LITTLE  bald-headed  man  knocked  the  ashes  from 

"I  started  across  the  Kaw  River  at  Topeka  in  a  skiff 
once."  he  said,  "and  was  out  of  sight  of  land  before  I 
reached  the  other  side." 

"Aw,  come  off,"  said  the  man  who  had  told  the  first 
lale.  "The  Kaw  isn't  more  than  three  hundred  feet  wide 
at  Topeka." 

"1  didn't  say  it  was,"  said  the  little  bald-headed  man 
quietly.  "The  skiff  turned  over  and  I  sank  twice." — 
Denver  Post. 

Your  customers  appreciate  it  when  you  sell  them 
Hanford's  Balsam  of  Myrrh.    They  know  it  is  reliable. 

National  advertising  creates  a  constant  demand  for 
Hanford's.    Jobbers  anywhere  can  supply  it. 


"What  are  you  doing  for  our  cause?"  asked  t 
uffragette  worker. 

"Doing?"  replied  the  man.  "I'm  supporting  one 
our  most  enthusiastic  members." — Detroit  Free  Pre 


Everybody's  saving  them. 

Dealers  everywhere  are  besieged  by  their  customers 
for  that  series  of  24  picture  stamps  furnished  to  users 
of  Hinds  Honey  and  Almond  Cream. 

The  stamps  are  o{  24  different  designs,  lithographed 
in  bright  colors,  and  are  a  constant  source  of  delight  to 
children  and  grownups  alike. 

You  may  obtain  a  supply  without  expense;  you  do 
not  even  have  to  order  any  goods.  Just  ask  A.  S. 
Hinds.  18-22  West  Street,  Portland,  Maine,  for  details. 


"My  husband  took  a  correspondence  course  in  engi- 
neering." 

"Oh,  a  stationery  engmcci."— Buffalo  Express. 


We  have  just  had  our  attention  called  to  a  new  in- 
vention which  is  claimed  to  be  one  of  the  most  eflicient 
and  inexpensive  schemes  of  advertising  ever  produced. 
The  inventor  is  Byron  C.  Gould,  of  New  York. 

Mr.  Gould  has  worked  over  this  invention  of  his  for 
a  number  of  years  and  now  has  it  complete.  Through 
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Let  Our  Spedal  Service 
Department  Help  You. 
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it  he  seems  to  enable  the  retail  druKgist  to  advertise  his 
store  at  the  minimum  cost,  as  efficiently  as  the  largest 
department  stores  can  advertise  their  big  establishments. 

It  would  be  impossible  to  describe  the  new  invention 
in  this  small  space.  In  another  part  of  the  Bulletin 
is  a  fnll-page  advertisement  of  M.  P.  Gould  Company, 
through  whom  this  new  invention  is  being  marketed, 
which  gives  any  retailer  interested  in  the  proposition 
quite  a  complete  idea  of  Mr.  Gould's  new  invention. 

The  retail  dniggists  throughout  this  country  have 
become  very  large  advertisers.  There  is  practically  not 
a  single  location  in  which  there  is  not  one  or  more  good, 
strong  advertising   retail   druggists. 

It  only  requires  a  two-cent  stamp  and  a  short  letter 
from  any  one  of  these  firms  to  secure  complete,  intelli- 
gent information  regarding  this  new  invention.  Further- 
more, M.  P.  Gould  Company  has  attached  to  its  adver- 
tisement a  coupon  which  if  cut  oFf  and  mailed  will  give 
to  the  retail  druggist  making  the  inquiry  information  as 
to  how  he  can  secure  a  very  valuable  premium  abso- 
luely  free  ot  charge. 

Mo.st  certainly,  any  druggist  who  desires  to  make 
his  advertising  more  productive  of  results,  who  desires 
his  store  to  become  more  popular  through  inexpensive 
yet  efficient  advertising,  should  avail  himself  of  this 
opportunity  to  become  thoroughly  acquainted  with  this 
new   invention  of  Mr.   Gould's. 

Address  all  communications  to  M.  P.  Gould  Com- 
pany, 120  West  32d  Street,  New  York  City. 


They   stick,  but   you   don't  get  Stuck  if  you   stock 

Higgins'  adhesives  possess  slick-to-Jtiveness  to  a  re- 
markable degree.  They  are  attractively  put  up  in  neat 
packages  and  find  a  ready  sale  If  you  let  your  patrons 
know  that  you  handle  them. 

Write  Chas.  M.  Higgins  &  Co.,  271  Ninth  Street, 
Brooklyn,  N.  Y.,  for  prices  and  discounts  on  a  money 
making  line  of  inks  and  adhesives. 


Harry  is  six  years  old.    "Pa,"  he  asked  one  day,  ": 
I  get  married  will  I  have  a  wife  like  Ma?" 
"Very  likely,"  replied  his  father. 


I  I  have  to  be  an  old 


"And  if  1  don't  get  married, 
bachelor  like  Uncle  Tom  ?" 

"Very  likely." 

"Well,  Pa."  he  said, 
"it's  a   mighty   tough    world   foi 
Success. 


MoviNC  window  displays  are  always  great  a 
compellers.    And  when  the  motion  is  produced  by  live 
goldfish  the  exhibit  is  doubly  attractive. 

You  can  give  these  goldfish,  free  of  charge,  to  cus- 
tomers, at  no  expense  to  yourself,  if.  at  the  same  time, 
you  sell  a  package  of  fish  food  for  ten  cents. 

Turn  to  the  ad  of  J.  J.  Wade  8r  Co..  Toledo,  Ohio, 
and  read  the  details  of  this  trade-winning  proposition. 
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lis  a  jar,"  says  Ogden's  Pharmacy 
Cream — it's    a     preparation     for 


"EvEKY  sample 
concerning  Mysti 
chapped  hands. 

Samples  for  free  distribution  are  (umislied  to  drug- 
gists handling  this  ready  seller.  Mystic  Cream  comes 
in  25  and  SO  cent  sizes  and  on  gross  lots  the  retailer 
makes  100  per  cent. 

By  writing  a  letter,  mentioning  the  Bulletin,  to 
Ogden's  Pharmacy,  Middletown,  N.  Y.,  any  druggist 
can  secure  a  price  list  and  sample,  together  with  full 
particulars  relating  to  "the  cream  that's  different." 


A  LITTLE  bald-headed  man  knocked  the  ashes  from 
his  cigar. 

"I  started  across  the  Kaw  River  at  Topeka  in  a  skiff 
once,"  he  said,  "and  was  out  of  sight  of  land  before  I 
reached  the  other  side." 

"Aw,  come  off,"  said  the  man  who  had  told  the  first 
tale.  "The  Kaw  isn't  more  than  three  hundred  feet  wide 
at  Topeka," 

"I  didn't  say  it  was,"  said  the  little  bald-headed  man 
quietly.  "The  skiff  turned  over  and  I  sank  twice," — 
Denver  Post. 


Your  customers  appreciate  it  when  you  sell  them 
Hanford's  Balsam  of  Myrrh,    They  know  it  is  reliable. 

National  advertising  creates  a  constant  demand  for 
Hanford's.    Jobbers  anywhere  can  supply  it. 


"What  are  you  doing  for  our  cause?"  asked  t 
suffragette  worker. 

"Doing?"  replied  the  man.  "Pm  supporting  one 
your  most  enthusiastic  members." — Detroit  Free  Pre 


Everybody's  saving  them. 

Dealers  everywhere  are  besieged  by  their  customers 
for  that  series  of  24  picture  stamps  furnished  to  users 
of  Hinds  Honey  and  Almond  Cream. 

The  stamps  are  of  24  different  designs,  lithographed 
in  bright  colors,  and  are  a  constant  source  of  delight  to 
children  and  grownups  alike. 

You  may  obtain  a  supply  without  expense;  you  do 
not  even  have  to  order  any  goods.  Just  ask  A.  S. 
Hinds.  18-22  West  Street,  Portland,  Maine,  for  details. 


"My  husband  look  a  correspondence  course  in  ■ 
neering," 

"Oh,  a  stationery  engineer,"— Bu,fa/i>  Express. 


1  called  to  a  new  in- 
vention which  is  claimed  to  be  one  of  the  niost  efficient 
and  inexpensive  schemes  of  advertising  ever  produced. 
The  inventor  is  Byron  C.  Gould,  of  New  York. 

Mr.  Gould  has  worked  over  this  invention  of  his  for 
a  number  of  years  and  now  has  it  complete.   Through 
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it  he  seems  to  enable  Ihe  relail  druggist  to  advertise  his 
store  at  the  minimum  cost,  as  efficiently  as  the  largest 
department  stores  can  advertise  their  big  establishments. 

It  would  be  impossible  to  describe  Ihe  new  invention 
in  this  small  space.  In  another  part  of  the  Bulletin 
is  a  full-page  advertisement  of  M.  P.  Gould  Company, 
through  whom  this  new  invention  is  being  marketed, 
which  gives  any  retailer  interested  in  the  proposition 
quite  a  complete  idea  of  Mr.  Gould's  new  invention. 

The  retail  druggisls  throughout  this  country  have 
become  very  large  advertisers.  There  is  practically  not 
a  single  location  in  which  there  is  not  one  or  more  good, 
strong  advertising   retail   dniggists. 

It  only  requires  a  two-cent  stamp  and  a  short  letter 
from  any  one  of  these  firms  to  secure  complete,  intelli- 
gent information  regarding  this  new  invention.  Further- 
more, M.  P.  Gould  Company  has  attached  to  its  adver- 
tisement a  coupon  which  if  cut  off  and  mailed  will  give 
to  the  retail  druggist  making  the  inquiry  information  as 
to  how  he  can  secure  a  very  valuable  premium  abso- 
luely  free  of  charge. 

Most  certainly,  any  druggist  who  desires  to  make 
his  advertising  more  productive  of  results,  who  desires 
his  store  to  become  more  popular  through  inexpensive 
yet  efficient  advertising,  should  avail  himself  of  this 
opportunity  to  become  thoroughly  acquainted  with  this 
new  invenlion  of  Mr.   Gould's. 

Address  alt  communications  to  M.  P.  Gould  Com- 
pany, 120  West  32d  Sireet,  New  York  City. 


Thev  stick,  but  you  don't  get  stuck  if  you  stock 
them. 

Higgins'  adhesives  possess  stick-to-itivenes»  to  a  re- 
markable degree.  They  are  attractively  put  up  in  neat 
packages  and  find  a  ready  sale  if  you  let  your  patronj 
know  that  you  handle  them. 

Write  Chas.  M.  Higgins  8r  Co.,  271  Ninth  Street, 
Brooklyn,  N.  Y.,  for  prices  and  discounts  on  a  money 
making  line  of  inks  and  adhesives. 


Harby  is  six  years  old.  "Pa,"  he  asked  one  day,  "if 
I  get  married  will  I  have  a  wife  like  Ma?" 

"Very  likely,"  replied  his  father. 

"And  if  1  don't  get  married,  will  I  have  to  be  an  old 
bachelor  like  Uncle  Tom  ?" 

"Very  likely." 

"Well,  Pa,"  he  said,  after  a  moment  of  deep  thought, 
"it's   a   mighty   tough   world   for   us   men,    ain't   it?" — 


Moving  window  displays  ar 
compellers.  And  when  the  mo 
goldfish  the  exhibit  is  doubly  a 

You  can  give  these  goldfish,  free  of  charge,  to  cus- 
tomers, at  no  expense  to  yourself,  if,  at  the  same  time, 
you  sell  a  package  of  fish  food  for  ten  cents. 

Turn  to  the  ad  of  J.  J.  Wade  &  Co.,  Toledo,  Ohio, 
and  read  the  details  of  this  trade-winning  proposition. 
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Scarf    Pins 

with 

Moving  Eyes 

Just  the  thin;  for  clerks  and  bosses  in  drug 
stores  as  they  represent  the  emblem  of  poison 
as  used  in  pharmacies.  This  particular  pm  was 
desigfned  especia]]]^  for  our  subscribers.  It  is  made  in  both  dark 
German  silver  finish  and  in  ^old  plate.  Take  your  choice. 
They  are  so  made  that  the  eyes  inside  the  skull  oscillate  with 
eyeiy  movement  and  show  ue  fire  of  the  stones.  They  are 
wonderfully  interesting  and  fascinating  and  are  sure  to  please 
both  the  wearer  and  nis  friends.  The  price  for  one  is  50c. 
State  which  kind  you  want  To  any  one  who  will  send  us  f  1.00 
(Foreign  5/6)  for  a  new  subscription  and  will  ask  for  zt,  we 
will  send  one  of  these  pins  with  our  compliments. 

300  KEADY-TO-USB  ADS.  FOR  DRUGGISTS,  by  Chas.  L. 
Archbold  and  other  experts.  Something  for  every  department 
and  every  season.  Nearly  all  have  each  an  appropriate  illustra- 
tion which  may  be  used  or  not  as  desired.  So  arranged  they 
may  be  cut  out  as  needed  and  sent  to  your  local  paper,  or  to 
your  printer  as  copy  for  counter  slips.  Price,  post-paid.  $IJOO 
(Foreign  4s.);  with  The  Spatula  i  year,  f  1.50  (Foreign  8s.). 

1.000  WAYS  AND  SCHEMES  TO  ATTRACT  TRADE.-, 

This  book  is  the  resultof  over  five  years  of  observation  and  labor 
and  describes  more  than  a  thousand  ideas  that  druggists  and  other 
tradesmen  have  successfully  put  into  practice  to  increase  their 
sales.     Many  of  them  have  transformed  losing  businesses  into 

Erofitable  ones.  Almost  any  one  of  them  will  bring  you  larger 
usiness  and  give  you  a  bigger  income.  ao8  pages  9)^  z  7  and 
120  illustrations.  Printed  on  the  best  of  white  paper  and  bound 
in  ra  handsomely  ornamented  cover.  Price,  post-paid,  ^1.00 
(Foreign  48.);  with  The  Spatula  i  year,  $1.50  (Foreign  8s.). 

TOILET  PREPARATIONS.—A  treatise  on  the  manufacture 
of  Casein  Massage  Creams,  Complexion  Creams,  Cold  Creams, 
and  Face  Creams;  Powders,  Toilet  Lotions,  Camphor  Ices,  Bath 
Tablets,  and  other  similar  preparations,  including  hundreds  of 
the  latest  and  best  formulas.  Compiled  and  edited  by  L.  W. 
MarshalL  Price,  post-paid,  50  cents  (Foreign  2s.);  with  The 
Spatula  i  yeax,$ias  (Foreign  6s.). 

ONE  THOUSAND  PORHULAS.-A  compUation  givmg  the 
practical  working  druggist  full  information  about  the  making 
of  one  thousand  of  the  most  common  and  salable  preparations, 
by  L.  W.  MarshalL  Price,  75  cents  (Foreign  38.);  with  The 
Spatula  i  year,  1$L35  (Foreign  7s.). 

SPATULA  VETERINARY  FORMULARY.- A  coUection  of 
practical  formulas  for  all  diseases  common  among  horses^ 
cattle,  swine,  poultry  and  dogs,  by  L.  W.  MarshalL  Soc 
(Foreign  2s.);  with  THE  Spatula  i  year,  1^1.25  (Foreign  &). 

HOW  TO  HARE  SHOW  CARDS.-A  practical  treatise  on  the 
fundamental  principles  of  artistic  lettering  with  pen  and  brush 
for  the  use  of  retail  merchants  and  their  clerks,  by  Charles  A. 
Miller.  FuUy  illustrated  with  diamuns,  alphabets,  sample 
signs,  etc.  Heavy  coated  paper.  The  handsomest  and  most 
useful  book  on  the  subject  published.  120  pages.  Price  $iJOO 
(Foreign  48.);  with  The  Spatula  i  year,  $1,^0  (Foreign  8s.). 

SPATULA  LABEL  BOOR.~For  shop  use,  comprising  labels 
for  practically  all  the  Drugs,  Chemicals  and  Prepantions  in 
the  Pharmacopoeias,  and  for  a  large  number  of  unofficial  articles, 
utensils,  apparatus,  etc. ;  over  2,000  labels.  Price,  ^lox)  (Foreign 
48.);  with  The  Spatula  i  year,  i^lso  (Foreign  &.). 

SPATULA  INR  FORHULARY.-Recipes  and  directions  for 
making  all  kinds  of  inks  for  all  purposes,  by  Dr.  T.  H.  Oyster, 
172  pages,  bound  in  cloth.  Price,  post-paid,  |2.oo  (Foreign  Ss.); 
with  THE  Spatula  i  year,  $2  50  (Foreign  12s.). 


He  jests  at  scars  who  has  never  been  at  war  with 
himself. 


^^rSenda  2-cent  stamp  for  Spahda  Soda  Girl  in  colors  on  card- 
board^ sample  copy  ofSpalula  and  catalogue  of  books. 


Here's  something  that  will  bring  business  to  your 
fountain  this  winter.  One  Koko-Kak  added  to  a  cup  of 
hot  water  or  milk  makes  a  drink  of  steaming,  delicious 
cocoa,  that  will  satisfy  your  most  particular  customer. 

Koko-Kaks  represent  the  finest  quality  of  imported 
Dutch  cocoa,  pure  granulated  sugar,  milk  powder  and 
vanilla — in  compressed,  molded  form.  They  are  sup- 
plied in  sanitary  moisture-proof  boxes  of  100  cakes  for 
$2.00.  They  will  not  only  prove  to  be  winners  at  the 
fountain,  but  will  also  be  in  demand  by  your  customers 
for  home  use. 

Write  for  samples  and  full  information  to  E.  C. 
Hazard  &  Co.,  187  St.  Paul  Street,  Rochester,  N.  Y. 


"Do  YOU  know  that  severe-looking  woman?" 
In  a  way.    She  is  a  relative  of  my  children." 
Lord!    How  near?" 
Their  mother."— Lt/^. 


II 


II 


u 


THE  SPATULA.  2  Sodbnry  BnildinC  BOSTON. 


Here's  a  profit-producer  that  turns  the  dollars  over 
faster  than  anything  handled!  Just  put  it  where 
folks'U  see  it^— and  the  dust  can't  have  a  chance  to 
settle  on  it.  It's  the  very  newest  thing  in  motor  gog- 
gles— ^the  complete  fulfilment  of  a  long-felt  want. 

Every  motorist  will  want  a  Dimmer  Goggle  because 
it  embodies  a  number  of  important  features  not  found 
in  the  ordinary  glass  goggle.  It  is  made  in  one  piece, 
of  a  special  mica  composition — ^not  glass. 

At  night  the  motorist  can  see  right  through  the 
stream  of  light  from  an  approaching  machine  by 
simply  lowering  his  head  a  little  and  looking  through 
the  dimmer.  In  the  daytime  his  eyes  arc  shielded  from 
the  sun  no  matter  which  way  he's  facing. 

Made  in  two  colors:  clear  and  amber — for  men 
and  women.  Retails  at  50  cents,  with  plain  binding; 
$1.00  with  fancy  binding. 

The  Dimmer  Goggle  is  logically  as  much  a  part  of 
the  auto  equipment  as  the  tires.  Sooner  or  later  you're 
sure  to  handle  it.  Better  make  it  sooner  and  be  first 
in  your  district. 

For  samples  and  prices  ask  Chicago  Eye  Shield  Co., 
128  S.  Clinton  Street,  Chicago,  III. 


Wife:   "Oh,  George,  do  order  a  rat-trap  to  be  sent 

home  today." 

George:    "But  you  bought  one  last  week." 

Wife :    "Yes,  dear,  but  there's  a  rat  in  th3Lt.**—Sacred 

Heart  Review, 


Hall  &  Ruckel,  manufacturers  of  Sozodont,  are 
actively  engaged  in  preparations  for  their  fall  and 
winter  trade.  Sozodont,  their  principal  product,  has 
been  widely  known  since  1846.  It  is  made  in  liquid, 
powder  and  paste  forms  and  has  stood  the  test  of  all 
these  years. 

For  many  years  it  has  sold  on  its  reputation  alone. 


When  writing  to  advertisers  please  mention  Bulixtin  of  Pharmacy. 
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very  little  advertising  having  been  done,  but  Hall  & 
Ruckel  are  about  to  start  an  advertising  campaign  to 
push  their  products  to  the  front  and  keep  them  there. 
To  that  end  th^y  have  contracted  for  large  spaces  in  a 
number  of  the  national  publications.  They  are  also 
giving  the  dealers  special  advertising  helps  and  free 
goods  offers.  In  addition  to  Soiodont  they  are  par- 
ticularly strong  on  their  Sozo  line  of  toilet  prepara- 
tions, including  Soio  shaving  cream.  Formerly  this 
was  put  up  in  jars,  but  is  now  put  out  in  collapsible 
tubes   for   greater   convenience. 

.  Sozo  talcum  powder,  a  borated,  antiseptic  powder 
with  violet,  lilac,  or  corylopsis  perfumes,  Soio  poudre  de 
riz,  Sozo  cold  cream  in  jars  and  tubes,  Sozo  deodorant, 
and  X,  Bazin's  depilatory  powder  are  but  a  few  of  Hall 
&  Ruckel's  long  list  of  preparations.  Dealers  in  the 
market  for  their  line  of  specialties  should  not  fail  to 
give  due  consideration  to  their  products  at  this  time. 
Write  for  their  special  offer. 

All  Sozodont  products  shipped  from  the  laboratories 
after  December  I  will  have  on  them  the  war  stamp,  the 
cost  of  which  will  be  defrayed  by  Hall  &  Ruckel.  There 
will  be  no  extra  cost  to  the  dealers  for  these  goods. 


"How  was  it  that  you  didn't  name  your  baby  Wood- 
w  Wilson  when  you  told  me  that  was  your  intention?" 
"We  named  it  Mary  ]»aK."— Philadelphia  Ledger. 


"The  biggest  dollar's  worth  you  ever  sold"  is  what 
A,  C.  Penn,  Inc.,  100  Lafayette  Street,  New  York  City, 
says  about  the  Penn  Safety  Razor. 

It's  a  simply  constructed  safety  razor  in  a  hand- 
some case.  Five  Damascus-finished  blades  with  keen- 
cutting  edges  come  with  each  dollar  outfit.  Your  trade 
will  appreciate  the  razors,  and  you  will  appreciate  the 
liberal  profits  resulting  from  their  sales. 

Write  for  particulars  and  prices. 

MY  AUTO,  TIS  OF  THEE. 

U*  >utD,  'lit  of  ihce,  ihon  cut  to  po*ertr — 

Of  tbc«   I  clianL 
I  blew  &  pile  of  dough  on  jou  two  jean  ago 


Tbrough  town  and  countryiid' 

A  happy  day. 
I  lored  th]F  nudV  hue,  tire  nice  white  ti 
Bat  DOW  yoi?re  down  aad  throush 


e  mj  jo]P  wid  pride. 


To  thee,  old  rattle-bai,  ca 

For  thee  I  gri 

Badly  iby  Lop  ii  tomj  f ri 


manf  bump*  and  knocks; 
I  and  worn; 


fcouib  alieeta  tby  bo 
da  believe. 

baa  Ihe  grip,  tby  apark  plug  baa  the  pip 

idred  Ula, 


L  too,  have  auffered  chills,  apii 
Endeavorinf  10  pay  my  bllll. 


et  if  I  had  the  mon,  so  help  me  J 
d  buy  a  cat  again. 

And  apeed  aome  more. 


'twould  choice  the  cow. 


TiuB  may  be  money,  but  it  bangs  much 
n  our  hands. 


aore  heavily 


■«j.miiiiii.iJiimlaBwgS,- 

Good  Store  Etpipment  Will  Increase  tlie 
Returns  From  tiie  Dollars  You  Spend  for 
Help,  Rent,  Li^t,  Heat  and  Advertising. 

There  are  certain  fixed  overiiead  ezpenaea  that  lemam 
about  the  aame  regardleaa  of  the  amouiil  of  biuinesa  done. 
An  inveatment  in  new  store  equipment  incieeaea  the  busi- 
□eaa  without  a  proportionate  increase  in  the  expenaea.  The 
ptn^ntoac  of  the  total  expemei  ia  greatly  decreaaed.  and  the 
net  pTofiU  greatly  increased.  The  "coat"  of  atoie  fixtures 
( interest  and  depreciation)  is  but  a  very  small  part  of  your 
total  expenaea — figure  it  out  for  your  business.  Money 
q>ent  that  will  increase  the  returns  from  the  greater  part  of 
your  expenses  ia  the  best  niooey-making  proposition  that 
you  can  connder. 

Investigate  ^ibnarth  equipment  on  the  basis  al  "  must  for 
your  money;"  we  aland  ready  to  show  you  that  we  can 
give  you  the  most.  Our  prices  and  our  fixture*  are  not 
"cheap;"  but  dollar  (or  dollar  we  believe  thai  we  give 
more  "value"  than  any  other  concern.  Our  prices  are 
moderate,  and  the  values  exceptionaL  Call  at  one  of  our 
ahowrooma  and  ask  to  be  shown.  Right  now  use  the 
coupon  below  and  have  some  of  our  printed  matter  to 
look  over. 

"DRUG  STORES  FOR  WELL  PEOPLE- 

Thia  i>  dw  title  o(  a  BOW  bo> 
ionraaia  aaiee  ahonld  be  loed 
jm  here  not  roeemd  a  copy  v 

Writ*  for  SpMial  Catalogiia. 

W«  have  a  ■peeSal  calalecne  iot  dna  ittv 
be  had  fnoi  «r  Grand  Re^ida  oAce,  or  tn 


WILMARTH  SHOW  CASE  COMPANY 

1S20  JcffMMOD  At*.,  Giand  Rapids,  Mich. 


-—————-.    COUPON    —--—-—— 

laao  Jefferson  Ave.,  Grand  Baplda.  Hlch. 

WHmarth  Show  Caae  Co. : 

WlthoutDbllntlononnvpaiiseDdine  tbebookor  eatalociu 

checked  below. 

"Dmg  Stores  lor  Well  People." I  "      I 

Catalone  of  dmr store  flxtnres I  I 

Mama 
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Combined  Ledger- 

DUPUCATING 

Statement  System 


A  practical  method  of  keeping 
books,  eliminating  all  waste  energy. 
By  the  use  of  this  system  you  can 
render  your  customer  an  itemized 
statement  of  his  account  instantly. 

Do  not  confound  this  modern 
method  with  the  so-called  cabinet 
systems.  It  is  a  loose-leaf  book, 
handsomely  bound,  permittingyou 
to  cany,  not  only  your  sales  ac- 
counts but  also  your  general  and 
purchase  accounts  under  the  same 
cover. 

The  System  Complete  Sells  For 

*18.75 

Write  us  now  for  catalogue  K, 
Explanation  and  Forms. 


The  Richmond  4 
Backus  Company 

DETROIT       .        MICHIGAN 

ESTABLISHED  IBU 


In  Kansas  City  they  love  to  tell  of  a  certain  wealthy 
meat-packer,  who  never  loses  an  opportunity  to  impress 
upon  visitors  to  his  house  the  great  extent  of  his  riches. 

He  was  showing  a  caller  from  the  East  through  his 
palatial  mansion  on  one  occasion  when  they  stopped  be- 
fore a  handsome  plate-glass  mirror,  of  massive  size, 
above  the  fireplace  in  the  drawing-room. 

"Do  you  see  that  mirror?"  asked  the  packer.  "Ii 
cost  me  just  ten  thousand  dollars." 

"Heavens!"  exclaimed  the  visitor,  duly  impressed. 
Then,  after  a  careful  examination  of  the  article,  he 
added :   "But  what  a  pity  it  is  scratched !" 

"Yes,"  said  the  packer  carelessly.  Then,  turning  to 
his  wife,  he  said:  "Mary,  perhaps  you'd  better  not  lei 
the  children  have  any  more  diamonds  to  play  with."— 
Lip/iincoll's. 


There  is  always  a  demand  for  United  States  bonds 
because  of  their  stability  and  dependability. 

Now,  with  Uncle  Sam  the  only  first-class  power 
working  six  days  a  week  on  productive  work  the  sons 
and  daughters  appreciate  the  fact  and  have  taken  hold 
of  new  business  propositions  with  a  vim,  purchasing 
when  possible  these  bonds.  But  did  you  ever  stop  to 
consider  that  United  States  bonds  can  be  bought  only 
for  cash  down,  while  an  American  Innovation  Soda 
Fountain  can  be  bought  on  almost  your  own  terms,  and 
that  the  profits  from  soda  water  are  ten  times  the  in- 
terest  received   from   the   bonds? 

But  is  it  the  "safely"  you  question?  Of  course,  j-oii 
must  consider  "Safety  First" — but  there  is  positivel.v 
no  lottery  or  chance  about  the  soda-water  proposition. 
It  is  too  well  established.  Everybody  drinks  sorfa 
water.  You  do  not  have  to  teach  the  ptiblic  that— 
merely  show  them  that  you  serve  it  as  it  ought  to  bt 
done.  The  owner  of  the  fountain  must  put  personal 
work  and  vim  into  his  venture,  must  serve  a  good 
grade  of  soda  water  and  ice  cream  attractively  and 
from  an  up-to-date  outfit.  Then  success  is  bound  to 
result. 

The  American  Soda  Fountain  Company  make  a 
special  offer  oh  another  page  of  this  issue  regarding 
spring  dating.  We  suggest  that  it  might  be  worth  your 
while  to  look  it  up  and  write  to  them.  We  know  that 
tlieir  selling  policy  is  broad  and  that  they  will  do 
exactly  as  they  slate  in  all  their  advertisements. 

The  fountains  shown  in  the  advertisement  are  two 
Innovations — the  upper  one  built  nine  years  ago  and 
giving  excellent  service;  the  other  a  new  one  replacing 
a  smaller  one  of  another  make.  Both  are  owned  by 
Bailey,  the  high-grade  confectioner  of  Boston. 

Which  rale  of  interest  do  ycu  want? 


Peculi.\r  orders  are  constantly  coming  into  drug 
stores.  A  little  Irish  boy  entered  an  Oberlin  Pharmacy 
the  other  day  and  called  for  "five  cents'  worth  of  blood- 
poison  for  cockroaches,  the  green  kind ;"  and  an  hour 
later  Miss  Ophelia  Brown,  who  ought  lo  have  known 
better,  asked  very  politely  for  a  "sticky  liver  stamp  for 
the  back."  The  druggist  substituted.  He  wrapped  up 
a  kidney  plaster. 


t  pleiK  mention  Bqll 
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PERFECTION 

— *■  AIR    CELL  < — 
ARCH   CUSHIONS 


THEY  ARE  EASY  TO  SELL 

becwue  of  their  mat  advuitam  over  iJl  olber 
mitii  mpports,  aod  Omj  letall  at  the  popular' 
prloe  of  M  oenU  a  pair. 

Tber  bts  made  of  the  flDogt  qnalttf  ol  leather, 
a  pnenmatio  ciuhlon  back.  This  auahion  !■ 
oeed  of  nmneniiu  unall  rubber  teata,  each 
one  an  air  cd).  Tbcr  prodnoe  a  oomfortable 
■prlngT  leelbic  and  at  Che  same  time  pert  ectlr 


Writ*  fW  fnrtbar  putlcnlan  aad  priea^ 

ELASTIC   TIP    COMPANY 

370  ATLANTIC  AVE,       -       BOSTON.  MASS. 


'  Two  London  cabbies  were  glaring  at  each  other. 
"Aw,  wot's  the  matter  with  you?"  demanded  one. 
"Noihink's  the  matter  with  me,  you  bloomin'  idiot." 
"You  gave  me  a  narsty  look,"  persisted  the  first. 
"Me?    Why,  you  certainly  'ave  a  narsty  look,  but  I 
didn't  give  it  to  you,  so  'elp  me !" — Everybody's. 


Not  only  will  James  C.  Crane,  sole  sales  agent  (or 
Elcaya  Cream  and  other  Elcaya  toilet  preparations,  pay 
the  war  stamp  lax,  but  he  will  supply  all  retail  dnig- 
gists  with  the  requisite  number  of  stamps  to  afiix  to  any 
of  the  EJcaya  preparations  (Elcaya  soap  does  not  re- 
quire stamps)  that  may  be  in  stock  on  December  1. 
Applications  for  stamps,  with  an  itemized  list  of  goods 
on  hand,  should  be  made  at  once  in  order  that  they 
may  be  delivered  without  delay.  Retailers  wishing 
adjustment  through  their  jobbers  will  be  supplied  with 
stamps  direct  by  James  C.  Crane  on  receipt  of  report 
from  the  jobber  showing  name  and  itemized  quantity 
of  each  preparation  on  hand. 


"What  with  whooping-cough,  measles,  and  all  that," 
began  the  first  traveler,  "children  are  a  great  care;  but 
they  are  blessings  sometimes " 

"Certainly  they  are,"  interrupted  the  second  traveler. 
"I  don't  know  how  we  should  get  along  without  them." 

"Ah,  you're  a  family  man,  too?" 

"No!  a  doctor."— TiV-Biij. 


Genuine  No.  5  Oliver 
Direct  to  You! 


wltbouCaoeDCotoUlcaUoa.   No  f MmaUtka,  Do  rea  (ape,  do  dela;— 
aod  ihe  free  trial  voDt  coat  joa  a  ocot. 

All  70U  DMd  to  do  IB  order  to  im  and  on  (hli  bfaotlfal  roaohlDe 
Crne  l«  to  iHid  me  jour  Dante  and  addreei  and  tell  me  to  anid  the 
iiuchlD*.   Tiy  it  thoroughly,  without  any  »roootli-tamnt  aatttman 
10  inHueaeo  rou.    Bsa  how  nm^  It  la.   I«ara  how  eutly  jou  a 
' — n  to  wrlu  with  the  OUts.  XookoT— '• —"J— — •— - 


rUble  WTltloK,  bidll-ln  tabulator,  roar 
bar,  imtTarwIlEnbaaid,  etc,  eto. 

TlMn.'ir  job  and  It  to  be  the  beat  typewriter  no  enr  taw.  I  will 
tell  yon  bow  you  oao  own  It  by  paying  me  a  few  erats  each  day. 
But  tlMTe  is  no  cJkoriKunlcM  you  decide  to  keep  the  machlMb         ..> 

Spedally  Made  for  Doctors  and  Dniggisfs 

The  OUnr  l^pewrlter  hai  alwayi  been  the  moat  popolar  with 
doeton  and  medical  mtn  Reaeratly.  It  haa  all  the  adiaiitagei  ot 
any  IIOO  typewriter,  and  the  machine  I  wDI  ihlp  yog  hoe  two  qwdal 
BdTuiagM.  I(a  apedat  paper  flngna  make  it  ean  to  iTpe  pr«- 
■orlpticoa  and  labels,  and  u  Bai  four  ipeolBl  medical  aymbola  Uwl 


Prist!  TkcM  Sralwb 

K  3  3  3» 


Now  You  Can  Afford  to  Ovm  an  OUver 

Of  oanrasyoa  know  thataaood^pawrttemTeaadt 
and  makn  Ua  oot— '-—   -"    — —  •— '—— j"w- 


\  H.  H.  BALLARD,  l__ 

I  Typmrntara  DUtribotinc  S 
1      iwxn  N.  w 

I      Pleaae  mall  me  your  apeolal  uBa  on  a  No.  E  Oliver  Typewrite! 
epeoiatly  eguliXMd  for  toe  uee  ofphyslclaoa.    Tell  me  how  I  cai 
I  Miy  It  on  monthly  paymecta.   I  am 
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Sprinkler 

la  Absolslair 

LEAI  riOOP 

Naal  !■   app«ar- 

■BO«>  SlBpl«Bt 

CoaatrvcUoa 
of  say  cprlaUar 
OB  lb*  market. 

COLLAPSIUE 
TUBES 

for  all   porpoaaa 

tor  whlcb  tabea 

aranaad. 

METAL  ST8IN0ES. 

SUPPOSITOBT  MOULDS, 

f>T«  200  Shapaa  ud  SlM*. 

HAND  PttL  HACBINES.         *"  "» 

„  SAMPLES 

TIN  SPOUTS  PBicEs 

Far  Bad  rotaoa.  CATALOOUE 

A.  H.  WIRZ. 

913>917  Cknry  Stnvu       PBILADEXPBIA. 


Have  Yon   Stocked 
Expur^o  Remedies? 


Tka  Esparto  AaH'Dlabataa  preparation  is  a 
reliable  and  thorongbly  tested  remedy  for  the 
treatment  of  Diabetes  Mellitns  and  IndpidoB. 

The  Bxpar^-I^pla  preparation  is  a  well- 
known  lenvedy  for  tbe  treatment  of  Gall-Stones, 
Kidney  and  Bhdder  Stonei,  Gravel  and  all  Kidney 
trouble  arising  from  Uric-Add  origin. 

The  Expnrio  Aatt>BrUkt*a  Diaaaae  mtrpan- 
tion  has  invTed  a  dependuile  remedy  in  Bright's 
DiBeose,  Albominuria  and  Kindred  Ailments. 

The  Expvr^o  Blood  Salt  preparation  ia  com- 
poonded  bo  as  to  resemble  in  essence  and  effect 
the  salty  ports  of  the  bnman  blood.  It  is  an 
oxcelletn  remedy  for  Dyspepsia,  Sour  Stomadi, 
Heartbam  and  Constipation. 


THEEXPUROO  MANUFACTUUNOCO. 

SIS  R.  C3aA  St,  CBICAOO.  UX. 


When  wriliDS  to  adve 


An  Irishman,  who  had  returned  from  a  visit  to 
America.,  was  telling  a  friend  of  the  sights  that  had  im- 
pressed him. 

"But  the  funniest  of  atl  is  their  Httle  tillyphone,"  he 
said.  "  'Tis  a  quare  little  insthryment  that  ye  put  up  to 
your  face,  wan  end  to  your  ear  and  wan  to  your  mouth ; 
and  then  you  say,  'Are  you  there  ?"  and  the  fellow  at  the 
other  end  answers  yes  or  no — as  the  case  may  be." — 
Iron  Age. 


hese  days  of  stringent  pure  food 
and  drug  laws,  that  the  essential  oils  used  by  the  drug- 
gist be  true  to  label. 

All  oils  marketed  under  the  label  of  Fritische 
Brothers,  New  York,  are  guaranteed  as  to  purity  and 
quality. 


It  is  said  of  Dave  O'Brien  that  he  can  name  every 
holy  day  known  to  the  faith,  but  if  what  one  hears  is 
to  be  believed,  not  so  many  years  ago  Dave  was  stumped 
on  one  which  was  new  to  him  at  that  time,  and  one 
which  did  not  appear  on  his  calendar. 

After  bothering  about  it  for  some  time  without  suc- 
cess, he  went  to  his  priest  and  said :  "Father,  for  a  long 
time  I've  flattered  myself  that  1  knew  all  the  holy  days 
of  the  church — Palm  Sunday,  Ash  Wednesday,  Good 
Friday,  and  the  rest  of  them,  but  what's  this  new  one 
I'm  hearing  about  called  'Nut  Sundae?'" — InlemaiioHol 
ConfeetioMT. 

■oenlion  Bullitih  at  Phaih^ct. 
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POTASSIUM  IODIDE 

u.  S.  P. 
Granular  and  Crystals. 

A  PVLL  UNB  OF 

MEDICINAU. 

fl-IOTOORAPMtC 
AND  -TKCHNIOAl- 
CHEMICAUS 

AiBANT  CHEMICAL  COMPANY 

AIAANY.  N.  T. 

Little    Euzabeth    and    her    mother    were    having 

"These  little  sardines,  Eliiabeth,  are  sometimes  eaten 
tq-  the  larger  fish." 

Elizabeth  gazed  at  the  sardines  in  wonder,  and  then 
asked :  "But,  mother,  how  do  the  large  fisb  get  the  cans 
open?"— TAe  Campus. 

To  FiLTEB  liquid  preparations  to  the  best  advantage 
it  is  necessary  thai  the  filter  paper  be  strong,  uniform 
n  texture  and  capable  of  clear  and  rapid  filtration. 

The  white  and  gray  filter  papers  furnished  by  the 
Whitall  Tatum  Co.,  successfully  fulfil  all  these  require- 
ments.   They  are  especially  adapted  to  pharmaceutical 
work. 

The  Whitall   Tatum    Co.   manufactures    druggists' 
glassware  of  all  kinds.    Branches  are  located  at  New 
York,  Boston,  Philadelphia,  and  San  Francisco. 

Write  the  nearest  one. 

Small  Girt  (of  twelve)  :  "Is  this  a  library?" 

Librarian:   "Yes." 

Small  Girl :  "I  want  something  wicked,  and  excitin', 
and  bad." 

Librarian:    "I  couldn't  let  you  have  any  book  like 
that,  little  girt." 

Small  Girt :    "It  ain't  for  me.     I've  read  'em.     It's 
for  my  younger  sister."— TW-fcid. 

Ibe  EzdiuiT«  Ataxy  tat 
JACOBS  "HADE  LAST  NIGHT "  CANDIES 

nection  yoa  can  secure. 

now  being  OBUbliahed-oniy  one  in  a  town. 
All  goods  shipped  by  expresa  (our  expense). 

Better  write  promptly  and  secnre  partfculars 
cottcerniiw  this  profltsble  connection. 

Agents'  profits  extra  liberal  and  direct  co- 
operation from  the  factory. 

JACOBS  CANDY  COMPANY 

MAKDIS  OF  "MADE  LAST  NIQKT"  CAHMBS 

When  wriliag  to  idtenittrt  pleue  ■> 


n  BtruxTiH  of  PHitaiUCT. 
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There's  Bid  Money 

In  Automobile  GoftiflesI 


go  Motor  Ere  Pro- 


\  tectore,     ma 
'    colort.ii'll)  D 


colon,  n-ll)  Duike  t, 
profit  ot  4a  mnts 


tndB.    Write  to-d>7  (or  oi 


'  offer  to  drugglata. 


Chlearfo  Eya  Sblcid  Co., 

134  S.  ClUloB  St.. 

Cblcarfo,   lU. 


Your  Health 
Is  Yonr  Wealth. 

Why    Not    Frolact    It? 


Tin  Cbloe«o  R._ 

holp^ii.    It  prevaj _ 

gues  from  eDlerioK  tbe  lunss- 

"SAFETY  FWSr* 

A  po««l  or 

riilfdelKlli  or , 

br  retara  nuUI.  Write  now. 


Wlutney  Glass  Works 

ESTABLISBBD  I77fl. 

Gloss  Bottle  Manniactnrera 
FUNT        AMBER        GREEN 


Alao  HaBnfactnrvra  of 

Machine  Made  Bottles 
Narrow  aad  Wide  Month 

by  th« 

Celebrated  "Owens"  Process 


which  prodncBs  nnlfomlty  in 

HEIGHT      WEIGHT     CAPACITY 

Superior  Bottles  In  Every  Faattn* 


OPFiCBSi 

New  Totfc  PblUdelphle 

FACYOIIES  AND  HOME  OFnCEi 
OLASSSOIO,  NEW  ]E1SEY 


■^—PREPARE  FORi^^ 
STATB  EXAMINATION  IN 

PHARMACY 

We  cOcr  e  oooiM  a<  itadr  ta  the  doDMota  <t  RmmMT, 
piwjared  inMnieili  for  acrreapoadeiice  Isatmotlaa,  ^ 
OfliSAIt  OI^BEBa,  W^tm,  D ,  Deao  vt  HorthwveUni  Dot- 
TeciltrSdioDlof  FtMrmaer.  (Skleuto, 
tt  U  the  KroosMt  ooune&et  oulw 


I  toBMiStMeBaaAeiaininetlona. 
I  ne  ooons  prenarad  br  Dr.  Oldboc 
,  I  MTcn  fr  estcndid  dtrWoDti  tba  Iwit 
'  "-Tae  are  beaed  apoo  the  flianM. 
IkbIb  of  Un  TTDllad  SUtte.  which 
ok  la  giTCn  to  etecj  atadetit  la 
Utkn  to  the  Totainie  ooBtalntDC  Oie 
rreancnJanco  1  Wiona,  IntbeooocM 
I  M  elliiilnuad.bDtttia  text  la  anffldeotlr 
__- — _,__-MBr«pMTCtteitDdMttadaqiMt«l7rarhtoai- 
-—'—'*"—  Beolwlaa  n^«Ba  an  ooRoded  lAb  gnateat 
eajro  and  •!«  retomed  to  ow  atndMit  aoooopaoled  br  printed 
anavera  to  teat  queatiana.  n«ae  anawwa  rnnWi  "alutble 
«M»JHfal«  tgicn  "»  wort.  M  thv  tnCUoMbow  aothar  and 

Oradoetea  Inoor  AaadMnIo  Oooiaea  mar  reoeire  attnaee 
oredltB  In  Morthweaten  UnlreraHy.  Adnaoad  eradlta  are 
■lao  ghMi  (B  Tartooa  State  KOrmal  Sduola  and  eoUeM  of- 
high  lank.  Tbit  oaoneaUco  ahoold  iln  Mndcnte  hlleat 
HanruKie  that  Inatmotlon  In  all  oomaea  la  oa  a  hjcb  idaaeL 

Write  (or  dronlaia  Btrlng  full  InftaiiiatkD. 

Interstate  School  of  Correspondence 

633-641  SomA  Wabaah  Am,  CUotgOk  OL 


Oui  Ladv:    "I  don't  believe  this  sure-cure  tonic  is 

a-goin'  to  do  me  any  good." 

Friend :   "It's  highly  spoken  of  in  the  papers." 

Old  Lady:   "Yes;  but  I've  taken  forty-seven  bottles, 

and  I  don't  feel  a  bit  better.    I  tell  you  what  it  is,  Sarah, 

I'm  beginning  to  think  these  newspaper  editors  don't 

know  everything." — New  York  Weekly. 


Candy  properly  displayed  is  half  sold. 

The  Saginaw  Show  Case  Co.,  Ltd.,  of  Saginaw,  W. 
S.,  Mich.,  make  a  cemented  joint  all-plate-glass  show 
case  which  will  set  off  a  display  of  candy  in  a  most 
attention-compelling  manner. 

A  catalogue  descriptive  of  this  case  and  of  store 
equipment  in  general  will  be  sent  upon  request. 


A  coLOKED  UAN  was  brought  before  a  police  judge 
charged  with  stealing  chickens.  He  pleaded  guilty  and 
received  sentence,  when  the  judge  asked  him  how  it 
was  he  managed  to  lift  those  chickens  right  under  the 
window  of  the  owner's  house  where  there  was  a  dog 
in  the  yard. 

'Hit  wouldn't  be  of  no  use,  judge,"  said  the  man, 
"to  try  to  'splain  dis  ting  to  you  all.  Ef  you  was  to 
try  it  you  like  as  not  would  get  yer  hide  full  o'  shot 
an'  gii  no  chickens,  nulher.  £f  you  want  to  ei^agc  in 
any  rascality,  judge,  yo'  beltah  stick  to  de  bench,  whar 
yo'  am   familiar." — Chicago  Record  Heraid. 


When  writlni  to  adveniMia  pleaae  a 
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An  AU-American  Product 

Brooks'Baby  Barley 

Planted,  Grown,   Prepared  and  Packed  b^ 
Sold  imder  faig^heat  American  standarda  of 
value  to  naers-bringinK  honest  American  profits 
and  keeping  these  profits  in  America. 

$2.00  per  doc  for  25 
cent  1-lb.  packasu. 

have  it. 

Let's  help 

America  I 

Let's  help 
keep  American- 
America  1 

Let's  help 
make  the  Babies 
of  America  into 
better  Ameri- 
cans! 

with 

BKOOKS-BABTBAILET 

Brooks  Barley  Co^ 

Boston,  Mass.  1 

Killing  Ants  in  Houses.— When  living  in  the  East 
we  were  much  pestered  by  these  insects,  and  I  devised 
a  plan  for  destroying  them  which  is  very  simple,  and 
invariably   proved   successful.     A   small   pile   of   white 
sugar   (powdered)  is  put  in  the  neighborhood  of  the 
tun.     This  is  soon  attacked  by  the  ants  and  carried 
down  to  the  nest.    By  watching  them  it  is  easy  to  find 
the  nearest  approach  to  the  nest,  usually   beneath  a 
board  or  in  some  crack  in  the  wall  or  floor.     Next  day 
another  small  pile  of  powdered  sugar,  mixed  with  white 
arsenic,  is  put  as  close  as  possible  to  the  entrance  of 
the  neft.    It  is  advisable  to  shut  up  the  room  so  thai 
dogs  or  other  animals  may  not  get  at  the  mixture.    Tlie 
ants  quickly  attack  the  pile  and  convey  the  sugar  and 
poison   to   the   nest,   and   are  never   to   be   seen   again. 
About  a  teaspoonful  of  the  mixture  is  usually  quite  suf- 
ficient for  a  fair-sized  nest,  and  they  will  carry  it  all 
down  in  an  hour  or  two,  and  will  all  perish.— H.  N. 
RiDLEr.  Kew,  in  English  Pharmaceutical  Journal. 

Merck  quality  is  recoguized  by  the  particular  phy- 

Specify  "Merck's"  and  get  reliable  chemicals;  chemi- 
cals that  will  please  yonr  discriminating  doctors. 

Woman  :  "I  would  like  lo  see  some  maids'  aprons." 
Child:    "Oh,  mother  I  is  father  to  wear  those  when 

DRUOOISTSt  Here  Is  a  preparation 
(hat  yon  can  conCldently  recom- 
mend. 

Hotherslll's  does  aU  we  claim   for  it.    It 
promptly    relieves     seadckneas,    trainsickneas, 
nausea  caused  by  motion,  climbing,  etc 

If  you  are  a  live  dealer  you  want  UotkmlU'm. 

ever  its  merita  are  known.     It  yields  a  good 
profit  to  the  dealer. 

Supidied  in  vest-pocket  boxes-dollar   boxes 
aod  60-ceDt  boxes. 

Write  us  f 0*  some  literature  for  your  customers. 
Get  our  trade  prices-th^  will  interest  you. 

MOTHERSILL  REMEDY  CO.. 

44 


BULLETIN  OF  PHARMACY 


NEW  SIZE 

ECKMAN'S 

ALTERATIVE 

Owing  to  the  many  requests  for  a  smaller 
package,  we  are  now  prepared  to  supply  the 
trade  with  a  new  size  to  retail  at 

ONE  DOLLAR. 

We  will  continue  to  manufacture  our  regular 
12.00  package,  as  before.  Mention  of  both  sizes 
will  be  made  in  the  extensive  advertising  cam- 
paign which  we  are  now  conducting. 

Older  irom  your  Jobber  to«day« 


Small  Slae  $8.00  Doi.      Rerfnlar  Slse  $16.00 


Attraotlve  llteratare  om  reqaeet* 


ECKMAN  MFG.  CO.,  Philadelphia,  Pa. 


ESSENTIAL 


THE  Tm  ^   «J  BRAND 


THE    STANDARD    OF    QUALITY 


Order  from  your  wholesaler  in  original 
packages  under  our  label  and  guaranty  seal, 
I  ounce  and  upward. 

DODGE  &  OLCOTT  CO. 

NEW  YORK 


THE  GUARANTY 

of  complete  satisfaction 
or  inoney  refunded  |{oes 
with    every    packaile    of 


•Behind  yont  when  yon 
make  this  ilnaranty  to 
your  customer,  stands  our 

OLD,   STRONG    COMPANY 

Tbere  Is  no  quibbling  nor  side -stepping 
wben  a  cnstomer  Is  to  be  satisfied.  We 
refund  tbe  fall  retail  price.    No  lost  profits* 

THE  PINEX  COMPANY, 

FT.  WAYNE,  IND. 


Tramp:  "Your  dog  jest  bit  a  piece  of  flesh  outer 
me  leg,  mum." 

Woman :  "Glad  you  mentioned  it.  I  was  just  going 
to  feed  him." — Boston  Transcript. 


There  is  a  constantly  growing  demand  for  peroxide 
soaps,  creams,  tooth  powders,  talcum  powders  and  the 
like. 

Ask  the  Roessler  &  Hasslacher  Chemical  Co.,  100 
William  Street,  New  York,  to  recommend  the  proper 
peroxide  to  use  for  these  various  preparations.  Let 
them  furnish  you  with  prices  to-day. 


"These  afe  evil  days  for  the  rich  men,"  said  George 
Ade  at  a  luncheon  at  the  Chicago  Athletic  Qub.  "I'd 
rather  be  a  pickpocket  than  an  interlocking  director- 
there' s  more  honor  in  it 

"They  say  that  a  cannibal  king  recently  sent  post- 
haste for  his  doctor. 

"  *Good  gracious,  man  I*  the  doctor  said.  'You're  in  a 
dreadful  state;  what  have  you  been  eating?' 

"  'Nothing,'  groaned  the  sick  man,  'except  a  slice  of 
that  multimillionaire  whose  yacht  was  wrecked  on 
Cocoanut  Reef.' 

"  'Merciful  powers !'  the  doctor  cried.  'And  I  told 
you  under  no  circumstances  to  eat  anything  rich. 
George,  get  the  saws  and  axes.  We  must  operate  at 
once.' " — Boston  Advertiser, 


When 


to  MiTertiMn  pleaie  mention  Bulletin  or  Phakmacy. 
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For  Infants^  Invalids, 
and  tAged  T^ersons, 

and  all  whose  digestive  functions 
have  become  weakened  by  accident, 
pain  or  illness. 

^  Benger's  Food  is  consistently 
advertised  to  the  U.S.  medical  pro- 
fession. It  is  sold  throughout  the 
world  in  sealed  tins. 

Drmceilll'  tampU,    ■aiith   Iltrratmrt 
mailfijTtt.     Skawcantt  aivi  advtrliMimc 

BENGER'S  FOOD  Ltd.,9a,WilIiaraSl.,NEWYciMC. 
(HadqiuLTtm— Mancmktm,  Ekcuihd) 
T«-jk„.:„„i„.Mm:  E.  FOUGERA  &  Ca, 
m  Street,  NEW  YORK. 


"How  did  you  get  along  playing  golf  with  your 
wife?" 

"Well,  at  the  ninth  hole  she  was  about  twenty-two 
thousand  words  ahead." — Life. 


"Board  Questions  Answered,"  published  by  E.  G. 
Swift,  Box  484,  Detroit,  Mich.,  contains  correct  solu- 
tions of  the  questions  asked  in  the  examination  papers 
used  by  different  boards  of  pharmacy. 

The  book  is  invaluable  to  any  student  preparing  to 
take  out  registration  papers. 

The  price  is  $1.50  post-paid. 


"Miss  Jennie  did  not  seem  to  like  my  song  at  all." 
"No  wonder  when  she  has  a  telephone  job." 
"What  has  her  job  to  do  with  my  singing?" 
"Very  much,  when  you  selected  '1  Hear  You  Calling 
Me.'" — Baltimore  A: 


"I  LIKE  my  house  all  right,"  said  Luschman,  "except 
for  one  thing.    And  I  must  get  you  to  put  that  right." 

"What  is  it?"  asked  the  architect. 

"Several  times  lately  I've  nearly  broken  my  neck 
reaching  for  another  step  at  the  head  of  the  stairs  when 
I  go  home  late,  so  I  think  you'd  better  put  another  step 
there." — Modem  Society. 


TMB    INTERN AU    REVENUE 

STAMP  TAX 

ON    ALL 

ELCAYA 

TOILET    PREPARATIONS 

PAID 

BY 

JAMES  C.  CRANE 

Solo  Agont,       10  S  Fulton  St.,  HEW  YORK 

Each  Retail  Dealer  in  the  U.  S.  A.,  who  will 
send  on  December  lat  an  itemiEed  report  of  bis 
stock  of  ELCAYA  preparations  on  hand  that 
date,  to  which  stamps  have  not  already  been 
affixed,  will  be  snppliea  with  the  requisite  number 
of  BtampB  for  suchpreparations  as  are  subject  to 
the  Tax,  to  be  affixed  by  him  in  1' 


■on  BoLtKTiB  OF  Phaxhacv. 


BULLETIN  OF  PHARMACY 


THE    CHEWING    GUM    FOR   YOUR   BEST   TRADE 
FIELD'S    CAFE    CLOVES 


ORIGINATED  AND  MANUFACTUBKD  BT 

HONEY  DEW  GUM  COMPANY 

284  Pearl  Str««t.  N«w  York,  U.  S.  A. 


Specify 


C    S 

on  your  orders 


PURITY 
QUALITY 


ESSENTIAL  OILS 


Onaranly 

nrrZSCHI  BIOTBIBS.  Rew  T>ik 

OLIVE 

OIL 

"W.J.B."T0«rit?8ffeil« 

&  CO., 

NEW  YORK 

A   product  din 
Bv.„VoHl..  cu 

Ml  o>  tb 

u°3^-.i:=i  r.:;W.   J.   BUSH 

„»„..  i.m.~j,««  j^  ^^^^^^  ^^ 

"VANISHING  CREAM" 


IMHMT.    COKUaS    k    GOMmRT,    SaMv    illHli 
Dapt.  S.        131  HadaaBSl.,  NswYvrbClty. 


Pkecise  Boarding-Mistress:  "Mr.  Blunt,  shall  I 
tender  you  some  more  of  the  chicken?" 

Mr.  Blunt:  "No,  thank  you!  But,  if  you  can  tender 
this  piece  you  have  already  served  me,  I  shall  be 
greatly  obliged  to  you." — Chnslian  Regiiler. 


Adams,  Gushing  &  Foster.  Inc.,  Becoue  Manufac- 
TUREBs  OF  Moore's  Pens.— The  trade  will  be  greatly 
interested  in  the  consolidation  which  took  place  last 
month  of  the  American  Fountain  Pen  Company  with 
Adams,  Gushing  &  Foster,  Inc.,  of  Boston,  the  latter 
concern  purchasing  the  entire  capital  stock  together 
with  the  title,  manufacturing  rights,  etc.,  covering 
Moore's  "Won't  Leak"  Pens. 

Adams,  Gushing  &  Foster,  Inc.,  have  long  been 
known  in  the  field  as  the  selling  agents  for  this  pen,  but 
from  now  on  will  assume  the  manufacturing  as  well  as 
the  sales  responsibilities.     Important  additions  will  be 


made  to  the  line,  manufacturing  facilities  will  be  in- 
creased to  take  care  of  the  growing  demand,  and  the 
sales  of  Moore's  Pens  will  be  pushed  with  the  energy 
that  has  always  characterized  this  firm's  efforts  in  the 
stationery  field, 

T.  B.  Foster  becomes  president  of  the  company  with 
W.  F.  Cushman,  formerly  president  and  treasurer  of  the 
American  Fountain  Pen  Co.,  as  vice-president.  W.  F. 
Gushing  and  G.  L.  Davis  remain  as  treasurer  and  assist- 
and  general  manager  respectively. 


"What  I  want," 


]  the  candidate. 


k  vindica- 


"Well,"  replied  Fanner  Comtossel,  in  tones  of  com- 
fort, "maybe  that's  what  you're  going  to  get.  Some  of 
us  voters  have  decided  we  think  so  much  of  you  that 
we're  going  to  keep  you  right  here  at  home  with  us." — 
IVashington  Star. 
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Wade's  Great  Gold  Fish   Offers 


Msnv  LcmI|><  Dni  Slona  Plaw  Hake  ■  SRCcUlty  ol  Gold  Flmk 
COHB.  A    144 Plot  FMhOlob**.    '        S«ScaMlaold  Flib.  144 Bona  IOj Flih Food. 

. .  .       .  „,  .  .  _.      ~  .         _j  g^j.g  10)  iPirti  Food. 

"    ""iFood. 


COMB.  B      nOiu-tFlBhOlabH.         144  Had.  8lieOold  PI 
COHB.  C      TS  lUUitia.  Flab  Globes.    I441[»d.  SIteOoId  F 

One  Dip  N<tudSiimclMi>  Plant  arsaiven  with  Baoh  Cin 


SI  4.40. 
SIO.OO. 
SI4-«0. 


Globes  by  PnKht. 
J.  WADE  dfc  CO. 


BitraflM  to  Retail. 


It  Cub  b  isdC  wllti  Order. 
P.  O.  B.  Toledo,  Ohio.  Plah  by  Eii>k». 

TOUEUO,  OHIO. 


This  Case 
No.  1406 
For 
Drug 
Stores 

Oaa  of  the  muqr  aew  Krk.  ve  icke  far  toilet  utlok. 
JOKJ>H  KNITTEL  SHOW  CASE  CO.. 

CoiapUta  5t<»  OitA  SpeeiaHf. 

Sole  Agency  for  High-Class 
Pharmaceutical  Products, 
Patent  Medicines,  etc., 

Required  by  a  Tendon  Firm  of  the 
Higheat    Integrity,    and    huTiiiR    a 
connection     with     every     Leadine 
Chemist  and  Druggiet  in  the  Unit^ 
Kingdom. 

Reply  in  First  Instance  to 

G.  E.  C,  care  Hiram  Ricker  &  Sons, 

South  Poland,  Maine,  U.  S.  A. 

"Why,  say,  a  man's  as  safe  in  Mexico  as  he  is 
"Is  it  as  bad  as  that  ?■'— Li/^. 


"Did  your  father  ever  lick  you?" 
"Once,  but  I  got  good  and  even." 
"How?" 

"Why,  when  the  circu 
ward,  1  said  1  didn't  care 


Advertised  everywhere  and  all  the  time. 

If  you  want  to  take  advantage  of  country-wide  ad- 
vertising order  a  supply  of  Hostetter"*  Stomach  Bitters 
from  your  jobber.  Then  send  to  the  Hosteller  Co.,  59 
and  60  Water  Street,  Pittsburgh,  Pa.,  for  a  supply  of 
advettising  helps  to  display  in  your  stores. 

The  public  will  buy  when  they  know  you  handle 
Hosletter's. 

"I'd  like  to  sell  you  a  new  encyclopaedia,"  said  the 

"Well,  young  feller,"  said  the  farmer,  "I'd  like  to 
have  one,  but  I'm  afeerd  I'm  too  old  to  ride  the  thing." 
—Judge. 


The  Hoffman- La  Roche  Chemical  Works  of  New 
York  announce  that  the  "Roche"  products,  Pantopon, 
Sedobrol  and  Thiocol  have  not  advanced  in  price  and 
that  Digalen  may  be  obtained  for  $1.00  a  vial. 


AccoBDiNC  to  the  Washington  Star,  Mr.  George  Ade 
wras  sitting  with  a  little  girl  of  eight,  who  looked  up 
from  her  "Hans  Christian  Anderson"  and  asked  r 
"Does  m-i-r-a-g-e  spell  marriage,  Mr.  Ade?" 
"Often,    my    child,"    said    the    cynical    bachelor. — 
Youth's  Companion. 


Wben  writlcg  to  adTcrtuen  pica 


meniiiHi  BtrLLniN  or  Phaiuacv. 


BULLETIN  OF  PHARMACY 


THE    CHEWING    GUM    FOR   YOUR   BEST   TRADE 
FIELD'S    CAFE    CLOVES 


OSIOINATED  AND  HANUFACnjRED  BT 

HONEY  DEW  GUM  COMPANY 

2a4  re>rl  Straat,  N«w  York,  1).  S.  A. 


Speciiy      IRC   'S 


PUMTY 

BUhest 

QUALITY 

Ooaranty 


on  your  orders 


ESSENTIAL  OILS 

nnZSCHE  BROTHEIS,  Raw  Tork 


OLIVE  OIL  "W.J.B."  7«0WtfW  8ff«nc«>8>^«iHte" 


A  uraAmct  direct  IroB  our  Otamas  (Fnncc^  bona*. 
Evuy  boHla.  can  and  bunl  asalad  ■!  Ibat  point.  It  !■ 
Ibe  mast  palatabla  all  oa  lbs  aawbat  aad  la  eapnclaiiv 
iwcoBiaieodcd  for  medldBal  pBr]H>a*a.  !■  plat  aad  quart 
bollles,  iallon  tins  asd  barraU. 


W.  J.   BUSH   &  CO., 


100  WILUAM  ST., 


POND'S    EXTRACT    COMPANY'S  , 


"VANISHING  CREAM" 


UMNT,    COKUSS    t    GOMnRT,    SaMNI    Hvatx 
Depl.S.        lai  HndaonSl.,  NewYvrbClty. 


Precise  Boarding- Mistress  :  "Mr.  Blunt,  shall  I 
tender  you  some  more  of  the  chicken?" 

Mr.  Blunt:  "No,  thank  you!  But,  if  you  can  tender 
this  piece  you  have  already  served  me,  I  shall  be 
greatly  obliged  to  you."— C/irii/ian  Register. 


Adams,  Gushing  &  Foster.  Inc.,  Become  Manufac- 
turers OF  Moore's  Pens.— The  trade  will  be  greatly 
interested  in  the  consolidation  which  took  place  last 
month  of  the  American  Fountain  Pen  Company  with 
Adams,  Gushing  &  Foster,  Inc.,  of  Boston,  the  latter 
concern  purchasing  the  entire  capital  stock  together 
with  the  title,  manufacturing  rights,  etc.,  covering 
Moore's  "Won't  Leak"  Pens, 

Adams,  Gushing  &  Foster,  Inc.,  have  long  been 
known  in  the  field  as  the  selling  agents  for  this  pen,  but 
from  now  on  will  assume  the  manufacturing  as  well  as 
the  sales   responsibilities.     Important  additions  will  be 


made  to  the  line,  manufacturing  facilities  will  be  in- 
creased to  take  care  of  the  growing  demand,  and  the 
sales  of  Moore's  Pens  will  be  pushed  with  the  energy 
that  has  always  characterized  this  firm's  efforts  in  the 
stationery  field. 

T.  B.  Foster  becomes  president  of  the  company  with 
W.  F.  Cushman,  formerly  president  and  treasurer  of  the 
American  Fountain  Pen  Co.,  as  vice-president.  W.  F. 
Gushing  and  G.  L.  Davis  remain  as  treasurer  and  assjst- 
id  general  manager  respectively. 


"What  I  want,"  said  the  candidate. 


I  vindica- 


"Well,"  replied  Farmer  Comtossel,  in  tones  of  com- 
fort, "maybe  that's  what  you're  going  to  get.  Some  of 
us  voters  have  decided  we  think  so  much  of  you  that 
we're  going  to  keep  you  right  here  at  home  with  us." — 
Washington  Star. 
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Wade's  Great  Gold  Fish   Offers 

Haor  Laadlaf  Dni  Stores  Now  Haka  ■  Sn'cXmltr  oi  Oold  Plih  mad  Aqaula  SbvpIIcs. 

COMB.  A    144  Pint  ruhGlobn.    '        2%  SowU  Gold  FIsb.  144  Boies  IOj  Fiih  F[>od.    S14.40. 

COHB.  B      TS  Qiu-t  Fllh  Olob«l.         144  Hod.  8l»0a1d  Flab.       It  Boi'b  lOi  Fish  Food.    $10.00. 

COMB.  C      71  HbIF-rkL  Fish  Olobw.    144  H«d.  Slu  Gold  Fiib.       TS  Boiei  IOj  Fldi  Food.    9I4.40. 

OoeDip  Natand  BltlBclaD'  PUnt  ara  QlTen  irlch  ntoh  Ombinitloa. 

We  OlTc  SS  Bitra  riBb  to  Retail  U  10:  Eiob.  IC  Cisli  U  isBt  with  Order. 

Globes  by  Fnliht.  P.  O.  B.  Toledo.  Ohio.  Flsb  hy  Express. 

J.  J.  yyAPB  A  CO. XOUEUO,  OHIO. 


ThisCase 
No.  1406 
For 
Drug 
Stores 

Odd  of  tlw  nMUi7  iMr*  Rrln  we  make  for  toilet  mrtlclM 

Sole  Agency  for  High-Class 
Pharmaceutical  Products, 
Patent  Medicines,  etc.. 

Required  by  a  Ijondon  Finn  of  the 
Highest    Integrity,    and    having    a. 

Chemist  and  Druggiat  in  the  Unit«l 
Kingdom. 

Reply  in  First  Instance  to 

G.  E.  C,  care  Hiram  Ricker  &  Sons, 

South  Poland,  Maine,  U.  S.  A. 

"Why,  say,  a  man's  as  safe 
Chicago." 

"Is  it  as  bad  as  that?"— Li/f, 


"Did  your  father  ever  lick  you?" 
"Once,  but  I  got  good  and  even." 

"How?" 


"Why,  when  the  ci 
ward,  I  said  I  didn't  c 


to  town  shortly  aftet- 
—Eatlern  Star. 


Advertised  everywhere  and  all  the  time. 

If  you  want  to  take  advantage  of  country-wide  ad- 
vertising order  a  supply  of  Hostetter's  Stomach  Bitters 
from  your  jobber.  Then  send  to  the  Hosteller  Co.,  59 
and  60  Water  Street,  Pittsburgh,  Pa.,  for  a  supply  o( 
adveitising  helps  to  display  in  your  stores. 

The  public  will  buy  when  they  know  you  handle 
Hostetter's. 

"I'd  like  to  sell  you  a  new  encyclopaedia,"  said  the 
agent 

"Well,  young  feller,"  said  the  farmer,  "I'd  like  to 
have  one,  but  I'm  afecrd  I'm  too  old  to  ride  the  thing." 


The  Hoffman-La  Roche  Chemical  Works  of  New 
York  announce  that  the  "Roche"  products.  Pantopon, 
Sedobrol  and  Thiocol  have  not  advanced  in  price  and 
thai  Digalen  may  be  obtained  for  $1.00  a  vial. 


According  to  the  IVashinglon  Star,  Mr.  George  Ade 
was  sitting  with  a  little  girl  of  eight,  who  looked  up 
from  her  "Hans  Christian  Anderson"  and  asked : 
"Does  m-i-T-a-g-e  spell  marriage,  Mr.  Ade?" 
"Often,    my    child,"    said    the    cynical    bachelor. — 
Youth's  Companion. 


When  writini  « 


D  BuLLrriH  or  Phmmi 
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HANFORD'S 

BalsamofMyrrh 

THE  BEUABU  UNDfEKT 
Bold  ta  all  Jobber*. 

G.C.HanfordMfg.Co. 

SYRACUSE.  N.  Y. 


Our  900  Pafte 
ILLUSTRATED    CATALOGUE 


haTe.    It  oonuln*  alao 

SIDE  LINES 

nut  vfll  brinf  jaa  ■ddfUoiud  profit  wUbnit  anf  azin  ex- 

pcnaa. 

U  roaaraatalllDteKatodliitheBihatMntlal  Profit*  that  oor 

Una  of  blgb-«nide  Rood*  U  banding  for  otlker  iruggita.  we 

wnl  glwU;  lend  It  &  70U  Free. 

Let  D*  BiplaiD  Bbont  our  linea  end  tbelr  nmliii—  Bnildlot 

worth  to  rou. 

THE  OSKAHP-NOLTING  CO. 

CINCINNATI.  ....  OBIO. 

Plaaae  mcntloo  Bouanir  or  Tnuauot. 


ALKALOL 


8h».  $4.00  per  Doi. 
le-az.    6.7a    •"    " 

ALKALOL  COMPANY. 

TAUNTON.  MASS. 


MYSTIC  CREAM 

(Trade  Marie  B^t*(ered  IKEl) 

The  creun  that's   "different." 


A  Wonderful  Sellra  for  Chapped  Hands. 

Best  repeater  on  the  market.  Samples  for  dia- 
tribation  free  and  "every  sample  sells  a  jar." 
Write  for  Price  List  and  Sample.  100^  profit 
in  gross  lots.    Retails  for  25c.  and  60c. 

OCDE^i'S  PHARMACY,        Middletown,  N.  ¥. 


Over  ■  MUlloB  Satiafled  People  Use  the 

SALZ  FOUNTAIN   PEN 

DAILY. 

Tk  S>lx  CBfMimkrUmmOmmCtlm 


Bctaila  at  $1.0(1. 

SimpleM  and  Beat  SeU-FIUInc  Fountain  Feu* 

on  tbe  market. 
Oompare  oni  gmd*  andjniceB  betora  plaetnc 

SALZ  BROS.,  45  W.34tk St,  New  Toik 


GRAPE  CAPSULE  COMPANY 

MAKKs*  or  Borr  oeutiH  OAnoLBS 

SeU  (or  CASH  ONLY  a(  prica*  whidi  eliminate  aalea- 

men  and  all  credit  ezpenae* 

Write  for  Price  Ll*t  to-dar 

GBAPE  CAPSULE  COMPANY 

108  ralton  Strrmt,  New  York 


THE    "WALKEASY" 

=ARTIFICIAL  LEG 


CCMME  R.  RUEH  CO.,  n  N.  CaMaa  Itaa,  li 


Catnip  Balli 


•  ocTgiU 
C.  DANIELS.  Ibc,   Boatan. 
Horae.  Dog  uid  Cat  Keini>diea. 


OVEB  A  QUAXTXB  or  A  CENTUBY  OF  EXPEUENCE  WITH 

Bancs  Fixtukes.— Twenty-five  years  ago  well-known 
and  progressive  druggists  Solomons  &  Co.  of  Savan- 
nah, Ga.,  made  their  first  investment  in  Bangs  Fix- 
tures. On  November  10,  1914,  the  Bangs  Company 
completed  installation  of  a  new  and  up-to-the-minute 
equipment  for  the  Solomons  Company  in  its  spacious 
store  in  the  new  Masonic  Building. 

The  fixtures  are  of  solid  mahogany  in  the  Empire 
style  and  are  attractively  decorated  with  gold  trim- 
ming and  leaded  art-glass  lanterns.  All  of  one  side 
and  one  end  of  this  unusually  large  store  is  equipped 
with  the  buffet  type  of  wall-case,  the  backs  of  these 
cases  being  formed  by  ptate-gjass  mirrors  and  the 
shelves  of  very  heavy  plate-glass,  the  doors  also  bdng 
of  plate-glass  without  frames,  the  whole  making  a  most 
artistic  and  effective  display. 

Mr.  Solomons  said  that  he  disliked  very  much  to 
give  up  the  original  Bangs  Fixtures  which  had  served 
him  so  well  for  twenty-five  years,  as  they  were  still 
in  excellent  condition. 
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POST    CARDS 

LOCAL  VIKWS  MAD!  TO  ORDIR. 

BLUE     D  HAND 

(2  colon  COLORED 

73 


$59? 


$6 


Natnr« 

THE  NATIONH.  COUWTYPE  CO^  NEWPORT,  KY. 


HIGGINS' 


Dnwiu  Board 

LldBldFMla 
OBttPtMtt 


EDUiulpato  ToanaU  from 

BloiJ' lab  aad 

TatsuUouUirMuther , , 

pat  np,  mod  irltbu  to  eOcieal.  llier  form  an 
MtncUra  aod  profllaUe  line  for  Drw;  Stora. 
Frloe,  diiooimta  kod  printed  matter  faniihed. 

C:HAS.  H.  HIOOINS  a  CO.,  lUrs. 


271  Hinlh  SIntt, 


Bfxtlyfc  H.  T. 


Marie:  "At  the  place  where  I  was  spending  my  va- 
cation this  summer,  a  fresh  young  fanner  tried  to  kiss 
me.    He  told  me  he'd  never  kissed  a  girl  in  his  life." 

Ethel :    "What  did  you  say  to  him?" 

Marie :  "I  told  him  that  I  was  no  agritniltural  ex- 
periment station." — Boston  Transcript. 


Money  invested  in  attractive  store  fixtures  pays  big 
returns  in  increased  business. 

Fill  out  the  coupon  attached  to  the  ad  of  the  Wil- 
marth  Show  Case  Co.,  1520  Grand  Rapids,  Mich.,  and 
get  a  copy  of  the  book  "Drug  Stores  for  Well  People." 
It  explains  how  the  right  store  equipment  brings  you 
added  business. 

Cut  the  coupon  now. 

"But  I  don't  know  you,  madam,"  the  bank  cashier 
said  to  the  woman  who  had  presented  a  check. 

The  woman,  however,  instead  of  saying  haughtily, 
"I  do  not  wish  your  acquaintance,  sir,"  merely  replied, 
with  an  engaging  smile ; 

"Oh,  yes  you  do,  I  think.  I'm  the  'red-headed  old 
virago'  next  door  to  you,  whose  scoundrelly  little  boys 
are  always  reaching  through  the  fence  and  picking 
your  flowers.  When  you  started  for  town  this  morn- 
ing your  wife  said:  'Now,  Henry,  if  you  want  a  dinner 
fit  to  eat  this  evening  you'll  have  to  leave  me  a  little 
money.  I  can't  keep  this  house  on  plain  water  and  six- 
pence a  day,'  " — Philadelphia  Public  Ledger. 

When  writius  l«  idTcrtiicra  pleu 


_^  _  B^  a  KTf  ^°^  IndigeitioD,  Constipation 
■K*l*KvRl^k  '^^  *"  '^E'l'Bt^  ^^'  Stomach 
■*■■*■"*'  and  Bowels.  Ten  millions  of 
Ripans  Tabules  have  been  sold  in  a  single  month. 

ORDER  OF  YOUR  JOBBER 

Ripana  Tabules,  5c doz.  fo^o 

aSc.   (choc-coatt doi.     sm      '""BM 

6oc   (family) doz.    4.S0 

Grou  lots  JC.  lize,  or  #6  lots  assorted, 
5  per  cent  discount 

THE  RIPANS  CHEMICAL  COMPANY, 

No.  10  SprvM  Si..  Naw  York. 


GLYGO-THYMOLINE 

Tnd«  H«rk 

THREE  SIZES-Om  Poud 

Six  Oaace  (Sprinkler  T^) 

Three  Oimcc 
Retail  Price,  $1.00— SOi^— 25& 

KRESS  &  OWEN  COMPANY 

361-363  Psarl  St.,  New  York 


GLASS     BOTTLES 


AND   JARS, 

Imperial  Glass  Co. 

Charleroi,  Pa. 

M  u  4w(«  jM  prlcat.    ViU«  en  aMmft  effic*. 


Hair  York.        rbUadaipUa. 


Sal  Hepatica 


THIOUOH  ALL  lOBBERS. 

BRISTOL-MYERS  COMPMV, 

BROOKLYN,  N.  Y. 
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EVER    NEED    DUPLICATES 

01   T»wm   taltara,  Prfoa   LUta,    Bllla,    Invalca*,   Dntwlaia.    HaBaa, 
■■porta.  ANYTHINO?    TlMB  take adTuW<  of  our  offer  o/ 

10  DAYS'  TRIAL.  WITBOUT  DEPOSIT 

lod  bcNxnne  one  of  thouMods  of  BatWled   ctutomen  who  all   agree   that 

Dana*  Improved  Tip  Top  Duplicator 


W  the  itmplcat,  eadeat  aad  qafekeat  method  of  duplicating,  on  the  market. 

too  Copla*  from  Peo-wrlMi'D  and  SO  Copies  from  Type-written  OriglDal. 
Kach  machine  oontalna  a  contlnuoua  roll  of  our  new  "  Deasco  "  OUed 

rai  r  h»aiit  Back  dupUcatlDK  lurfaoe  vrhloh  can  be  used  orer  and  over  afrala 

If  ;ou  have  tried  other  dujdkaton  without  nioceae,  fou  will  be  more  than 

plMied  vltli  oon. 
CoBplele  Daplloalor.  Cap  «■>  (prtnta  ^filS  locbea).  ffi  B   nn 

Frkie,|TJ>(k    Upe(;lBldlaaDuiitotS85j)i-  N.i  rHc   q>O.UU 


FELIX  A.  C.  DAUS  DUPLICATOR  CO.,  Dana  Bldg..  Ill  John  St..  NEW  TOBK. 


Price  Announcement  to  Retail  Pharmacists. 

The  Price  of  DIGALEN  Is  now  $1.00  per  vial. 
PANTOPON  -Roche'] 

SEDOBHOL -Roche' (    HAVE  NOT  ADVANCED  EX  PRICE 
THIOCOL      'Roche')  ^" 

.  The  Hoffmaim-LaRoche  Chemical  Works,        -        NEW  YORK. 


Wanted — Diversion  and  some  way  lo  rest  up.  1 
so  tired  when  night  comes  that  I  don't  know  what  t 
with  myself.  I  simply  must  have  some  light  i 
amusement  that  makes  no  demand  upon  my  mental  and 
physical  resources.  Am  sick  to  death  of  those  terrible 
musical  comedies  which  are  supposed  to  be  produced 
for  my  special  benefit.  Thought  I  was  going  to  find 
solace  in  the  "movies,"  but  for  the  most  part  they  are 
too  primitively  blood- and- thunder.  Dancing  is  too 
strenuous  for  steady  use.  There  is  no  fun  in  eating  and 
drinking  in  those  deadly  hotels  and  cafes,  which  are  all 
built  on  the  same  plan  of  high  prices  for  poor  food  and 
small  comforts.  And  as  for  cabarets,  I  am  getting  so  I 
shriek  with  horror  at  the  very  thought  of  them.  Any- 
one who  can  think  of  just  the  right  thing  will  be  con- 
ferring a  great  boon.  Address  Tired  Business  Man, 
General  Delivery.— Li/c. 

Ten  millions  of  Ripan  Tabules  have  been  sold  in  a 
singfe  month.    Did  you  sell  your  proportionate  share? 

It  pays  to  carry  Ripans.  They  are  in  constant  de- 
mand. On  $6.00  assortments  your  jobbers  will  give  you 
a  discount  of  5  per  cent. 

"Whv,  what  in  the  world  has  become  of  your 
watch?    The  one  you  used  to  have  had  a  handsome  gold 

"I  know  it  did,  but  circumstances  alter  cases." 

Philadtlpkia  Telegram. 


Prof,    Piffle  :     "I    see    Etna   is    having   eruptions 

Mrs.  Piffle:  "Isn't  that  too  bad?  I  don't  see  why 
her  folks  don't  get  her  some  of  those  lotions  you  sec 
advertised." — Northern  Review. 


A  man,  alt  out  of  breath,  recently  rushed  into  the 
basement  and  said  to  a  clerk:  "A  nickel  mouse  trap, 
please,  and  let  me  have  it  quickly,  as  I  want  to  catch  a 
train." — Selling  Sense. 

Rheims  Cathedral.— It  is  interesting,  in  view  of 
the  reported  destruction  of  the  cathedra!  at  Rheims,  to 
know  what  a  German  art  authority,  Frani  von  Reber, 
author  of  "History  of  Medixval  Art,"  has  to  say  about 
it :  "The  Cathedral  of  Rheims  has  been  called  the 
Parthenon  of  the  Middle  Ages.  This  is,  however,  goint; 
too  far;  for,  though  the  edifice,  both  in  its  architecture 
and  sculpture,  may  be  considered  as  the  finest  creation 
of  the  Middle  Ages,  still  it  is  not  of  that  absolute  per- 
fection which  characterizes  the  work  of  tktinos  and 
Pheidias.  .  .  .  The  masters  of  Rheims  were  more  suc- 
cessful in  rendering  youthful  and  maidenly  delicacy, 
tender  and  sympathetic  dream-life,  light  limbs  and  flow- 
ing draperies,  than  the  serious  dignity  and  the  strongly 
marked  character  requisite  for  manly  figures."  The 
architect's  name  of  the  cathedral,  von  Reber  notes,  was 
Robert  de  Coucy. — Harper's. 


When  wridDf  to  adTeniKn  pleaee  aentian  Bollitih  of  Phumacv. 
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WANT     ADVERTISEMENTS 

STORES*  FIXTURES  AND  APPARATUS  FOR  SALE. 

HELP  WANTED.  SITUATIONS  WANTED. 
BUSINESS  AND  PROFESSIONAL  CBANGES.  ETC 

Rates. — ^25  words  or  less  (one  insertion),  $1.00;  each  additional  word,  3  cents;  cash  with  order. 
Copy  should  reach  us  before  the  25th  of  the  month  to  insure  insertion  in  the  next  month's  issue. 

THE  BULLETIN  OF  PHARMACY,  Detroit,  Mich. 


FOR  SALE. — Half  interest  in  drug  and  jewelry  store  in  town 
with  population  of  one  thousand.  Stock  invoices  about 
$12,000.  Sales  $32,000  a  year.  Address  **  K.  O.  J.,"  care  Bul- 
letin OF  Pharmacy.  12 


FOR  SALE.— Drug  store  on  transfer  comer.    City  of  30,000. 
Doing  $30,000  a  year.    Sub.  P.  O.  station  in  connection. 
Address  ^x  384,  Bellingham,  Wash.  12 


FOR  SALE. — A  good  drug  store  in  a  live  town.    Excellent 
lease  and  clean  stock.    Price  $3500.     Write  Pharmacy, 
1375  Hawthorne  Ave.,  Portland,  Ore.  12 


FOR  SALE.— Cheap,  one  set  square  tincture  bottles,  one 
druggist's  counter  scale,  one  prescription  scale.  AH  new; 
used  only  one  month.  Will  give  exceptional  bargain.  For 
description  and  particulars,  address  "W,"  care  Bulletin  of 
Pharmacy.  12 


FOR  SALE. — Only  store  in  coal-mining  town  of  two  thousand 
population.  Rexall,  Eastman,  and  Curtis  agencies.  Invoice 
$6oco.  Good  paying  business;  established  ten  years.  Owner 
lost  eyesight;  must  sell.    Address  Box  123,  McCurtain,  Okla. 

12 


WANTED.— Foreman  for  pharmaceutical  manufacturing  sec- 
tion of  Western  laboratory.  Must  be  young,  aggressive, 
willing  to  do  manual  work.  Must  have  some  similar  manufac- 
turing experience.  Write,  giving  experience  and  sidary  required, 
to  *'M,"  care  Bulletin  of  Pharmacy.  12 


FOR  SALE. — Only  drug  store  at  county  seat  Surrounded 
by  a  fine  farming  and  grazing  country.  Nearest  drug  store 
15  miles.  Mus/  sell  to  settle  an  estate.  Address  C.  £.  Lynch, 
Admr ,  Union,  W.  Va.  12 


FOR  SALE.— Nyal  store  in  central  Illinois  corn-belt  town  of 
1400;  $20oa    Established  trade.    Expenses  light.    Large 
territory.    Address  "L.  B.,"  care  Bulletin  of  Pharmacy.    12 


WANTED.— Situation  in  a  retail  drug  store.  Am  agraduate 
of  the  Cleveland  School  of  Pharmacy, Ph.C., andhave  an 
Ohio  assistant  druggist's  license;  have  had  ten  vears'  experience 
in  retail  stores.  First-class  recommendations  given.  Speak  and 
write  English  and  German.  Address  **&  A.  K.,"  care  Bul- 
letin OF  PHARMACY.  12 


WANTED.— Traveling  salesman  with  established  trade  to 
handle  three  drug  specialties;  side-line.  Also  man  for 
full  line  non-secrets.  Best  references.  Address  Manufacturer, 
care  Bulletin  of  Pharmacy.  12 


WANTED. — Sales  manager  who  is  familiar  with  non- 
alcoholic drinks  to  take  complete  charge  of  department 
which  we  propose  to  install.  Need  not  understand  manufactur- 
ing, but  must  understand  the  line  and  be  a  trade-getter.  Good 
position  to  right  man.  Inquire  Liebenthal  Bros.  &  Company, 
1430  W.  Qth  Street,  Cleveland,  O.  12 


FOR  SALE  OR  TRADE.— Drug  store  invoicing  $3000  with 
up-to-date  fixtures.  Doing  good  business  in  Indianapolis. 
Will  sell  or  trade  for  drug  store  m  small  town.  Address  Hoosier, 
care  Bulletin  of  Pharmacy.  ii 


FOR  SALE.— Residential  drug  store,  Buffalo.     Stock  and 
fixtures  inventory  thirty-five  hundred.    If  interested  address 
Kodak,  care  Bulletin  of  Pharmacy.  ii 


WANTED  TO  BUY.— SmaU  drugstore  in  Wisconsin  country 
town.    Write  full  particulars.    Address  J.  K.,  care  Bul- 
letin of  Pharmacy.  1 1 


FOR  SALE. — One  of  the  best  paying  drug  stores  in  Idaho. 
Invoice  $8000;  I5000  cash,  balance  terms.     Exceptional 
opportunity.    Address  R.  £.  X.,  care  Bulletin  of  Pharmacy. 

II 


WANTED.— To  hear  from  owner  who  has  good  drug  store 
or  doctor's  practice  for  sale.    Send  descri ption  andiowest 
price.    C.  C.  Shepard,  Minneapolis,  Minn.  11 


WANTED.— If  yon  know  of  a  good  location  for  a  physician 
in  a  small  Michigan  town,  please  communicate  with  the 
undersigned.    Dr.  A.  Matheson,  1184  Russell  St,  Detroit,  Mich. 

10 


WANTED.— Situation  as  drug  clerk  in  Detroit.  Have  had 
about  eight  months*  experience  in  city  store;  18  years  of 
age.  Can  furnish  first-class  recommendation.  Have  good 
health,  and  am  well  fitted  to  hold  a  position.  Address  J.  S.» 
care  Bulletin  of  Pharmacy.  10 


DRUG  STORES  FOR  SALE  (snaps);  also  jobs— all  SUtes. 
Physicians,  veterinarians,  dentists,  and  nurses  furnished 
and  located.    F.  V.  Kniest,  Omaha,  Nebraska.    Estab.  1904.    7 


When  writing  to  advertisers  please  mention  Bullxtin  of  Pbakvacy. 
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Our  New  Antiseptic  Tablets 


Ibnlabobd) 

We  supply  corrosive  sublimate  tablets  of  distinctive  shape  and  color, 
in  two  sizes : 

Tablet  Triturate  No.  986.— Each  tablet  contains  7tV  grains  of  corrosive 
sublimate.  The  most  readily  soluble  bichloride  tablet  of  this  grainage  avail- 
able.    One  tablet  dissolved  in  a  pint  ofvmter  makes  a  1:1000  solution. 

Triangular  bottles  of  25  tablets  only. 

Compressed  Tablet  No.  619.— An  exact  duplicate  of  Tablet  Triturate 
No.  986,  except  that  it  is  compressed.  One  tablet  dissolved  in  a  pint  of  water 
makes  a  1:1000  solution. 

Bottles  of  100,  1  pound  and  1000. 

Compressed  Tablet  No.  620. — An  exact  duplicate  of  Compressed 
Tablet  No.  619,  except  that  it  is  much  smaller.  Each  tablet  contains  Mi 
grains  of  corrosive  sublimate.  One  tablet  dissohed  in  four  ounces  of  water  makes 
a  1:1000  solution. 

Bottles  of  100.  500  and  1000. 


The  tablets  above  mentioned 

1 .  Are  cofifin-shaped. 

2.  Are  blue  in  color. 

3.  Have  the  word  "POISON  **  plainly  stamped  upon  them. 

4.  Are  marketed  under  labels  with  red  letters  on  white  paper,  with  the 
death's  head  and  the  word  '*  POISON  **  prominency  displayed,  together  with 
the  further  warning:  'Tor  External  Use  Only. " 

These  tablets  should  meet  the  requirements  of  any  city,  state  or  country. 


Detroit,  Michigan. 


Parke,  Davis  &  Co< 


When  writing  to  advertisers  please  mention  Bullxtin  op  Praxmacy. 
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CURRENT  PRICES 

DRiraS,  OIBWCALS,  BTC. 
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Araralc(Omrd)  M«raiiy  Iodide  Sol'ii. 

DoBOVBii^  ..per  lb.  10  88 

Botatton,  Powler's per  lb.  15 

powd.,wbtte perlb.  15 

Iodide • per  01.  49 

Bed  Solpliide perlb.  85 

Yellow  Sulfide perlb.  49 

Areeaeos  lodldee.  U.  a  P. peroe.  68 

Aebeetne.  flbroiiB,  long perlb.  85 

BToundL perlb.  10 

M  88 

I, 111 }^OB.  Tiale peroB.  8  00 

s.  58 

Atrepte.iiiH-OB.Tiale peroa  87  25 

ealpliete,iiiV^«&Yieli....  per  o&  26  25 

uOopBlba,  AiigoetDim...per  fb.  75 

OeiitndAmerioa....perlb.  70 

lb.  90 

lb.  1  25 

•oUdifled iMrlb.  l  40 

nr,ONiadA perlb.  8  00 

Oreson. perlb.  50 

Gmijuii perlb.  50 

MeocML perlb.  6  50 

Fern perlb.  8  86 

Boipliiir perlb.  75 

Tola perlbi  75 

Tranmitlto perlb.  75 

rtafli  Acetate,  1-os  Tlftii. . .  .per  oa  14 

Owboiuite,piirepreoip perlb.  80 

o.p.pi«oq;> perlb.  109 

Oblorlde  (Mur.),  o.  p.  oryaLper  lb.  40 

reoijiei.per  lb.  17 

Hjdrate,  pore  oryet perlb.  85 

lodida peroc  (K) 

NUnte^powd. perlb.  80 

o.p perlb.  46 

Oxide, pore  hydnitod perlb.  85 

_                                         pero&  11 

Peroadde,  anbydroofL perlb.  50 

Buiphate perlb.  18 

pnrepreoto perlb.  80 

BnlpMde,  ooml perlb.  46 

pure perlb.  48 

peroB.  12 

der.blaok. perlb.  80 

redorTBC perlb.  80 

^-^           perlhL  50 

Bejberrr perlb.  18 

_^POwd perlb.  88 

Blttenireet,ofroo( perlk  60 

BDOkthom perlb.  40 

__  oat perlb.  46 

Bntteniat perlb.  80 

.per  lb.  m 

powd perlb.  86 

crada. perlb.  » 

groond perlb.  80 

perlb.  86 

inmata. perlb.  16 

powd perlb.  80 

Baigon perlb  80 

_  powd. perlb.  76 

Oheny. perlb.  80 

groond..  ••.... perlb.  8^ 

OtaolioiiaOaliMj»QDlU....perlb.  85 

_  ^                     powd.perlb.  48 

Bed,QaiU perlb.  40 

powd. perlb.  46 

Yellow perlb.  80 

^^       powd. perlb.  86 

ObmamoB,Oqrlon., perlb.  w 

_    ^             powd. perlb.  4U 

Onndnrangg perlb.  86 

Goto perlb.  4fi 

OottODHPOot perlb.  25 

^•mp perlb.  80 

.perlb.  86 

powd. perlb.  86 

■Iab.tai6-lbbaiidtei....perlb.  40 

V_\                       lb.  )6 

powd. perlb.  80 

^_   lb.  80 

Oak,  white. perlb.  16 

powd. perllk  80 

Pomegranate  fruit perlb.  » 

ba^ofroot. perlb.  8b 

Poplar perlb.  16 

powd. perlb.  Vi 

PHoklyAdi perDx  80 

ibraobo perlb.  40 

nfrae perlb.  80 

powd. perlb.  86 

.perlb.  80 

Soap perlb.  86 

groond...  ••...  per  lb.  86 

powd. perlb.  40 

Wahoo perlb.  00 

Whiteplne. perlb.  80 

Willow perlb.  16 

Pearl perlb.  6 

Broolu'  Bal^,  Mbs.per  doz.  2  00 

BoblnflOB'a,^ba.....perdoa.  186 

Mba perdoa.  8  86 

..«»»rick.8doa.laeaae...peroaae.  80 

Bay  Ran,  domeatio pergaL  8  Ou 

imported. pergaL  8  86 

tnUbbki pergaL  190 

lnl(K«al.lDegs pergaL  8  00 


lb 

Btbpiatlna perlb. 

St  Johna perlb. 

Ttinka,  Angoatera perlb. 

Yanflla,  Bouibon,  6, 7, 8,  Mneh. 

perlb.  |6  60to 

Mezioan,  No.  IJM  to  9-lnGh, 

per  Id.,  tt  80  to 

Tililtl,  8  to  TVl^teoh.  ..per  lb. 

pergaL 

inbbli P«rgaL 

poiilled,  U.  S.  P perlb. 

perlb. 

lal peroB. 

I,  oarbooate per  on. 

r.,  P.  D.  ft  Co ...  .per  oa. 

,P.  D.ftOo peroa. 

■olpfiate,?.  D.ftOo peroa. 

Berriee,  Bucktfaom. perlb. 

Oocoohiilnd..... perlb. 

Oubeb. perlb. 

powd. ••.... ••.««• per  lb. 

Junq>er perlb. 

groond. •••• per  lb. 

Laarel perlb. 

Poke perlb. 

PrloUy  Adi per  lb. 

Sumao perlb. 

BeCoL • .peroa. 

BltHath  and  Ammonia Gttrata.per  oa. 

Benaoate peroa. 

Beta  Naphtbol  (OrphoO. . .  .per  oa. 

Oltnte. peroa. 

Uquor perlb. 

MeUOUo perlU 

Oxide,  bydrafted perlb 

per  0B> 

Onrehlorlde perlbi 

Salicylate,  64X peroa. 

Soboarbonateu perlb. 

Sobgallato perlb. 

Sablodlde. peroa. 

Sobnltnt&U.  8.  P perlb. 

P.-W.-B.00 perlb. 

Tumato peroa. 

Valerianate. peroa. 

Bladder  Wradi perlb. 

Blae  Mase,  powd. per  Ok 

\j  •  B.  <ir . . . . ......... .per  id. 

Bolabla,  Tleman^.  ..per  lb. 

YiMol perlb. 

InbbkK. perlb. 

powd..  ............  I  .per  lb. 

a.  p perlb. 

[,  calcined perlb. 

powd..... perlb. 

c  p.  cryst.  or  powd • .  .per  lb. 

redned perlb. 

.perlb. 
.perlb. 

uOottleflab perlb. 

powd. perlb. 

jeweler'a. perlb. 

Boregiycarlo. perlb.  inoL 

iSiraolntioB perlb. 

Tea perlb. 

Mutaiie,  Boll perlb. 

InfiO-lb.  lota perlb. 

in  bble....... perlb. 

Hydrate  ..••...•••.....  per  oa. 

»,n.aP. perlb. 

percBLinoL  tinaadTiaL 
TMohloride,  1-cb.  Tiala  and  cana, 

peroa. 

.peroa. 

.per  oa. 

I,  pore  or  aolplL,  M-oa.  Tiala, 

per  0 

B«df,  Batan  Ollead perlb. 

Oaaria perlb. 

lb. 

Barker^BoilB,  40  ta  box.  .per  box. 

Bromide.. ••.•••..•* .per  ob. 

perlb. 

C8iloffide • peroa. 

Iodide. peroa. 

Metamo .perlb. 

Nitnte. peroa. 

Solphate, peroa. 

ieine  CttaMne).  pore. perlU 

Acetate,  ^Kw.  Tiala 
Benaoate,  1-CB.  Tiala 
Bromide,  1-oa.  Tiala 
atrated,  l-ca.  Tiala. 

per  lb. 
Hrdrodilorata.  1-CB.Tiala.  ..per  oa. 

Nitrate,  1-oa.  Tiala peroa. 

Salicylate,  1-oa.  Tiala peroa. 

Solpnate,  1-oa.  Tiaii peroa. 

Yaleriaaate,  1-CB.  Tiala peroa. 

and  Sodium  Benaoate peroa. 

SalioylAteL peroa. 

(light  or  dark) perlb. 

Caldoai  BMaoato peroa. 

Bromide .......peroa. 

perlb. 
Oarb.  precip.,  U.  S.  P.. .per  lb. 


$0  00 

60 

10 

886 

800 

078 
886 


17 
87 
00 
00 
00 
00 
flK 
18 
66 
66 
16 
80 
12 


18 

00 

81 

86 

40 

8) 

85 

60 

80 

40 

8  47 

81 

862 

297 

60 

8  88 

288 


8 

4 


peroa.  8 


41 
86 
".8 
70 
70 
0 

18 


8 
80 

8 
10 
16 


00 
60 

W' 
4 
H 

Wa 
00 
90 
86 

GO 
88 
44 

00 
60 
40 


ion 
18 

1  40 
88 
46 

6  80 

176 
811 
80 

8  60 
66 
74 
60 
60 
40 

6  00 
60 
86 
GO 
GO 

eo 

47 
66 
86 
19 
10 
90 
80 


CalclmCOM»rd)OBrMde perlb^  80  80 

COilorida,  foaed,  anhyd perHiL  65 

orgraa. perlb^  19 

Oom*lfbraatomofallaa..perlbi  StoOe 

Glyoflroplioaphato peroa.  88 

B^rpophoaphne perlb.  1  05 

Lactate peroa.  16 

perlb.  1  08 

Laetophoaphate peroa.  17 

VmfxJSr. perlb.  150 

peroa.  84 
Fhcephate  predp.,  1-lb.  caitona, 

perlb.  19 

U.  S.  P.,  14b.  cartona.  .per  lb.  40 

SaUoylate. peroa.  86 

Bolpno-carbolato perlhi  70 

poroa  14 

Solphide perlb.  86 

peroa.  10 

aoMl.  American. perlb.  118 

Bngltah perlb.  1  76 

porlbi  06 

inl44b.8qaareB. perlb.  65 

in  |44b.  aqoarea,  caaea  100  Iba., 

perlb.  54 

in  1-oa.  bkMki. perlb.  07 

taibbla per  Ok  60 

powdered perDx  70 

■bnobromated... peroa.  84 

perlb.  1  75 

Candy,  Book,  on  atringi. perlb.  16 

~           "      ^Ineae. perlb.  8  50 

powd perDX  8  60 

perlb.  0  60 

powd •.... perlb.  6  60 

I,  African,  poda perlb.  80 

Japaneae,  poda perlb.  84 

......perlb.  80 

, perlb.  ^ 

ilpiiaret.perlb.,can8lncL  86 

In  6-lD.  cana,  per  ib.,  cana  taioL  » 

Tetrachloride porlb.  88 

lae.  Na40 peroa.  86 

perlb.  » 

peroa.  1  60 

porlb.  14 

powd perlb.  S3 

GerBleoaatharidea,)i4b.  roOa.perlb.  8  40 

Gerlam  nitrate peroa.  89 

oxalate,  ta  l-ca.  cartona.. par  ca.  m 

perlb.  45 

BmiAi,cat perlb.  15 

powd. perlb.  5 

pieclp.,Bnglidi perlbL  10 

prapared  in  dropa. perlK  8 

Beaflngera • perlb.  18 

White,ramp porlb.  8 

InbUa per  IK  H 

I perlbi  8 

willow,  ta  l-lb.  cartona per  lb.  10 

perlb.  6 

percaroUi.  18 

powd.  Dorifled ^..^..... peroa.  86 

CUeratanudt  in86^im.bcta.  ..per  bet.  80 

CMeral.  Ooton,  Hydrate peroa.  60 

Hydrate,  cryat perOk  96 

^nBI^P0VOO9  •eeeetieeeeeaeaaeaee  aDOT  OBe  vO 

Ghiarolarai perlb.  45 

pnrifled ...•••.perlb.  66 

GUairoshyi,  fbr  aqaeooa  or  alcoholte 

iohitionB. poroa.  40 

GhreaimnOblor1de,c(yBti......percB.  1  80 

Solphate. pvca.  18 

"   Cme  Add  CauyBophanio). 

percB.  1  85 

SaUcyiato percB.  86 

Solphate,  6-oa.  tina peroa.  87 

in  lOOoL  tina percB.  88 

in  l-ca.  Tiala peroa.  88 

U  in  Mb.  Jan.per  lb.  78 

mropttea percB.  00 

GNat peroa.  8  00 

GIOTea • perlb.  88 

powd perlb.  86 

Gaball,  powd.  (fly  polm) perlb.  86 

OarbonaM .........peroa.  89 

CSdorlde peroa.  88 

Nttiate peroa.  28 

Oxide peroa.  88 

Bolphate peroa.  17 

idBi  njiliiinliliiiafii  ■nan  iiijilala. 

B.  ft  a,  ta  Vi-oa.  Tiala. peroa.  6  86 

ta  l-ca. Tiala peroa.  6  06 

Moriate,ciyaL,bolk... peroa.  6  00 

ta  l-ca.  Tiala peroa.  6  C6 

talfoa.  Tiala peroa.  6  86 

Fbenate,  60X  aohition, 

taWHcr.  Tiala 186 

I,  Hondofaa «..perlb.  It 

powd perlb.  80 

perOk  48 

perlb.  48 

Xppa* perlb.  06 

BottercC.Baker'aAA ..perIK  80 

White perlb.  80 

Benadcrp'B,. perlbi  08 

Batter oC,  Hoyler^ perlb.  60 
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lBUH)&TliJt...peroa  19 
,tai^<».Tlili...per<Mi.    8 

mag6lb^lAH<m.yiaJa pero&   9 

j3alidi«taitail^<M.Tlili....peroB.    9 

I,  or7itMlnl5<r.  Tlalf..eaoh    1 

tot^Mleol. perlb. 

powd««*«a«««««.pQr  lb. 

perlb. 

.perlb.    8 
.perlb. 

G«lMiMHi8pinto,bbl pergAL 

^bbl pergaL 

per  gal.    1 

i,  AfMoiBto per  OB. 

■tte • per  OB. 

lb. 
lb. 

ObloffldB perlb. 

iodide^ perlb. 

OzldB,Btaek perlb. 

Bolpbate  (ne  Blue  Yttilol). 

pnnfled,  Mb.  oartom. perlb. 

.perlb. 
100  Iba. 

raj  II— t 11  ••••••••  tper  lb. 

BBTtags. perlb. 

BvMlBBtB*  liiiiip*«««per  lb.    1 

powd ....porlb.    1 

ap perlb.    1 

yffB per  OB.  88 

per  OB. 

lb 

pure,  powd perlb. 

i(  1-lb. •••••••  .per doB.    8 

iwood. perlb.    1 

Ifoo:  Oiily  «M  iimoto  ■»!•  tnm  woo*f 

for  wfcrt'Jtiillly  L   ^ViMfcolii  mrid,  Howiad}'' 
Mi  U  wfll  bt  ttmmi  HiM  ndw  db  bim 

IBBHCtfM  "Mite" 

«rboiiBteCBoberiBc).per  OB. 

.perlb.    8 

Mlb perlb.    4 

HVb. perlb.    4 

OBi .per  OB. 

UU.  8.P. perlb. 

.perlb. 

lletallonim,  powd perlb. 

perlb. 

Alkaloid,  OTBt..  16-gr.  Tiala, 

ea(^    8 

Sulpliate,  lfr«r.  Tlali. each.    8 

.perlb. 
per  OB. 
perlb.    6 

Oaslrta.wbtte perlb. 

fellow perlb. 

(affape8iigar),o.p..perlb.  4 

perlb.    1 

I,  Flioto  Deifoloper peroa. 

laa  afJHatt*  Medioiiial. . .  .per  OB. 

maiV^ioa peroa.  17 

InlMT.  ▼Iala.....< 
■  (|^ioto.dei?eC|wr)..., 

i.lfr«r.TfalB. 

Tabieti,  )4-ff.,  100  la  flal  .per  bot 

H-aT.,AbkyfUL perboi.     * 

OlMraflBt  K]ioIl*B.*t«««a •••■•••. per  OB.    1 

Davar'a Pawdar, U. 8. P perlb.    8 

I'a  Blaad,  powd perlb.    1 

perlb.    1 

»•  IMi^r,  ▼fala..eaeh.    8 

I.  Follary.^ perlb. 

powd.  ••••••..••••«  .per  lb* 

■kMM!aM,l4b.ttei,liiol perlb.    8 

U4&tiBainoL perlb.    4 

S-aKtlnaiBol perlb.    4 

m  1-OB.  ttna  iBoL peroa. 

M-OB.Tlala peroa.  40 

peroa. 
.perlo. 

Grain perlb. 

^    '    '1,)i-OB.bot.... peroa.    7 

German,  powdV.'.V.V.'.V. per  lb.    1 

Spaaidi perlb.    1 

powd... ••...perlb.    1 

(Bonjean^)  ...........peroa.    l 

perlb.  14 

irlaa,  o.  p.,  in  5-gr.  tabea each.    1 

Ballovlaia^  in  ftir.  tobea. . .  .per  gr. 
Bnlpnafeai  ta  6gr.  tnbea  •  •  *  .per  ar. 

lar,  Acytie. perlb. 

Bntjrlo. ..••.••.• perlb.    1 

Oblorie,  ooBO perlb. 

nferona,  oono..  1-81 perlb. 

MO perlb. 

Bniw ••..»•« ._» « » ••••.••.perlb.    8 

Bolptaiiri^  1880^  inol perlb. 

18MLinol perlb. 

waahed perlb. 

lor  ftaiatbmln,  1-lb.  inol. . .  .per  lb. 

inel perUx 

[•lb.  inol perlb. 

MMBranida peroB.taMsl. 

lodida peroa. 

iL ....Deroa. 

lb. 


85 
75 
86 
00 
80 
50 
78 
80 
40 
40 
M 
8B 
90 
00 
19 
16 


80 
90 
85 
05 
05 
60 
00 
86 
46 
46 
00 
60 


65 
90 
10 
80 
88 
85 
W 
88 


00 
00 

m 

88 

00 
15 
111 
50 
60 
50 
69 
00 
90 
87 
40 
75 
40 
75 
00 
85 
00 
40 
5 


80 

87 
00 
74 
8 
10 

eo 

60 
75 
75 
75 
04 
00 
50 
80 
80 
46 
15 
06 
76 
86 
00 
41 
88 

86 
46 
66 

80 
60 
18 
90 


SS?LoKwaad,  balk. perlb. 

m&  Haael,  dlatllled per  gaL 

tnbblB...pergaL 

Parratlttt  powd. ••••••• 

tableta 

In  a6"0B.  lota 

Parrapyrlna. .  • ••••••••.per  oa. 

PlakaWhlta^ perlb. 

Plawarai  Althea perlb. 

Amioa perlb. 

powd..  ...•••••..••••••••.  .per  lb. 

Borage. perlb. 

Oaletidnla. perlU 

OMBfaL perlb. 

Obamomile,  German. perlb. 

Roman • perlb. 

Elder perlb. 

baect  (Fyrethram) perlb. 

perlb. 

powd. •••.••••.••••.per  Uil 

render perlb. 

MalvaBlaok perlb. 

nooaljx perlb. 

Btaie perlb. 

MeWot perlb. 

Hnllein t**....^ perlb. 

Orange perlb. 

S8%5^:::::::::::::::::5;£: 

powd. perlb. 

Boawnanr. perlb. 

Baitron.  Amerioan perlb. 

Spantah perlb. 

TttuL  with leBToa perlb. 

Boleavea. perlb. 

Floor  Sjpar perlb. 

PonnallB perBi. 

I.40X perlb. 

„, P«t^ 

oarbofBipergal. 

perlb. 

Merok peroa. 

Praatlng,  white .per  lb. 

Pollar'a  Barth  Cma  Barth,  radar's). 

peroa. 

peroa. 

•••••peroa. 

OaOa,  Al0ppa^ perlb. 

powd .per  lb. 

\  or  Terra  Japonloa. .  ..per  lb. 
(660  ttanea  aweater  than 

_0 perlb. 

per  OB. 

OarUc,  In  ■trings per  string. 

CMaBthnB.  In  Mb.  jara. perlb. 

OelatlB.Ooz'8,»<Mi perdoa. 

l-oa. perdoa. 

Oooper'a,  »<Mi perdoa. 

■beet • perlb. 

IVenoh^pilnk perlb. 

white,  extra perllx 

No.  1 perlb. 

Ma  8 perlb. 

German,  gold  label perlb. 

aQver  label perlb. 

oopper  label perlb. 

NeiBon%9<Mi perdoa. 

amber • perlb. 

photaNa  1 perlb. 

NaS perlb. 

(reslnold) peroa. 

Ina  Alkakrid,  l»«r.  ▼iiST.ea. 
Hydrodhlor.,  amorph-«  U^.  vinlii 

eadbu 
Sotohate,  amorph.,  16^.  Tiali.  .ea. 
IH  ^voai  .......••••......••  .per  oa. 

OoM  Mono-Bromide,  in  16-gr.  ▼Ial8..ea. 
dilorlde,  in  16-gr.  ▼iala.  ••  .per  doa. 

in  80^.  Tiala •.perdoa. 

In  ^^Tiala^. 'S^^^ 

and8odlnmBrom.hi  16-gr.  ^is.  tea. 
and  Sod.  CBilor.,ln  16iEr.Vk.per  doa. 

in80i^.TlalB perdoB. 

in  U-oa.  Tiala  .•••••  •per  oa. 

QTaalde,  W,  in  Ifrcr.  Tiala  ..eaoh. 

Oxide,  In  16«r.  TtaSi eaoh. 

CBjewta.  Fiioe'a.  in  Mb.  botak.per  lb. 

In  6-Ib.  bottlea perlb. 

fiohering'a,  fai  Mb.  botaeB..per  lb. 

in l^lb.  bottlea. perlb. 

80* perlbi 

80*  in 60-Ib.  oans perlb. 

Vienna,  o.  p.,  in  Mb.  beta... per  lb. 

in6-lb.boti..perlb. 

Boweni\  in  Mb.  bottlea.  •••  .per  lb. 

Oljrctea,  in  oa.  Tiala peroa. 

OlTCjrrhlsta.  ammoniated.  •  •  .per  oa. 

Ambrette perlb. 

adiae perlb. 

powd. perlb. 

^aria^araenlo,  kaga.  •  • .  .per  lb. 
100  kaga.  ........••..•  .per  Ibi 

14-  and  88-Ib.  pksi ...  .per  lb. 

1-lb.  plus perlb. 

M-lb.  MB perlb. 

M-lb-  Pk9 perlb. 


1 


80 

40 
18 
90 
66 
86 
86 
76 
40 
14 
40 
86 
40 
85 
00 
75 
60 
60 
86 
40 
60 
00 
60 
85 
40 
60 
80 
60 
00 
60 
76 
76 


80 

16  00 

1  85 

1  76 

lU 

40 

96 

1  40 

1  19 

78 

18 


44 

1  96 

1  86 

80 

86 
16 


16 


00 


ahaohite peroa.ln(OL 

perlb. 

Oarbonata. «..peroB.lnoL 

perlb. 

BaUojlata. peroa. 

r  .»..•••.••••••••••...  .per  oa. 

(FaoOlnia) perlb. 

powd .per  lb. 

Aloea,  Barbadoea,  gouda.per  lb. 

powd perlb. 

Ohm perlb. 

powd. perlb. 

Coraoao perlb. 

powd perlb. 

Boa per  IK 

powd perlb. 

Amber,  tears perlb. 

Amiwftwton^  tears perlb. 

powd. perlb. 

Aiatolclst perlb. 

u ?:?::?:::::::::r.SJiS: 

Borti perlb. 

Asafetida,  powd.,  U.  &  P.. .per  lb. 

seieot perlb. 

Benaoin,  marbled perlb. 

Slam pdrlb 

Oatechn perlb. 

OhioieL perlb. 

Damar • perlb. 

KUmi perllx 

Galbanam,  pare,  atratned.  .per  lb. 

Gamboge,  piowd perlb. 

pipe,  seieot perlb. 

Goalae,  selaet,  U.  8.  P perlb. 

powd.  •  ..per  lb. 

Kfaio,traeu • perlb. 

powd. perlb. 

Maatio perlb. 

lljrrh.aeleot perlb. 

powd perlb. 

Opium •••••.•••••••••..per  lb 

gramilar perlb. 

powd. perlb 

Senegal P^!^ 

siftod perlb. 

lb. 
lb. 
lb. 

Bsi^h perlb. 

dTO. perlb. 

Garnet perlb. 

powd perlb. 

.perlb. 
.perlb. 

Ikiald.... • perlb. 

Una perlb. 

nnsaoanth,  flaka,  Ist perlb. 

mT. perBbi 

powd per  lb.  60  to 

ribbon.  No.  1 perlb. 

vade  diaTlngB..per  lb. 

sheet perlbi 

peroa. 

■,  v>^««.,  whita^  in  lfti(r.  Tiala, 

oaoh 

I,  In  l-oa.  Tiala peroa. 

.peroa. 

Tablets,  86'B. per  box. 

llMMta  ryUn,  in  Hro«»  rtaM,,,  .per  oa. 

Hsis  gjdlsl peroa. 

Ablets,  4  gr.,  100  hi  hot.  .eaoh. 

~  peroa. 

in  llk^r.  Tiala. each. 

inV(-0B.TU8 peroa. 

in  l^KMb  Tiala peroa 

inl^iLTials 

Hydroohlor.,  In  16^9.  Tiala. . 

In  X-oa.  TtaSi 

in  Uhw.  Tiala 

lnM)B.Tials 

(Panrin). 
peroa. 

In|4-Iba.  ino perlb. 

lnVi4ba.  ino..^^^^..perIb. 

inl4ba.  ino perlb. 

PIcra  (palT.  aloea  and  oanella) 

peruk 
Alkaloid,  hi  ft«r.,  ia«r. 

16-gr.  Tiala pwsr* 

HydrohroDl,  In  ft«r.,  lOigr.  and 

16-gr.  tIbIb. •• •••  .per  gr. 

Hydroohlor.,  in  ft«r.,  lO-gr.  and 

16iCr.  Tiala PCS'- 

SaUoxlate,  hi  frgr.,  10-gr.  and  16^^^. 

Tials psrgr. 

Balphate,  in  ft«r.,  lO-gr.  and  16-gr. 

Tiala wiF' 

I'sAoadyna perlb. 

U.  S.  P. ....  •  .per  ui 
in  1-gramma  Tiala. ..  .each. 

ahiaa. perlb. 

pw,  ■^^••...••••.•••. .•■•••.•..per lb. 

1919,  balk perlb. 

pnsaed,  in  M4ba.,  M-lba.  a^ 

Mba. perlbL 

oas •••perlb. 

1910,  old.  In  M'ttMi  M^kM..  HtM. 

lb. 


$0  89 
400 
88 
498 
1  60 
1  85 
800 
800 
160 
160 


1 
1 
1 


40 

60 

60 

75 

50 

40 

85 

86 

im 

75 

50 

76 

14 

75 

80 

JBO 

96 

96 

90 

60 

65 

75 

80 

195 

40 

85 

18100 

15100 

14  60 

"86 

» 

40 

40 

85 

40 

60 

85 

40 

1  bU 

900 

60 

10 

986 


75 
75 
75 
76 

76 
60 


1 
1 
1 


00 
88 

80 

60 

400 

80 

80 

86 

48 

10  80 

10  00 

10  00 

88 

9  10 

880 

18 
98 
9« 
87 

85 

40 

80 

40 

40 

40 
51 
1  80 
70 
18 
46 
40 

40 
60 
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.16-giii.  ▼iali.each.  10  00 
N  jdnatlM,  Alkaloid,  e.  p.,  li-cr.  liali, 

flftoh.  1  16 

liiUK)B.Tlili peroi.  88  85 

Mnrtete l»«r.  TteH,  eAoh.  115 

IB li-oi. Tialt peroa  88  86 

Bnlpluite 15«r.  Tiato,  eaoii  115 

lnU-OB.Tiali peroB  88  86 

NjtfradftoB.  Iba.,  M  and  M  lt»., 

per  lb.  8  08 

peroa.  87 

PwuMa  (P.  D.  ft  Oo.) 

tBgaUonboli..pflrni.  18 

infr-ll».boti....pflrlb.  88 

lnl-lb.bot8....perIb.  80 

in  W4b.  bote... per  lb.  86 

inS-ib.bo«i...perIb.  46 

U.  8.P.  oarbor...perlb.  16 

tofJinioai  oarbcv..per  lb.  14 

Amorph.,  In  16-gr.  Tiala, 

oaoh.  8  85 
Hfdrobrouiata,    la  8-gr.,  ft«r. 

10^.  and  IH^.  Tfala.. .per  gr.  80 

Hjdrobromato,  1  gr*  ▼]8..per  gr.  89 
wdroohiorate,  In   8tT*«    5-8r., 

lO-gr.  and  Itar.  vlala. .  .per  gr.  8i 
Hydnodate,  laVgr.,  6-gr.,  lOgr. 

U^gr.  Tlala .per  at.  18  to  86  • 

Bolpbate,  la  8-gr.,  6-gr.,  l^gr. 

andlfrgr.  TlaM... pergr.  80 

Byiarrailne,  alkrioid.  oryBt,  in  frgr** 

lOcr.  and  16-gr.  TialB..... per  gr.  68 
alkaloid,  amorah.,  In  ft«r.,  10-gr., 

and  16-gr.  Tlaja pergr.  48 

Hydrobromate,  In  ft«r.,  10-gr.  and 

16  gr.  Tials... ...••.*«••••. per  gr.  48 

HMIrooiilonite,  In  ft«r.,  10^.  and 

i^gr.TlalB. persr.  48 

Snlpoate,  amonh.,  la  ft«r.,  lOgr. 

and  16i^.  Tlau pergr.  84 

(Bnlphate,  orrBt,  In  ft«r.,  lOgr. 

and  16^.  Vlala. pergr.  10 

Hypaeui,  medlelnal,  l-oa.  g.  a.  Tlala, 

peroa.  8  80 

.peroa.  96 

.per  or.  90 

Tableta,6gn peroa.  105 

Inlba parlb.  4  60 

InUlba perlb.  4  60 

InSlba perlb.  4  75 

Inoa .perlb.  85 

AmmoBlmn.  lb..  V4-ib.,  and 

M-Iix... perlb.  6  60 

oa pel  OB.  40 

Bodlom,  oa peroa.  65 

[■■gea  Oniotodaifeloper).peroB.  bot  87 

lai|n.]ianlla perlb.  8  00 

KdlxaB perlb.  8  CO 

powd perlb.  8  00 

, perlb.  8  60 

powd perlb.  8  60 

laJaatji J i la  (lodopyrti) peroa.  8  80 

.per  lb.  4  80 

.perlb.  4  46 

peroa.  48 

■peroa.  48 

8olatloB,16X peroa.  84 

dilorlde  BotaUoa. peroa.  64 

laMa,!^ peroa.  66 

8gX V peroa  1  80 

If  orjst.  or  powd.  •  •  •  • .  .per  lb.  6  66 

peroa.  60 

la  flne  powd.(P.  D.ft  Oo.).per  lb.  6  66 

peroa.  60 

64 

78 

1  76 

55 

1  s» 

.peroa.  75 

lfMla.piire. peroa.  6  08 

Itaa,  Aoefeate,  drj peroa  19 

liquor,  U.  8.  P per  lb.  85 

tbiotore ..perlb.  50 

Albuminate,  aoalea peroa.  84 

Aleoiioilaed perlb.  88 

Ammoalated. perlb.  86 

(or  anenlate).... peroa.  16 

peroa.  17 

peroa.  88 

Bromide peroa.  18 

b7bydrogeB,00-70H perlb.  65 

giaf,80-85X perlb.  58 

n.8.P perlb.  66 

Gtorb.,preoip perlb.  16 

Qwbonate,  rroto perlb.  80 

aaooh perlb.  80 

CBiktide.  aya.  (terio  dilor.)per  lb.  85 

aolanoB  for  tfaMtara. . .  .per  pt.  16 

ttnoture perlb.  46 

Proto.(FBrroas  Obla).  .per  oa.  16 

Oteato,  aohibla,  Iba perlb.  98 

oa perlb.  16 

U.aP perlb.  96 

peroa.  16 

and  Ammonia perlb.  98 

green, aoalea.. per  lb.  105 

aadQolnlne peroa.  87 


Iron,  Citrate  and  QalnlneCOiMa'cn, 

per  lb.  18  60 

and  Btryotanlna perlb.  140 

oa peroa.  19 

Quinine  and  StrTdbnlna....  peroa.  89 

BlalTBed perlb.  80 

nUnga perlb.  10 

Verrooyanide,  medicinal,  Iba.  per  lb.     65 

oa peroa.  11 

Glyoerlnonhqepliate peroa.  88 

Hydr.  OzMle  (Ferrlo  Hydr.).per  lb.  86 

Hypophoqidilte peroa.  88 

perlb.  1  76 

Iodide peroa.  47 

^ynm perlb.  4S 

Lactate peroa.  9 

lAOtopboapbate peroa.  18 

Nitrate  for  dyeing perlb.  18 

EMntioa,  17. 8.  P. perlb.  85 

Oaalata  Ferroui peroa.  18 

fierrio peroa.  16 

andAmmoninm  ozalata,  Ferrlo, 

peroa.  14 

Peptonlaed. perlb.  8  00 

peroa.  89 

Potaarium  ozalata,  Ferrlo.  .per  OB.  14 

flodimn  oxalate,  Ferrlo..... peroa.  14 

OzJde.  black perlb.  45 

Phospiiate  preolp. perils  87 

n.&P.,8ca]M perlb.  U8 

per  OB.  14 

'»"«*°''*^ Sfg:  S 

SaUoylata. peroa  80 

Bnbaalpbata perlb.  87 

per  oa  7 

Solntloa. perllk  16 

Bncdnate peroB.  44 

Sulphate,  dried,  pure perlb.  18 

ooml perlb.  8 

pare,cfTat perlU  U 

granulated. perlb.  18 

granulated, 0.  p. perlb.  40 

Bolpnide,  FwTOoa perlb.  18 

Bnlphooarbolate. peroa.  14 

Tumate .peroa.  88 

Twtrate. peroa.  80 

andAmmoninm ...perlb.  76 

a.  14 

lb.  76 

a.  14 

Teranlpliate,  loL,  U.  8.  P.. .per  lb:  80 

dried.... per  lb.  40 

VnnilBga(wroii^tlron)...perlb.  10 

Valerianate. peroa.  80 

and  Ammonia  ProtOBDlpbate, 

perlb.  16 

amd  Manganwie,  FeptonlBed.per  lb.  8  00 

peroa.  80 

.per  lb.  1  00 

BraaOafared perlb.  8  00 

Rmwlan, trua Beluga perlb.  6  00 

Japaneae .....perlb.  75 

Jniea.  dnerarla  Xaritlma,  M-<»*  bota^ 

perdoa.  0  00 

Oonimn perlb.  l  60 

DandelioB. perlb.  1  86 

Elder perlb.  60 

Juniper ..per  lb.  00 

Lloorioew perlb.  00 

Ume PflTgaL  80 

QlarUled. pergaL  186 

Pawpaw,dry P*^  .  S 

upowd perlb.  186 

perlb.  7 

■agl peroa.  100 

i,fromliom peroa.  71 

peptonlaed, In }^oa... peroa.  8  76 

KermcamlneraL perlb.  180 

KelaNat8,Afr perlb.  80 

Keaweln  Amerpli.,  In  }^oa. .  .per  oa.  18  00 

KryeAae peroa.  100 

|jaci>ye,powd perlb.  80 

•c«lea,  in  M-oa.  Tlala. per  oa  8  60 

powd... peroa  1  00 

taUeti peroa  100 

tna6-oa.loti peroa  90 

lb  760 

InOB peroa  54 

in.  In  M-lb..  Wb,  ft  l-lb.  .per  lb  1  00 
■  (BeeAdepaXanm) 

Calaminaria perlb.  10 

Lard,  Benaoated,  In  6-lb.  oana .  per  lb.  80 

Debydrated,  In  64b.  oana. .  .per  lb.  80 

Ljtfgia  ••  peroa.  8  60 

L.azBtlye  Bromo  Qnlnine, 
6  doaen  lots,  1  doien  free,  net  ooet  per 

doaeo  (free  gooda  ooneideswl) 1  71 

18  doaen  lots,  8  doaen  ft«e,  6%  trade 
diaooimt,  net  cost  per  doaen  (free 

gpods  considered) 1  68 

60  doaen  lots,  10  donn  free,  10%  trade 
discount,  net  cost  per  doaen  (free 

goods  considered) 1  64 

Lead,  Acetate,  grannlar,  pure,  per  lb.  89 

pure perlb.  81 

white perlb.  16 

lb.  14 


ArMnlate  (OmTd), 
for  inaectldde  porpoaea: 

10Mb.  kaga. perlb. 

6Mb.kag8. perlb. 

86-Ib.kag8. perlbi 

10-Ib.  bncfceti. . .  .per  IK 

5-Ib.  oana. per  lb. 

l-lb.  oana perlo. 

l-lb.  glaai  jara.  .per  lb. 

perlb. 

par  IK 

Oarbonato.... per  lb. 

pore perlb. 

Ohiorlde,  pure,  l-oa peroa. 

CBiromate^^ perlb. 

Iodide,  powd .per  oa. 

MetaUlo,  pure,  gran.  Cteat).per  lb. 

Nitrate perlbi 

e.p perlb. 

Oside.coml perlb. 

madidnal .perlb. 

Sobaoetate,  861 perlb.taioL 

Sulphate,  medicinal perlb. 

'nuuiate,diy peroa. 

▼aa.  Aconite,  Bng.,  In  14b.  oana. 

perlb. 
perlb. 

powd..^. perlbi 

preand.  oaa...per  lb. 

Angelica,  preased,  oa perlb. 

Adoer'a  tVaignek  oa perlb. 

Arbor  VltB perlb. 

j»erlb. 
Bng.,  14b.  tina.per  lb. 

■n perlbi 

powd perlb. 

.perlbi 
.perlbi 
.perlb. 
.per  Ok 

Bneliu,'long.....'..... perlb. 

short. perlb. 

powd perlb. 

B^M^IilwaH  iMeasedy  oa. .  • .  .per  lb. 

Oannahie  Indlea perlb. 

Oator perlb. 

Ooca • per  lb. 

Oonimn,  Eaig.,  14b.  tina ...  .per  Ibi 

German perlb. 

powd. perlb. 

prnasert,  oa perlbi 

Ootttfoot. perlb. 

preased,  oa P^^ 

Dnmiana •••.**.. per  lb. 

Dlgltali|,Xng.,  14b.  tlBa....per  lb. 

Gwrman.^.^. perlb. 

powd  ..(•....  .per  lb. 
fNrasnd,  oai..perlb. 

■ocalyptoa perlb. 

GilndeBa  B^boata perlb. 

Sqnarroaa perlbi 

Hardback,  prnasert,  oa perlbi 

HenakMsk,  nraand,  oa .  •  •  • .  .per  Ibi 
Henbane,  nig.,  l-lb.  tins.. .  .per  lb. 

nan. perlbi 

powd........... Pv^ 

preased,  oa perft. 

> perlb. 

powd ..per  Ok 

Jaborandi perlb. 

powd......^t perlb. 

Urerwort.  preamd,  oa. ...  .per  ibi 
LawMgb,  prased,  oa.. ...... per  Ok 

ort,  preased,  oa pcr^ 

perlbi 
perlb. 

powd. .....perlbi 

Hfatiatoe,  pressed,  oa perlbi 

Mmrwort,  pressed,  oa P^^ 

HuOein,  pressed,  oss. perlbi 

Parsley,  pressed,  oa perlb. 

Plantam^preassd,  oas. perlb. 

Poppy,  pressed,  OSS. P^^ 

BaapbeRy,  pressed,  oa ...  .per  lb. 

real .'.*.*.*.'.'.'.'.*.*•*'.'.'.*  .'.'.per  lb. 

Bosemary,  bulk. perlbi 

nreased.  4as.........perlbi 

-«i.iS??:.!rf:::::::5s: 

ground. .............. .per  lb. 

looM  pressed,  M^ ...  .per  lb. 

preased,  M^i*.... Vtif^ 

oa ...Darlb. 

Barto,  bulk. perlbi 

powd. *......  .per  Ibi 

MLoa perlb. 

Aleocandiia. ........ .per  lb. 

garbled ...... .par  Ihi 

powd.,., perlb. 

aeiect.  ••••••...  .per  m. 

Stramonhm. per  lb. 

powd.  ..............  .per  lb. 

...perlb. 

...per  uii 

...perlb. 

Thyme, 'preased,  on perlb. 
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'THECOSTOFA 

PRESCRIPTIOM 


The  Mcnge  nui^  (xpcctfas  hiiiDOMy'i 
woit^  and  knowing  noUiins  of  the  out  of  ingR><Benti 
2-'^!J5?^?^'^  ""^  •*''*^  Juilae*.  pre«ilp. 
UMlar8d]FbyHia|ipeanjKfc   ConHquendyJIieitcnMl 
nwfcMip  ihouU  evWence  Bie  quality  wBWn. 

Evra  as  a  oaclicd  mirror  would  ruin  the  look)  of 
your  loda  fountain  and  create  an  uotvorsble  impreaslon. 
*oaM«e4  uMound  cork  detrach  from  a  preicripHon. 

CIRCLE  A  CORKS 

arenotonjyanicetybutanecetsity.  You wouldnl idl a 
nan  adnrdgar  that  wouU  break.  Why  then  sell  him  a 
prescription  with  a  cork  that  UtialJe  to?  Clrclt  A  corks 
arepnacriptiooft(«w«withlhe-chance-|eftouL  Each 
oje  is  10  deaiv  bright  and  ttrong  that  you  will  wonder 
why  you  haventahiayiused  them,  after  you  receiwe  ih« 
««Me  hag  of  100  thai  it  sent  for  twenty  cents  In  slampi 
or  roin.  For  your  convenience  Ihe  lampJe  bag  Includes 
Es  from  2  to  6l 
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704  JEFFERSON  AVE.  DETftOIT.  HIGH,,  U.  S.  A. 


The  Physicians'  Perfect  Call  List 
and  Record 

Is  a  veritable  boon  to  the  practitioner  of  medidne.    It  provides  a  simple,  effident  method  of 
bookkeeping.     It  saves  time.     It  prevents  losses. 

A^Cagttal^resentfo^th^Doctor 

The  Call  List  is  an  admirable  gift  for  your  pbysidan  friends — a  book  which  will 
be  consolted  many  times  every  day  and  which  will  serve  as  a  constant  reminder  of  jronr 
store. 

PRICE  TO  THE  TKADE.  $1.30  EACH.  LESS  23  PER  CENT. 

.       Morocco  bound,  full  gilt  edges.     Name  of  the  physician,  "Compliments  of"  and  name  of 
the  druggist  (or  his  pharmacy)  embossed  in  gold  free  of  charge. 


Let  Us  Have  Your  Order  Nowl 


E.  G.  SWIFT,  Publisher, 

BOX  1S4.  ■  ■  •  DETROIT,  MICH. 

BHvapa«D  Offleai  19  sad  20  Graat  Fnltaaay  St..  W..  LoDdan. 


Send  the  Pos 

and  aflford  us  an  opportunity  t( 
full  particulars  of  our  most 
"side-line"  proposition  for  retai^ 
You  owe  it  to  yourself  to  i 
a  quick-selling  line  paying  neai 
cent,  profit,  that  is  nationally  s 
and  with  which  you  get  many 
ing  helps.    That  line  is  our 


=NEW  MODEL  "K' 


^WEEPER\ 

The    Only    3-in-l   Vacuum 

SEE  THE  TRIANGLE  AT  THE  BOTTOM  OF  THU 

Our  new  MODEL  "K,"  recently  introijuced,  is  like  our  far 
only  cheaper  in  fini^.  It  has  all  of  the  exclusive  fea 
expensive  MODEL  "S."  including  the  THREE-IN-ONE  ] 
the  triangle  at  the  bottom  of  this  page. 

Rememtxtr.  that  the  SWEEPER- VAC  ii  die  only  vacuum  clean- 
ing device  which  can  be  uied  ■•  a  bnuk  iweeper  alone,  a  vacuum 
cleaner  alone,  or  both  in  combination  -  the  famoua  THREE-IN-ONE 
feature  which  ha«  been  advertiaed  everywhere. 

Remember,  too,  that  SWEEPER.  VAC  ia  fuHy  protected  by 
basic  patents 

INVESTIGATE  OUR  NEW  MODEL  "K" 
SEND     THE   POST  CARD    TO-DAYl 


POST     CARD 


GeDtlemen: 

Please  send  ui  full  particulars 

about  your  Swaaper-  Vao  proposition 

for  druggists. 

Stamp  In  or  write 
yonr  addrasa  bar  a 


PNEUVAC 

Blake  1 
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